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Survival of the fittest
The struggle of a company to attain the image position it desires
    
Preface

A strong and stable corporate image seems to be of growing importance for companies, especially when the company is small and faces fierce competition. A company can only communicate effectively when it knows what the receiver thinks. So, it is about interaction between sender and receiver. This corporate image is defined as ‘The image of an organisation as perceived by various groups of the public’ (Vos, 1992). To obtain a strong and stable corporate image the company should have a strong corporate identity, ‘Corporate identity primarily focuses on how the organization actually manifests itself and what its essential characteristics are’ (Schoemaker and Vos, 1989).  
This means that to function at the top the organization will have to contain a good look at the sender – receiver relationship but also focus on the strong characteristics of the organization and make these stand out. 

What back in the days was rather of exceptional nature seems to have become a convention nowadays: it is expected to focus on the corporate image and identity to make the company a success. It is no longer of goodwill but it is a necessity for a company to enhance its image among its current and potential clients to be a strong competitor in its market field. 

This will improve the company’s reputation, increase its sales and customer loyalty and make it keep up with its competitors. 

Subsequently, it becomes clear that by not engaging sufficiently in the field of corporate image and corporate identity, companies disregard their impact on the clients and the market field. Having a strong and stable corporate image is the way to survive in this fierce market of today. Therefore, companies are looking for creative ways to find out what their corporate image actually is, to do this the company has to pay attention to its clients but also find out more about its competitors. In that sense, every company, including Neon, has to rethink their way of dealing with their clients and set a strong image for the company. 

Since Neon is small, does not have a large budget to research this and I work at the company as a trainee, I was asked to have several interviews, hand out a number of questionnaires and implement a survey, to gain knowledge about the company’s image position. 

In this assignment I seek to research Neon’s approaches to determine where it is positioned among its clients’ opinion and its competitors, is this image positioned far away from its desired identity?

Executive Summary

A Destination Management Company, located in Cyprus needs a clearer view on its current image position, to see if there are any discrepancies found between its desired identity and its corporate image. At the moment the company is not sure where to position itself among its clientele and its competitors, since the organisation has never investigated the company’s image position before they cannot be accurate with their expectations but suppose to achieve positive results. 

This research is of more essence to the company since current changes in its surroundings show them that a clear image position is needed to attain its desired image position. These changes are both internally as externally and include internal communication but also the fact that the Greek part of Cyprus has joined the European Union and replacement of currencies next January, all this increases the company’s competition and that is why it is important to have a strong and stable image position, which will make them a respected competitor.

The results are of interest since the organisation is always determined to improve lacking aspects but it does not know where to start and what is needed exactly to be among the leading, local experts in all aspects of Destination Management. That is why thorough research needs to be done, to give the company a clear perspective on the situation of the company and changes that need to be applied to improve this.  
To obtain the most accurate results several methods of research have to be applied. Those methods vary between primary and secondary data. The primary data is explored through holding interviews and questionnaires with the different networks that influence the organisation and secondary research is needed to back up the primary data and write an accurate communication report. 

The displayed results at the end of the research give a better insight of the company, its position, its corporate image and its desired identity. These findings were carefully analysed and the outcome showed that there indeed are clear discrepancies between the company’s desired identity and corporate image, this causes for a gap between its current corporate image and the image position the company desires. A gap analysis and swot analysis are implemented to attain the most accurate information about this gap and the situation of the company.  

This shows that the company has several weaknesses, which need to be enhanced in order to improve its presence among its clientele. There are several possibilities for improvement, which might lead to a decrease of the current gap that the company is facing. 

To accomplish the set objectives of the company and finally reach the image position it desires a key idea is designed for the company, this key idea will show the approach that the company should follow, the positioning of the company and the central theme. 

The final recommendation made to the company is a set schedule; this schedule is based on the research results and the company’s objectives, when following this schedule the company should enhance its presence among its clientele and reach the image position it desires.
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Communication Research Plan

The Communication Research Plan is the introduction of this Research paper, describing why this research is done, what will be researched and how the research will be applied. 

1.1 About Neon Conferences & Incentives

Neon Conferences & Incentives (often referred to as ‘Neon’) is a specialized and experienced Destination Management Company of which the head office is based in Limassol, Cyprus. A Destination Management Company is ‘A local service organization that provides creative itineraries and logistics management based on an in-depth knowledge of the destination and incentive travel. Works in conjunction with the end-user and/or incentive company’ (Business Group Inc, extracted May 25th 2007) 
From the time it was established in 1995, an office was opened in Greece and a contact person located in the UK. The head office in Cyprus consists of three very well educated employees, graduated at the higher hotel school, business school and the school of economics. Neon is known for its persistence to offer their clients beyond their expectations. Since it is a service company, it depends largely on its clients and suppliers and survives in the competitive market because of its determination, engagement but also because of trust given by other companies and therefore trust by its clients. 

1.2 Motivation

Since its establishment in 1995, there have been several changes within the company and the client base kept growing, but while it is a small-sized company the time and money for research about the company’s image position are not present. The past years of globalization made the competition rise to a higher level and that makes the importance of a company’s image position increase. That is why also for Neon it is very important to have this area researched. To specify the research area, it is focused on the head office of Neon in Cyprus. 
Questions that come to mind are: What makes Neon different from its competitors? How could Neon be a strong competitor in its service field? How is Neon perceived by its current clients, both intermediaries and end-users? What is Neon’s image position? How could Neon reach new clients with its low budget? Or is the company actually seen as a competitor to its main competitors? Overall, what is Neon’s corporate image and is this similar to its corporate identity? 

1.3 Research Goal

The goal of this research is to find if there is any discrepancy found between Neon’s corporate identity and its corporate image. Where does Neon stand at the moment, according to its clients, suppliers, end-users, own staff and its competitors, and what is the company’s desired image position? 

This information will be used by the Manager Director of Neon, it is in his essence to know how the other parties feel about Neon, if Neon is even seen Neon as a competitor and how to keep its current clients satisfied but also how to acquire new clients without spending a lot of capital. 
The purpose of the research is to show Neon its corporate image through the perception of its clientele and positioning among its competitors, and then suggestions will be given how the company can reach its desired identity.
1.4 Problem Statement

To attain its desired identity there are several aspects that have to be explored. It is important to question the different parties that influence Neon and learn more about perception of its clientele and the clients’ preference and familiarity with the company, to get to know the company’s corporate image. These results will have to be compared to its desired identity, to find out if there is any discrepancy between these two, if there are discrepancies recommendations will be given to decrease this gap. The desired identity of the company is also how they want to come forward to its clients, that is why it is important to know how the company is seen at the moment, what is its corporate image? When answering this question, discrepancies might show and if these are known, actions can be undertaken to decrease or eliminate them so that the company can attain the image position it desires. 

Before analysing the corporate identity of Neon, it is important to understand what is meant by ‘Corporate Identity’. A previously done research on managers showed that rarely anyone knew what ‘corporate identity’ meant exactly. (Van Riel, 1992) Originally, men thought that ‘corporate identity’ stood for the identical use of symbolic in logos and style. When we look into literature there is no common definition accepted but Schoemaker and Vos defined it as follows; ‘Corporate identity primarily focuses on how the organization actually manifests itself and what its essential characteristics are’ (Schoemaker and Vos, 1989)
The German authors Birkigt and Stadler were the first to broaden the concept to self-presentation of the organization. According to Birkigt and Stadler the core of the identity is the personality, defined as ‘das Manifestierte Selbstverständnis’ of the organization. This personality manifests out of three parts, which brings us to the Corporate Identity Mix of Birkigt, Stadler and Funck. These three components are: behaviour, visual recognition and communication activities of the organization (Werner van Craenenbroeck, De Influencer Cyclus, 2005/6)

Thus, the corporate identity is the company’s self-presentation, looking at its different characteristics; in this case the previously mentioned components will be applied. 

The size and the field of work of the company give it no choice but to co-operate with many different companies, its clients and suppliers. Without the trust and input of its clientele, it is hard for Neon to be positioned strongly to other organisations and built an identity it desires, as for every company, like writer and speaker Dr. Michael Leboeuf once said: ‘Every company's greatest assets are its customers, because without customers there is no company.’ (Dr. Michael Leboeuf, 1989) 

How is Neon perceived by its customers, both intermediary and end-user? The Managing Director of Neon, ensured; ‘As long as the clients (end-users) are satisfied, they (the intermediary company) will use Neon’s services again.’ (Demos Chrysostomou, 2007). Consequently, just as the intermediary company, it is also essential to know how the end-user feels about Neon. 
Neon works with the incentive companies, intermediaries, to acquire clients (end-users), the company does not approach end-users individually. So, there is a B2B relationship rather than B2C. This means that if the intermediary decides to end its partnership with Neon, Neon loses a lot of end-users. In this case Neon is the transmitter, the end-user the noise source, where the received message from the transmitter can still take its form before it is send to the receiver, and the intermediary the receiver. How can Neon make sure that the receiver gets the image of Neon that Neon wants them to obtain? 

And how can Neon enhance its image among potential clients? Since Neon’s budget does not allow them to advertise or especially to deploy aggressive or assertive measures to get potential clients interested, this is any company that plans to hold a conference, team-building activity or tour in Cyprus, Neon needs other measures to promote the company. 
Being located on an island, gives the company a miniature environment to render its services in, this gives the company less potential to grow in its own surroundings. But what role does their geographical position play for a company like Neon? The expertise of the company, the organization of different sorts of events, is indeed very common on an island like Cyprus, so the competition stiffens. The fact is that the company has to compete with older, larger, and more credible companies. That is why it is exceedingly important for Neon to gain knowledge about their competitors. Also the positioning of the company in the eyes of the public might help to give Neon a better understanding of where the company is situated. 
Since Neon has never done any research in this area, the Management would like to have this explored. Is the company even mentioned by its competitors?

For external and internal communication there should be a certain amount of knowledge about the various networks in which the company plays a role. (‘Integrated Communication, third edition, by Vos and Schoemaker), these networks will be explored in the Strategic Communication Plan. 

To sum up, this research should be able to eliminate or at least decrease the uncertainty within Neon about the satisfaction of its clients and suppliers, its position in relation to its competitors, its abilities to reach potential clients and show if the company is distanced from the identity it desires. 

1.5 Central Question

This leads to the Central Question of this research report: 
‘How can Neon enhance its presence among its clientele in order to attain the image position it desires in Cyprus?’ 
1.6 Definition of Key Terms

Clarifications to exclude misunderstandings of the key variables used in the central question are written below.

‘Neon’
 - A small-sized, specialized Destination Management Company, completely named ‘Neon Conferences & Incentives.
‘Enhance presence’ 
- ‘improving the existence’ of the company among its clientele.
‘Clientele’ 
- ‘An individual or company that is hired to provide landscape service or a product’ (Sustland Design, extracted May 25th 2007) 

The individuals and companies meant in Neon’s case are; Suppliers, individual companies, such as; hotels, transport companies, restaurants, guides, escort and free lance, all are needed. But also clients, like; conference organizers, corporate buyers (direct companies), specialized tour operators and associations. 

 
When speaking about clients, both current and potential (companies located anywhere in the world but which plan to have conferences, team building activities, incentives and tours in Cyprus) are referred to.


‘Attain image position’ 
- Attain is another word for reach, ‘reach a point in time, or a certain state or level’ (Google, extracted May 28th 2007).The position of the company’s ‘Corporate image’ is meant here, this can be defined as - ‘The evaluation of a company or institution. The reflection of the total sensory, rational and emotional experiences that different internal or external relations have with the organisation.’ (‘Corporate Communication’ 3rd Edition, C.B.M. van Riel). How the company can be positioned among it competitors and its clientele. 
‘Desires’
- Wants to achieve, the company’s goal. 

‘In Cyprus’
- The location of where the company is located, where it wants to achieve its desired identity and where the research was carried out
1.7 Sub Questions

The following sub questions will direct the way to the answer of the central question: 
· How can Neon’s self image and corporate design be described?

· Is there any discrepancy found between Neon’s corporate identity and its corporate image?
· How is Neon positioned in relation to similar organisations? 
· How can the discrepancies found in Neon’s identity be narrowed down?

· When reaching out to current and potential clients what tools of promotion are used to acquire a good image position?

1.8 Justification of Research Methods 
 For the purpose of the research, to get the best possible results, both primary and secondary research were explored.  
1.8.1 Primary Data 

To receive primary data several methods were applied; in-depth interviews and questionnaires (primary research) but also existing files, books, case studies, articles, etc (secondary research) are used. 

Primary research is the most effective way to gain accurate information in the instances where descriptive research is required and for information needed which cannot be found in writing. It also offers more specific information to answer the central question. 

An interview with the Managing Director was held to receive more detailed and specific information. 

A questionnaire was handed out inside the company to see how the employees feel about the organization and if they had suggestions for improvement. 

Questionnaires for clients and suppliers were needed to find out how Neon is judged. Since Neon work with a lot of clients and suppliers, these were narrowed down to 1 company per sector. For example, instead of asking all clients of Neon to fill in a questionnaire, the different types of clients were addressed, this came down to; 1 guide, 1 freelancer, 1 Transport Company, 1 hotel, 1 restaurant and 1 escort person. This method was also applied for the suppliers; 1 Tour Operator, 1 Associations, 1 Conference Organizer and 1 Corporate Buyer were addressed. This gives a clear perspective of all the different groups that serve Neon.
 Interviews were held with the main competitors of Neon and their websites observed to obtain more information about these companies. A question was spread in the streets of Limassol, asking how locals and tourists make a top 10 out of 10 DMC’s in Cyprus and why they chose this order. 

A survey was created for the clients (end-users), which was given to the clients after their experience with Neon, after negotiating the content with the Managing Director, this was implemented for one month. The result show how the end-user thinks about Neon and its suppliers, this illustrates Neon aspects that have to be worked on. 
These findings were analysed and led to an end result, if there is a gap between the company’s desired identity and its corporate image.
1.8.2 Secondary Data
Secondary research was applied to get background information about the companies, but also to back up my research with existing methods and models.

Several works were used throughout this research document. One specific piece assisted me a lot; ‘Corporate Communication’ by Prof. Dr. Cees B.M. van Riel but also ‘Identiteit en imago’ by the same author. A book used during a communication course; ‘Integrated Communication’ by Marita Vos and Henny Schoemaker is used to give a better explanation of the Corporate Identity. Independent works of several professors and authors are put into practice, for example Birkigt, Stadler and Funck and Keuning, to explore certain theories or back-up research information. 

For the layout of my paper and several strategies ‘Setting up a strategic communication plan’ by Marita Vos, Jose Otte and Paul Linders was used. 

To evaluate the discrepancy between the perception of Neon’s clientele, corporate image, and the company’s desired identity, the gap analysis was put into practice, where Neon stands now and where it wants to be. 
1.9 Expectations of Results 

The expected results differ, but are not all positive since the company has not done research in this field yet, only speculations can be made. While the confidence of the company might be a little over-the top, these speculations are most likely inaccurate. If a company has a tendency to be over confident this might jeopardize its image and even lose the opportunity to attract new customers. Hence, this has to be monitored carefully and therefore the results shown in this research hopefully make the company realize its actual identity.
The clients and suppliers will in all probability see the company as a personal, specialized small business, since a lot of time is spend in personal touch and that is not the only way the company wants to be seen.  

At the moment the end-users would like to see aspects improved but do not get the opportunity to inform Neon about this, so they will use the implemented survey to give their comments and feedback. Neon will see the impact of this and find it a good idea since it gives them extra knowledge about their services given and the work of the suppliers. 

The company is most likely not seen as a true competitor in relation to the other organisations, even though Neon believes to be a strong player. Since Neon’s competitors are bigger and more experienced they probably chose other companies as their main opponents, not Neon. The results might show characteristics that distinguish Neon from its competitors. 
There is a possibility that the top 10 rating, perception of Neon’s position by the public, might show that Neon is not placed in the top5, this will make the company realize the importance of working on its image and reveal the best way to do this.

The gap between the corporate identity and perceived corporate image might be larger than Neon expects it to be, since it is not being monitored at the moment and never been researched. These discrepancies can be resolved after knowing in which fields improvement is needed. Overall, the results will give the company a better insight in the situation and the opportunity to decrease a possible gap. 

1.10 Chapters Overview

As a strong foundation for the research paper, an introduction is given to explain the content of the report, the Communication Research Plan. Then, the Strategic Corporate Communication Plan follows which is a general framework of ‘Setting up a Strategic Communication Plan’ by Vos, Otte and Linders, but as gotten its own shape. Here the sub questions will be answered through different form of analysis. Starting with the situation analysis which leads to the corporate image analysis after which the gap analysis will be explored, this should reveal a full understanding of the company and its situation. To explain the image results the corporate identity mix framework is incorporated. The research will be completed by the general conclusion and recommendations for the company, which includes the Key Idea, Communication Instruments but also a Broad Planning for the company to achieve its set objectives. 
Strategic Corporate Communication Plan
The goal of this Report the situation and perception of the company should become clear through the different analysis and methods used.
The theoretical framework of the ‘Corporate Identity Mix’ by Birkigt, Stadler and Funck will be applied, but also the brochure of the company, questionnaire and interview results will be used, where elements of the company’s corporate identity can be explored more thoroughly. It is based on the general framework of ‘Setting up a Strategic Communication Plan’ by Marita Vos, Jose Otte and Paul Linders. 

1. Situation analysis

This situation analysis helps to understand the condition of the company, to do this we will look at the internal and external analysis. 
1.1 Internal Analysis

In the internal analysis the company’s most important objectives, standards and values have to be investigated and its desired identity should become clearer. These aspects can often be found in the company’s mission statement. Since the establishment of Neon in 1995 the mission statement has changed as the company was at first was more specialised in the travel sector but today has changed its focus to Conferences and Incentives. The main mission of Neon now is ‘to always design and produce creative events and programs, which are engaging and cost-efficient. Neon does not just want to meet the objectives and stay within a set budget, but also exceed the clients’ expectations.’ (Neon Brochure, 2005) 
The company’s goal is to achieve the transformation of ideas into a sensational event, which is what they do by going through a long process of organising. The organisation of these events is currently done by three employees, the personnel all have their own sector within the company; finance, special interest groups and remaining events, in which they are specialized through the possession of certificates in sectors as economics, business and hotel management. So, the actual communication within the office is among a small network of people, which is part of the ‘Personnel and Internal relations’, in the field of forces. This network is important, since it is on which the foundation of the company is built and which is closest related to the problem and solution. This is the group that decides how the problem will be solved and precautions are undertaken, when the differences between the corporate image and the desired identity are displayed. 

The internal analysis should also project the desired identity, corporate identity and communication analysis, which are explored next. 
1.1.1 Desired Identity

Desired Identity can be defined as ‘characteristics the company wishes to be perceived by the public’ (Cees B.M. van Riel – Identiteit en Imago, 3rd edition, 2006)
Neon’s desired identity can be described as; being a new, personal, available and imaginative, specialized local, leading expert that suites budgetary requirements and creates programmes for all aspects of Destination Management, exceeding the clients’ expectations. Is this also how Neon’s clients and competitors describe the company? What is Neon’s corporate image?
Before reaching the desired identity the company’s self image will show how is felt about the organisation internally. Self image can be described as; ‘The image which internal groups of the public have of their own organisation’ (Vos, 1992)
After having the employees fill in a questionnaire (Appendix 2) and interviewing the company’s Managing Director (Appendix 1), it revealed that this self image is fairly high. The Managing Director said the company to be ‘Always available, after hours, during weekends, whenever we are needed. When the client arrives after months of planning, we’ll be there.’  So, he sees the company as a steady factor for its clients, which will be present whenever needed. When the employees were asked to describe Neon in a few words, ‘personal’, ‘creative’, ‘co-operative’ and ‘efficient’ were the most common answers.

The questionnaire asked to grade certain aspects of the organisation from ‘needs improvement’ to ‘excellent’, most answers show ‘very good’ or ‘excellent’, only few needed improvement, according to the personnel. Advertising was mainly seen as an aspect that needs improvement but also internal communication is a factor that all employees find a necessity to improve. Without strong internal communication, the external communication will start lacking in efficiency as well. This is seen through their work, since everyone does what they believe is best, double bookings are made and cancellations are sent to companies that never received a booking in the first place. The employees see this as the largest internal problem of the organisation.

Hence, even though the self image is mostly positive, the internal communication has to be addressed, the staff should also be available for each other and work as a team.

1.1.2 Corporate Identity
The self presentation of an organisation expressed through behaviour, communication and symbols form the corporate identity.
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The Corporate Personality of the organisation includes its mission statement and general objectives. The main mission of Neon is to always design and produce creative events and programs, which are engaging and cost-efficient. The company is described as: ‘Neon is the local expert in all aspects of Destination Management, Neon has the right ideas, for the right place, at the right time’ (Neon Brochure, 2005)

The Managing Director described the company’s identity in the interview as: ‘To always design and produce creative events and programs, which are engaging and cost-efficient. From the first idea to execution, we will not only meet the clients’ objectives and stay with the budget, but also exceed their expectations’. 
Neon’s general objective is to be presented and seen as a strong, professional company that is specialized in Destination Management and focused on its clients and their wishes, which results in events above their imagination. 
The Corporate Behaviour of the organisation can be described very personal and available. It manifests itself through keeping its relationships personal. The services offered by the company vary from excursions to conferences but each group gets personal attention, by meeting the Manager himself or a representative of the company personally. The employees are available 7 days a week by giving their personal numbers to clients and transferring office pone calls through to their personal numbers. This makes the company devoted to its clientele. The employees are pro-active by working independently and creating exciting and imaginative itineraries to suit programme sizes, complexity and budgetary requirements. 

Its Perceived Image ‘the assumptions made by the internal groups about the corporate image of the organisation’ (Vos, 1992), seems to be a bit elevated. In the interview with the Managing Director was said ‘We like to project to our target group that we are an innovative and professional company that is there for its clients’.

When speaking about Corporate Communication, part of it is how the personnel feels and communicates about and within the company they work for, the self image of the organisation. 
How can Neon’s self image and corporate design be described?
The ‘Symbol’ or Corporate Design of the organisation are its name and logo, this distinguishes them from other, similar companies. Both were changed in 2004 ‘Neon’, meaning ‘New’ in Greek, stayed the same, but ‘Travel’ was changed to ‘Conferences & Incentives’, because this better describes the current activities of the company. So, the company stands for: ‘new’, ‘innovative’ and ‘full of ideas’.  The change in logos is shown below. 
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When asking the employees about their use of the new company name, they replied by saying that the new name is too long, that is why they still do simple things, as picking up the phone, with saying ‘Neon Travel’. Also, in the welcome letter for clients it says ‘Neon Travel welcomes you ..’ and when a fax or email is signed this is done by writing ‘Neon Travel’. A very important aspect that is still not changed is the company’s website, it still displays the old logo, and this means that the website has not been updated for at least 3 years. The name and logo symbolize the company, it gives recognition, but when it is used incorrectly it can be disturbing and confusing for its surroundings. All employees do believe the name suits Neon’s activities better, but the usage is incorrect. 
1.1.3 Communication Analysis
The Communication Analysis describes the company’s the corporate communication of Neon, its current tools of promotion and its objectives. 


