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Feedback summary for SBC Seminar two: Fundamentals of business 

taxes and personal taxes in the UK (29th Nov 2017) 

 

Seminar 2 welcomed over 50 attendees (134 had registered for the Seminar) and 27 

feedback forms were received.   

Section one – Clients’ general demographical information 

Q1. Types of attendees 

As indicated by figure 1, for seminar two, the majority of the audience members 

were UK students (around 40%) and international students (around 33%), followed 

by Staff (22.22%%) and Alumni.  

In comparison to seminar one, fewer people/students were interested in attending and 

more staff members and 

international students were 

attracted.  This is possibly 

because the topics covered were 

more specific, relating to Income 

tax for individuals, Capital gains 

tax and IHT (Inheritance Tax), 

thus, the content was relatively 

less focused on small businesses. 

 

 

 

 Figure 1: Type of audiences 
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Figure 2 shows information relating to where in the world our audience members 

come from. Unsurprisingly, the pattern of our interested clients/audiences’ 

nationalities is similar to seminar one. 

Apart from UK citizens, our other major 

audiences come from other European 

nations, such as Romani, Poland, French, 

Italy, etc. Nearly 12% of attendees come 

from Asia (India, China, etc). The Middle 

East share the remaining (approx.)4%.  

 

Q2: Clients’ major (background) 

Similar to seminar one, the most active 

audience members came from 

Science/Engineering (around 52%). The 

Economics/Business and “Other School” 

equally share the remaining 22.22%. Finally, 

a tiny proportion of attendees came from 

other fields in Social Sciences such as Arts, 

Communication.  

 

  

    Figure 2: Type of clients (nationality) 

    Figure 3: Background of audiences 
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Q3: The level of study  

Once again, the data indicates the same information - that undergraduate students 

are our most enthusiastic 

potential clients. The majority 

of our audience included 

undergraduate students (over 

55%), Ph.D. (26%) and more 

than 10% of our audience 

came from MSc. The “other” 

audience members came from  

post-doctoral research 

programmes.  So, in summary, our 

interested audience comes from a 

wide background.  

 

 

Q4: The year they are studying 

The tendency of the chart implies that relatively new students are more actively 

engaged in SBC’s seminars. 

This pattern is similar to one 

identified for seminar one. 

It might be interesting to 

investigate this point  

further -the majority of 

students are 1st and 2nd year 

students which matches the 

previous data (most 

students are 

undergraduate).  

Figure 4: Level of study 

 

Figure 5: Student’s year of studying 
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Q5: How do they know us?  

The pie chart clearly demonstrates that email marketing (over 65%) and SUSSED 

(11%) are the most effective means for promoting SBC’s activities.  It is worth noting 

that the poster tends to be a 

costly method which only 

makes up 3.7 %. Similarly, not 

many clients who attended 

Seminar 2 visited SBC’s website 

to find out about the event 

(3.7%). The future promotion 

plan may take this data into 

consideration. Among 

remaining channels, “Friend 

and colleagues ” is cited as a 

relatively popular channel (11%) and only 3.7 %of clients informed us that they found 

out about Seminar 2 at other events. 

 

                                            

Figure 6: How do they know SBC 
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Q6: Reasons to attend the seminar 

The main reason audience members attended our seminar was: “learning how to set 

up/run a business” (more than 45%), that is, meeting main SBC’s seminar objective. 

Around 27% of surveyed 

clients said that they would 

like to improve their 

knowledge and business 

skills. 21% percent of 

respondents said that they 

attended the seminar due to 

“curiosity about the topics”.  

The remaining reasons, such 

as “to apply concepts 

previously studies” and “to 

understand the life of a consultant” 

are less relevant to audiences’ purposes to join SBC seminar two.  

