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This report shares the findings of a project undertaken 

between April and August of 2019 and forms part of PDR’s 

approach to User-Factor. 

User-Factor is an EU funded initiative between eight European 

partners, who aim to improve the competitiveness level of 

SMEs (small and medium-sized enterprises) in their regions.

In Wales, PDR will work with Cardiff Market as part of their 

approach to User-Factor. The aim is to introduce market 

stakeholders to service design and build their interest in 

engaging with further design support.

This first project with Cardiff Market traders explores the 

experience of the market for both traders and customers, 

and offers recommendations that can improve the market

experience based around the chosen project challenge.
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Introduction



Design is a creative form of problem-solving, and now 

widely applied in both the private and public sectors as a 

way to innovate. 

Design takes a human-centred approach to innovation.

Insights gained from exploring the needs and experiences

of humans, work in tandem with what makes sense financially, 

and what is feasible through technology, to deliver efficient 

and effective solutions.

Why Design?

BUSINESS TECHNOLOGY

HUMAN VALUES Design-driven Innovation

(viability) (feasibility)

(desirability, usability) Design provides the
ability to understand 
human needs 
and experiences
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Service Design?
Service design is a method that can assist in developing 

new or improved products and services. As the lines 

between products and services become indistinguishable, 

service design becomes more widely applied. Service design 

uses many methods and tools used in other disciplines but 

places a strong emphasis on collaboration and a holistic 

understanding of the challenge area.

Service design involves the users and providers in the 

development process, starting with analysing the problem 

and leading to jointly developing solutions. This collaborative

approach assists in developing products and services that 

meet the needs of users and providers.

The Double Diamond Model visually represents a 

service design process and involves four main phases of 

Discover (user needs), Define (the challenge), Develop (ideas) 

and Deliver (solutions). Each diamond highlights the process 

of exploring many possible ideas before choosing the final one. 

The process is iterative and applicable to both short and long 

term projects.



and test solutions.user needs. the challenge. ideas.
Discover    Develop   Define      Deliver     

Understand
the challenge

area

Understand
the possible 

solutions

The Double Diamond Model - Design Process (Design Council, 2005)
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Work through multiple phases of development, testing 
and refinement to achieve a satisfactory solution.

Consider all aspects
of the challenge area.

Holistic

Iterative
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PDR initiated this project by undertaking several field visits

to Cardiff Market to engage with stakeholders, introduce 

the project, and discover the current understanding and 

practice of design.

Two open events were undertaken to define the project 

challenge. The first event started the conversation on the 

current market experience. Participants shared their thoughts 

about the opportunities and obstacles associated with 

improving the market experience, on a ‘live wall’.

Identifying the opportunities and obstacles helped in the 

creation of eight challenges that influence the market 

experience. During the second event, participants voted on 

these challenges, followed by a discussion on their merits 

and feasibility.

A workshop was undertaken to help develop an understanding 

of the chosen challenge area, including the people involved, 

current activity and possible improvements going forward. 

The final workshop planned to refine the solution developed 

previously. However, time pressures and communication 

difficulties made the organisation of this workshop difficult.

Project Method 



Discover    Develop   Define      Deliver     
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OPEN EVENT WORKSHOP WORKSHOP
Conversations

with traders
and market
manager 

Understand
the challenge

area

Understand
the possible 

solutions

A survey was distributed to ten traders at the start of the project. 

The limited-time available to traders, and on reflection, the complexity 
of the surveys made it challenging for traders to complete them.

Observations in
the market 

Opportunities
and obstacles
‘LIVE WALL’

OPEN EVENT
Challenge
voting and
definition

Testing
and refining

solution

Understanding
and exploring

challenge area

Not completed



Open Event 1
25/03/197



Attendees were asked to share 

their thoughts about the 

opportunities and obstacles 

associated with improving the 

experience for both visitors and 

business owners.

These opportunities and obstacles 

(p.9-10) provided the starting point 

for defining the project challenge.
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OBSTACLES

The Building

Communication

Decision Making

Customer Experience

Traders Limitations

/ No consistency in branding guidelines and stall appearance;
/ Information and layout of the market - customers, ask where things are;
/ Lack of awareness of upstairs stalls;
/ Lack of public transport access and facilities for the elderly;
/ Changing customer demographics and preferences;
/ Tourists look but don't spend.