The Corporate Communication of Neon is not very strong. The message to be sent to the receivers is that the company specialises in handling incentives, conferences, team building activities and special interest groups all over Cyprus and that Neon is one of the leading local experts in all aspects of destination management, this is mainly done through its website (www.neondmc.com), brochure, sales calls and when asked visits to offices and presentations on visits.

These Existing Tools of Promotions are limited since they have the disadvantage of being small and therefore do not have a large budget for promotion. The main use of the company website, brochure, presentations on visits, participating in events, sales calls and visits to the offices could and should be improved with newsletters, flyers, posters, magazines and even being mentioned on the radio. The problem is that it is not seen as a priority so only worked on when the opportunity is given. 
The company’s most effective, existing tool of promotion is its website, since a very large target group is reached through this tool, the dilemma is that this site was lastly upgraded in 2002. It is still used by the company to display new information but the actual layout has never been changed anymore, so the old logo is still displayed. At the moment they have a link to a ‘summer school’ programme and when you click on it a pdf-file opens which is up-to-date, with the correct logo and descriptions. This sends mixed messages to the reader, and makes the company look disorganized.
The brochure was created two years ago; it represents the company and clearly exhibits the company’s profile, qualities and services which could be chosen from by the clients. The brochure is always given with a CD which displays Neon, this shows that they are up to date. Personal visits and calls are often very effective, but since these visits cost a lot of money they are only held a few times per year, to refresh the clients or suppliers mind about Neon’s new services offered. 
The tools that are applied by Neon at the moment could give a boost to its image and potential clientele but they should be used correctly. 

To boost its image and attain its desired position, the company addressed communication goals, which they want to have accomplished within the one year. 
· To increase the level of internal communication 

· To ensure that people have an up-to-date image of the organisation

· To find efficient ways of promotion to increase company recognition

· To increase its position in comparison to its competition 

· To keep questioning clients, suppliers and end-users, to remain a clear view on the position of the company

The organisation could improve internally and externally if these objectives are taken into practice and actually realized in the next year. 
1.2 External Analysis

Lately, there have been quite a few changes within the environment of the organization. The competition level with other companies is increasing but also the location of Cyprus plays an important role. That is why in the external analysis it is significant to write a competitor analysis but also give a better view on the company’s geographical position after discussing the field of forces. 

1.2.1 Field of Forces
The functioning of a company depends on numerous parties who have their own interest, this is also called ‘the complex field of forces’ a company operates in, the figure below shows the different parties. (Keuning, 1993)
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The most important networks that are being researched here the clients, suppliers, general public and competitors. The Field of Forces can be defined as an ‘inventory of the public groups and organisations involved with the problem and its solution’ (Marita Vos, Jose Otte and Paul Linders, 2003)

To give a clear view on each network, profiles are created. 

Clients Profile

The clients are part of the target group, they are indirectly involved in solving Neon’s issues. There are two types of clients, Neon’s direct clients or actual clients, which can be defined as; ‘Companies, which plan to have conferences, team building activities, incentives, special interest groups and tours in Cyprus’. These companies can be located anywhere in the world as long as the destination of its events is Cyprus. At the moment Neon works closely on an international level with the Italy, Greece, France and Germany but mostly with the United Kingdom. 

The end-user is the other type of client, these can be portrayed as the intermediary target group between Neon and its actual clients, the companies. As explained in the Problem Statement, these end users are the ones that actually participate in the events that Neon organises and the actual clients (intermediary companies) give Neon these end users. Both the end-user and client will position the organisation according to their image about the company, but the end user has the possibility to judge from actual experience and the intermediary will have to listen to the comments of the end users to judge Neon. When the end user is not satisfied, the intermediary will confront Neon and after several times end the partnership, which results in losing a large source of income. Therefore it is important for Neon to question the end user on a regular basis and discuss its situation with the actual client (intermediary company) every year. The clients and end-users were questioned through questionnaires. 

Suppliers Profile

Suppliers are defined as; ‘Companies that can facilitate the company with services and goods’ (Google search, extracted May 22nd 2007). In Neon’s case this are guides, freelance, transport companies, hotels, restaurants and escort. The suppliers are needed to help Neon with the set up and success of the event and the facilities needed, so are also part of the target group. They have the ability to show the actual identity of the company to the end user, they also give Neon feedback about aspects that could need change or extra attention. The suppliers were questioned about Neon through a questionnaire. 

General Public

The general public in Cyprus does not only give the organisation an outside view on the position of the company in comparison to its competitors but also show Neon the most effective way to reach them, this is important because this general public also includes potential clients. 

A questionnaire was held among the public, in which the best-known company had to be ranked on the first place and the others followed. The reason why the ‘best-known’ Destination Management Company had to be chosen is to gain enhanced awareness of the knowledge about a DMC in general, how the general public gets information about a company and relate this to the current tools of Neon. 

Competitors 
The competitors are used in the process to compare Neon’s position to that of its competition. The competitors of Neon are companies which are also specialized in Event Organisation and based in the same city. Since there are quite many companies which specialize in the same sector Neon was asked to narrow this down by naming its main competitors. Three main competitors were mentioned by the Managing Director of the company; this gave the ability to have separate interviews with each company. The position and values of an organisation’s competitors are relevant since its help positioning the company. 

1.2.2 Competitor Analysis 
A competitive atmosphere is one of the main external factors that can and will influence companies. According to Neon’s Managing Director it also keeps you focused.
Competition is increasing and this is driven by many factors, including the emergence of a global marketplace, the increased number of firms, new technology that makes it easier for firms to enter new markets, and ever-increasing pressure from security markets to raise shareholder value and for Neon also the fact that they are based on an island in a not very favourable area of the Mediterranean and being an agency which offers popular services needed on an island, so has many companies which are alike. 
To find out how Neon is positioned compared to similar competitors, the position of Neon in contrast to general competitors and its main competitors will be explored. Neon wants ‘to be one of the leading local experts in all aspects of Destination Management’. (Appendix 1, question 13) 
To find out if Neon is one of the leading experts in this field according to its competitors, the competitors will be questioned to see if they mention Neon when talking about competition, the results of the interviews and website analysis will display differences and similarities between the companies. This will illustrate the company’s reputation, ‘the overall evaluation of an organization in the field of the supposedly abilities and responsibilities in comparison with competitors.’ (Fombrun, 1996) 
1.2.2.1 Neon’s Position among its Competitors 

Neon wants to know its position among its competitors, to find out if they are seen as a true competitor and to distinguish themselves from its competition.
The desired position of the company, given by the public, is to be among the first 5 of the top 10 created (Appendix 7). Out of 30 questionnaires the majority places Neon Conferences & Incentives on the 6th or 7th place in the list, this means that Neon is with the bottom half of the group. 
Appendix 7, question 3 shows that the majority of the questioned group decided to order the companies this way was because they had seen advertisements of the companies they placed in the first half, the second reason was because of personal experience with the company. 

Since Neon is small, therefore does not have the majority of clients, less people probably had personal experience with the company. Due to the low budget for advertising, they do not have a lot of advertisements displayed so they cannot be recognized. Hence, the two major aspects for the questioned to set up their top 10 are not the strongest points of Neon in comparison with its competitors, this also limits the company to get potential clients interested because it’s the company’s competitors are better advertised. 

Neon also expects the competitors to name ‘Neon’ as one of its main competitors. When interviewing Neon’s Managing Director I found that the company has three main competitors, which are chosen because of their location and interests. (Appendix 1, question 15)

These main competitors are: OM Destination Management, Drakos Destination Management LTD and CPC Events. Descriptions of the companies with similarities and differences to Neon are given. 
OM Destination Management
OM Destination Management started office in 1989 in Limassol, Cyprus and now also has offices in Greece and the Baltic States. OM stands for ‘Overseas Management’ and its main service is ‘organising and co-ordinating Conference and Incentive groups and events’ (www.omdmc.com, extracted April 23rd 2007). The company’s focus lies on MICE clients (Meetings Incentive Conventions Exhibitions) (Appendix 5)
The company advertises with the following values: ‘Trust - Our commitment to clients values is our priority. Reliability - Our established and firm procedures ensure excellent and consistent results. Effectiveness-  Our innovative and functional solutions to your enquiries. Commitment to excellence - From the ordinary to the exceptional, OM will accomplish it!’ 
Their mission statement is; ‘Those who entrust a special event to OM know that genuine originality comes hand in hand with the reliability and certitude.’
Through their website they mention that their Partners help strengthening their abilities; ‘…while the Partners’ involvement further strengthens OM’s ability to deal with unique event requirements, lending specialized proficiency and thoroughness to every occasion’, by writing this honesty and trust is created, because they describe everything very clearly and even added pictures of the team, they also give you the opportunity to contact them by several devices, fax, phone, address and email. This shows that they are not afraid to answer your questions in any way. 
The company’s slogan is very catchy and says what the company stands for ‘Innovating... not Imitating’ but it is not displayed very well by the company. My knowledge of the slogan is through the interview held not through advertising tools.
During the interview other insides of the organization were also given, for example what the clients should know about OM ‘that we are personalised and unique by being very professional and always welcoming comments for improvement’ (Bettina Heinrichs, interview Appendix 5), this makes the company different in their perspective. The objectives are ‘OM aims to constantly update ourselves, our services, the tools we use. So we are actually always working on improvement because we want to show our clients that we take their requests seriously, this gives them trust in us.’  
When asking the interviewee about OM’s main competitors, she did not mention Neon, instead Aeolos, Honeywell Incentives and Drakos Destination Management were named. So, another company, Drakos DM, which is seen as a main competitor by Neon as well, is also seen as a main competitor by OM. 
From this we can conclude that OM Destination Management does not see Neon as a true competitor, even though the companies are located in the same city and offer the same services as Neon. The differences are that OM exists 6 years longer, has a slogan and an up to date website and they have clear values that describe the company.  Neon does not describe the company very intensely on its website, only a few sentences are used to formulate what they stand for, in stead they give examples of client reactions and a list of its services, nothing is said about the team or the history of the company. This makes OM Destination Management look more professional, also by having a news item on their website, shows that they keep its clients updated. 
These results are backed up with the fact that OM was placed in the top 5 by the majority of potential clients and end-users, who filled in the questionnaire, mainly the second and fourth position were often given to OM Destination Management. 
Hence, OM Destination Management has a image position than Neon Conferences & Incentives, due to the previously mentioned aspects.  

Drakos Destination Management
The second competitor of Neon is Drakos Travel. This company was first founded with the formation of M.C. Drakos and Co Ltd back in 1960. The company’s philosophy is ‘to maintain a steady increase of both assets and volume of business through the enthusiasm and hard work of both management and staff’ (www.drakosdmc.com, extracted April 23rd 2007).
The merge in the 1960s makes the company see itself as the first company to give life and form to Cyprus’ archaeological sites. Tourism in Limassol started after the division of the island in 1974 and Drakos already existed when this happened, this gives them an advantage of experience and the ability to say ‘It is our ultimate hope and belief that we will always be in the driving seat of the Motivation and Conference Industry, setting up the standards for others to follow.’ This shows the confidence of the company, by actually saying that they set the example so must be the core of the services offered on the island. This also makes them unique, they are the oldest Destination Management Company in Limassol.  During the interview is said ‘Our experience and knowledge lead us to be the member of Euromic and GEP (Global Event Partners) for Cyprus very well known and reliable DMC associations/partnerships. 

Note: One member per country only!’ Since the contact details are very clearly displayed on the website they show that they are not afraid to be contacted. 
Drakos’ slogan is ‘Drakos unlimited’, this is also not clear on the company’s advertising tools, but was mentioned in the interview.
As their main competitors they named Salamis Tours LTD, Aeolos and OM Destination Management. So, OM and Drakos are both seen as competitors by Neon and they see each other as competitors but not Neon. 
This company is based in the same city as Neon but has a longer experience in the field. Both companies seem to have problems with their names, Drakos is sometimes called Drakos Travel and at another point Drakos Destination Management. The company only has one more employee working at the head office, so here there is not a big difference. Still Drakos seems to get a lot more done than Neon. 

Drakos has a stronger image position than Neon and this is also shown through Appendix 7, where their position is located within the Top 5; they are even mentioned on the first place a few times. 


CPC Events
CPC Events was only established 3 years ago, but the owner of the company has had more than 14years experience in all aspects of Destination Management.
The website of CPC Events is basic and not very clear, it does not give the visitor a lot of information. 
It is a licensed DMC company that specializes in the organization and logistics of conferences, incentives and events. CPC Events is also offering Destination Management and also arranges hotel reservation, social, partner and pre- and post-meeting programs. The key-word when working with CPC Events is 'customized'. (www.cpc-events.com, extracted April 23rd 2007) 
The company does have a slogan, this is;‘Strawberry and Cream, Sun and Sea, Cyprus and CPC Events’  
CPC Events does not make it easy to be contacted, the button ‘contact us’ is not on their opening page, you have to find it via the ‘request form’ and even then it only shows in a small fond down at the bottom of the page, when pressing the button a window pops up only giving you the ability to email them, you do not know where the company is located or its phone number through the website, this does not give the visitor a confident feeling. 

The identity of CPC Events was described in the interview as ‘CPC Events is a full service contractor that offers a comprehensive range of the services and products that are essential for the creation of successful congresses, corporate meetings, exhibitions and special events of any size’ When I asked the Managing Director of CPC Events what makes them unique, he answered ‘The operation of all projects that is offered on a personal, professional and friendly basis’. When comparing this to the corporate image of Neon, it is exactly the same only they would like to be seen as professional as well but the majority mainly sees them as personal and friendly. So, is this a unique aspect that CPC Events has? No, because unique means singular, on-of-a-kind and Neon’s clients refer to Neon with the same aspects. 

CPC Events is the only competitor that names Neon as one of its competitors as well. So, out of Neon’s 3 main competitors, one sees Neon as a competitor. 
In comparison with CPC Events Neon is positioned higher by the general public, since CPC Events its average position is on the 8th place and they are even put on the 10th position a few times. (Appendix 7)
The companies offer the same services, are both among the youngest companies in the Destination Management sector, located in Limassol and both claim to be different because of the personal touch given by the company. The difference is that CPC Events has a slogan and has double the number employees than Neon. Neon is for the first time seen as main competitor and placed higher in the top 10 than its competitor. 
After having compared Neon amongst its competitors, it can be concluded that the image position of Neon is generally lower that that of its competitors. Since the company is rated lower than the majority of the ten competitive companies and also below two of the three main competitors.
This means that to receive the feedback and achieve the image position that the company is aiming for, to be one of the local experts in all aspects of Destination Management, Neon’s position will have to increase. 

1.2.3 Geographical Issues
Besides its competitors, Neon also has to deal with the situations on the island, its global position and the current developments. Cyprus is located in the Middle East but now part of the European Union, at least the Greek part of the island is. The figure below shows the global position of Cyprus. 
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Cyprus is located very close to troubled countries; this does have its impact on the island. Last year for example with the war in Lebanon a lot of refugees arrived in Cyprus and the troubles in Lebanon are not over, this news does make people question if Cyprus is the location for an event. 

Also, on the island itself the hatred between Northern and Southern Cypriots is felt. Since the borderline in 1974, the country has 2 nationalities, Greek and Turkish, and to cross to the other side a passport is needed, even your car has to be re-ensured. The capital city of the island, Nicosia, is the only divided city in the world, and through the center of the city gates, soldiers and UN posts are found. Since the Southern half of the island is now part of the European Union, this increases the tensions but also the news items in Europe about Cyprus. Just a few months ago the media showed that the wall had been broken down between the two parts, this was not the case but it shows that the division is often displayed in the media. This is also an important communication tool which influences peoples’ views on a location. 
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These geographical matters are seen as a threat to the company since it keeps a large group of clients away, especially considering the fear for the terrorist attacks that have shocked the world these past years. 
Also in comparison to other Mediterranean countries Cyprus is not very favourable since it is among the most expensive countries to visit. Now that the Euro will be implemented in January 2008, they worry that people will realise the enormity of this money difference. This is a threat that has to be faced in the near future, but is already seen as a huge menace. 


These external factors that influence Neon in different ways cannot all be changed but several aspects can be improved by giving them a little bit extra attention and treating them with care. 

2. Corporate Image Analysis

In this part of the report the research findings will be displayed and the corporate image of Neon will be analysed. 
There are many definitions about the Corporate Image, one is; ‘An image is the set of meanings by which an object is known and through which people describe, remember and relate to it. That is the net result of the interaction of a person’s beliefs, ideas, feelings and impressions about an object’. (Van Riel, 1992)
Thus, a corporate image can be seen as an evaluation, the processing of information, as a judgement made about an organization. How do people form an image about an organisation? Looking at ‘Image Formation’ (Integrated Communication by M. Vos and H. Schoemaker) the memory is the central storage place in the brain, observations that are made by means of people’s senses form the input, signals are provisionally stored in the short term memory, these signals are then stored in the long term memory and this information can be used to recall memories for example. So, the structure of the memory influences the acknowledgment of meaning and that is why different people have dissimilar perceptions about the same thing. 

2.1 Influential levels of Perception 
According to Anthonissen, there are four levels that influence the perception. The most influential level of the procedure of information-processing is ‘personal experience of the customer’, after that the information that you received from others about the company can influence your view, on the third place the information received via the media and only on the fourth place the information that is set up and spread by the company itself is found (Anthonissen, 2002). The decision was made to look at the first level more closely, since that is the most influential level. That is why Neon’s clients, namely a guide, freelancer, Transport Company, hotel, restaurant and escort and suppliers, such as a Tour Operator, Conference Organiser, Corporate Buyer and an association were questioned through a questionnaire, but also end-users had to fill in a questionnaire for one month to see how they had experienced the outcome of events organised by Neon, this should give an overall image of the company. 

2.2 Interpretations of the Company

How is Neon interpreted by its clients and suppliers? 

When Neon’s clientele got the opportunity to grade Neon according to different aspects (Appendix 3 & 4, question 8), they all graded Neon with 7s and up, even quite a few 10s for aspects as reliability and friendliness. The only aspect in which the company is graded lower and even fails sometimes is ‘advertising’, so this is an aspect that clearly needs some work. 
Having the option to pick from 58 terms and choose 6 to describe Neon, ‘personal’, ‘co-operative’, ‘sincere’ and ‘friendly’ were the most popular (Appendix 3, p. 15, Appendix 4, p.21). This shows that Neon is seen as a pleasant company to work with but does not give any sense professionalism, which they would like to emit.

The actual clients, this are the companies, like Tour Operators, that Neon works with could assign any company which offers similar tours as Neon to take care of the customers, so it is very important that they have a good impression of the company and what they stand for.  

The end-users, that judged Neon after having experienced its services, were fairly positive about Neon’s organisation but there are always aspects for improvement, as shown in Appendix 6, people wrote comments about the airport pick-up service or hotel facilities. These aspects are about other companies, Neon’s suppliers, but since Neon is responsible for the end result and wants to exceed its clients’ expectations, they are the ones that need to receive this feedback and work with it. 

After interviewing the main competitors of Neon, this showed that only one competitor saw Neon as a strong player, this shows that the other companies interpret Neon different than the company wants to be interpreted by its competitors.  

2.3 Awareness of the Company

As previously noted, the corporate design makes a company differ from similar players, which is why the awareness of this is important. How well aware are Neon’s clientele of its corporate design? 
When we look at the questionnaires (Appendix 3 & 4)given to the clients and suppliers of Neon, the conclusion can be made that they are not very familiar with the name and logo of Neon, since the majority still thinks ‘Neon Travel’ is the name of the company, even though this has been changed 3 years ago. The majority is not even aware of the fact that this change occurred. This shows that the awareness of the company’s corporate design is immensely low and that the familiarity of the company needs to be improved. 
To improve the corporate design of Neon and its brand awareness, the company is interested in implementing a slogan since it does not have one at the moment but they believe it helps with the recognition of a company to have a catchy slogan.  
Another factor which is believed to be very important is the Manager of Neon, ‘in these small companies the personality and who is managing is very important because most of the time the people identify the company with the person’ (Interview with Managing Director, Appendix 1, question 13). The Managing Director finds it very important to keep the contact with the company’s clients warm since he says; ‘In this business it is very important to keep the clients you have, to be certain on the existing market’. It is true, the personal contact that is received by the clientele of Neon lifts the perspective of the company because the questioned do find the company very personal and friendly.

2.4 Comparison between Corporate Image and Desired Identity
When looking at the Desired Identity of the company, earlier described as; being a new, personal, available and imaginative, specialized local expert that suites budgetary requirements and creates programmes for all aspects of Destination Management, exceeding the clients’ expectations. Comparing this identity to the company’s Corporate Image, being friendly and personal but lacking in professionalism, does show a discrepancy, which needs to be addressed. Most clients and suppliers do not know the company name and logo, and these are seen as most important factors to remember a company, by Neon’s employees (Appendix 2, question 9), and the end-users do see room for improvement, this shows that there are discrepancies found between the company’s corporate identity and corporate image. If we believe Birkigt, Stadler and Funck ‘The image is only a projection of the identity’ (‘Integrated Communication’, third edition, 2005), shouldn’t the image be similar to the identity? That is why these inconsistencies should be narrowed down to get Neon’s corporate image closer to its desired identity. 

3. Final Analysis 
The final analysis describes both the SWOT and Gap analysis applied on Neon. This gives a clear overview of the discrepancies between the Corporate Image and Desired Identity.  
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3.1 SWOT Analysis

Through using the SWOT analysis the company’s position can be further analysed. Starting with the Strengths and Weaknesses which are part of the internal environment of the organisation and later discussing the Opportunities and Threats which are influenced by the external environment. 

The below shown figure shows how the four components overlap and help with the formation of the organisation. 
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The next table shows Neon’s strengths and weaknesses. 

	Neon’s Strengths 
	Neon’s Weaknesses 

	· Size of the Company

· Availability 24/7

· Personal contacts


	· Size of the Company

· Internal Communication

· Finding employees

· Advertising


3.1.1 The Strengths of Neon
The first aspect that is also seen as both a weakness and a strength is its size. The Managing Director said in the interview ‘there are disadvantages of being small but I can say that a huge advantage in it is that we can focus more on specific jobs. The clients we have and the events we get offered to organize will be in our special interest and we will focus on these with great care. Of course other companies will say they focus on them as much as we do but in reality I believe that for a smaller company it is more important to keep the clients you have, so give them special attention to make sure that the event exceeds their expectations’ (Appendix 1). Being small gives them a personal touch that is appreciated very much by its clients. 
Knowing about weaknesses and strengths of the competitors is a strength, for example CPC Events says that its weakness is ‘Additional promotion on websites and search for new potential European destinations, for clients’ and its strength is that they ‘don’t compromise with cheap offers from other competitors’. Knowing that other company’s struggle with the similar problems should motivate a company to improve its current position in this field, to rise above its competitors.
The availability of the personnel is also a company’s strength. After office hours a company is closed so unreachable but Neon transfers the phone calls to the personnel’s personal numbers, this shows that they are always there for its clients and creates a certainty about the company and its services. 

The staff of Neon has a lot of personal contacts; these help the company with its client base but also with getting the best possible rates for its clients.