Figure 7: Purpose to attend the seminar 
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Section two: Seminar evaluation 

Overall,  it seems seminar two was highly received by audience members.  On the 

other hand, although the evaluations of seminar two were much higher than seminar 

one, less feedback forms were collected for seminar one (insufficient data collection) 

so this may not give a true reflection of  the situation.  The detailed results are 

illustrated by figures 8 to 11.  

Relevance of seminar 

Regarding the respondents’ evaluation of seminar’s relevance, the following chart 

(figure 8) shows that more than 86 % of respondents evaluated the seminar as being 

very good - excellent.  The lowest rating was ’good.’ 

 

Figure 8: The relevance of the seminar 
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The scope/depth of presentation 

Respondents rated the scope (depth) and the presentation of seminar two very 

highly. Only one-surveyed attendee perceived it as “Fair” and the rest of the 

respondents were highly satisfied.  

 

Figure 9: the scope/depth of presentation 
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Good understanding of the topics 

The underlying implication demonstrated by the following chart (figure 10) is that a 

large number of respondents believed that our speaker, Renold, had an excellent 

standard of taxation knowledge and he was extremely positively perceived. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

  

Figure 10: the knowledge of the topics  
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The speaker’s creativity and flexibility 

Figure-11 shows the positive perception of Renold’s knowledge in terms of creativity 

and flexibility when he responded to audience queries. Although the rating is 

relatively wide spread, the majority of people were highly satisfied with more than 

90% of clients evaluating this aspect as being “very good - excellent”    

 

 

 

  

Figure 11: the speaker’s creativity and flexibility 
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The length of the presentation  

On average, the presentation’s length was positively received with more than 80 % 

of people perceiving it as being “Very good and Excellent”. However, similar to 

Seminar one, many clients pointed out that it would be better to split the session 

into two with a break in between in the future. 
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Recommendation of SBC’s seminars 

The results for seminar two are much better than seminar one, as shown below. 80% 

of respondents were more likely – extremely likely to recommend SBC seminars to 

their friends/colleagues. This might be because this topic is relatively new and the 

audience had less knowledge about it so tended to be more interested.  

 

Figure 13: The recommendation of SBC’s seminar 
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Section three: Clients’ comments/suggestions 

Overall, the comments have provided us with some valuable information and advice.   

In contrast to seminar one:  

- Difference: no complaints re the lecture theatre because less attendees joined 

the seminar. 

- Similarities: the suggestions re presentation structure; require handouts; 

require a break.  

Detail:  

 Most useful aspects of the seminar 

- They received valuable knowledge of different types of taxes.  

 For example, “different types of corporation tax, tax structure of LLP 

and Ltd co, tax free nature of investment income and CGT information 

and IHT and VAT. Interesting and useful.” 

- “Giving real world examples to explain the points clearly.  

- Good overview of the vital basics and the question session is helpful.  

- The breadth and clarity of investment starting from absolute basics.”  

Suggestions:  

Content and structure:  

- “Make it simpler to understand. 

- More interaction, concrete examples. 

- Have a break and increase the timing to a 3 hour seminar to cover more topics. 

- Although lots of information, I feel it was too generalised as opposed to 

specific to setting up a business. Spent too much time saying how tax could be 

avoided particularly by non-UK citizens /residents.  

- More details and structure first, then interactive session.  

- No clear structure lots of jumping around. 
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- A practical training workshop after the seminar would be useful.” 

Others:  

- “maybe some handouts would be useful 

- Split into two sessions.” 

Things want to know more about:  

- “More information on funding bodies, more details on legal obligations and 

differences between company forms (limited-unlimited), taxation differences, 

cost of setting up a business (minimum running costs, e.g accountant, lawyer 

ect), yearly fees for government etc.  

- Internet and online business and how taxes relate to them. 

- International taxation and more about double taxation.  

- Step-by-step guide. If I were setting up a business today what would I need to 

do/research in regards to tax. 

- My interest in the tax situation of an existing limited company which has 

assets but no income, because I, the sole income earner have come to 

Southampton to study for a PHD.” 

 

 

 