/ Traders have minimal time;
/ Amount of time needed to maintain stalls (due to other issues);
/ Porters are not the most efficient workers;
/ Cleaners do not work in tandem with the market traders;
/ Lack of security in the market;
/ Mindset - newer business owners vs traditional business owners;
/ Different visions for the future among traders;
/ Upstairs does not get the same traffic as downstairs.

/ Most businesses are out-of-the-loop concerning market changes;
/ Poor communication between the council and businesses;
/ Market association doesn't involve the rest of the traders;
/ No-one is speaking on the trader's behalf;
/ There is no open-door to management;
/ Traders are unaware of upcoming changes and events.

/ Lack of transparency about roles and responsibilities;
/ No clarity concerning the tendering process;
/ No clear strategy for future stalls;
/ Changes in market operations affect traders differently;
/ Council and traders have different outlooks for the future;
/ Lack of enthusiasm from the council to improve;
/ Too many obstacles for the council to elicit change;
/ Cardiff council have preferences;
/ Differences in rent rates;
/ There is favouritism in the market.

/ Rodent problem (constant battle);
/ Lack of hygiene and cleanliness in the market;
/ Old/dated building and infrastructure;
/ Toilets and waste area are not fit for purpose. 9



OPPORTUNITIES

/ Regular meet-ups and information sharing;
/ Create an open forum for traders;
/ Regular newsletter.  

/ Sensitive refurbishment of the building;
/ Stair-lift to help change light bulbs, clean stall roofs etc.;
/ All traders have a sink and water meter;
/ Charge 20p for the toilets (pay staff to clean and maintain facilities).

/ We all understand the issues;
/ Having a 3rd party involved gives us a voice;
/ Support businesses in branding and marketing.

/ Lots of exciting plans and activities in the pipeline;
/ Welsh-speaking culture;
/ Celebrate the history of the building and national importance of the market;
/ Become a tourist-focused destination;
/ Be a platform for start-ups and entrepreneurs;
/ Create a social hub and provide places to meet, drink, eat and work;
/ Farmers market in central Cardiff;
/ Have a next bike station near to market;
/ Encourage and promote sustainable practices in the market;
/ Focus on the kids' experience;
/ Focus on education - the story of us and the food;
/ Extend opening times (Sunday and evening times);
/ Give a bargain day;
/ Brand and structure the market by business types/groups etc.

Future Tactics & Strategies

Collaboration
/ Develop a better community spirit;
/ Increase collaboration between businesses (home delivery etc.);
/ Develop common rules and cohesive messages;
/ Develop a unified market brand (bags, cups etc.);
/ Have consistent opening days and times for all traders.

Supporting the Traders

Communication

The Building
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Open Event 2
16/04/19
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The opportunities and obstacles

identified during the first event 

enabled the project team to create 

a list of eight challenges that

influence the market experience.

During the second event, participants 

voted on the challenges that are most 

important to them, followed by an open 

discussion on the merits and feasibility

of achieving each challenge.



How might we improve communication between 
traders, the association, & Cardiff council?

How might we encourage efficient 
working practices in the market?

How might the council &
traders promote sustainability?

How might we improve the way 
customers navigate the market?

How might we adapt to changing 
customer demographics?

How might we sensitively 
refurbish the market building?

How might we develop branding that 
suits businesses & the market?

How might we improve the online 
activity of businesses & the market?

CHALLENGE

7

4

2

1

0

4

4

1

Number of votes The challenges
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The most critical challenge identified is the need to refurbish 
the market. Traders are keen to stress that this does not 
mean structural work. They believe what is needed is a deep 
clean, ‘lick-of paint’, and regular upkeep. The council is in the 
process of applying for National Lottery Heritage funding at 
present, which can contribute to refurbishing the building. 
However, the allocation of funding may take up to two years, 
if the application is successful.

Some traders have a passion for, and experience in, sustainability 
initiatives. The focus on sustainability could be an important
avenue to explore in the future of the market as it aligns with 
funding mechanisms, business strategy, and customer preferences.

Traders believe that social media and branding are essential
factors in improving the experience in the market. However, 
these topics are subjective for each business, making it 
difficult to develop solutions that suit everyone, particularly 
in the short duration of this project. Branding and assistance 
in online activities will be explored further during the future 
business support offered by PDR.