3.1.2 The Weaknesses of Neon

The size of the company is also a weakness because they are not internationally well-known, it limits them in a respected communication tool; raising awareness for the company and its services. So, the company has fewer opportunities to reach potential clients. Neon does not make any annual reports on its own results either. This is why their image position is a question mark for the company. 
After questioning the employees and interviewing the Managing Director a clear weakness of the company appeared; Internal Communication. Mainly due to the alteration of personnel, the company lacks internal communication, this results in double work or mistakes made by the employees. For its suppliers this makes the company look disorganised and for the employees it gives extra work and creates tensions, the strong teamwork that the company once had is now gone. 
The work is piling up for the employees of Neon, one employee officially works half days but already has to help by staying late hours. Several times a week the clients of different interest groups need special attention, this is part of the service, and this is done through personal meetings. The fact that there are only three employees makes this almost impossible because there is too much work that has to be done at the office alone, and as seen in the promotion field this work cannot even be finished properly so values of importance are given to the different work loads. That is why the company has been trying to find another employee, this is harder than they expected because this person has to be specialized in the advertising sector but be satisfied with a low salary and instead of looking for somebody who can increase the company’s advertising standards they are now looking for a representative who can meet with the clients a few times a week, so compromising again. 

Neon, also does not invest enough money and time in advertising, which is why they lack in this field in comparison to its competition. They do not only use less tools of promotion but also do not upgrade the existing tools of promotion often enough the project the company’s identity. 

3.1.3 The Opportunities for Neon
	Neon’s Opportunities  
	Neon’s Threats  

	· Expand in foreign countries

· Increase the number of personnel

· Close to Europe and The Middle East
	· Competition of other companies
· Location
· Competition of other Mediterranean countries


The European market will be harder to reach from Cyprus, due to costs and location that is why it is important for Neon to expand overseas. This opportunity is taken since they have opened an office in Greece and placed a contact person in the UK. 

The Eastern population does not feel threatened by the location of the island, and visits from the east are therefore increasing in popularity. That is why it would be a great opportunity for Neon to build contacts in the East, this is also something that Neon is currently working on, and through personal contacts they are now close to making a deal with clients in Russia.  
These opportunities would be increased if another employee is found by the company who could raise the company’s promotion tools and expand those to the currently attractive markets. 

3.1.4 The Threats for Neon

As previously discussed, due to the fierce competition in the specialized service field of Neon, Destination Management, it is important to locate the company’s situation and work on the improvement of this, when needed. This way, the company will be noticed as a true competitor and even though the companies say not to steal clients away from one another and that they do not fear each other ‘We have no fear, we have love!’, it is important to keep noticing the positions of your competitors and keep watching your back, as quoted ‘We don’t try to take business away from each other but we try to win the clients before the competitors get to them and we do take clients from our competitors if they are unhappy with their results’ (Demos Chrysostomou, 2007). This shows that when the word goes around that clients are dissatisfied the competition rises to a higher level, which is why it is so important to know how your clients feel, to be sure of your position. 

3.2 Gap Analysis 
The previously showed results demonstrate that there are several factors that the company needs to deal with and that there is a gap between Neon’s desired identity and corporate image. To look at this more closely and to see how this can be narrowed down, the Gap Analysis will be applied. How can the discrepancies found in Neon’s identity be narrowed down?
When writing the Gap Analysis two questions have to be answered, where are we now? And where do we want to be? The figure below shows the difference between these two positions. A company always wants to grow in market share rapidly that is why in the same amount of time the desired position is higher than the actual position.
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3.2.1 Desired Identity and Corporate Image of Neon

As shown in earlier states of this report, the company wants to be seen as; ‘a new, personal, available and imaginative, specialized local, leading expert that suites budgetary requirements and creates programmes for all aspects of Destination Management, exceeding the clients’ expectations’.
Its corporate image however is being ‘a friendly and personal company that organizes different sort of events’. The corporate image reflects the perception of Neon’s clientele; this perception will have to be adjusted. When we look at Neon in comparison to its competitors, a clear discrepancy appears as well, since Neon’s desires to be listed among the top 5 best-known DMC’s, which is not the case, and Neon wanted to be perceived as a true competitor by the other competitors, which was only done by one competitor. 

3.2.2 Similarities between Desired Identity and Corporate Image of Neon 

Neon strives for high quality service, events which exceed the clients expectations, a service company works for its clients so does everything in its power to make the event a success. Likewise Neon is acknowledged by its clients to be a company that tries to exceed the limits. Both business and consumer expect the full input to make the end result more than positive and both chose ‘personal’ and ‘co-operative’ as characteristics that describe Neon best. In that aspect, the Desired Identity and the Corporate Image comply with each other, but since Neon is small and does not advertise a lot, works mainly with personal contacts, it is more seen as a personal company than a leading expert. Here is where the desired identity and corporate image separate ways.  
Similarities found between the Neon and its competitors are that both Neon and Drakos deal with an unclear Company Name since both the old name and the new one are in use. This creates uncertainty among the clients. Drakos also has about the same number of employees working at the head office, since they included a trainee. Both Neon and CPC Events are in the second half of the top 10, and they equally claim to be unique through their personal touch given to the clients. 

3.2.3 Discrepancies between Desired Identity and Corporate Image of Neon

There are obvious discrepancies between Desired Identity and Corporate Image, when speaking of expert level of the company. The company is not recognised as a leading expert by its clients, suppliers, end-users and competition, this can be defended by the company’s size, lack of time and low budget for advertising but it must be taken in consideration if the desired identity wants to be achieved. There is also a slight discrepancy in time and cost efficiency, Neon states to be cost-efficient and give the best possible rates to its clients. Some end-users believe that Neon could be cheaper. As mentioned before, the differences in interpretation are mainly that the clients describe the company as ‘personal’, ‘co-operative’, ‘sincere’ and ‘friendly’ and the company itself likes to be described as ‘personal’, ‘professional’, ‘creative’, and ‘efficient’. So the discrepancy here is found between 3 of the 4 aspects, it is clear that the clientele sees Neon more on a personal level and the company wants to come across on a more professional level. Although, all aspects are positive characteristics, the company prefers characteristics that brings the company somewhere in its field instead of characterising the personnel of the company.
Obvious discrepancies are also found in the comparison with Neon and its competition, Neon seems to be positioned lower than two of its competitors and Neon is only seen as competition by one of its competitors. 

The existence of the companies in comparison to Neon differ as well; OM exists 6 years longer, Drakos 13 years longer and CPC Events 9 years shorter but does have 5 years more experience in the Destination Management sector than Neon. So, overall Neon has least experience.

Neon’s main competitors all have a slogan which helps to sell the company, and Neon lacks in this aspect. 

Drakos and OM are placed in the top 5 of the best-known DMC’s and Neon and CPC Events in the last 5.

The overall gap is mainly due to the fact that Neon does not have the abilities to use its promotion tools in the correct way. Adapting its promotion tools and giving the end-user the ability to give feedback to the company should already decrease the discrepancy between the desired identity and corporate image.  
When the value assessment is explored, it is notably important that the desired identity and corporate image comply with each other in terms of priority of the distinctive values. It is important for the company to know how these 11 aspects are graded (Appendix 3, question 8), it should be noted that the clients gave the aspect ‘friendliness’ the highest grade and ‘advertising’ was graded below average. 
General Conclusion

This brings the report to the central question to be answered;

‘How can Neon enhance its presence among its clientele in order to attain the image position it desires in Cyprus?’ 
Neon Conferences & Incentives is uncertain about its image position among its clientele and its competitors. Since the company wants to be in top, the leading local expert of all aspects of Destination Management in Cyprus, the found discrepancies between its corporate image and desired identity needed to be analysed to see where Neon could use improvement to reach its desired image position.
The Desired Identity of the company is described as; ‘Being a new, personal, available and imaginative, specialized local expert that suites budgetary requirements and creates programmes for all aspects of Destination Management, exceeding the clients’ expectations.’  While the Corporate Image is described as; ‘being friendly and personal but lacking in professionalism’
The research showed that the most important factors to enhance the company’s presence among it clientele are; personal experience of the client and advertising of the company. The personal experience with Neon can be formulated by the end-users and also personal meetings with clients and suppliers. 

The promotion tools of Neon need to be expanded to improve the presence of the company among its clientele. An upgrade of the existing promotion tools is also a necessity, since most clients and suppliers are not even certain about the company’s corporate design, whereas this is seen as most important factor to remember and differentiate a company, it will make the company more prominent. 
The company has to think of is focusing on a unique aspect in the organisation, something that differentiates them from its competitors, since the current aspect named, being personal, is not unique. Here, the company could focus on the fact that they are available 24/7 and that this shows an extreme high level of customer loyalty. Since, the company is in a unique position at the moment by having personal information about its competitors this should be taken in use to increase its image position. Another factor is that in comparison to its competitors Neon is the only company not having a slogan, this has to be considered and discussed internally. Also, the internal communication needs to be improved to achieve the desired image position.
When the clientele receives more information about Neon from the company itself they will understand the company better, so also the company’s values and where it stand for, this will change their perception about Neon, so its corporate image and get the company closer to the image position it desires, both among its clientele and its competitors. 

The research showed the discrepancies and through which fields the company could enhance its presents among its clientele and thereby attain the desired image position. Now it is important to give the company several recommendations and time-schemes, to actually achieve this desired image position. 

Recommendations
This part of the report is actually where the research is about. How can Neon enhance is presence and attain the desired image position? Which methods or tools can be applied?

These recommendations will be displayed as well in a communication strategy and a broad planning of the organisation to realise the ideas.

1. Aspects that need Enhancement 

The two most important aspects to enhance the company’s presence among its clientele were shown to be personal experience and advertising. 

1.1 Personal Experience

‘Refers to what people have done and what has happened to them in the past’. (Kit Glossary, extracted May 29th 2007) 

Hence, if Neon’s clientele has worked with Neon or participated in organised activities of Neon they have a personal experience about this. Now the better the company’s clientele are informed about Neon, the more accurate their image of Neon will be. 

This knowledge about the organisation could be enhanced through regularly receiving Neon’s Brochure, upgrading the company’s website and frequently checking this and having personal meetings with Neon’s personnel to discuss the acknowledged developments within the companies, both of the clientele and of Neon. The problem with the brochure is that it does not reach potential clients, only current clients receive the brochure and mostly only the special interest groups, so not all the clients and end-users. They should be given to all clients and end-users of Neon because it would be a good promotion tool and it already exists, so no time has to be spend in creating it, it only has to be re-ordered in larger proportions. 
Suppliers will also have to represent Neon to the end-users in a correct manner, which is why the suppliers should be well-informed about Neon and needs to be repeatedly updated for that reason. Another aspect are the representatives of Neon, when you compare them with representatives at other companies, who have uniforms the Neon representatives are allowed to wear what the fancy as long as it is neat, this is similar for the guides. So, Neon is the presented through the outfits of the representatives and the guides, which makes Neon look less professional compared to similar companies. 

The end-users will increase their knowledge about Neon if they receive an upgraded welcome envelope at every visit and also meet a representative of the company for a personal meeting. Their visions and opinions about the company and its suppliers can be evaluated through a questionnaire, these results have to be taken seriously by Neon and be discussed with the supplying companies to improve whatever needs more attention. 
Another idea would be to send a mystery guest to participate in the events now and then, to see how the supplier truly acts when they believe that Neon is not around, these results should later be discussed. 

The employees also have their own personal experiences with the organisation and at the moment the lack of internal communication does not result in only positive experiences. To resolve part of the internal communication problem, a fixed, monthly meeting is recommended, for example every first Monday of the month at 10 o’clock the personnel has to gather in the Manager’s office and go over the developments of the past month and what will be on the schedule for the coming month. This will create a sense of teamwork and give clearance, which are lacking at the moment.
1.2 Advertising
Advertising is another important aspect that will make Neon more prominent among its clientele and which is not fully contributed at the moment. Advertising is ‘the business of drawing public attention to goods and services’ this is done through ads ‘public promotion of some product or service’ (Wordnet, extracted May 30th 2007) Ads are noticed by a large group of people and will give the company recognition.
Business promotion is to running a successful business as practicing scales is to playing the piano well; it may not be a thrilling activity in itself, but you just have to do it! (Susan Ward, extracted May 19th 2007)
The above quote states the importance of business promotion. It has to be done but in a small business this is an aspect which does not always get priority, this can evolve into a problem. This is also the case with Neon. They attained its current clients and suppliers due to personal contacts and word-of-mouth, which has built up during the years. These are the clients they want to focus on, which is understandable since it is common sense that it is much more expensive to attract new customers than to retain old ones. Now that research results show that Neon’s image position is partly lower than that of its competitors due to advertising it seems to become a necessity for Neon to work on the promotion of the company. So, when reaching out to current and potential clients what tools of promotion are used to acquire a good image position? The ‘Communication Analysis’ projects the currents tools of promotion used, but several tools of promotion could be recommended and implemented without having to spend a lot of money. 
1.2.1 Suggested tools of Promotion

An important factor that Neon misses in comparison to its competitors and what they also see as important is, a slogan. ‘We are looking for something original, easy to remember and catchy’. Hence, a slogan should be created, when showing the employees several slogans and asking their opinion about a slogan, they preferred ‘goes beyond the limits’. This would display the company similar to the following:
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Another suggestion would be to participate in fairs which are specialized in Events and Destination Management. If this were implemented, potential clients can be found and since the same companies often go to these fairs regularly contacts can be made for suppliers as well. 
The way through which a company is remembered happens, according to the Managing Director, in different stages, ‘first you experience working with the company then you remember the experience when you hear the name or slogan of the company, or when you see the logo’. But to gain experience you will first have to know about the existence of the company, that is why promoting the website and adding some extra promotion tools is important for the company’s potential grow, an investment has to be made to improve the end results. More clients, means more business and eventually more money which gives the company the ability to employ more people and there will be more time and money to spend on the advertisement of the company. This will ultimately lead to a better image position of the company since the name and logo are then displayed better, which will be stored in peoples’ memory. 
Word-of-mouth is a free way to gain more publicity but in this case people again have to know about the company or you will have to spread the word a lot yourself, but this might seem unprofessional if this is done to obviously. With more employees it would be possible to gain more clients through word-of-mouth because the company and its services will be mentioned to a larger group of people. 
Starting with the implementation of little aspects, like a compliments sheet of the company in the welcome envelopes and printing the company logo on every page, already increases visual recognition. Small details are often given a lot of credit. 
The company could also arrange an agreement with its large Conference Organizers or Tour Operators to be published in their magazines and on their websites as partner companies, since large companies are often searched for on internet sources such as, ‘google’ for example and if Neon gets its name and logo on these websites and in those magazines, which will be read by a large group of people, it will increase the company awareness. 
2. Communication Strategy
The purpose of the communication strategy is to illustrate the set objectives and how these are going to be achieved. 
2.1 Communication Objectives of Neon

To reach it desired identity Neon has to set communication objectives. These have to be specific, measurable, achievable, realistic and timed (SMART) (‘Marketing Communications’ 3rd Edition by P.R. Smith and J. Taylor) 

That is why it is important to know that for the following objectives these criteria should be taken into account; the employees, clients and suppliers should know the company’s objectives and the effects of the objectives are to be seen within a time-limit of one year. The objectives are categorized in three aspects to be exact and directed to Neon’s clients, suppliers and end-users. 

Knowledge
· To be aware of the company’s name and logo
· To be aware of Neon’s services

· To be aware of Neon’s strengths

· To have knowledge about the company’s position

Attitude

· To feel that Neon is available  24/7 
· To feel that Neon is a reliable and personal company which offers quality services
· To feel the competitive nature of the company by paying attention to its competitors and increasing its image position in the long term

Behaviour

· To increase the advertising standards of Neon by expanding with new promotion tools and upgrading the existing ones
· To prefer Neon’s services over the ones of its competitors
· To increase the client base of Neon by reaching out to potential clients
· To improve Neon’s position in its market field
2.2 The key idea

The key idea is described through the figure below;
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2.2.1 The approach

To alert Neon by showing the discrepancy found between its corporate image and desired identity. The manner of approaching this problem is recommended to be active and adapt to the situation. So, a pro-actively approach is needed, the research showed internal and external changes and it is necessary for the company to adjust to those changes. This can be done to adapt the company to the findings in this report, to enhance the company’s presence and attain its desired image position. These adjustments involve;
· Improving the internal situation by implementing a monthly meeting with the personnel

· Upgrading the company’s website so that the correct image is be given to the company

· Expand in tools of promotion

· Implement a questionnaire for the end-users to keep gaining information about possible improvements

· Meet with clients and suppliers on regular basis to discuss the information received from the end-users

· Use the information about the competitors to enhance the company’s image position

· Be involved in the Destination Management branch by attending to fairs and general meetings

· Attain free publicity through clients
2.2.2 Positioning

Neon wants to improve its image position among its clients and competitors, and Neon wants to enhance it presence among its clients. Their desired identity is ‘being a new, personal, available and imaginative, specialized local, leading expert that suites budgetary requirements and creates programmes for all aspects of Destination Management, exceeding the clients’ expectations’
Since they received unique information about its competitors through this research, the company was compared to these competitors and the differences and similarities were shown, these included; all competitors are specialized in the same market sector and in the same city, all have a slogan except Neon, the sizes of the companies differ, the existence since establishment and the tools of promotion used.
The weaknesses and threats show what Neon has to work on in a more specific context. The image positioning will be improved when the company applies to above made recommendations.
2.2.3 Central theme

In order to reduce the gap between Neon’s Corporate Image and Desired Identity the central theme is to help Neon with the transformation of its actual image to its perceived image. Since this research showed that the company is not placed where it wants to be positioned. This is done by adjusting the procedures of the company and thereby showing the clients, suppliers, en-users and general public a clear identity of Neon and positioning the company better in comparison to its competitors, so that the corporate image will be closer to the company’s desired position. 
An important factor that has to be changed, as previously mentioned, is the Corporate Design, the advertising sector of the company. 

2.2.4 Message per Target Group

The table below illustrates the message per target group 
	Target group
	Message

	Personnel
	Details of the discrepancy between its current and desired position and how this can be narrowed down

	Clients and Suppliers
	Show Neon’s corporate image and give feedback for improvement

	End -users
	Give Neon feedback on its suppliers and the company itself and have an accurate image of Neon


2.2.5 Communication Instruments

Since the use of communication instruments will help Neon to achieve its objectives as effectively and efficiently. Here the target group, message and instrument will be displayed in a table to give a clear view. 

	Target group
	Message
	Instrument

	Personnel
	 Details of the discrepancy between its current and desired position and how this can be narrowed down
	· Business meeting with the personnel 

· PowerPoint presentation displaying the position

	Clients and Suppliers
	Show Neon’s corporate image and give feedback for improvement
	· Neon’s Brochure 

· Company website

· Neon Personnel needs to organise meetings with clients and suppliers  

	End-users 
	Give Neon feedback on the suppliers and the company itself and have an accurate image of Neon
	· A fixed implemented questionnaire

· A welcome envelope with a letter of the company and information about Cyprus is given

· A welcome meeting, which informs the end-user about the programme


3. Organisation

To conclude this report a broad planning is made for the organisation, which is recommended to follow if it wants to attain its desired image position. 

3.1 Planning in broad terms

To fulfil the recommended instruments within the time objective set by Neon of maximum 1 year it is advised to use a diagram which gives an overview containing the time planning. The communication mix with time plan from the book ‘Setting up a Strategic Communication Plan’ is used. 

	Target Group
	Instrument
	Time
	Frequency

	Personnel
	1. PowerPoint presentation displaying the position

2. Business meeting with the personnel

3. Increase promotion material
	1. July 2007

2. First Monday of July 2007, 10pm

3. Completed by next summer
	-1x

Continuous every 6months

-1x

Continuous every month

-1x

	Clients and Suppliers
	4. Neon’s Brochure 

5. Upgraded Company website

6. Personal meeting with Neon’s personnel 
	4. July 2007

5. September 2007

6. August 2007
	-1x, continuous every 6months

-1x, continuous upgrade every 2 months to stay focused and New

-1x per clients & supplier,

Continuous per client every year, since most are located in foreign countries

Continuous per supplier every 2 months to stay updated on the latest developments and discuss the results displayed from the end-users



	End-users
	7. A fixed implemented questionnaire

8. An upgraded welcome envelope with a letter of the company and information about Cyprus is given

9. Inform the end-users about their programme personally
	7. Started in April 2007

8. Started in April 2007

9. Started in April 2007
	-Every departing end-user receives one, this depends on the bookings

-Every arriving end-user receives one, this depends on the bookings

-Every arriving group will have a welcome meeting


3.2 Budgeting in broad terms

An estimation of numbers cannot be given in this sector because that would be a complete guess and not realistic, so what is named are the different costs that have to be taken into consideration by Neon.  

3.2.1 Personnel Costs
· Salary per hour - The personnel that is involved in this project needs to get paid the extra hours they work on achieving the desired position of Neon, the company should take in consideration that it is in the essence for a ultimate future goal of the company.

· Since the Website has to be upgraded and other tools of promotion implemented a new employee will probably have to be hired, this will be an extra salary, so extra manpower.  

3.2.2 Material Costs
· Local Travel costs – In Cyprus public transport is very rare and mainly in use for tourists, so to tourist locations, so it is important to note that all personnel involved in this project has transport, otherwise this should be arranged. The petrol should be refunded by the company.

· Travelling Abroad – To meet the clients once a year, which are mostly located abroad travel costs should be implemented for these trips. 

The increasing of promotion tools also includes going to fairs and general meetings, this has to be taken into account. 

· Printing costs – The Brochure, welcome letters, questionnaires and any other new promotion material that has to be printed on a regular basis should be noted.
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Appendices

Appendix 1 – Interview with Neon’s Managing Director

1. You are the Managing Director of Neon Conferences and Incentives, is this correct?
Yes, this is correct, my name is Demos Chrysostomou

2. From now on I will name Neon Conferences and Incentives – ‘Neon’ is this alright? 

Yes, no problem

3. Why did you choose the name ‘Neon’ for you company? 
Because ‘Neon’ in Greek means ‘New’ and ‘Young’ and we want to be new in ideas and found it important that when you pronounce ‘Neon’ you write it the same way in Greek, English, etc. It is also short and easy to remember, so it will stay with a client faster. 

4. When did you establish the company?
1995

5. What are the main services of Neon?
Neon is a Destination Management company and wants to organize events for everybody who wants to organize in Cyprus. These events include: Conferences, incentives, leisure, team building or special interest groups. We organize accommodation, transfers, events, activities and anything that an organizer needs to run in Cyprus. 

6. Could you name the clients Neon works with at the moment?

It depends if you talk about suppliers or clients, these are two different things.

Both

Suppliers are individual companies, in our case - hotels, transport, restaurants, guides, escort and free lance, free lance is needed for the team building activities because we need people there when these are taking place. 

When talking about clients, we need - conference organizers, corporate buyers (direct companies), specialized tour operators (such as Jules Verne, etc) and associations. 

7. How does Neon communicate with these companies?
In any way we can, this happens mostly over phone, fax, via e-mail and educationals but also through meetings and visits.

8. Could you name the existing tools of promotion of Neon?
We try to promote the company as much as we can; our disadvantage is that we are small so we do not have a large budget for this. But we mainly use our website, brochure, and presentations when we are on a visit, participating in events, sales calls, visits to the offices. We could improve in newsletters, flyers; the problem here is that we do not see this as a priority so only get the chance sometimes. We would also like to be promoted on the radio, posters and in magazines but we do not have the budget for this.  

9. Does Neon have a slogan? 
No, but this is a good idea. We are looking for something original, easy to remember and catchy. Maybe you could make some suggestions?
10. How do you think a company is best remembered?
I believe this happens in different stages, first you experience working with the company then you remember the experience when you hear the name or slogan of the company, or when you see the logo. So the name has to be catchy as well but the name is not the decision maker to work with a company. I do believe a good slogan would help as well.

11. Neon’s logo was changed, when? What was the reason for this change?
In 2004, this was done to make it more modern but not too much because it has to stay reliable and trustworthy to the clients. The name was changed from Neon Travel to Neon Conferences and Incentives because we specialized in more fields than just the travel industry. We found that the Font was too old fashion and we want to stay new and innovative, like the name of the company implicates.   

12. What is Neon’s corporate identity? 

To always design and produce creative events and programs, which are engaging and cost-efficient. From the first idea to execution, we will not only meet the clients’ objectives and stay with the budget, but also exceed their expectations. 

13. What is Neon’s desired position?

To be one of the leading local experts in all aspects of Destination Management

14. Is this identity clearly projected to the clients? How is this done, through which communication tools?
In these small companies the personality and who is managing is very important because most of the time the people identify the company with the person, so I knew a lot of people when starting the company and they know what Neon stands for, the identity how I just formulated it is also put forward to the clients through the brochure.

15. How would you like your clients to see your company. Neon’s desired image? Is this being researched?
We like to project to our target group that we are an innovative and professional company that is there for its clients. 

We sometimes receive feedback letters from clients that had the pleasure to work with us and we meet tour managers in person.

We are focused to give quality service so it is important to know if we do this to the satisfaction of the clients because without service we would be out of the business. Unfortunately, we do not have a lot of time and money to research this.  

16. Which companies do you see as Neon’s main competitors?


- OM Destination Management

- Drakos Destination Management
- CPC Events

Why these companies? 

Because Cyprus is a small country, an island, these companies are in the market longer than us, they are based in the same city, Limassol and they offer the same services. We are small and this makes us have to compete more, so competition is strong but keeps you focused 

17. Do you feel threatened by these companies because you are based on an island and the competition is fierce? 
Yes, in a certain way. In this business it is very important to keep the clients you have, to be certain on the existing market but you are always looking for new clients in the market so there the competition is strong. We don’t try to take business away from each other but we try to win the clients before the competitors get to them and we do take clients from our competitors if they are unhappy with their results.

18. Do you often come across these competitors when organizing events?
Not really, when organizing an event we do this with existing clients, so this is past the competition stadium. There is competition before that but also a professional way of working between the companies. When talking to clients we never put other companies down, we just try to convince them that our company is the best.
19. What does Neon have that the main competitors don’t? What makes Neon unique?

The personal touch given to the work we do, there are disadvantages of being small but I can say that a huge advantage in it is that we can focus more on specific jobs. The clients we have and the events we get offered to organize will be in our special interest and we will focus on these with great care. Of course other companies will say they focus on them as much as we do but in reality I believe that for a smaller company it is more important to keep the clients you have, so give them special attention to make sure that the event exceeds their expectations. Another aspect is that I, as manager of Neon, am often present at the event, even if it is only for a while I make sure that they will know that I am there and that they see the company is behind them and we are always available for them, this gives them confidence and trust. Our guests get the office number to contact but also our mobile numbers to reach us any time needed. So we offer an availability of 24/7, I believe this a unique aspect of Neon in comparison to the other companies. 

20. Are these unique characteristics well known by your current and potential clients? How?
Yes, our current clients know that they can count on us whenever they need us. They have experienced it.

Of course, there is always room for making yourself better known to potential clients, but the size of the company prohibits a big budget, so this is more difficult, the advertising and marketing budget is relevant to the company so it could be better projected then it is now, but to find out our unique way of organizing and being present at the events they should experience it. So, I believe the unique points are only found after you have sold yourself to a client.  

21. Do you know the weaknesses and strengths of your competitors? What are these? Do you make Neon profit from these weaknesses?
Research in this field is never been done. But I don’t believe they have many weaknesses because we live in a country where professionalism means only the best and they belong to this group of the best. They are very good in their job and I believe that there are no weaknesses but opportunities. Some are bigger than us (OM for example) and therefore lost the specialization, they have to focus on more and in different countries so are less specialized in one specific area, so they lost a bit of personal touch of the owner of the company with its clients. 

22. Every company has aspects that might need some work or improvement, what would you improve within Neon?

Nothing is perfect. We especially keep searching for more clients, etc. only the budget sometimes holds us back. Now we are in reliance with another company in Russia to make Neon known. Because there is an increase in demand for conferences, events etc from Russia here in Cyprus. So we try to keep up with the trend it is just hard sometimes.

Also the internal communication has to be worked on. This has to do with the fact that a few months ago we hired a new employee and this was never discussed with the other employee and now there are some tensions, but nothing that we cannot work out by having a talk around the table. 

23. Because of the small size of Neon, clients are needed. These clients of course promote their own company first, how do you make sure that Neon also comes forward?
For us the most important thing is that we are a local team with somebody abroad whom we have to please. Therefore our name is important to our clients because to us being a local team of another company we want to make the clients of our clients happy, as long as we can make for example a the end-users of a Tour Operator happy, the Tour Operator will come back to us. The end-users see our name and logo on the welcome envelopes en in the welcome letter. 
24. Since you work with companies abroad do you ever feel that intercultural communication can lead to misunderstandings? 
Not with Europe, we never had any large problems of lack of communications or misunderstandings. 

Sometimes there might be a small mistake but this is more because the communication sometimes goes from the actual client to our client and then to us, so when our client already misunderstood their client then it might go wrong, sometimes the different directions of communication get confusing and that is why you have to be on top of that the whole time because there might be last minute changes again which you have to be prepared for. But nothing cultural just the languages might sometimes cause for re-explanation for example. 

25.  When working with these different countries do you keep in mind the cultural differences when planning an event? 

Yes of course, not only the differences of preferences in fields, like the British are more interested in sight seeing and younger people want to do exiting activities but we also look at the religion of the country for example with Muslims or Jews, we will take into consideration the meals offered.

26.  Overall, why should Neon be chosen before its competitors? 
Because we are always present when our client needs us, they can reach us at any time and we always come with new ‘neon’ ideas. You can expect us to deal with any program when the client arrives after months of planning, we’ll be there. We are always available, after hours, during weekends, whenever we are needed. This makes us visible for the client and I think that is what is very important and I am not sure that our competitors offer that so that is why we should be chosen before our competitors. 
Date of the Interview: 02-05-2007

Interviewer:






Interviewee:

Kirsten Helders





Demos Chrysostomou

Appendix 2 – Questionnaire results of Neon’s Employees

Since, there are only 3 employees at the Office in Cyprus, I found it most clear to write everybody’s answer in one questionnaire, to look at the similarities and differences. 
Dear Employees of Neon Conferences & Incentives, 

The results of this questionnaire will be used for my research project and are highly confidential. I would appreciate if you are willing to help me with my research by taking some minutes to fill in this questionnaire seriously, so that it will lead to the most accurate results. 

Thank you in advance,

Kirsten Helders
Questions
1. How long have you worked for Neon Conferences & Incentives?

a. Less than a year
b. 1 – 5 years

c. 5 – 10 years
d. More than 10 years

2. How would you describe Neon Conferences & Incentives?

a. As a travel agency

b. As an organization that organizes different sorts of events

c. As a small, specialized Destination Management Company which organizes a wide range of events 3x
d. Different, namely …………………………………………………………..

3. Is research ever been done in how the clients and suppliers feel about Neon? 

a. Yes

b. No

c. No, but would be a good idea 3x 

4. What is Neon’s current identity and its desired identity?

1.  We are now especially a personal company, this probably has to do with the size but it would be nice to be more professionally approached than just personal. More with the top of the DMC’s in Cyprus. 

2. We are very personal but want to be seen as a dedicated company with a strong team of professionals, offering services to corporate companies, we are the local experts
3. We are a service company which is small but very specialized and good at what we offer, that is how we are seen and how we want to be seen

5. How do you think gap be closed?

1. through advertising more instead of only personal contacting 
2. through improving the internal communication and increasing the size, maybe by hiring another employee for marketing of the company. 


3. don’t think there is a gap

6. Why do you think that the company logo and name changed?

1. Because this name is more specific for the activities of the company and the logo is new again, refreshing. Like ‘Neon’ means is Greek ‘new’. 


2. Make it more modern

3. to keep up with the trend and make the services offered more specific

7. When you answer the phone or tell people where you work, what do you say?

a. Neon Travel 3x
b. Neon Conferences & Incentives

c.   Different, namely…………..

8. What do you see as most important factor and least important within Neon? (number the answers from 1 to 6)
_4_ _6_ _5_ eager to work
_2_ _1_ _2_ Sincerity to clients 
_6_ _5_ _6_ engagement of the employees
_3_ _2_ _3_ having a strong internal team
_5_ _4_ _4_ always seeking for more and new opportunities (contacts, ideas, etc)

_1_ _3_ _1_ being creative

9. How do you think a company is best remembered? (can circle more than 1)
a. through its slogan 2x
b. through its name and logo 3x

c. through the way of promotion (billboard, serious newspaper/tabloid, etc)

d. through experience of the clients & partners 1x
e. other, namely ………………………..

10. Neon does not have a slogan but this is seen as a good idea, could you circle what you believe to be the best slogan, or make a suggestion?

a. From dawn to dawn

b. Makes it unforgettable

c. Makes it happen
d. An ever-lasting experience

e. Realizes (your) wishes/demands

f. A new experience

g. Innovative & Youthful/ Juvenile

h. Present in every way  

i. Realizes the impossible 

j. We’ll be there

k. Visible Availability 24/7

l. Beyond the limits 2x 
m. Beyond your expectations 

n. If you desire a personal touch

o. Suggestions: Goes beyond the limits
11. Do you agree or disagree with the following statements?

· A company needs its clients to obtain a strong position







3x Agree

Disagree

· In order to expand the client data base a company needs to advertise more

3x Agree

Disagree

· It is important for a company to know what their clients think about its services
3x Agree

Disagree
· When a company wants to be improve its position should firstly work on its self-image 

3x Agree

Disagree

· Other companies see you as competition when they mention you as one of their main competitors
3x Agree

Disagree

12. Which 6 of the following qualities best describe Neon, according to you? Please highlight or circle your answers. 

Personal 3x
Creative 2x
Ambitious

Patient

Impartial

Sincere
Independent

Respectful
Disciplined

Self-confident

Fast

Co-operative 
Peaceful

Relaxed

Spontaneous

Successful

Sympathetic

Loyal

Stylish

Neat

Old 
Polite

Capable

Stable

Professional 3x

Popular

Rational

New
Efficient 2x
Straightforward

Traditional

Precise

Available 24/7

Unique

Flexible
Exciting

Pleasant

Innovative
Materialistic

Elegant

Open-minded

Honest
Imaginative

Consistent

Responsible 
Reliable
Up to date

Practical

Adventurous

Humorous

Friendly
Original

Helpful
Young 

Innovative

Challenging

Slow

Please fill in the table, only 1 option can be picked

	
	Needs Improvement
	Neutral
	Good
	Very Good
	Excellent

	Communication flows
	
	
	
	
	

	Internal 
	X X X
	
	
	
	

	External
	
	
	
	X X
	X

	
	
	
	
	
	

	Personnel
	
	
	
	
	

	Clearance 
	
	
	
	X 
	X X

	Punctuality
	
	
	
	X X
	X

	Problem solving 
	
	
	
	X X
	X

	Engagement to company
	
	
	
	X X
	X

	
	
	
	
	
	

	Neon versus Competitors:
	
	
	
	
	

	Size
	
	
	X X
	X
	

	Personal Touch
	
	
	
	X 
	X X

	Expertise 
	
	
	
	X X X
	

	Unique Aspects
	
	
	X X X
	
	

	Advertising 
	X X X
	
	
	
	

	
	
	
	
	
	

	Advertising tools
	
	
	
	
	

	Newsletters
	X X X
	
	
	
	

	Magazines
	X X X
	
	
	
	

	Website 
	
	
	X X X
	
	

	Brochure
	
	
	
	X X
	X

	Presentations on visits
	
	
	
	X X X
	

	Sales Calls
	
	
	X
	X X
	

	Visits to offices
	
	
	X
	X X
	

	Flyers
	X X X
	
	
	
	

	Radio
	X n.a. X
	
	
	
	

	Posters
	X X X
	
	
	
	

	
	
	
	
	
	


Appendix 3 – Questionnaire Results Neon’s Clients

Dear Clients of Neon,

I am sending you this questionnaire because I am doing a research project for school. The data from this questionnaire will therefore only be used for my research paper and is completely confidential. 

Hopefully you will give clear and serious answers, to get the most accurate results. 

Thank you kindly in advance,

Best Regards,

Kirsten

Questions:

1. [image: image35.emf]8c. Scale from 1 - 10, grade Neon on Value for Money
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What is you relation with Neon? Circle 1 (clients)
a. Guide

b. Freelance

c. Transport

d. Hotel

e. Restaurant

f. Escort

g. Other, namely …… 
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2. How long have you worked for Neon?

a. Less than 1 year

b. 1 – 3 years

c. 4 – 6 years

d. Longer than 6 years 
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3. Below please pick Neon’s full company name.
a. Neon Travel

b. Neon Conferences & Incentives 
c. Other, namely…
4. [image: image38.emf]8k. Scale fro 1-10, grade Neon on Appreciation
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Are you aware of the fact that they have changed their logo and company name in 2004?

a. Yes, through..
b. No, I was not aware of that 
[image: image39.emf]8h. Scale from 1-10, grade Neon on Imagination
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5. How did you get in touch with Neon? How did you become one of the company’s clients?

a. I was contacted by them

b. I contacted them

c. Other, namely… 
[image: image40.emf]8f. Scale from 1 - 10, grade Neon on Services offered
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6. Did you even hear about Neon before working with the company?

a. No, never

b. Yes vaguely 
c. Yes, through one of the employees
7. Name the first 3 words that come to mind when you think of Neon.
	1. Money, Steady Work, Respect for quality

	2. The manager Demos, Sincere, Caring

	3. Light, Friendly, Available

	4. Personal, quality, nice

	5. Professional, honest, friendly

	6. Trust, Friendly, Money


8. Could you please grade the following qualities of Neon’s importance on the next scale from 1 to 10? (1 - not important at all, 10 - extremely important)

For example: For Neon it is very important to meet their clients personally, so a 9 or 10.
	Aspect
	Importance

	Creativity 
	1      2     3      4      5      6        7        8        9        10

	Personal touch
	1      2     3      4      5      6        7        8        9        10

	Value for money
	1      2     3      4      5      6        7        8        9        10

	Advertising 
	1      2     3      4      5      6        7        8        9        10

	Punctuality of personnel
	1      2     3      4      5      6        7        8        9        10

	Services offered 
	1      2     3      4      5      6        7        8        9        10

	Reliability
	1      2     3      4      5      6        7        8        9        10

	Imagination
	1      2     3      4      5      6        7        8        9        10

	Problem solving
	1      2     3      4      5      6        7        8        9        10

	Friendliness
	1      2     3      4      5      6        7        8        9        10

	Showing appreciation to their clients (you)
	1      2     3      4      5      6        7        8        9        10
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[image: image45.emf]8e. Scale from 1 - 10, grade Neon on Punctuality of Personnel
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[image: image47.emf]8g. Scale from 1-10, grade Neon on Reliability
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[image: image48.emf]8i. Scale from 1-10, grade Neon on Problem Solving
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0% 0% 0% 0% 0% 0% 0%

50% 50%

0%

1

2

3

4

5

6

7

8

9

10


[image: image51.emf]8k. Scale fro 1-10, grade Neon on Appreciation
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9. Which 6 of the following qualities best describe Neon, according to you? Please highlight or circle your answers. 

Personal

Creative

Ambitious

Patient

Impartial

Sincere

Independent

Respectful

Disciplined

Self-confident

Fast

Co-operative

Peaceful

Relaxed

Spontaneous

Successful

Sympathetic

Loyal

Stylish

Neat

Old

Polite

Capable

Stable

Professional

Popular

Rational

New 

Efficient

Straightforward

Traditional

Precise

Available 24/7

Unique

Flexible

Exciting

Pleasant

Innovative

Materialistic

Elegant

Open-minded

Honest

Imaginative

Consistent

Responsible

Reliable

Up to date

Practical

Adventurous

Humorous

Friendly

Original

Helpful

Young 

Innovative

Challenging

Slow
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Appendix 4 – Questionnaire Results Neon’s Suppliers 

Dear Suppliers of Neon,

I am sending you this questionnaire because I am doing a research project for school. The data from this questionnaire will therefore only be used for my research paper and is completely confidential. 

Hopefully you will give clear and serious answers, to get the most accurate results. 

Thank you kindly in advance,

Best Regards,
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Kirsten

Questions:

1. What is you relation with Neon? Circle 1

a. Tour Operator

b. Conference Organizer 
c. Corporate Buyer

d. Association 

e. [image: image59.emf]8b. Scale from 1 - 10, grade Neon on Personal Touch
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Other, namely …………

2. How long have you worked for Neon?

a. Less than 1 year

b. 1 – 3 years 

c. 4 – 6 years

d. Longer than 6 years

[image: image60.emf]8c. Scale from 1 - 10, grade Neon on Value for Money
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3. Below please pick Neon’s full company name.
d. Neon Travel 
e. Neon Conferences & Incentives

f. Other, namely…
[image: image61.emf]8d. Scale from 1 - 10, grade Neon on Advertising
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4. Are you aware of the fact that they have changed their logo and company name in 2004?

a. Yes, through…. 

[image: image62.emf]8e. Scale from 1 - 10, grade Neon on Punctuality of Personnel
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b. No, I was not aware of that

5. How did you get in touch with Neon? 
a. I was contacted by them

b. I contacted them

c. Other, namely…
[image: image63.emf]8f. Scale from 1 - 10, grade Neon on Services offered
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6. Did you even hear about Neon before working with the company?

a. No, never

b. Yes vaguely
c. Yes, through one of the employees 
 7. Name the first 3 words that come to mind when you think of Neon?

	Personal, Helpful, Caring

	Service, Small, Sincere

	Conferences, Incentives, Travel

	Tourists, Business, Small


8. Could you please grade the following qualities of Neon’s importance on the next scale from 1 to 10? (1 - not important at all, 10 - extremely important)

For example: For Neon it is very important to meet their clients personally, so a 9 or 10.

	Aspect
	Importance

	Creativity 
	1      2     3      4      5      6        7        8        9        10

	Personal touch
	1      2     3      4      5      6        7        8        9        10

	Value for money
	1      2     3      4      5      6        7        8        9        10

	Advertising 
	1      2     3      4      5      6        7        8        9        10

	Punctuality of personnel
	1      2     3      4      5      6        7        8        9        10

	Services offered 
	1      2     3      4      5      6        7        8        9        10

	Reliability
	1      2     3      4      5      6        7        8        9        10

	Imagination
	1      2     3      4      5      6        7        8        9        10

	Problem solving
	1      2     3      4      5      6        7        8        9        10

	Friendliness
	1      2     3      4      5      6        7        8        9        10

	Showing appreciation to their clients (you)
	1      2     3      4      5      6        7        8        9        10
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9. Which 6 of the following qualities best describe Neon, according to you? Please highlight or circle your answers. 

Personal

Creative

Ambitious

Patient

Impartial

Sincere

Independent

Respectful

Disciplined

Self-confident

Fast

Co-operative

Peaceful

Relaxed

Spontaneous

Successful

Sympathetic

Loyal

Stylish

Neat

Old
Polite

Capable

Stable

Professional
Popular

Rational

New

Efficient

Straightforward

Traditional

Precise

Available 24/7

Unique

Flexible

Exciting

Pleasant

Innovative

Materialistic

Elegant

Open-minded

Honest

Imaginative

Consistent

Responsible

Reliable

Up to date

Practical

Adventurous

Humorous

Friendly

Original

Helpful

Young 

Innovative

Challenging

Slow
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[image: image69.emf]9a.Which of the following 6 qualities best describe Neon?
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Appendix 5 – Interviews Neon’s main Competitors 

OM Destination Management

Let me first introduce myself properly, even though we have spoken on the phone and sent several emails. My name is Kirsten Helders, I am a student from the Netherlands and I am doing a research project for which your input is very important. 

The answers given will only be used for my research project only; this means they are highly confidential. I hope this is clear?

Yes. 

Ok lets start with the questions: 

1. What is the name of the company?

OM Destination Management

2. Where does OM stand for? 

Overseas Management

3. When was the company established? (date)

1989

4. What are the company’s main services? 
OM focuses exclusively on MICE clients. Our services are therefore tailored to client requirements and principally hotel and conference arrangements, team and leisure activities and dinner events


What do you mean with MICE clients?


Clients that have to do with: Meetings Incentive Conventions Exhibitions
5. How many employees work at the head office in Limassol?

8

6. Could you name the communication tools used by the company?

Phone, Fax, E-mail, Skype, Text messages, Letters and our web site

7. Could you name the existing tools of promotion of the company?

 Newsletters, Website, Corporate Events such as Dinner & Lunches, Sales Trips, Exhibitions, Publications 

8. What is the underlying message that the company wishes to transmit in their promotional activities? 

That we are unique, we have a different work style than the other companies.

Namely?
Well we take everything very seriously, positive remarks but also negative feedback is welcome and we actually use this to our advantage and discuss it with the employees to actually work on it, which we believe not many other companies do. The same with this interview, we do not just set an appointment like you know, but we want to know exactly what this is used for before giving any information. 

9. Does the company have a slogan? 

Yes, namely Innovating... not Imitating
10. What is the company’s unique selling point, unique characteristics? 

Our personalised service and attention, tailor-made events 

11. When an event is organized by the company, what kind of contact details do you give to the clients, how can they reach you? 

Confirmed events have one assigned Executive accessible 24hr on mobile phone.

12. What is OM’s main target group? What does the company like to project to their target group? What do you want this target group to know about the company? 

Target group is MICE clients. What they should know about us, that we are personalised and unique by being very professional and always welcoming comments for improvement. 
13. What is the company’s identity? Is this identity clearly projected to the clients? 

That we remain fully committed to our clients and to the markets’ growing demands, providing high quality of services and innovative ideas. This you can also find on the website, so we use the website for new clients to find out what we stand for and for existing clients we speak to them personally and after a while they know what we can offer them. 

14. What is OM DMC’s perspective for the next 5 years? 

We hope to still work on the same basis as we do at the moment, be personal and professional and expanding the client base is always good, so maybe a larger client base, although we are already very busy at the moment. 
15. Which companies do you see as your main competitors? And why? 
- Aeolos 

- Honeywell

- Drakos Destination Management
Because they also provide tour operator services so have easier access to hotel rooms and get cheaper rates, and it are large companies with a very professional identity.

16. What makes OM different from these competitors, unique?

Well, we are different as explained before, we do something with the comments and take everything in notice. 