Navigating the market, adapting to changing customer 
profiles, and improving the working practices of market 
stakeholders all relate to the culture of market staff and the 
building itself. Traders believe that all of these areas can 
benefit from rejuvenating and maintaining the market interior.

VOTING
Thoughts after further discussion
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Workshop
03/06/19
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The objective of the workshop was to develop a 

more in-depth understanding of the challenge 

area from the perspective of market stakeholders. 

Three workshop activities were undertaken, including:

How might we improve 
communication between 
traders, the association, 
and the council?

1.
2.
3.
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 Challenge Definition;

 Communication - Present & Future;

 Communication - Stakeholder Personas.

CHOSEN CHALLENGE



Define the people involved; 
Identify the possible outcomes of meeting the challenge;
Identify how we might measure success.

OBJECTIVES 

Develop a clearer understanding of the challenge area. 

Workshop participants identified 58 business owners in the 

market (61 trade stalls). All of the traders are members of the 

market association, which is independent of the council. The 

association has monthly meetings with on average 8-12 

market traders in attendance.

Five full-time porters are employed in the market by the council 

and maintain security and cleaning duties on a daily basis.

The market manager is based in the market one day a week, on 

average. The estates and management department in the council 

oversee tenancy contracts and agreements.

People

Challenge Definition

Activity 1

Challenge Definition Tool

Designed by PDRWWW.PDRONLINE.CO.UK

CHALLENGE DEFINITION

Stakeholder groups:

Users Organisation

Metrics
:

How might we ...

Outcomes for...

CARDIFF 
MARKET
Service Design Programme 2019
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AIM



Monitor collaboration

Gain feedback

Traders Council

Outcomes

Metrics
Ideas proposed that can assist in measuring the success of 

enhancing communication in the market included:

Have the ability to plan ahead

Increased sense of security

The possible benefits that improving communication can have 

for different market stakeholders included:

Increased transparency

Community building 

Greater confidence

Increased prosperity

More relevant traders

Help in business development

Community building 

Collective spirit

Improved conversation

Feel more included

Feedback from traders and customers; 

Satisfaction survey;

Feedback points;

Less time spent setting up and closing stalls;

Greater transparency in roles and responsibilities;

Reduction of complaints;

Increased attendance/engagement at meetings;

More inclusive decision making;

Improved access to market staff;

Online togetherness and proliferation.

Measure efficiency/quality
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OBJECTIVES 
Identify the kind of information shared in the market;
Highlight the means in communicating information at present;
Explore how traders would like to receive it in the future.

Develop a clearer understanding of 
communication in the market.

Activity 2

Strategic Topics Operational Topics

New market businesses

Market policies

Market events and initiatives

Collaboration with the community

Day-to-day topics

Cleaning and maintenance

Security

Tendering process

For the second task, participants highlighted how information is 

shared at present, followed by exploring how they would like to 

receive information in the future.

STRATEGIC  TOPICS

OPERATIONAL  TOPICS

How and when | Present

How and when | Future

Mapping Communication in Market

Social media activity

Firstly, participants were asked to discuss the kind of information 

communicated in the market. Two themed categories; strategic 

and operational themes and topics discovered throughout the

research within each theme, provided starting points for discussion.

19

AIM

Communication | Present & Future



20

The final activity involved workshop participants creating

personal personas that detail their preferences, frustrations,

and capabilities in sharing and receiving information in the 

market.

The remaining personas were completed at the market with 

a range of stakeholders in the weeks following the workshop.

Communication | Stakeholder Personas

Activity 3

Persona Tool

Designed by PDRWWW.PDRONLINE.CO.UK

What are your frustrations with the current internal communication system?

Never DailySometimes

Email account

What are your goals and motivations in improving internal communication?

What is your preferred method/tool to receive information about the Market?  

Name:

X marks the spot. How often do you use the following...

MARKET  STAKEHOLDER  PERSONA 

Market Role:

Do you have a smart-phone

Never DailySometimes

WhatsApp

Yes No

Never DailySometimes

Facebook

Never DailySometimes

Twitter

Are you willing to use new means of communication in the future?  

CARDIFF 
MARKET
Service Design Programme 2019

Type of Business (if applicable):

OBJECTIVES 
Identify the frustrations and goals associated with 
communication in the market at present;
Identify their communication capabilities and preferences.

Develop a clearer understanding of how individual
stakeholders communicate in the market.

AIM



Findings
 

Market Role?

Have a smart-phone

How often do you use?

Stakeholder Preferences

70% 
of the council roles and businesses were 
represented in the completed personas 

Business owners
Business managers
Business staff members
Porters
Market manager

Facebook Twitter

Email account WhatsApp

Regular Basis

Sometimes
Rarely or Never

64%

29%
7%

60%

38%

24%

21%

55%26%

43%

Regular Basis

Sometimes
Rarely or Never

Regular Basis

Regular Basis

Sometimes

Sometimes

Rarely or Never
Rarely or Never

31%

98% 
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36
6
4
3
1
 



The preferred methods 
to receive information?  

In many cases, traders want to be reached through a combination of communication tools.

60%

38%

12%
10%

7%
7%

Email

Newsletter

Face-to-face

Text message

Letter

Facebook

Word-of-mouth5%
Loudspeaker (every Tuesday)2%
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Strategic Topics

What’s happening?
Traders state that they have very little knowledge about, or input 

into future market activities, such as new stalls, the tendering 

process, possible collaborations, and events etc. Traders 

predominantly discover this kind of information through a 3rd party, 

such as other traders, porters and social media channels.

23

Social media...for some
Some businesses are thriving on social media and well supported 

by Cardiff Market’s social media channels. Market traders who are 

new to social media find it difficult to grow awareness of their

business and develop their network. They also have difficulty in 

knowing what content to put on social media and how to present it. 

Our association?
Many traders feel unrepresented by the market association. 

On average, 15-20% of traders attend the monthly association 

meeting. There is a failure to share the minutes of meetings 

in a structured manner. A strong sense of apathy remains in 

regards to the association; decisions will be made, with or without 

the involvement of the majority of traders.

Frustrations



Reactive information 
Communication has improved since the market manager

started the role. Traders receive emails and letters that deal 

with maintenance issues, facility changes, etc. However, 

these notices are reactive and irregular. In some cases, 

business owners receive emails but are absent from the 

market, resulting in managers and staff being uninformed.
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Lack of support and security 
Traders have difficulty finding porters, and there is a lack 

of clarity about their roles and responsibilities. Traders can 

contact the porters by phone, but they are often in the middle 

of other duties. Difficulties in working efficiently with porters 

contribute to feelings of insecurity in the market. Issues caused 

by people walking through the market, such as theft, drug use 

and disorderly behaviour is not uncommon, and traders 

have to act as security themselves at times.

Minimal council representation
It is difficult to get in contact with the council, and the market 

manager is only based in the market one day a week, on average.

Operational  Topics
Frustrations
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Strategic Topics
Future Improvements

Involve us in discussions 
The traders want to be informed about upcoming events, giving 
them the chance to get involved, have their say, plan and optimise 
opportunities;

Traders feel that they are in a prime position to understand 
what businesses would complement the market in the future. 

Open up the association meetings 
Encourage all traders to participate in monthly meetings;

Regularly share minutes and reflections from meetings;

Provide the opportunity to discuss topics that are not on the agenda.

Social media for all of us 
Promote and celebrate the market as a collective on social 
media and encourage traders to support each-other; 

Organise social media managers for the different social 
media platforms that the market is active on;

Provide traders assistance in creating content, including creating 
scenes to showcase products and taking professional pictures.



26

Operational Topics
Future Improvements

Face-to-face representation 
Traders and porters can benefit from regular meetings
and face-to-face conversations. 

There is a common belief that there is a need for increased 
representation from the council on a day-to-day basis.

Market staff 
Hiring staff, including security and a toilet attendant, can have 
a positive effect on staff and customers. Toilets could be a paid 
service, to contribute to attendant wages and maintain cleanliness 
and order.

Make information accessible 
Traders can benefit from more structure in the porters work 
at the market, such as rotas, check-lists, etc. 

Having information accessible, online and offline, such as roles
and responsibilities, contact details and market rules for branding, 
etc. can improve clarity and fairness in the market.



Sharing ideas to encourage new practices 
and assist in business development;
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Newsletter
The personas and workshop highlighted the potential in 

developing a newsletter for traders. A newsletter suits traders 

who are not online regularly and compliments emails, the most 

favoured way to receive information. Traders also like getting

something tangible, which they can read during the working

day, and helps in remembering relevant information. A 

newsletter driven by the traders can achieve several other 

objectives, including:

In parallel with the progression of this project, local artist; 

Elery Hal Duf was exhibiting her new series of portraits 

entitled ‘Cardiff Traders’ in the market. The evening of the 

exhibition was the first time that Cardiff Market was open 

at night. 