17. Do you know the weaknesses and strengths of your competitors? If yes, what are those?

Like I answered briefly in a previous question. Agencies that also provide tour operators services have easier access to hotel rooms due to their allotments and can offer lower rates on transfers as they usually own the coach company as well. 

18. Every company could need improvement in some sectors, what would you like to see improved within OM DMC? And why isn’t this improved yet? 

At OM we listen to our clients and observe market trends. All feed back whether good or bad is welcome.  OM aims to constantly update ourselves, our services, the tools we use. So we are actually always working on improvement because we want to show our clients that we take their requests seriously, this gives them trust in us. 

19.  What makes you feel threatened by your competitors? 

There is not threat in our view as we believe clients are entitled to choose who they want to work with. Competition is a healthy and necessary aspect of any business to generate better productions, solutions, ideas.

20. OM works with clients in different countries as well, what are some of the intercultural issues that you encounter with these clients? 

Local representation assures we are able to communicate according to the country addressed.
21.  OM also has offices in other countries, right? Which ones? Do you feel that this makes OM less focussed/specialized in Cyprus, since the other countries need attention as well? 

OM operates in Greece since 1998 and in the Baltics since 2004. Each of these have dedicated offices and staff devoted to their destination, so the attention does not need to be spread, every office focuses on its own country. 

22. Overall, why should OM be chosen before your main competitors?

We are different, we are innovative and we are always willing to improve or change aspects for the best of the company. 

Thank you for this interview 

Interviewee:

Bettina Heinrichs
Project Manager
Drakos Destination Management

Let me first introduce myself properly, even though we have spoken on the phone and sent several emails. My name is Kirsten Helders, I am a student from the Netherlands and I am doing a research project for which your input is very important. 

The answers given will only be used for my research project only; this means they are highly confidential. I hope this is clear?

Yes, i understand

1. Ok, lets start then, could you please tell me your name?

Christina Drakos

2. What is the name of the company?

Drakos Travel Ltd

3. When was the company established? 

1982

4. What are the company’s main services?

We specialize in incoming for FIT’s, cultural groups, Incentives, conference, meetings and seminars.

5. How many employees work at the head office in Limassol? 

4 employees

      6. Could you tell me the communication tools used by the company?

Most importantly email, then phone, then fax, then text messages, then letters but also skype is lately used by several employees. 

7. Could you name the existing tools of promotion of the company?

Yes, the tools of promotion used are: Newsletter, mailing, flyers, posters, brochures, mouth-to-mouth commercial, the website and direct sales calls. 

8. What is the underlying message that the company wishes to transmit in their promotional activities? 
Creativity, Awareness, Understanding, Belief and Commitment are our principles. 
9. Does the company have a slogan? 

    Yes, ‘Drakos Unlimited!’

10. What is the company’s unique selling point, unique characteristics? 
The highly imaginative and full of substance ventures, performed always with perfection, made others follow our ideas and style of work. We were the first company to give life and form to Cyprus archaeological sites for the private usage of our guests, often encouraging them to participate both as actors and critics of our long and colourful civilization. Our deep and elaborate research has driven us to almost unknown villages where visitors were confronted with the true self of our tradition. 
It is our ultimate hope and belief that we will always be in the driving seat of the Motivation and Conference Industry, setting up the standards for others to follow. 
11. When an event is organized by the company, what kind of contact details do you give to the clients, how can they reach you?

Email address, office phone number, fax number. 

Personal phone number for site inspection or for confirmed group
12. What is Drakos Travel’s main target group? What does the company like to project to their target group? What do you want this target group to know about the company? 

The MICE industry internationally

They just have to check our website and they have it all there!

Our experience and knowledge lead us to be the member of Euromic and GEP (Global Event Partners) for Cyprus very well known and reliable DMC associations/partnerships. 

Note: One member per country only!
13. What is the company’s identity? Is this identity clearly projected to the clients? 

Our identity is our 25 years of experience in the MICE industry and our pursuit for excellence.

Yes, trough our website and through www.euromic.com and www.globaleventspartners.com

14. What is Drakos Travel’s perspective for the next 5 years? 

We keep our visions confidential

15. Which 3 companies do you see as your main competitors? And why? 
- Salamis

- Aeolos

- OM 
16. What makes Drakos Travel different from these competitors, unique?

We have a different way of working, we keep everything very confidential, we have a strong team and this is what our clients see, what makes us unique…? I don’t really know, I just find it important that our clients have confidence in us and that we achieve the best possible goals. 

17. Do you know the weaknesses and strengths of your competitors? 

No, and we do not really look at this, we find it important that our company gets positive responses and are high up in the market, we do not look at our competitors strengths and weaknesses. 

18. Every company could need improvement in some sectors, what would you like to see improved within Drakos Travel? And why isn’t this improved yet? 

I do not want to answer this question, I find it too personal, sorry.

19.  What makes you feel threatened by your competitors? 

   
We have no fear, we have love!

20. Drakos Travel works with clients in different countries as well, what are some of the intercultural issues that you encounter with these clients? 

None, we are an intercultural company with intercultural practices and capacities/capabilities.

21. Overall, why should Drakos Travel be chosen before your main competitors?

We like our competitors to be chosen too: as birds of a feather fly together! There is business for all!

Thank you for this interview, it will be of great help for my project

Interviewee:

Christina Drakos

Managing Director

CPC Events

Let me first introduce myself properly, even though we have spoken on the phone and sent several emails. My name is Kirsten Helders, I am a student from the Netherlands and I am doing a research project for which your input is very important. 

The answers given will only be used for my research project only; this means they are highly confidential. I hope this is clear?

I understand

Ok lets start with the questions: 

1. What is the name of the company?

CPC Events, CPC is my name: Christos Pieri Christou. 
2. When was the company established?

2004

3. What are the company’s main services?

It is a Destination Management Company and our main services, expertise are the organization of Conferences & Incentives

4. Could you name the communication tools used by the company?

Mainly email, but also over the phone of course

5. Could you name the existing tools of promotion of the company?

 Newsletters, word-of-mouth commercial, Website, Advertisement and representation companies 
6. How many employees work at the head office in Limassol? 
6

7. What is the underlying message that the company wishes to transmit in their promotional activities? 

We want to transmit that we are the company you are looking for in the organization of Conferences and Incentives on Cyprus

8. Does the company have a slogan? 

 
Yes, namely Strawberry and Cream, Sun and Sea, Cyprus and CPC Events

9. What is the company’s unique selling point, unique characteristics, what makes it different from other Event Organizing companies in Cyprus? 

Over 14 years of experience in the field of C&I market overall, multilingual staff and a personal approach. CPC has only existed for 3 years, but that is because I set up my own company, I was in the branch for over 14 years. 
10. When an event is organized by the company, what kind of contact details do you give to the clients, how can they reach you? 
Through the office phone number, fax number, email and office address
11. Who is the target group, what does the company like to project to their target group? What do you want the target group to know about the company?

Our target group are organisers who want to organize conferences and/ or incentives in Cyprus. We want to project our reputation in Cyprus as well as our clients from abroad who give reference about our company. We want the target group to know that we are personal and professional at the same time

12. What is the company’s identity? Is this identity clearly projected to the clients? 

CPC Events is a full service contractor that offers a comprehensive range of the services and products that are essential for the creation of successful congresses, corporate meetings, exhibitions and special events of any size, that is our what we stand for, so our identity. This is projected through the website as well as through internet in general 

13. What is the company’s perspective for the next 5 years?

To remain small and offer the personal approach to all our clients

14. Which companies do you see as your main competitors? And why? 
-  OM Destination – their experience, size and they are also located in Limassol

-  Palm Tours & Travel LTD – their expertise, they are located in Larnaka but we feel it is a bit competitor to us, since we focus on different parts of the islands and so do they. 
- Neon Travel – this company has a lot of contacts and focuses on the same area as we do.
15. What makes you different from these competitors, unique?

The operation of all projects that is offered on a personal, professional and friendly basis

16. Do you know the weaknesses and strengths of your competitors? If yes, what are those?

We don’t compromise with cheap offers from other competitors. We will always offer the services we believe are best for each project without compromising on cost. We have strict payment conditions. Our competitors weakness is to always try to give clients a lower rate to come to them, our strength is that we offer what we can and most of our clients like that about us, we do not let our competitors get in our way, restrict our abilities. 

17. Every company could need improvement in some sectors, what would you like to see improved in the company? And why isn’t this improved yet? 

Additional promotion on websites and search for new potential European destinations, for clients. This is not done yet because of lack of time but also we want to keep our existing clients happy and always be present when they have operation of groups in Cyprus

18.  What makes you feel threatened by your competitors? 

Sometimes it’s a budget situation as we don’t compromise and we therefore lose projects. As we said we are not interested in mass production or to expand and get the company bigger and bigger as we will not enjoy it anymore organising the conferences or the incentives, we want to keep a small but strong team.

19. The company works with clients in different countries as well, what are some of the intercultural issues that you encounter with these clients? 

Sometimes with new destinations, we don’t know good enough their culture and way of thinking and sometimes they know only a few things about Cyprus and our culture. It’s also the case that new clients that have worked with Cyprus before they might experienced some situations and it takes some time for them to get to know us and understand that they will receive at least what we had promised to deliver

20. So, you are saying that this is often a bad experience, that these clients have had in Cyprus?

Doesn’t have to be, but sometimes yes, since a lot of companies in Cyprus do not do what they have promised, so we have to proof the opposite. 

21. Overall, why should your company be chosen before your main competitors?

Because we believe that we will deliver what we have promised to deliver. Also because we love organising unique projects in Cyprus. We are long enough on the market to understand that repeat clients are not easy to have but on the other side is the cheapest way to promote your company to your existing clients but also to others (mouth to mouth advertisement). We currently have approx. 37% repeat clients

Well, this was it already. Thank you for the interview, it was very interesting talking to you. 

     Interviewee:

Christos Christou

Managing Director of CPC Events Ltd.
Appendix 6 – Questionnaire for end-users implemented for 1 month
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Dear Guests, 

We value your comments and in our continuous effort in offering the best possible service we kindly ask you to fill the following questionnaire in order to identify how we could improve our services and how to modify our excursions, if needed.

Please hand the questionnaire to our representative.

Thank you in advance.

Kindest regards,

Demos G. Chrysostomou

Managing Director

Name:

Date of Visit:
Hotel:
	
	Fair
	Good
	Very Good
	Excellent

	Bus/Minibus/Taxi 
	
	
	
	

	Cleanliness
	
	
	
	

	Driver
	
	
	
	

	
	
	
	
	

	Hotel
	
	
	
	

	Reception assistance
	
	
	
	

	Room quality
	
	
	
	

	Bar
	
	
	
	

	Food Selection variety
	
	
	
	

	
	
	
	
	

	Rep
	
	
	
	

	Information given
	
	
	
	

	Assistance
	
	
	
	

	
	
	
	
	

	Guide 
	
	
	
	

	Information given
	
	
	
	

	Assistance
	
	
	
	

	
	
	
	
	

	Excursions
	
	
	
	

	Paphos 
	
	
	
	

	Nicosia
	
	
	
	

	Troodos
	
	
	
	

	
	
	
	
	


Your comments and suggestions are valuable.

Comments and Suggestions:

Transport

	         JULES VERNE (7) 8 - 15 April 2007
	JACK & SONS TRANSPORT

	
	
	
	
	
	
	

	 
	Fair
	Good
	Very Good
	Excellent
	
	

	Bus/Minibus/Taxi
	 
	 
	 
	 
	
	

	Cleanliness
	 
	2
	1
	2
	
	

	Driver
	 
	1
	2
	2
	
	

	Subtotal
	0
	3
	3
	4
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	          JULES VERNE (8) 22 -29 April 2007
	IORDANIS COACHES

	
	
	
	
	
	
	

	 
	Fair
	Good
	Very Good
	Excellent
	
	

	Bus/Minibus/Taxi
	 
	 
	 
	 
	
	

	Cleanliness
	 
	1
	3
	4
	
	

	Driver
	 
	1
	3
	4
	
	

	Subtotal
	0
	2
	6
	8
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	EXTRA COMMENTS: 

	
	
	
	
	
	1.Driver was excellent, his driving 

	
	
	
	
	
	was very safe in all conditions

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	


Hotels

	         ANNABELLE HOTEL RESULTS
	
	
	

	       JULES VERNE (7) 8- 15 April 2007
	
	
	
	

	
	
	
	
	
	
	
	

	Hotel
	Fair
	Good
	Very Good
	Excellent
	
	
	

	Reception assistance
	 
	1
	1
	1
	
	
	

	Room quality
	1
	1
	 
	1
	
	
	

	Bar
	1
	1
	 
	1
	
	
	

	Food Selection  variety
	1
	1
	 
	1
	
	
	

	Subtotal
	3
	4
	1
	4
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	EXTRA COMMENTS:

	
	
	
	
	
	
	1.Hotel could not have been  

	
	
	
	
	
	
	 more helpful as our first room 

	
	
	
	
	
	
	had an interlinking door with the

	
	
	
	
	
	
	neighbouring room, we heard

	
	
	
	
	
	
	everyting the people in the 

	
	
	
	
	
	
	adjoining room said, so we had

	
	
	
	
	
	
	no sleep on our first night as they 

	
	
	
	
	
	
	were very noisy. The management

	
	
	
	
	
	
	of the hotel then changed our room 

	
	
	
	
	
	
	and we were much happier

	
	
	
	
	
	
	2.Food is far too repetitive, some  

	
	
	
	
	
	
	dishes every day, quality is not .

	
	
	
	
	
	
	5 star, poor quality meat
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	Hotel
	Fair
	Good
	Very Good
	Excellent
	
	
	

	Reception assistance
	 
	 
	1
	1
	
	
	

	Room quality
	 
	 
	1
	1
	
	
	

	Bar
	 
	 
	1
	1
	
	
	

	Food Selection  variety
	 
	 
	1
	1
	
	
	

	Subtotal
	0
	0
	4
	4
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	EXTRA COMMENTS:

	
	
	
	
	
	
	1.The hotel cannot be faulted, 

	
	
	
	
	
	
	nothing was too much trouble and 

	
	
	
	
	
	
	facilities were excellent

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	


Hotel  

	         AQUA MARE HOTEL RESULTS
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	Hotel
	Fair
	Good
	Very Good
	Excellent
	
	

	Reception assistance
	 
	2
	 
	 
	
	

	Room quality
	 
	 
	2
	 
	
	

	Bar
	 
	1
	 
	 
	1X N.A.
	

	Food Selection  variety
	 
	1
	1
	 
	
	

	Subtotal
	0
	4
	3
	0
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	EXTRA COMMENTS:
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	Hotel
	Fair
	Good
	Very Good
	Excellent
	
	

	Reception assistance
	1
	3
	2
	 
	
	

	Room quality
	 
	 
	6
	 
	
	

	Bar
	 
	2
	3
	 
	1X N.A.
	

	Food Selection  variety
	 
	2
	2
	2
	
	

	Subtotal
	1
	7
	13
	2
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	EXTRA COMMENTS:

	
	
	
	
	
	1.Restaurant staff friendly and

	
	
	
	
	
	 helpful
	

	
	
	
	
	
	2.No accomodation available 

	
	
	
	
	
	from 12.00 until departure time 

	
	
	
	
	
	at 17.00, a problem

	
	
	
	
	
	3.Bus stop required near hotel,
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Neon Travel
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	 too far for older people to walk 

	
	
	
	
	
	at present

	
	
	
	
	
	4.Lack of adult indoor and 

	
	
	
	
	
	outdoor games, eg boules, 

	
	
	
	
	
	darts, petanque, adult table

	
	
	
	
	
	 tennis, cards, chess, etc.

	
	
	
	
	
	5.Hydro Spa a waste of space, 

	
	
	
	
	
	used by very few, if any people

	
	
	
	
	
	6.Rooms very comfortable, 

	
	
	
	
	
	sea view much appreciated

	
	
	
	
	
	7.Although extensive dinner 

	
	
	
	
	
	buffet some evenings no choice

	
	
	
	
	
	for vegetarians - vegetarians 

	
	
	
	
	
	do not eat fish

	
	
	
	
	
	8.Leak on shower + faulty sink

	
	
	
	
	
	 plug not fixed

	
	
	
	
	
	9.Tea supplies not replenished 

	
	
	
	
	
	all week
	

	
	
	
	
	
	10.Room service did not 

	
	
	
	
	
	replenish supplies odequately

	
	
	
	
	
	11.Main course selection for 

	
	
	
	
	
	vegetarians was often limited


Representatives

	           REP RESULTS 
	
	
	
	
	

	
	
	
	
	
	
	
	

	         JULES VERNE (7) 8 - 15 April 2007
	
	
	
	

	Rep
	Fair
	Good
	Very good
	Excellent
	
	
	

	Information given
	 
	2
	1
	1
	
	
	

	Assistance
	1
	1
	1
	1
	1 couple - see comment 2

	Subtotal
	1
	3
	2
	2
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25%

75%

Yes , through…

No, I was not aware of

that



	
	
	
	
	EXTRA COMMENTS:

	
	
	
	
	
	1.Unpleasant experience when 

	
	
	
	
	
	arriving at Paphos Airport, as the 

	
	
	
	
	
	luggage had not arrived and we of 

	
	
	
	
	
	course had to go to bagage claims

	
	
	
	
	
	 department to fill in forms, etc. 

	
	
	
	
	
	When we had done this we found 

	
	
	
	
	
	that the coach to take us to

	
	
	
	
	
	the Annabelle Hotel had LEFT the 

	
	
	
	
	
	Airport without us, we had already 

	
	
	
	
	
	experienced a very stressful situation,

	
	
	
	
	
	 why did the representative leave 

	
	
	
	
	
	without us? If she could not get in 

	
	
	
	
	
	the airport, why did she not leave us  

	
	
	
	
	
	a message? There must be a way 

	
	
	
	
	
	of doing this..
	

	
	
	
	
	
	3. We liked the way the programme

	
	
	
	
	
	 was organized - 1 day tour,

	
	
	
	
	
	 1 day free,etc
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	Good
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	Excellent
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	1
	2
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	Assistance
	2
	 
	2
	 
	2X N.A.
	
	

	Subtotal
	3
	2
	4
	1
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Guide

	         JULES VERNE (7) 8 - 15 April 2007
	
	
	
	
	

	
	
	
	
	
	
	
	
	

	Guide 
	Fair
	Good
	Very Good
	Excellent
	
	
	
	

	Information given
	 
	 
	 
	5
	
	
	
	

	Assistance
	 
	 
	1
	4
	
	
	
	

	Subtotal
	0
	0
	1
	9
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	EXTRA COMMENTS:
	

	
	
	
	
	
	1.David was superb! Excellent local 

	
	
	
	
	
	knowledge, prepared to go off beaten track  

	
	
	
	
	
	if thought it was worthwhile
	

	
	
	
	
	
	2.Our guide David was really excellent with 

	
	
	
	
	
	a huge knowledge base of wherever we went. 

	
	
	
	
	
	His enthousiasm quickly spread to the group

	
	
	
	
	
	We would really recommend him. 

	
	
	
	
	
	3.David is excellent, very interesting and 

	
	
	
	
	
	enthousiastic, he has suggestions for 

	
	
	
	
	
	additions to the Paphos and Troodos 

	
	
	
	
	
	tours, which should be included. 

	
	
	
	
	
	
	
	
	

	         JULES VERNE (8) 22 - 29 April 2007
	
	
	
	
	

	
	
	
	
	
	
	
	
	

	Guide 
	Fair
	Good
	Very Good
	Excellent
	
	
	
	

	Information given
	 
	 
	1
	5
	
	
	
	

	Assistance
	 
	 
	 
	6
	
	
	
	

	Subtotal
	0
	0
	1
	11
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	EXTRA COMMENTS:
	

	
	
	
	
	
	1.Our guide David was excellent 

	
	
	
	
	
	and his knowledge and comments made

	
	
	
	
	
	all the excursions that much more enjoyable

	
	
	
	
	
	2.Ad hoc additions to the programme by the 

	
	
	
	
	
	guide were bonuses and much appreciated 

	
	
	
	
	
	3. Guide - very informative, certainly knew his

	
	
	
	
	
	 stuff and was flexible, it was nice not being

	
	
	
	
	
	hurried on the next stop, on a 'timetable'

	
	
	
	
	
	. A bit more Greek/Roman antiquity would

	
	
	
	
	
	 have been appreciated 
	

	
	
	
	
	
	4.My main interest is in archaelogical/Greek,

	
	
	
	
	
	Roman rutes and museums, the Byzantine 

	
	
	
	
	
	content was not of particular interest to me,

	
	
	
	
	
	but the guide was very interesting and 

	
	
	
	
	
	informative
	
	


Excursions

	             EXCURSIONS RESULTS
	
	
	

	
	
	
	
	
	
	

	        JULES VERNE (7) 8 - 15 April 2006
	
	
	

	
	
	
	
	
	
	

	Excursions
	Fair
	Good
	Very Good
	Excellent
	
	

	Paphos
	 
	1
	1
	3
	
	

	Nicosia
	 
	 
	2
	3
	
	

	Troodos
	 
	 
	1
	4
	
	

	Subtotal
	0
	1
	4
	10
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	EXTRA COMMENTS:

	
	
	
	
	
	1.More optional tours on free days

	
	
	
	
	
	2.Perhaps include 'Tombs of the Kings' 

	
	
	
	
	
	in the tour

	
	
	
	
	
	3. Perhaps the Akamas Peninslar instead 

	
	
	
	
	
	of Nicosia

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	       JULES VERNE (8) 22 - 29 April 2007
	
	
	

	
	
	
	
	
	
	

	Excursions
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	Good
	Very Good
	Excellent
	
	

	Paphos
	 
	 
	2
	6
	
	

	Nicosia
	 
	3
	2
	3
	
	

	Troodos
	 
	 
	5
	3
	
	

	Subtotal
	0
	3
	9
	12
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	EXTRA COMMENTS:

	
	
	
	
	
	1.Programmed visits on alternative days an 

	
	
	
	
	
	excellent idea

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	


Appendix 7 – Street Questionnaire, Create a Top 10 

Please create a top10 out of the following Destination Management Companies, number 1 being the best-known, according to you. For example, if you have heard or seen mostly about ‘Salamis Tours’ and least or never of ‘Aeolos Cyprus Travel’, then Salamis will get a 1 and Aeolos a 10, and so on. 

Below please clarify your answer.
____ DRAKOS TRAVEL LTD



___

____ HONEYWELL TRAVEL LTD



___

____ LOUIS TOURIST AGENCY LTD


___


____ NEON CONFERENCES & INCENTIVES

___

____ O.M. DMC





___

____ SALAMIS TOURS LTD



___

____ THALASSA TRAVEL & TOURISM


___


____ AEOLOS CYPRUS TRAVEL BUREAU

___

____ CPC EVENTS




___

____ EXECUTIVE EVENTS DMC LTD


___
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[image: image84.emf]9c. Which of the following 6 qualities best describe Neon? 
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Creative

Loya

Helpfu

1. Have you heard of all the companies written above?

a. Yes

b. No 

2. This order was chosen through:

a. Personal experience

b. Advertising (seen ad’s of the company)

c. [image: image85.emf]9d. Which of the following 6 qualities best describe Neon? 

0% 0% 0% 0% 0%

50%

0% 0% 0% 0% 0% 0% 0% 0% 0% 0% 0% 0% 0% 0% 0%

25%

0% 0% 0% 0% 0% 0% 0% 0% 0% 0% 0% 0% 0% 0% 0% 0% 0% 0% 0% 0% 0% 0%

25%

0% 0% 0% 0% 0% 0% 0% 0% 0% 0% 0% 0% 0%

1 2 3 4

5 6 7 8

9 10 11 12

13 14 15 16

17 18 19 20

21 22 23 24

25 26 27 28

29 30 31 32

33 34 35 36

37 38 39 40

41 42 43 44

45 46 47 48

49 50 51 52

53 54 55 56

57 58

Polite
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Consistent

(Earlier) Experience in the branch

d. Word-of-mouth

e. Personal contacts

f. Website 

g. Other, namely_____________
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Figure 7: The Key Idea


Source: Setting up a strategic communication Plan by M.Vos, J.Otte and P.Linders
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Figure 6: 


Gap Analysis


Source: www.marketingteacher.com
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Figure 5; SWOT Analysis


Source: http://www.smartdraw.com





Figure 4: Cyprus


Source:


http://content.answers.com





Figure 3: Middle Eastern Countries


Source:


www.travelnotes.org





Figure 2: 


The organisation


and its field of forces 


Source: Keuning, 1993
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Figure 1:


CI Mix


Source: Birkigt, Stadler and Funck, 1988
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																																								0		0		0		0		0		0

				6. Did you ever hear about Neon before working with the company?

				1				No, never

				2				Yes, vaguely through…

				3				Yes, through one of the employees

				7. Name 3 words that come to mind when you think of Neon.

				1				Personal, Helpful, Caring

				2				Service, Small, Sincere

				3				Conferences, Incentives, Travel

				4				Tourists, Business, Small

				8a. Scale from 1 - 10, grade Neon on Creativity

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8b. Scale from 1 - 10, grade Neon on Personal Touch

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8c. Scale from 1 - 10, grade Neon on Value for Money

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8d. Scale from 1 - 10, grade Neon on Advertising

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8e. Scale from 1 - 10, grade Neon on Punctuality of Personnel

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8f. Scale from 1 - 10, grade Neon on Services offered

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8g. Scale from 1 - 10, grade Neon on Reliability

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8h. Scale from 1 - 10, grade Neon on Imagination

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8i. Scale from 1 - 10, grade Neon on Problem Solving

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8j. Scale from 1 - 10, grade Neon on Friendliness

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8k. Scale from 1 - 10, grade Neon on Showing Appreciation

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				9. Which of the 6 following qualities best describe Neon, according to you?

				1		Personal

				2		Creative

				3		Ambitious

				4		Patient

				5		Impartial

				6		Sincere

				7		Independent

				8		Respectful

				9		Disciplined

				10		Self -confident

				11		Fast

				12		Co-operative

				13		Peaceful

				14		Relaxed

				15		Spontaneous

				16		Successful

				17		Sympathetic

				18		Loyal

				19		Stylish

				20		Neat

				21		Old

				22		Polite

				23		Capable

				24		Stable

				25		Caring

				26		Popular

				27		Rational

				28		New

				29		Efficient

				30		Straightforward

				31		Traditional

				32		Precise

				33		Available 24/7

				34		Unique

				35		Flexible

				36		Exciting

				37		Pleasant

				38		Innovative

				39		Materialistic

				40		Elegant

				41		Open-minded

				42		Honest

				43		Imaginative

				44		Consistent

				45		Responsible

				46		Reliable

				47		Up to date

				48		Practical

				49		Adventurous

				50		Humorous

				51		Friendly

				52		Original

				53		Helpful

				54		Young

				55		Innovative

				56		Challenging

				57		Slow
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8a. Scale from 1 - 10, grade Neon on Creativity



Results

				Q1 (1-7) - Relation with Neon		Q2 (1-4)- Working period with Neon		Q3 (1-3)- Full name of Neon		Q4 (1-2)- Change of name&logo		Q5 (1-3) - Get in touch		Q6 (1-3) - Heard of Neon before		Q8a(1-10) - Creativity		Q8b(1-10) - Personal Touch		Q8c (1-10) - Value for Money		Q8d (1-10) - Advertising		Q8e (1-10)- Punctuality		Q8f (1-10) - Services		Q8g (1-10) - Reliability		Q8h (1-10) - Imagination		Q8i (1-10) - Problem Solving		Q8j (1-10) - Friendliness		Q8k (1-10) - Appreciation		Q9a(1-57) - 6 Qualities Neon		Q9b(1-57) - 6 Qualities Neon		Q9c(1-57) - 6 Qualities Neon		Q9d(1-57) - 6 Qualities Neon		Q9e(1-57) - 6 Qualities Neon		Q9f(1-57) - 6 Qualities Neon

				4		4		1		2		1		2		8		7		9		6		9		9		8		7		9		8		7		1		24		18		44		45		51

				3		2		1		2		1		1		8		8		8		5		9		8		9		8		9		8		8		46		12		53		22		42		51

				2		2		2		1		1		3		9		9		9		4		8		9		10		8		8		9		9		43		12		2		6		45		51

				1		4		1		2		1		1		7		10		8		6		8		9		10		8		8		9		9		1		27		2		6		46		29

				Q1		Q2		Q3		Q4		Q5		Q6		Q7- open Question		Q8a		Q8b		Q8c		Q8d		Q8e		Q8f		Q8g		Q8h		Q8i		Q8j		Q8k		Q9a		Q9b		Q9c		Q9d		Q9e		Q9f

				1		0		3		1		4		2				0		0		0		0		0		0		0		0		0		0		0		2		0		0		0		0		0

				1		2		1		3		0		1				0		0		0		0		0		0		0		0		0		0		0		0		0		2		0		0		0

		1		1		0		0				0		1				0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		2		1		2												0		0		0		1		0		0		0		0		0		0		0		0		0		0		0		0		0

		3		0														0		0		0		1		0		0		0		0		0		0		0		0		0		0		0		0		0

		4		0														0		0		0		2		0		0		0		0		0		0		0		0		0		0		2		0		0

		5																1		1		0		0		0		0		0		1		0		0		1		0		0		0		0		0		0

		6																2		1		2		0		2		1		1		3		2		2		1		0		0		0		0		0		0

																		1		1		2		0		2		3		1		0		2		2		2		0		0		0		0		0		0

																		0		1		0		0		0		0		2		0		0		0		0		0		0		0		0		0		0
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																																								0		1		0		0		0		0

																																								0		0		0		0		0		0

				1. What is your relation with Neon?																																				0		0		0		0		0		1

				1				Tour Operator																																0		0		0		0		0		0

				2				Conference Organizer																																0		0		0		0		0		0

				3				Corporate Buyer																																0		0		0		0		0		0

				4				Association																																0		0		0		0		0		0

				5				Other, namely….																																0		0		0		0		0		0

																																								0		0		0		0		0		0

																																								0		0		0		0		0		0

				2. How long have you worked for Neon?																																				0		0		0		0		0		0

				1				Less than 1 year																																0		0		0		0		0		0

				2				1 - 3 years																																0		0		0		0		0		0

				3				4 - 6 years																																0		0		0		0		0		0

				4				Longer than 6 years																																0		0		0		0		0		0

																																								0		0		0		0		1		0

																																								1		0		0		0		0		0

				3.Below please write Neon's full company name.																																				0		0		0		1		0		0

				1				Neon Travel																																0		0		0		0		2		0

				2				Neon Conferences& Incentives																																1		0		0		0		1		0

				3				Other, namely																																0		0		0		0		0		0

																																								0		0		0		0		0		0

				4. Are you aware of the fact that they have changed their logo and company name in 2004?																																				0		0		0		0		0		0

				1				Yes , through…																																0		0		0		0		0		0

				2				No, I was not aware of that																																0		0		0		0		0		3

																																								0		0		0		0		0		0

				5. How did you get in touch with Neon?																																				0		0		1		0		0		0

				1				I was contacted by them																																0		0		0		0		0		0

				2				I contacted them																																0		0		0		0		0		0

				3				Other, namely..																																0		0		0		0		0		0

																																								0		0		0		0		0		0

				6. Did you ever hear about Neon before working with the company?

				1				No, never

				2				Yes, vaguely through…

				3				Yes, through one of the employees

				7. Name 3 words that come to mind when you think of Neon.

				1				Personal, Helpful, Caring

				2				Service, Small, Sincere

				3				Conferences, Incentives, Travel

				4				Tourists, Business, Small

				8a. Scale from 1 - 10, grade Neon on Creativity

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8b. Scale from 1 - 10, grade Neon on Personal Touch

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8c. Scale from 1 - 10, grade Neon on Value for Money

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8d. Scale from 1 - 10, grade Neon on Advertising

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8e. Scale from 1 - 10, grade Neon on Punctuality of Personnel

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8f. Scale from 1 - 10, grade Neon on Services offered

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8g. Scale from 1 - 10, grade Neon on Reliability

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8h. Scale from 1 - 10, grade Neon on Imagination

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8i. Scale from 1 - 10, grade Neon on Problem Solving

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8j. Scale from 1 - 10, grade Neon on Friendliness

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8k. Scale from 1 - 10, grade Neon on Showing Appreciation

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				9. Which of the 6 following qualities best describe Neon, according to you?

				1		Personal

				2		Creative

				3		Ambitious

				4		Patient

				5		Impartial

				6		Sincere

				7		Independent

				8		Respectful

				9		Disciplined

				10		Self -confident

				11		Fast

				12		Co-operative

				13		Peaceful

				14		Relaxed

				15		Spontaneous

				16		Successful

				17		Sympathetic

				18		Loyal

				19		Stylish

				20		Neat

				21		Old

				22		Polite

				23		Capable

				24		Stable

				25		Caring

				26		Popular

				27		Rational

				28		New

				29		Efficient

				30		Straightforward

				31		Traditional

				32		Precise

				33		Available 24/7

				34		Unique

				35		Flexible

				36		Exciting

				37		Pleasant

				38		Innovative

				39		Materialistic

				40		Elegant

				41		Open-minded

				42		Honest

				43		Imaginative

				44		Consistent

				45		Responsible

				46		Reliable

				47		Up to date

				48		Practical

				49		Adventurous

				50		Humorous

				51		Friendly

				52		Original

				53		Helpful

				54		Young

				55		Innovative

				56		Challenging

				57		Slow
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8e. Scale from 1 - 10, grade Neon on Punctuality of Personnel



Results

				Q1 (1-7) - Relation with Neon		Q2 (1-4)- Working period with Neon		Q3 (1-3)- Full name of Neon		Q4 (1-2)- Change of name&logo		Q5 (1-3) - Get in touch		Q6 (1-3) - Heard of Neon before		Q8a(1-10) - Creativity		Q8b(1-10) - Personal Touch		Q8c (1-10) - Value for Money		Q8d (1-10) - Advertising		Q8e (1-10)- Punctuality		Q8f (1-10) - Services		Q8g (1-10) - Reliability		Q8h (1-10) - Imagination		Q8i (1-10) - Problem Solving		Q8j (1-10) - Friendliness		Q8k (1-10) - Appreciation		Q9a(1-57) - 6 Qualities Neon		Q9b(1-57) - 6 Qualities Neon		Q9c(1-57) - 6 Qualities Neon		Q9d(1-57) - 6 Qualities Neon		Q9e(1-57) - 6 Qualities Neon		Q9f(1-57) - 6 Qualities Neon

				4		4		1		2		1		2		8		7		9		6		9		9		8		7		9		8		7		1		24		18		44		45		51

				3		2		1		2		1		1		8		8		8		5		9		8		9		8		9		8		8		46		12		53		22		42		51

				2		2		2		1		1		3		9		9		9		4		8		9		10		8		8		9		9		43		12		2		6		45		51

				1		4		1		2		1		1		7		10		8		6		8		9		10		8		8		9		9		1		27		2		6		46		29

				Q1		Q2		Q3		Q4		Q5		Q6		Q7- open Question		Q8a		Q8b		Q8c		Q8d		Q8e		Q8f		Q8g		Q8h		Q8i		Q8j		Q8k		Q9a		Q9b		Q9c		Q9d		Q9e		Q9f

				1		0		3		1		4		2				0		0		0		0		0		0		0		0		0		0		0		2		0		0		0		0		0

				1		2		1		3		0		1				0		0		0		0		0		0		0		0		0		0		0		0		0		2		0		0		0

		1		1		0		0				0		1				0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		2		1		2												0		0		0		1		0		0		0		0		0		0		0		0		0		0		0		0		0

		3		0														0		0		0		1		0		0		0		0		0		0		0		0		0		0		0		0		0

		4		0														0		0		0		2		0		0		0		0		0		0		0		0		0		0		2		0		0

		5																1		1		0		0		0		0		0		1		0		0		1		0		0		0		0		0		0

		6																2		1		2		0		2		1		1		3		2		2		1		0		0		0		0		0		0

																		1		1		2		0		2		3		1		0		2		2		2		0		0		0		0		0		0

																		0		1		0		0		0		0		2		0		0		0		0		0		0		0		0		0		0

																																								0		0		0		0		0		0

																																								0		2		0		0		0		0

																																								0		0		0		0		0		0

																																								0		0		0		0		0		0

																																								0		0		0		0		0		0

																																								0		0		0		0		0		0

																																								0		0		0		0		0		0

																																								0		0		1		0		0		0

																																								0		0		0		0		0		0

																																								0		0		0		0		0		0

																																								0		0		0		0		0		0

																																								0		0		0		1		0		0

																																								0		0		0		0		0		0

																																								0		1		0		0		0		0

																																								0		0		0		0		0		0

																																								0		0		0		0		0		0

																																								0		1		0		0		0		0

																																								0		0		0		0		0		0

				1. What is your relation with Neon?																																				0		0		0		0		0		1

				1				Tour Operator																																0		0		0		0		0		0

				2				Conference Organizer																																0		0		0		0		0		0

				3				Corporate Buyer																																0		0		0		0		0		0

				4				Association																																0		0		0		0		0		0

				5				Other, namely….																																0		0		0		0		0		0

																																								0		0		0		0		0		0

																																								0		0		0		0		0		0

				2. How long have you worked for Neon?																																				0		0		0		0		0		0

				1				Less than 1 year																																0		0		0		0		0		0

				2				1 - 3 years																																0		0		0		0		0		0

				3				4 - 6 years																																0		0		0		0		0		0

				4				Longer than 6 years																																0		0		0		0		0		0

																																								0		0		0		0		1		0

																																								1		0		0		0		0		0

				3.Below please write Neon's full company name.																																				0		0		0		1		0		0

				1				Neon Travel																																0		0		0		0		2		0

				2				Neon Conferences& Incentives																																1		0		0		0		1		0

				3				Other, namely																																0		0		0		0		0		0

																																								0		0		0		0		0		0

				4. Are you aware of the fact that they have changed their logo and company name in 2004?																																				0		0		0		0		0		0

				1				Yes , through…																																0		0		0		0		0		0

				2				No, I was not aware of that																																0		0		0		0		0		3

																																								0		0		0		0		0		0

				5. How did you get in touch with Neon?																																				0		0		1		0		0		0

				1				I was contacted by them																																0		0		0		0		0		0

				2				I contacted them																																0		0		0		0		0		0

				3				Other, namely..																																0		0		0		0		0		0

																																								0		0		0		0		0		0

				6. Did you ever hear about Neon before working with the company?

				1				No, never

				2				Yes, vaguely through…

				3				Yes, through one of the employees

				7. Name 3 words that come to mind when you think of Neon.

				1				Personal, Helpful, Caring

				2				Service, Small, Sincere

				3				Conferences, Incentives, Travel

				4				Tourists, Business, Small

				8a. Scale from 1 - 10, grade Neon on Creativity

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8b. Scale from 1 - 10, grade Neon on Personal Touch

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8c. Scale from 1 - 10, grade Neon on Value for Money

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8d. Scale from 1 - 10, grade Neon on Advertising

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8e. Scale from 1 - 10, grade Neon on Punctuality of Personnel

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8f. Scale from 1 - 10, grade Neon on Services offered

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8g. Scale from 1 - 10, grade Neon on Reliability

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8h. Scale from 1 - 10, grade Neon on Imagination

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8i. Scale from 1 - 10, grade Neon on Problem Solving

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8j. Scale from 1 - 10, grade Neon on Friendliness

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8k. Scale from 1 - 10, grade Neon on Showing Appreciation

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				9. Which of the 6 following qualities best describe Neon, according to you?

				1		Personal

				2		Creative

				3		Ambitious

				4		Patient

				5		Impartial

				6		Sincere

				7		Independent

				8		Respectful

				9		Disciplined

				10		Self -confident

				11		Fast

				12		Co-operative

				13		Peaceful

				14		Relaxed

				15		Spontaneous

				16		Successful

				17		Sympathetic

				18		Loyal

				19		Stylish

				20		Neat

				21		Old

				22		Polite

				23		Capable

				24		Stable

				25		Caring

				26		Popular

				27		Rational

				28		New

				29		Efficient

				30		Straightforward

				31		Traditional

				32		Precise

				33		Available 24/7

				34		Unique

				35		Flexible

				36		Exciting

				37		Pleasant

				38		Innovative

				39		Materialistic

				40		Elegant

				41		Open-minded

				42		Honest

				43		Imaginative

				44		Consistent

				45		Responsible

				46		Reliable

				47		Up to date

				48		Practical

				49		Adventurous

				50		Humorous

				51		Friendly

				52		Original

				53		Helpful

				54		Young

				55		Innovative

				56		Challenging

				57		Slow
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8h. Scale from 1-10, grade Neon on Imagination



Results
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				1. What is your relation with Neon?																																				0		0		0		0		0		1

				1				Tour Operator																																0		0		0		0		0		0

				2				Conference Organizer																																0		0		0		0		0		0

				3				Corporate Buyer																																0		0		0		0		0		0

				4				Association																																0		0		0		0		0		0

				5				Other, namely….																																0		0		0		0		0		0

																																								0		0		0		0		0		0

																																								0		0		0		0		0		0

				2. How long have you worked for Neon?																																				0		0		0		0		0		0

				1				Less than 1 year																																0		0		0		0		0		0

				2				1 - 3 years																																0		0		0		0		0		0

				3				4 - 6 years																																0		0		0		0		0		0

				4				Longer than 6 years																																0		0		0		0		0		0

																																								0		0		0		0		1		0

																																								1		0		0		0		0		0

				3.Below please write Neon's full company name.																																				0		0		0		1		0		0

				1				Neon Travel																																0		0		0		0		2		0

				2				Neon Conferences& Incentives																																1		0		0		0		1		0

				3				Other, namely																																0		0		0		0		0		0

																																								0		0		0		0		0		0

				4. Are you aware of the fact that they have changed their logo and company name in 2004?																																				0		0		0		0		0		0

				1				Yes , through…																																0		0		0		0		0		0

				2				No, I was not aware of that																																0		0		0		0		0		3

																																								0		0		0		0		0		0

				5. How did you get in touch with Neon?																																				0		0		1		0		0		0

				1				I was contacted by them																																0		0		0		0		0		0

				2				I contacted them																																0		0		0		0		0		0

				3				Other, namely..																																0		0		0		0		0		0

																																								0		0		0		0		0		0

				6. Did you ever hear about Neon before working with the company?

				1				No, never

				2				Yes, vaguely through…

				3				Yes, through one of the employees

				7. Name 3 words that come to mind when you think of Neon.

				1				Personal, Helpful, Caring

				2				Service, Small, Sincere

				3				Conferences, Incentives, Travel

				4				Tourists, Business, Small

				8a. Scale from 1 - 10, grade Neon on Creativity

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8b. Scale from 1 - 10, grade Neon on Personal Touch

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8c. Scale from 1 - 10, grade Neon on Value for Money

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8d. Scale from 1 - 10, grade Neon on Advertising

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8e. Scale from 1 - 10, grade Neon on Punctuality of Personnel

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8f. Scale from 1 - 10, grade Neon on Services offered

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8g. Scale from 1 - 10, grade Neon on Reliability

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8h. Scale from 1 - 10, grade Neon on Imagination

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8i. Scale from 1 - 10, grade Neon on Problem Solving

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8j. Scale from 1 - 10, grade Neon on Friendliness

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8k. Scale from 1 - 10, grade Neon on Showing Appreciation

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10
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				9		Disciplined

				10		Self -confident

				11		Fast

				12		Co-operative

				13		Peaceful

				14		Relaxed

				15		Spontaneous

				16		Successful

				17		Sympathetic

				18		Loyal

				19		Stylish

				20		Neat

				21		Old

				22		Polite

				23		Capable

				24		Stable

				25		Caring

				26		Popular

				27		Rational

				28		New

				29		Efficient

				30		Straightforward

				31		Traditional

				32		Precise

				33		Available 24/7

				34		Unique

				35		Flexible

				36		Exciting

				37		Pleasant

				38		Innovative

				39		Materialistic

				40		Elegant

				41		Open-minded

				42		Honest

				43		Imaginative

				44		Consistent

				45		Responsible

				46		Reliable

				47		Up to date

				48		Practical

				49		Adventurous

				50		Humorous

				51		Friendly

				52		Original

				53		Helpful

				54		Young

				55		Innovative

				56		Challenging

				57		Slow





Graphs

		





Graphs

		Tour Operator

		Conference Organizer

		Corporate Buyer

		Association

		Other, namely….

		0



1. What is your relation with Neon?

1

1

1

1

0



		Less than 1 year

		1 - 3 years

		4 - 6 years

		Longer than 6 years



2. How long have you worked for Neon?

2. How long have you worked for Neon?

0

2

0

2



		Neon Travel

		Neon Conferences& Incentives

		Other, namely



3.Below please write Neon's full company name.

3

1

0



		Yes , through…

		No, I was not aware of that



4. Are you aware of the fact that they have changed their logo and company name in 2004?

1

3



		I was contacted by them

		I contacted them

		Other, namely..



5. How did you get in touch with Neon?

4

0

0



		No, never

		Yes, vaguely through…

		Yes, through one of the employees



6. Did you ever hear about Neon before working with the company?

2

1

1



		0

		0

		0

		0

		0

		0

		1

		2

		1

		0



8a. Scale from 1 - 10, grade Neon on Creativity



		0

		0

		0

		0

		0

		0

		1

		1

		1

		1



8b. Scale from 1 - 10, grade Neon on Personal Touch



		0

		0

		0

		0

		0

		0

		0

		2

		2

		0



8c. Scale from 1 - 10, grade Neon on Value for Money



		0

		0

		0

		1

		1

		2

		0

		0

		0

		0



8d. Scale from 1 - 10, grade Neon on Advertising



		0

		0

		0

		0

		0

		0

		0

		2

		2

		0



8e. Scale from 1 - 10, grade Neon on Punctuality of Personnel



		0

		0

		0

		0

		0

		0

		0

		2

		2

		0



8f. Scale from 1 - 10, grade Neon on Services offered



		0

		0

		0

		0

		0

		0

		0

		1

		1

		2



8g. Scale from 1-10, grade Neon on Reliability



		0

		0

		0

		0

		0

		0

		0

		2

		2

		0



8i. Scale from 1-10, grade Neon on Problem Solving



		0

		0

		0

		0

		0

		0

		1

		3

		0

		0



8h. Scale from 1-10, grade Neon on Imagination



		0

		0

		0

		0

		0

		0

		0

		2

		2

		0



8j. Scale from 1 -10, grade Neon on Friendliness



		0

		0

		0

		0

		0

		0

		1

		1

		2

		0



8k. Scale fro 1-10, grade Neon on Appreciation



		2

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		1

		0

		0

		1

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0



Personal

Reliable

Imaginative

Efficient

9a.Which of the following 6 qualities best describe Neon?