Two traders pushed to complete the newsletter in-time for 

final marketing of the show. It was distributed on Tuesday 

the 9th of July, and the event took place on Thursday the 11th 

of July. The night market was a resounding success, with 

over 1000 attendees.

Providing a line of communication between 
traders, the association, and the council. 

Improving the community spirit among 
market stakeholders;
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Key information
(main content)

Business &
community

development
opportunities

Calender/
upcoming events

Idea space

Celebrate
milestones

#1 July  2019

were influenced by the 
‘beautiful characters’ 
that she encountered 
through work and travel, 
where she was inspired 
by ‘the street art of 
Colombia to the 
incredible faces of the 
locals in Old Havana, 
Cuba’ 

Eventually ‘finding her  
feet in figurative oil 

painting’  her new series of portraits promises  to ‘invite the 
viewer behind the scenes of some of Cardi ’s most iconic 
independent traders, capturing their authentic charm and 
showcasing our many talents’, as she skilfully implements old 
masters techniques to depict contemporary welsh characters. 

A self proclaimed advocate of welsh culture and 
craftsmanship, Eleri describes Cardi  as the city she ‘lovingly 
calls home’, explaining how she found dedicating her first 
solo series to local traders ‘instinctive’ and saw our market as 
their obvious home. With her instinct seemingly serving her 
right, the night market event has been met with lots of 
enthusiasm in and around the city, proving to be a great 
opportunity to promote, celebrate and support us, The 
Cardi  Market Traders. 

“I WANT TO EXTEND A HEARTFELT THANKS TO 
EVERYONE WHO WAS 

INVOLVED IN 
PUTTING TOGETHER 
THIS SHOW AND  IN 
PARTICULAR I WANT 

TO THANK THE 
TRADERS OF 

CARDIFF MARKET 
WHO WERE THE 

INSPIRATION. I WAS 
TRULY SPOILT FOR 

CHOICE IN 
SUBJECTS AS TEN 

YEARS WOULDN’T BE 
LONG ENOUGH TO 

CAPTURE ALL OF THE 
INCREDIBLE PEOPLE 

THAT MAKE CARDIFF MARKET SO VIBRANT”.                          
-ELERI HÂF DAVIES 

2

UPCOMING EVENTS  
• 20th > 27th July - Welsh 

Proms at St David’s Hall.  

• July > 3rd Aug - Open Air 
Theatre at Sophia Gardens.  

• 3rd Aug - Man Utd vs AC 
Milan at The Principality.  

• 17th Aug  - Wales Vs England 
at The Principality.  

• 17th > 18th Aug - 
Tournaments  of the Knights 
at Cardiff Castle.  

• 23rd > 25th Aug - Cardiff 
Pride 

• 24th Aug - Champion of 
Champion Darts at St David’s 
Hall.  

• 31st Aug - Wales Vs Ireland at 
The Principality 

• 7th > 8th Sept - Comic Con at 
The Motorpoint Arena.  

• 17th Sept - Hozier at St 
David’s Hall  

• 21st Sept - Speedway Grand 
Prix at The Principality.  

GET INVOLVED   
Our new newsletter was thought 
up at the User-Factor workshops 
that have taking place over the 
past few months. We’re hopeful 
it can grow into an effective tool 
for communicating, one which 
helps to build our community 
and celebrate our milestones.  
We’d love to hear your feedback 
and if you’d like to have 
anything featured please email 
CF10MarketNews@gmail.com.  

THANKS FOR READING. 

#1 July  2019

THE NIGHT MARKET  
JULY 11TH 6PM - 9PM  

Cardi  Market is 
opening its doors to 
the public after the 
bell rings for an 
evening of Art, Food 
and Retail! 

Having garnered 
interest from over 
7,000 potential 
attendees online it 
looks set to be a night 
full of atmosphere and 
opportunity!  