		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		2

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		1

		0

		0

		1

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0



Co-operative

Stable

Rational

9b. Which of the following 6 qualities best describe Neon?



		0

		2

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		1

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		1

		0

		0

		0

		0



Creative

Ambitious

Successful

Loyal

Helpful

9c. Which of the following 6 qualities best describe Neon?



		0

		0

		0

		0

		0

		2

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		1

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		1

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0



Polite

Sincere

Consistent

9d. Which of the following 6 qualities best describe Neon?



		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		1

		0

		0

		2

		1

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0



Honest

Responsible

Reliable

9e. Which of the following 6 qualities best describe Neon?



		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		1

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		0

		3

		0

		0

		0

		0

		0

		0



Friendly

Efficient

Challenging

9f. Which of the following 6 qualities best describe Neon?




_1242063802.xls
Chart11

		0

		0

		0

		0

		0

		0

		1

		1

		2

		0



8k. Scale fro 1-10, grade Neon on Appreciation



Results

				Q1 (1-7) - Relation with Neon		Q2 (1-4)- Working period with Neon		Q3 (1-3)- Full name of Neon		Q4 (1-2)- Change of name&logo		Q5 (1-3) - Get in touch		Q6 (1-3) - Heard of Neon before		Q8a(1-10) - Creativity		Q8b(1-10) - Personal Touch		Q8c (1-10) - Value for Money		Q8d (1-10) - Advertising		Q8e (1-10)- Punctuality		Q8f (1-10) - Services		Q8g (1-10) - Reliability		Q8h (1-10) - Imagination		Q8i (1-10) - Problem Solving		Q8j (1-10) - Friendliness		Q8k (1-10) - Appreciation		Q9a(1-57) - 6 Qualities Neon		Q9b(1-57) - 6 Qualities Neon		Q9c(1-57) - 6 Qualities Neon		Q9d(1-57) - 6 Qualities Neon		Q9e(1-57) - 6 Qualities Neon		Q9f(1-57) - 6 Qualities Neon

				4		4		1		2		1		2		8		7		9		6		9		9		8		7		9		8		7		1		24		18		44		45		51

				3		2		1		2		1		1		8		8		8		5		9		8		9		8		9		8		8		46		12		53		22		42		51

				2		2		2		1		1		3		9		9		9		4		8		9		10		8		8		9		9		43		12		2		6		45		51

				1		4		1		2		1		1		7		10		8		6		8		9		10		8		8		9		9		1		27		2		6		46		29

				Q1		Q2		Q3		Q4		Q5		Q6		Q7- open Question		Q8a		Q8b		Q8c		Q8d		Q8e		Q8f		Q8g		Q8h		Q8i		Q8j		Q8k		Q9a		Q9b		Q9c		Q9d		Q9e		Q9f

				1		0		3		1		4		2				0		0		0		0		0		0		0		0		0		0		0		2		0		0		0		0		0

				1		2		1		3		0		1				0		0		0		0		0		0		0		0		0		0		0		0		0		2		0		0		0

		1		1		0		0				0		1				0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		2		1		2												0		0		0		1		0		0		0		0		0		0		0		0		0		0		0		0		0

		3		0														0		0		0		1		0		0		0		0		0		0		0		0		0		0		0		0		0

		4		0														0		0		0		2		0		0		0		0		0		0		0		0		0		0		2		0		0

		5																1		1		0		0		0		0		0		1		0		0		1		0		0		0		0		0		0

		6																2		1		2		0		2		1		1		3		2		2		1		0		0		0		0		0		0

																		1		1		2		0		2		3		1		0		2		2		2		0		0		0		0		0		0

																		0		1		0		0		0		0		2		0		0		0		0		0		0		0		0		0		0

																																								0		0		0		0		0		0

																																								0		2		0		0		0		0

																																								0		0		0		0		0		0

																																								0		0		0		0		0		0

																																								0		0		0		0		0		0

																																								0		0		0		0		0		0

																																								0		0		0		0		0		0

																																								0		0		1		0		0		0

																																								0		0		0		0		0		0

																																								0		0		0		0		0		0

																																								0		0		0		0		0		0

																																								0		0		0		1		0		0

																																								0		0		0		0		0		0

																																								0		1		0		0		0		0

																																								0		0		0		0		0		0

																																								0		0		0		0		0		0

																																								0		1		0		0		0		0

																																								0		0		0		0		0		0

				1. What is your relation with Neon?																																				0		0		0		0		0		1

				1				Tour Operator																																0		0		0		0		0		0

				2				Conference Organizer																																0		0		0		0		0		0

				3				Corporate Buyer																																0		0		0		0		0		0

				4				Association																																0		0		0		0		0		0

				5				Other, namely….																																0		0		0		0		0		0

																																								0		0		0		0		0		0

																																								0		0		0		0		0		0

				2. How long have you worked for Neon?																																				0		0		0		0		0		0

				1				Less than 1 year																																0		0		0		0		0		0

				2				1 - 3 years																																0		0		0		0		0		0

				3				4 - 6 years																																0		0		0		0		0		0

				4				Longer than 6 years																																0		0		0		0		0		0

																																								0		0		0		0		1		0

																																								1		0		0		0		0		0

				3.Below please write Neon's full company name.																																				0		0		0		1		0		0

				1				Neon Travel																																0		0		0		0		2		0

				2				Neon Conferences& Incentives																																1		0		0		0		1		0

				3				Other, namely																																0		0		0		0		0		0

																																								0		0		0		0		0		0

				4. Are you aware of the fact that they have changed their logo and company name in 2004?																																				0		0		0		0		0		0

				1				Yes , through…																																0		0		0		0		0		0

				2				No, I was not aware of that																																0		0		0		0		0		3

																																								0		0		0		0		0		0

				5. How did you get in touch with Neon?																																				0		0		1		0		0		0

				1				I was contacted by them																																0		0		0		0		0		0

				2				I contacted them																																0		0		0		0		0		0

				3				Other, namely..																																0		0		0		0		0		0

																																								0		0		0		0		0		0

				6. Did you ever hear about Neon before working with the company?

				1				No, never

				2				Yes, vaguely through…

				3				Yes, through one of the employees

				7. Name 3 words that come to mind when you think of Neon.

				1				Personal, Helpful, Caring

				2				Service, Small, Sincere

				3				Conferences, Incentives, Travel

				4				Tourists, Business, Small

				8a. Scale from 1 - 10, grade Neon on Creativity

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8b. Scale from 1 - 10, grade Neon on Personal Touch

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8c. Scale from 1 - 10, grade Neon on Value for Money

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8d. Scale from 1 - 10, grade Neon on Advertising

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8e. Scale from 1 - 10, grade Neon on Punctuality of Personnel

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8f. Scale from 1 - 10, grade Neon on Services offered

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8g. Scale from 1 - 10, grade Neon on Reliability

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8h. Scale from 1 - 10, grade Neon on Imagination

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8i. Scale from 1 - 10, grade Neon on Problem Solving

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8j. Scale from 1 - 10, grade Neon on Friendliness

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8k. Scale from 1 - 10, grade Neon on Showing Appreciation

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				9. Which of the 6 following qualities best describe Neon, according to you?

				1		Personal

				2		Creative

				3		Ambitious

				4		Patient

				5		Impartial

				6		Sincere

				7		Independent

				8		Respectful

				9		Disciplined

				10		Self -confident

				11		Fast

				12		Co-operative

				13		Peaceful

				14		Relaxed

				15		Spontaneous

				16		Successful

				17		Sympathetic

				18		Loyal

				19		Stylish

				20		Neat

				21		Old

				22		Polite

				23		Capable

				24		Stable

				25		Caring

				26		Popular

				27		Rational

				28		New

				29		Efficient

				30		Straightforward

				31		Traditional

				32		Precise

				33		Available 24/7

				34		Unique

				35		Flexible

				36		Exciting

				37		Pleasant

				38		Innovative

				39		Materialistic

				40		Elegant

				41		Open-minded

				42		Honest

				43		Imaginative

				44		Consistent

				45		Responsible

				46		Reliable

				47		Up to date

				48		Practical

				49		Adventurous

				50		Humorous

				51		Friendly

				52		Original

				53		Helpful

				54		Young

				55		Innovative

				56		Challenging

				57		Slow
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9e. Which of the following 6 qualities best describe Neon?
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9f. Which of the following 6 qualities best describe Neon?
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8g. Scale from 1-10, grade Neon on Reliability



Results

				Q1 (1-7) - Relation with Neon		Q2 (1-4)- Working period with Neon		Q3 (1-3)- Full name of Neon		Q4 (1-2)- Change of name&logo		Q5 (1-3) - Get in touch		Q6 (1-3) - Heard of Neon before		Q8a(1-10) - Creativity		Q8b(1-10) - Personal Touch		Q8c (1-10) - Value for Money		Q8d (1-10) - Advertising		Q8e (1-10)- Punctuality		Q8f (1-10) - Services		Q8g (1-10) - Reliability		Q8h (1-10) - Imagination		Q8i (1-10) - Problem Solving		Q8j (1-10) - Friendliness		Q8k (1-10) - Appreciation		Q9a(1-57) - 6 Qualities Neon		Q9b(1-57) - 6 Qualities Neon		Q9c(1-57) - 6 Qualities Neon		Q9d(1-57) - 6 Qualities Neon		Q9e(1-57) - 6 Qualities Neon		Q9f(1-57) - 6 Qualities Neon

				4		4		1		2		1		2		8		7		9		6		9		9		8		7		9		8		7		1		24		18		44		45		51

				3		2		1		2		1		1		8		8		8		5		9		8		9		8		9		8		8		46		12		53		22		42		51

				2		2		2		1		1		3		9		9		9		4		8		9		10		8		8		9		9		43		12		2		6		45		51

				1		4		1		2		1		1		7		10		8		6		8		9		10		8		8		9		9		1		27		2		6		46		29

				Q1		Q2		Q3		Q4		Q5		Q6		Q7- open Question		Q8a		Q8b		Q8c		Q8d		Q8e		Q8f		Q8g		Q8h		Q8i		Q8j		Q8k		Q9a		Q9b		Q9c		Q9d		Q9e		Q9f

				1		0		3		1		4		2				0		0		0		0		0		0		0		0		0		0		0		2		0		0		0		0		0

				1		2		1		3		0		1				0		0		0		0		0		0		0		0		0		0		0		0		0		2		0		0		0

		1		1		0		0				0		1				0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		2		1		2												0		0		0		1		0		0		0		0		0		0		0		0		0		0		0		0		0

		3		0														0		0		0		1		0		0		0		0		0		0		0		0		0		0		0		0		0

		4		0														0		0		0		2		0		0		0		0		0		0		0		0		0		0		2		0		0

		5																1		1		0		0		0		0		0		1		0		0		1		0		0		0		0		0		0

		6																2		1		2		0		2		1		1		3		2		2		1		0		0		0		0		0		0

																		1		1		2		0		2		3		1		0		2		2		2		0		0		0		0		0		0

																		0		1		0		0		0		0		2		0		0		0		0		0		0		0		0		0		0

																																								0		0		0		0		0		0

																																								0		2		0		0		0		0

																																								0		0		0		0		0		0

																																								0		0		0		0		0		0

																																								0		0		0		0		0		0

																																								0		0		0		0		0		0

																																								0		0		0		0		0		0

																																								0		0		1		0		0		0

																																								0		0		0		0		0		0

																																								0		0		0		0		0		0

																																								0		0		0		0		0		0

																																								0		0		0		1		0		0

																																								0		0		0		0		0		0

																																								0		1		0		0		0		0

																																								0		0		0		0		0		0

																																								0		0		0		0		0		0

																																								0		1		0		0		0		0

																																								0		0		0		0		0		0

				1. What is your relation with Neon?																																				0		0		0		0		0		1

				1				Tour Operator																																0		0		0		0		0		0

				2				Conference Organizer																																0		0		0		0		0		0

				3				Corporate Buyer																																0		0		0		0		0		0

				4				Association																																0		0		0		0		0		0

				5				Other, namely….																																0		0		0		0		0		0

																																								0		0		0		0		0		0

																																								0		0		0		0		0		0

				2. How long have you worked for Neon?																																				0		0		0		0		0		0

				1				Less than 1 year																																0		0		0		0		0		0

				2				1 - 3 years																																0		0		0		0		0		0

				3				4 - 6 years																																0		0		0		0		0		0

				4				Longer than 6 years																																0		0		0		0		0		0

																																								0		0		0		0		1		0

																																								1		0		0		0		0		0

				3.Below please write Neon's full company name.																																				0		0		0		1		0		0

				1				Neon Travel																																0		0		0		0		2		0

				2				Neon Conferences& Incentives																																1		0		0		0		1		0

				3				Other, namely																																0		0		0		0		0		0

																																								0		0		0		0		0		0

				4. Are you aware of the fact that they have changed their logo and company name in 2004?																																				0		0		0		0		0		0

				1				Yes , through…																																0		0		0		0		0		0

				2				No, I was not aware of that																																0		0		0		0		0		3

																																								0		0		0		0		0		0

				5. How did you get in touch with Neon?																																				0		0		1		0		0		0

				1				I was contacted by them																																0		0		0		0		0		0

				2				I contacted them																																0		0		0		0		0		0

				3				Other, namely..																																0		0		0		0		0		0

																																								0		0		0		0		0		0

				6. Did you ever hear about Neon before working with the company?

				1				No, never

				2				Yes, vaguely through…

				3				Yes, through one of the employees

				7. Name 3 words that come to mind when you think of Neon.

				1				Personal, Helpful, Caring

				2				Service, Small, Sincere

				3				Conferences, Incentives, Travel

				4				Tourists, Business, Small

				8a. Scale from 1 - 10, grade Neon on Creativity

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8b. Scale from 1 - 10, grade Neon on Personal Touch

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8c. Scale from 1 - 10, grade Neon on Value for Money

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8d. Scale from 1 - 10, grade Neon on Advertising

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8e. Scale from 1 - 10, grade Neon on Punctuality of Personnel

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8f. Scale from 1 - 10, grade Neon on Services offered

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8g. Scale from 1 - 10, grade Neon on Reliability

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8h. Scale from 1 - 10, grade Neon on Imagination

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8i. Scale from 1 - 10, grade Neon on Problem Solving

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8j. Scale from 1 - 10, grade Neon on Friendliness

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8k. Scale from 1 - 10, grade Neon on Showing Appreciation

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				9. Which of the 6 following qualities best describe Neon, according to you?

				1		Personal

				2		Creative

				3		Ambitious

				4		Patient

				5		Impartial

				6		Sincere

				7		Independent

				8		Respectful

				9		Disciplined

				10		Self -confident

				11		Fast

				12		Co-operative

				13		Peaceful

				14		Relaxed

				15		Spontaneous

				16		Successful

				17		Sympathetic

				18		Loyal

				19		Stylish

				20		Neat

				21		Old

				22		Polite

				23		Capable

				24		Stable

				25		Caring

				26		Popular

				27		Rational

				28		New

				29		Efficient

				30		Straightforward

				31		Traditional

				32		Precise

				33		Available 24/7

				34		Unique

				35		Flexible

				36		Exciting

				37		Pleasant

				38		Innovative

				39		Materialistic

				40		Elegant

				41		Open-minded

				42		Honest

				43		Imaginative

				44		Consistent

				45		Responsible

				46		Reliable

				47		Up to date

				48		Practical

				49		Adventurous

				50		Humorous

				51		Friendly

				52		Original

				53		Helpful

				54		Young

				55		Innovative

				56		Challenging

				57		Slow
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9a.Which of the following 6 qualities best describe Neon?
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9b. Which of the following 6 qualities best describe Neon?
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9c. Which of the following 6 qualities best describe Neon?
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9d. Which of the following 6 qualities best describe Neon?
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9f. Which of the following 6 qualities best describe Neon?
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8i. Scale from 1-10, grade Neon on Problem Solving



Results

				Q1 (1-7) - Relation with Neon		Q2 (1-4)- Working period with Neon		Q3 (1-3)- Full name of Neon		Q4 (1-2)- Change of name&logo		Q5 (1-3) - Get in touch		Q6 (1-3) - Heard of Neon before		Q8a(1-10) - Creativity		Q8b(1-10) - Personal Touch		Q8c (1-10) - Value for Money		Q8d (1-10) - Advertising		Q8e (1-10)- Punctuality		Q8f (1-10) - Services		Q8g (1-10) - Reliability		Q8h (1-10) - Imagination		Q8i (1-10) - Problem Solving		Q8j (1-10) - Friendliness		Q8k (1-10) - Appreciation		Q9a(1-57) - 6 Qualities Neon		Q9b(1-57) - 6 Qualities Neon		Q9c(1-57) - 6 Qualities Neon		Q9d(1-57) - 6 Qualities Neon		Q9e(1-57) - 6 Qualities Neon		Q9f(1-57) - 6 Qualities Neon

				4		4		1		2		1		2		8		7		9		6		9		9		8		7		9		8		7		1		24		18		44		45		51

				3		2		1		2		1		1		8		8		8		5		9		8		9		8		9		8		8		46		12		53		22		42		51

				2		2		2		1		1		3		9		9		9		4		8		9		10		8		8		9		9		43		12		2		6		45		51

				1		4		1		2		1		1		7		10		8		6		8		9		10		8		8		9		9		1		27		2		6		46		29

				Q1		Q2		Q3		Q4		Q5		Q6		Q7- open Question		Q8a		Q8b		Q8c		Q8d		Q8e		Q8f		Q8g		Q8h		Q8i		Q8j		Q8k		Q9a		Q9b		Q9c		Q9d		Q9e		Q9f

				1		0		3		1		4		2				0		0		0		0		0		0		0		0		0		0		0		2		0		0		0		0		0

				1		2		1		3		0		1				0		0		0		0		0		0		0		0		0		0		0		0		0		2		0		0		0

		1		1		0		0				0		1				0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		2		1		2												0		0		0		1		0		0		0		0		0		0		0		0		0		0		0		0		0

		3		0														0		0		0		1		0		0		0		0		0		0		0		0		0		0		0		0		0

		4		0														0		0		0		2		0		0		0		0		0		0		0		0		0		0		2		0		0

		5																1		1		0		0		0		0		0		1		0		0		1		0		0		0		0		0		0

		6																2		1		2		0		2		1		1		3		2		2		1		0		0		0		0		0		0

																		1		1		2		0		2		3		1		0		2		2		2		0		0		0		0		0		0

																		0		1		0		0		0		0		2		0		0		0		0		0		0		0		0		0		0

																																								0		0		0		0		0		0

																																								0		2		0		0		0		0

																																								0		0		0		0		0		0

																																								0		0		0		0		0		0

																																								0		0		0		0		0		0

																																								0		0		0		0		0		0

																																								0		0		0		0		0		0

																																								0		0		1		0		0		0

																																								0		0		0		0		0		0

																																								0		0		0		0		0		0

																																								0		0		0		0		0		0

																																								0		0		0		1		0		0

																																								0		0		0		0		0		0

																																								0		1		0		0		0		0

																																								0		0		0		0		0		0

																																								0		0		0		0		0		0

																																								0		1		0		0		0		0

																																								0		0		0		0		0		0

				1. What is your relation with Neon?																																				0		0		0		0		0		1

				1				Tour Operator																																0		0		0		0		0		0

				2				Conference Organizer																																0		0		0		0		0		0

				3				Corporate Buyer																																0		0		0		0		0		0

				4				Association																																0		0		0		0		0		0

				5				Other, namely….																																0		0		0		0		0		0

																																								0		0		0		0		0		0

																																								0		0		0		0		0		0

				2. How long have you worked for Neon?																																				0		0		0		0		0		0

				1				Less than 1 year																																0		0		0		0		0		0

				2				1 - 3 years																																0		0		0		0		0		0

				3				4 - 6 years																																0		0		0		0		0		0

				4				Longer than 6 years																																0		0		0		0		0		0

																																								0		0		0		0		1		0

																																								1		0		0		0		0		0

				3.Below please write Neon's full company name.																																				0		0		0		1		0		0

				1				Neon Travel																																0		0		0		0		2		0

				2				Neon Conferences& Incentives																																1		0		0		0		1		0

				3				Other, namely																																0		0		0		0		0		0

																																								0		0		0		0		0		0

				4. Are you aware of the fact that they have changed their logo and company name in 2004?																																				0		0		0		0		0		0

				1				Yes , through…																																0		0		0		0		0		0

				2				No, I was not aware of that																																0		0		0		0		0		3

																																								0		0		0		0		0		0

				5. How did you get in touch with Neon?																																				0		0		1		0		0		0

				1				I was contacted by them																																0		0		0		0		0		0

				2				I contacted them																																0		0		0		0		0		0

				3				Other, namely..																																0		0		0		0		0		0

																																								0		0		0		0		0		0

				6. Did you ever hear about Neon before working with the company?

				1				No, never

				2				Yes, vaguely through…

				3				Yes, through one of the employees

				7. Name 3 words that come to mind when you think of Neon.

				1				Personal, Helpful, Caring

				2				Service, Small, Sincere

				3				Conferences, Incentives, Travel

				4				Tourists, Business, Small

				8a. Scale from 1 - 10, grade Neon on Creativity

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8b. Scale from 1 - 10, grade Neon on Personal Touch

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8c. Scale from 1 - 10, grade Neon on Value for Money

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8d. Scale from 1 - 10, grade Neon on Advertising

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8e. Scale from 1 - 10, grade Neon on Punctuality of Personnel

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8f. Scale from 1 - 10, grade Neon on Services offered

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8g. Scale from 1 - 10, grade Neon on Reliability

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8h. Scale from 1 - 10, grade Neon on Imagination

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8i. Scale from 1 - 10, grade Neon on Problem Solving

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8j. Scale from 1 - 10, grade Neon on Friendliness

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8k. Scale from 1 - 10, grade Neon on Showing Appreciation

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				9. Which of the 6 following qualities best describe Neon, according to you?

				1		Personal

				2		Creative

				3		Ambitious

				4		Patient

				5		Impartial

				6		Sincere

				7		Independent

				8		Respectful

				9		Disciplined

				10		Self -confident

				11		Fast

				12		Co-operative

				13		Peaceful

				14		Relaxed

				15		Spontaneous

				16		Successful

				17		Sympathetic

				18		Loyal

				19		Stylish

				20		Neat

				21		Old

				22		Polite

				23		Capable

				24		Stable

				25		Caring

				26		Popular

				27		Rational

				28		New

				29		Efficient

				30		Straightforward

				31		Traditional

				32		Precise

				33		Available 24/7

				34		Unique

				35		Flexible

				36		Exciting

				37		Pleasant

				38		Innovative

				39		Materialistic

				40		Elegant

				41		Open-minded

				42		Honest

				43		Imaginative

				44		Consistent

				45		Responsible

				46		Reliable

				47		Up to date

				48		Practical

				49		Adventurous

				50		Humorous

				51		Friendly

				52		Original

				53		Helpful

				54		Young

				55		Innovative

				56		Challenging

				57		Slow
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8d. Scale from 1 - 10, grade Neon on Advertising



Results

				Q1 (1-7) - Relation with Neon		Q2 (1-4)- Working period with Neon		Q3 (1-3)- Full name of Neon		Q4 (1-2)- Change of name&logo		Q5 (1-3) - Get in touch		Q6 (1-3) - Heard of Neon before		Q8a(1-10) - Creativity		Q8b(1-10) - Personal Touch		Q8c (1-10) - Value for Money		Q8d (1-10) - Advertising		Q8e (1-10)- Punctuality		Q8f (1-10) - Services		Q8g (1-10) - Reliability		Q8h (1-10) - Imagination		Q8i (1-10) - Problem Solving		Q8j (1-10) - Friendliness		Q8k (1-10) - Appreciation		Q9a(1-57) - 6 Qualities Neon		Q9b(1-57) - 6 Qualities Neon		Q9c(1-57) - 6 Qualities Neon		Q9d(1-57) - 6 Qualities Neon		Q9e(1-57) - 6 Qualities Neon		Q9f(1-57) - 6 Qualities Neon

				4		4		1		2		1		2		8		7		9		6		9		9		8		7		9		8		7		1		24		18		44		45		51

				3		2		1		2		1		1		8		8		8		5		9		8		9		8		9		8		8		46		12		53		22		42		51

				2		2		2		1		1		3		9		9		9		4		8		9		10		8		8		9		9		43		12		2		6		45		51

				1		4		1		2		1		1		7		10		8		6		8		9		10		8		8		9		9		1		27		2		6		46		29

				Q1		Q2		Q3		Q4		Q5		Q6		Q7- open Question		Q8a		Q8b		Q8c		Q8d		Q8e		Q8f		Q8g		Q8h		Q8i		Q8j		Q8k		Q9a		Q9b		Q9c		Q9d		Q9e		Q9f

				1		0		3		1		4		2				0		0		0		0		0		0		0		0		0		0		0		2		0		0		0		0		0

				1		2		1		3		0		1				0		0		0		0		0		0		0		0		0		0		0		0		0		2		0		0		0

		1		1		0		0				0		1				0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		2		1		2												0		0		0		1		0		0		0		0		0		0		0		0		0		0		0		0		0

		3		0														0		0		0		1		0		0		0		0		0		0		0		0		0		0		0		0		0

		4		0														0		0		0		2		0		0		0		0		0		0		0		0		0		0		2		0		0

		5																1		1		0		0		0		0		0		1		0		0		1		0		0		0		0		0		0

		6																2		1		2		0		2		1		1		3		2		2		1		0		0		0		0		0		0

																		1		1		2		0		2		3		1		0		2		2		2		0		0		0		0		0		0

																		0		1		0		0		0		0		2		0		0		0		0		0		0		0		0		0		0

																																								0		0		0		0		0		0

																																								0		2		0		0		0		0

																																								0		0		0		0		0		0

																																								0		0		0		0		0		0

																																								0		0		0		0		0		0

																																								0		0		0		0		0		0

																																								0		0		0		0		0		0

																																								0		0		1		0		0		0

																																								0		0		0		0		0		0

																																								0		0		0		0		0		0

																																								0		0		0		0		0		0

																																								0		0		0		1		0		0

																																								0		0		0		0		0		0

																																								0		1		0		0		0		0

																																								0		0		0		0		0		0

																																								0		0		0		0		0		0

																																								0		1		0		0		0		0

																																								0		0		0		0		0		0

				1. What is your relation with Neon?																																				0		0		0		0		0		1

				1				Tour Operator																																0		0		0		0		0		0

				2				Conference Organizer																																0		0		0		0		0		0

				3				Corporate Buyer																																0		0		0		0		0		0

				4				Association																																0		0		0		0		0		0

				5				Other, namely….																																0		0		0		0		0		0

																																								0		0		0		0		0		0

																																								0		0		0		0		0		0

				2. How long have you worked for Neon?																																				0		0		0		0		0		0

				1				Less than 1 year																																0		0		0		0		0		0

				2				1 - 3 years																																0		0		0		0		0		0

				3				4 - 6 years																																0		0		0		0		0		0

				4				Longer than 6 years																																0		0		0		0		0		0

																																								0		0		0		0		1		0

																																								1		0		0		0		0		0

				3.Below please write Neon's full company name.																																				0		0		0		1		0		0

				1				Neon Travel																																0		0		0		0		2		0

				2				Neon Conferences& Incentives																																1		0		0		0		1		0

				3				Other, namely																																0		0		0		0		0		0

																																								0		0		0		0		0		0

				4. Are you aware of the fact that they have changed their logo and company name in 2004?																																				0		0		0		0		0		0

				1				Yes , through…																																0		0		0		0		0		0

				2				No, I was not aware of that																																0		0		0		0		0		3

																																								0		0		0		0		0		0

				5. How did you get in touch with Neon?																																				0		0		1		0		0		0

				1				I was contacted by them																																0		0		0		0		0		0

				2				I contacted them																																0		0		0		0		0		0

				3				Other, namely..																																0		0		0		0		0		0

																																								0		0		0		0		0		0

				6. Did you ever hear about Neon before working with the company?

				1				No, never

				2				Yes, vaguely through…

				3				Yes, through one of the employees

				7. Name 3 words that come to mind when you think of Neon.

				1				Personal, Helpful, Caring

				2				Service, Small, Sincere

				3				Conferences, Incentives, Travel

				4				Tourists, Business, Small

				8a. Scale from 1 - 10, grade Neon on Creativity

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8b. Scale from 1 - 10, grade Neon on Personal Touch

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8c. Scale from 1 - 10, grade Neon on Value for Money

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8d. Scale from 1 - 10, grade Neon on Advertising

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8e. Scale from 1 - 10, grade Neon on Punctuality of Personnel

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8f. Scale from 1 - 10, grade Neon on Services offered

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8g. Scale from 1 - 10, grade Neon on Reliability

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8h. Scale from 1 - 10, grade Neon on Imagination

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8i. Scale from 1 - 10, grade Neon on Problem Solving

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8j. Scale from 1 - 10, grade Neon on Friendliness

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8k. Scale from 1 - 10, grade Neon on Showing Appreciation

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				9. Which of the 6 following qualities best describe Neon, according to you?

				1		Personal

				2		Creative

				3		Ambitious

				4		Patient

				5		Impartial

				6		Sincere

				7		Independent

				8		Respectful

				9		Disciplined

				10		Self -confident

				11		Fast

				12		Co-operative

				13		Peaceful

				14		Relaxed

				15		Spontaneous

				16		Successful

				17		Sympathetic

				18		Loyal

				19		Stylish

				20		Neat

				21		Old

				22		Polite

				23		Capable

				24		Stable

				25		Caring

				26		Popular

				27		Rational

				28		New

				29		Efficient

				30		Straightforward

				31		Traditional

				32		Precise

				33		Available 24/7

				34		Unique

				35		Flexible

				36		Exciting

				37		Pleasant

				38		Innovative

				39		Materialistic

				40		Elegant

				41		Open-minded

				42		Honest

				43		Imaginative

				44		Consistent

				45		Responsible

				46		Reliable

				47		Up to date

				48		Practical

				49		Adventurous

				50		Humorous

				51		Friendly

				52		Original

				53		Helpful

				54		Young

				55		Innovative

				56		Challenging

				57		Slow
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8f. Scale from 1 - 10, grade Neon on Services offered



Results

				Q1 (1-7) - Relation with Neon		Q2 (1-4)- Working period with Neon		Q3 (1-3)- Full name of Neon		Q4 (1-2)- Change of name&logo		Q5 (1-3) - Get in touch		Q6 (1-3) - Heard of Neon before		Q8a(1-10) - Creativity		Q8b(1-10) - Personal Touch		Q8c (1-10) - Value for Money		Q8d (1-10) - Advertising		Q8e (1-10)- Punctuality		Q8f (1-10) - Services		Q8g (1-10) - Reliability		Q8h (1-10) - Imagination		Q8i (1-10) - Problem Solving		Q8j (1-10) - Friendliness		Q8k (1-10) - Appreciation		Q9a(1-57) - 6 Qualities Neon		Q9b(1-57) - 6 Qualities Neon		Q9c(1-57) - 6 Qualities Neon		Q9d(1-57) - 6 Qualities Neon		Q9e(1-57) - 6 Qualities Neon		Q9f(1-57) - 6 Qualities Neon

				4		4		1		2		1		2		8		7		9		6		9		9		8		7		9		8		7		1		24		18		44		45		51

				3		2		1		2		1		1		8		8		8		5		9		8		9		8		9		8		8		46		12		53		22		42		51

				2		2		2		1		1		3		9		9		9		4		8		9		10		8		8		9		9		43		12		2		6		45		51

				1		4		1		2		1		1		7		10		8		6		8		9		10		8		8		9		9		1		27		2		6		46		29

				Q1		Q2		Q3		Q4		Q5		Q6		Q7- open Question		Q8a		Q8b		Q8c		Q8d		Q8e		Q8f		Q8g		Q8h		Q8i		Q8j		Q8k		Q9a		Q9b		Q9c		Q9d		Q9e		Q9f

				1		0		3		1		4		2				0		0		0		0		0		0		0		0		0		0		0		2		0		0		0		0		0

				1		2		1		3		0		1				0		0		0		0		0		0		0		0		0		0		0		0		0		2		0		0		0

		1		1		0		0				0		1				0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		2		1		2												0		0		0		1		0		0		0		0		0		0		0		0		0		0		0		0		0

		3		0														0		0		0		1		0		0		0		0		0		0		0		0		0		0		0		0		0

		4		0														0		0		0		2		0		0		0		0		0		0		0		0		0		0		2		0		0

		5																1		1		0		0		0		0		0		1		0		0		1		0		0		0		0		0		0

		6																2		1		2		0		2		1		1		3		2		2		1		0		0		0		0		0		0

																		1		1		2		0		2		3		1		0		2		2		2		0		0		0		0		0		0

																		0		1		0		0		0		0		2		0		0		0		0		0		0		0		0		0		0

																																								0		0		0		0		0		0

																																								0		2		0		0		0		0

																																								0		0		0		0		0		0

																																								0		0		0		0		0		0

																																								0		0		0		0		0		0

																																								0		0		0		0		0		0

																																								0		0		0		0		0		0

																																								0		0		1		0		0		0

																																								0		0		0		0		0		0

																																								0		0		0		0		0		0

																																								0		0		0		0		0		0

																																								0		0		0		1		0		0

																																								0		0		0		0		0		0

																																								0		1		0		0		0		0

																																								0		0		0		0		0		0

																																								0		0		0		0		0		0

																																								0		1		0		0		0		0

																																								0		0		0		0		0		0

				1. What is your relation with Neon?																																				0		0		0		0		0		1

				1				Tour Operator																																0		0		0		0		0		0

				2				Conference Organizer																																0		0		0		0		0		0

				3				Corporate Buyer																																0		0		0		0		0		0

				4				Association																																0		0		0		0		0		0

				5				Other, namely….																																0		0		0		0		0		0

																																								0		0		0		0		0		0

																																								0		0		0		0		0		0

				2. How long have you worked for Neon?																																				0		0		0		0		0		0

				1				Less than 1 year																																0		0		0		0		0		0

				2				1 - 3 years																																0		0		0		0		0		0

				3				4 - 6 years																																0		0		0		0		0		0

				4				Longer than 6 years																																0		0		0		0		0		0

																																								0		0		0		0		1		0

																																								1		0		0		0		0		0

				3.Below please write Neon's full company name.																																				0		0		0		1		0		0

				1				Neon Travel																																0		0		0		0		2		0

				2				Neon Conferences& Incentives																																1		0		0		0		1		0

				3				Other, namely																																0		0		0		0		0		0

																																								0		0		0		0		0		0

				4. Are you aware of the fact that they have changed their logo and company name in 2004?																																				0		0		0		0		0		0

				1				Yes , through…																																0		0		0		0		0		0

				2				No, I was not aware of that																																0		0		0		0		0		3

																																								0		0		0		0		0		0

				5. How did you get in touch with Neon?																																				0		0		1		0		0		0

				1				I was contacted by them																																0		0		0		0		0		0

				2				I contacted them																																0		0		0		0		0		0

				3				Other, namely..																																0		0		0		0		0		0

																																								0		0		0		0		0		0

				6. Did you ever hear about Neon before working with the company?

				1				No, never

				2				Yes, vaguely through…

				3				Yes, through one of the employees

				7. Name 3 words that come to mind when you think of Neon.

				1				Personal, Helpful, Caring

				2				Service, Small, Sincere

				3				Conferences, Incentives, Travel

				4				Tourists, Business, Small

				8a. Scale from 1 - 10, grade Neon on Creativity

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8b. Scale from 1 - 10, grade Neon on Personal Touch

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8c. Scale from 1 - 10, grade Neon on Value for Money

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8d. Scale from 1 - 10, grade Neon on Advertising

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8e. Scale from 1 - 10, grade Neon on Punctuality of Personnel

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8f. Scale from 1 - 10, grade Neon on Services offered

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8g. Scale from 1 - 10, grade Neon on Reliability

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8h. Scale from 1 - 10, grade Neon on Imagination

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8i. Scale from 1 - 10, grade Neon on Problem Solving

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8j. Scale from 1 - 10, grade Neon on Friendliness

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8k. Scale from 1 - 10, grade Neon on Showing Appreciation

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				9. Which of the 6 following qualities best describe Neon, according to you?

				1		Personal

				2		Creative

				3		Ambitious

				4		Patient

				5		Impartial

				6		Sincere

				7		Independent

				8		Respectful

				9		Disciplined

				10		Self -confident

				11		Fast

				12		Co-operative

				13		Peaceful

				14		Relaxed

				15		Spontaneous

				16		Successful

				17		Sympathetic

				18		Loyal

				19		Stylish

				20		Neat

				21		Old

				22		Polite

				23		Capable

				24		Stable

				25		Caring

				26		Popular

				27		Rational

				28		New

				29		Efficient

				30		Straightforward

				31		Traditional

				32		Precise

				33		Available 24/7

				34		Unique

				35		Flexible

				36		Exciting

				37		Pleasant

				38		Innovative

				39		Materialistic

				40		Elegant

				41		Open-minded

				42		Honest

				43		Imaginative

				44		Consistent

				45		Responsible

				46		Reliable

				47		Up to date

				48		Practical

				49		Adventurous

				50		Humorous

				51		Friendly

				52		Original

				53		Helpful

				54		Young

				55		Innovative

				56		Challenging

				57		Slow
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8c. Scale from 1 - 10, grade Neon on Value for Money



Results

				Q1 (1-7) - Relation with Neon		Q2 (1-4)- Working period with Neon		Q3 (1-3)- Full name of Neon		Q4 (1-2)- Change of name&logo		Q5 (1-3) - Get in touch		Q6 (1-3) - Heard of Neon before		Q8a(1-10) - Creativity		Q8b(1-10) - Personal Touch		Q8c (1-10) - Value for Money		Q8d (1-10) - Advertising		Q8e (1-10)- Punctuality		Q8f (1-10) - Services		Q8g (1-10) - Reliability		Q8h (1-10) - Imagination		Q8i (1-10) - Problem Solving		Q8j (1-10) - Friendliness		Q8k (1-10) - Appreciation		Q9a(1-57) - 6 Qualities Neon		Q9b(1-57) - 6 Qualities Neon		Q9c(1-57) - 6 Qualities Neon		Q9d(1-57) - 6 Qualities Neon		Q9e(1-57) - 6 Qualities Neon		Q9f(1-57) - 6 Qualities Neon

				4		4		1		2		1		2		8		7		9		6		9		9		8		7		9		8		7		1		24		18		44		45		51

				3		2		1		2		1		1		8		8		8		5		9		8		9		8		9		8		8		46		12		53		22		42		51

				2		2		2		1		1		3		9		9		9		4		8		9		10		8		8		9		9		43		12		2		6		45		51

				1		4		1		2		1		1		7		10		8		6		8		9		10		8		8		9		9		1		27		2		6		46		29

				Q1		Q2		Q3		Q4		Q5		Q6		Q7- open Question		Q8a		Q8b		Q8c		Q8d		Q8e		Q8f		Q8g		Q8h		Q8i		Q8j		Q8k		Q9a		Q9b		Q9c		Q9d		Q9e		Q9f

				1		0		3		1		4		2				0		0		0		0		0		0		0		0		0		0		0		2		0		0		0		0		0

				1		2		1		3		0		1				0		0		0		0		0		0		0		0		0		0		0		0		0		2		0		0		0

		1		1		0		0				0		1				0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		2		1		2												0		0		0		1		0		0		0		0		0		0		0		0		0		0		0		0		0

		3		0														0		0		0		1		0		0		0		0		0		0		0		0		0		0		0		0		0

		4		0														0		0		0		2		0		0		0		0		0		0		0		0		0		0		2		0		0

		5																1		1		0		0		0		0		0		1		0		0		1		0		0		0		0		0		0

		6																2		1		2		0		2		1		1		3		2		2		1		0		0		0		0		0		0

																		1		1		2		0		2		3		1		0		2		2		2		0		0		0		0		0		0

																		0		1		0		0		0		0		2		0		0		0		0		0		0		0		0		0		0

																																								0		0		0		0		0		0

																																								0		2		0		0		0		0

																																								0		0		0		0		0		0

																																								0		0		0		0		0		0

																																								0		0		0		0		0		0

																																								0		0		0		0		0		0

																																								0		0		0		0		0		0

																																								0		0		1		0		0		0

																																								0		0		0		0		0		0

																																								0		0		0		0		0		0

																																								0		0		0		0		0		0

																																								0		0		0		1		0		0

																																								0		0		0		0		0		0

																																								0		1		0		0		0		0

																																								0		0		0		0		0		0

																																								0		0		0		0		0		0

																																								0		1		0		0		0		0

																																								0		0		0		0		0		0

				1. What is your relation with Neon?																																				0		0		0		0		0		1

				1				Tour Operator																																0		0		0		0		0		0

				2				Conference Organizer																																0		0		0		0		0		0

				3				Corporate Buyer																																0		0		0		0		0		0

				4				Association																																0		0		0		0		0		0

				5				Other, namely….																																0		0		0		0		0		0

																																								0		0		0		0		0		0

																																								0		0		0		0		0		0

				2. How long have you worked for Neon?																																				0		0		0		0		0		0

				1				Less than 1 year																																0		0		0		0		0		0

				2				1 - 3 years																																0		0		0		0		0		0

				3				4 - 6 years																																0		0		0		0		0		0

				4				Longer than 6 years																																0		0		0		0		0		0

																																								0		0		0		0		1		0

																																								1		0		0		0		0		0

				3.Below please write Neon's full company name.																																				0		0		0		1		0		0

				1				Neon Travel																																0		0		0		0		2		0

				2				Neon Conferences& Incentives																																1		0		0		0		1		0

				3				Other, namely																																0		0		0		0		0		0

																																								0		0		0		0		0		0

				4. Are you aware of the fact that they have changed their logo and company name in 2004?																																				0		0		0		0		0		0

				1				Yes , through…																																0		0		0		0		0		0

				2				No, I was not aware of that																																0		0		0		0		0		3

																																								0		0		0		0		0		0

				5. How did you get in touch with Neon?																																				0		0		1		0		0		0

				1				I was contacted by them																																0		0		0		0		0		0

				2				I contacted them																																0		0		0		0		0		0

				3				Other, namely..																																0		0		0		0		0		0

																																								0		0		0		0		0		0

				6. Did you ever hear about Neon before working with the company?

				1				No, never

				2				Yes, vaguely through…

				3				Yes, through one of the employees

				7. Name 3 words that come to mind when you think of Neon.

				1				Personal, Helpful, Caring

				2				Service, Small, Sincere

				3				Conferences, Incentives, Travel

				4				Tourists, Business, Small

				8a. Scale from 1 - 10, grade Neon on Creativity

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8b. Scale from 1 - 10, grade Neon on Personal Touch

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8c. Scale from 1 - 10, grade Neon on Value for Money

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8d. Scale from 1 - 10, grade Neon on Advertising

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8e. Scale from 1 - 10, grade Neon on Punctuality of Personnel

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8f. Scale from 1 - 10, grade Neon on Services offered

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8g. Scale from 1 - 10, grade Neon on Reliability

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8h. Scale from 1 - 10, grade Neon on Imagination

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8i. Scale from 1 - 10, grade Neon on Problem Solving

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8j. Scale from 1 - 10, grade Neon on Friendliness

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				8k. Scale from 1 - 10, grade Neon on Showing Appreciation

				1				1  2  3  4  5  6  7  8  9  10

				2				1  2  3  4  5  6  7  8  9  10

				3				1  2  3  4  5  6  7  8  9  10

				4				1  2  3  4  5  6  7  8  9  10

				9. Which of the 6 following qualities best describe Neon, according to you?

				1		Personal

				2		Creative

				3		Ambitious

				4		Patient

				5		Impartial

				6		Sincere

				7		Independent

				8		Respectful

				9		Disciplined

				10		Self -confident

				11		Fast

				12		Co-operative

				13		Peaceful

				14		Relaxed

				15		Spontaneous

				16		Successful

				17		Sympathetic

				18		Loyal

				19		Stylish

				20		Neat

				21		Old

				22		Polite

				23		Capable

				24		Stable

				25		Caring

				26		Popular

				27		Rational

				28		New

				29		Efficient

				30		Straightforward

				31		Traditional

				32		Precise

				33		Available 24/7

				34		Unique

				35		Flexible

				36		Exciting

				37		Pleasant

				38		Innovative

				39		Materialistic

				40		Elegant

				41		Open-minded

				42		Honest

				43		Imaginative

				44		Consistent

				45		Responsible

				46		Reliable

				47		Up to date

				48		Practical

				49		Adventurous

				50		Humorous

				51		Friendly

				52		Original
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				55		Innovative

				56		Challenging
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8i. Scale from 1-10, grade Neon on Problem Solving



		0

		0

		0

		0

		0

		0

		1

		3

		0

		0



8h. Scale from 1-10, grade Neon on Imagination
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8j. Scale from 1 -10, grade Neon on Friendliness
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8k. Scale fro 1-10, grade Neon on Appreciation
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Personal

Reliable

Imaginative

Efficient

9a.Which of the following 6 qualities best describe Neon?
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Co-operative

Stable

Rational

9b. Which of the following 6 qualities best describe Neon?
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Creative

Ambitious

Successful

Loyal

Helpful

9c. Which of the following 6 qualities best describe Neon?
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Polite

Sincere

Consistent

9d. Which of the following 6 qualities best describe Neon?
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Honest

Responsible

Reliable

9e. Which of the following 6 qualities best describe Neon?
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Friendly

Efficient

Challenging

9f. Which of the following 6 qualities best describe Neon?