Joining us on the evening will be Welsh Artist Eleri Hâf 
Davies who will be exhibiting her new series of portraits 
entitled  ‘Cardi  Traders’.  Raised in the Brecon Beacons with 
the tales of Mabinogion and Owain Glynd r before perusing 
a career in human rights law, Eleri has been exhibiting her art 
for over a decade at local galleries. Much of her early pieces  

1

CARDIFF MARKET IS 
SOCIAL  

Don’t forget to tag us in 
your posts for reshares. 
You’ll find us on Twitter as 
@CardiffMarket_ , Instagram 
as  @cardiffmarket1891 and 
Facebook as ‘Cardiff market 
/ marchnad caerdydd’ 

TRADERS TIPS 
Ditch the plastic and 
unnecessary packaging! 
2019 saw sustainability 
move to the forefront of 
national conversation and 
with the growing number of 
conscious consumers 
‘Going Green’ can be an 
opportunity to attract new 
customers, helping the 
environment and 
potentially reducing 
business costs! You can 
pledge to get involved and 
find support over at  
www.green-growth.org.uk 

INSIDER DEALS  
Most stalls have offers 
and  discounts for market 
workers. We like the 50p 
Cup of Tea from the Celtic  
Corner. 

CARDIFF MARKET NEWSLETTER    
A special  Happy  birthday to Kelly’s Records who 

celebrate 50 years  trading in  Cardi  market this July! 
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A final project workshop was scheduled to take place with 

the objectives of revising the newsletter and planning its 

monthly development. Unfortunately, the timing of this 

workshop coincided with the busy summer season, making 

organisation difficult.

As highlighted previously, a newsletter can have a positive 

influence on the market in several ways and aligns with 

community development, sharing knowledge and the 

desire for more inclusive practices and decision-making. 

Collaboration with the council in the future development 

of the newsletter can strengthen the relationship between 

the council and traders, and increase validation of the 

newsletter.

Building on the night market, the market manager developed 

a short survey for traders to get feedback and opinions on 

future events. This form of pro-active communication was 

well received by the traders.
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Summary
This project used a service design approach with traders 

from Cardiff Market to explore ‘how might we improve the 

experience in the market?’. 

Two events were undertaken to define the project challenge. 

The challenge area chosen aimed to explore the internal 

communication between market stakeholders. Following this, 

a workshop assisted in highlighting the communication 

difficulties at present and provided the opportunity to 

discuss improvements for the future.

A newsletter created by the traders intended to improve 

communication, encourage collaboration and knowledge 

sharing. Research recommends that the market can benefit 

from maintaining the newsletter and that the council can 

ideally be involved in its future development.

Other recommendations identified throughout the project

follow, and relate to;

Collaboration on and offline;

Having an inclusive decision-making process;

Hiring market staff;

Making information accessible;

Sharing knowledge among market stakeholders.



Association meeting participation;
Regular group discussions;
Creative workshops;
Face-to-face conversations;
Surveys;
Notice boards.
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Recommendations

Let traders focus on their business
Extra council representation can have a positive effect on 

traders and customers. Traders can be more dedicated to their 

stall, and it can increase their feelings of security and support.

Collaboration is key
Talking to people is a crucial part of market life. Traders 

appreciated the opportunity to get together and share their 

thoughts during this project. The traders have an important 

voice to be heard. Encouraging involvement in the decision-

making process of both the council and the association can 

have a significant influence on the market.

Security;
Toilet attendant;
Regular council representation.



32

The market newsletter
The newsletter gives the traders a voice and provides an 

opportunity to improve community spirit, share knowledge and 

be a line of communication between traders, the association, 

and the council. Collaborative development of the newsletter 

with the council, can further strengthen relationships.

Social media
Activity on social media ideally reflects previous recommendations 

by being inclusive and adding value to market businesses. Traders 

in the market can help each-other with building networks online 

and creating and sharing compelling content.

Transparent and fair work
Having information such as meeting minutes, roles and 

responsibilities, contact details, branding guidelines etc. 

available, online and offline, can improve transparency and 

fairness in the market, and make it easier to monitor work.

Monthly newsletter in collaboration with the council.

Process to share meeting minutes;
Rotas, check-lists for porters;
Accessible documents online;
Accessible documents offline.

Share the knowledge between traders;
Connect and grow the market network.



Service Design Support for Businesses

The second phase of support offered by PDR as 

part of the User-Factor project focuses on 

individual business support.

This business support will include workshops and 

mentoring to assist traders in applying service 

design to their business.

Keep an eye out for more information about this 

offering in the coming months.

Further Support
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