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f ABSTRACT

In the vibrant and competitive landscape of India's marriage hall industry, innovation and adaptability are crucial
for business survival and success. This qualitative study delves into the creative strategies and entrepreneurial spirit
of marriage hall owners in Sangli city, Maharashtra, uncovering the intricacies of their efforts to stay ahead in a
dynamic market. Through in-depth interviews with 10 marriage hall owners, this research explores the nuances of
innovative ideas and practices that drive revenue growth, enhance customer satisfaction, and foster sustainability.
The findings reveal a complex interplay of factors, including the adoption of digital marketing and online booking
systems, the provision of bespoke event customization packages, and the integration of in-house catering and
decoration services. This study offers a rich and nuanced understanding of the marriage hall industry, highlighting
the importance of entrepreneurial creativity, customer-centric approaches, and strategic innovation in navigating the
challenges and opportunities of this unique business environment. The insights gained from this research have
significant implications for marriage hall owners, managers, and stakeholders seeking to thrive in an increasingly
competitive market.

KEY WORDS: Marriage hall industry, Innovation, Entrepreneurship, Customer satisfaction, Revenue growth,
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1. INTRODUCTION

Marriage halls are a cornerstone of Indian culture, providing a venue for numerous events, particularly weddings,
which are considered momentous occasions. These establishments not only offer a space for celebrations but also
contribute significantly to the local economy. However, the marriage hall industry in India, including in cities like
Sangli, Maharashtra, faces challenges such as seasonal fluctuations in demand, increasing competition, and changing
consumer preferences. To remain competitive and profitable, marriage hall owners are compelled to innovate and
diversify their services.

The wedding industry is a significant contributor to the Indian economy, with millions of weddings taking place every
year. Marriage halls play a crucial role in hosting these events, and their success depends on their ability to adapt to
changing market trends and customer needs. With increasing competition, marriage hall owners are looking for
innovative ways to differentiate themselves and attract more customers.

In recent years, the marriage hall industry has witnessed a significant shift in consumer behavior and expectations.
Customers are no longer satisfied with just a venue; they expect a complete package that includes catering, decoration,
entertainment, and other services. Marriage hall owners who can provide these services are more likely to attract and
retain customers.

This study aims to explore the innovative ideas and strategies implemented by marriage hall owners in Sangli city to
generate additional income and sustain their businesses in a competitive market. By examining the experiences of
marriage hall owners and customers, this research seeks to identify best practices and provide recommendations for
the industry.

The study will focus on the various innovative ideas undertaken by marriage hall owners in Sangli city, including new
services, marketing strategies, and technological advancements. It will also examine the effectiveness of these ideas

€/ 2025 EPRA EBMS | https;/eprajournals.com/ Journal DOI URL: https://doi.org/10.36713/epral013
117



https://eprajournals.com/
https://doi.org/10.36713/epra1013

= Journal DOI: 10.36713/epra1013 | SJIF Impact Factor (2025): 8.619 ISSN: 2347-4378
(&} EPRA International Journal of Economics, Business and Management Studies (EBMS)
Volume: 12 | Issue: 8 | August 2025 -Peer-Reviewed Journal

in increasing revenue and improving customer satisfaction. By understanding the challenges and opportunities faced
by marriage hall owners, this study aims to provide valuable insights for the industry.

The marriage hall industry is a significant contributor to the local economy, and its growth and development are crucial
for the economic well-being of the region. By exploring the innovative ideas and strategies implemented by marriage
hall owners, this study aims to contribute to the growth and development of the industry.

In conclusion, the marriage hall industry in India is facing significant challenges, including increasing competition
and changing consumer preferences. To remain competitive and profitable, marriage hall owners are compelled to
innovate and diversify their services. This study aims to explore the innovative ideas and strategies implemented by
marriage hall owners in Sangli city and provide recommendations for the industry.

2.0BJECTIVES
1. To identify the different innovative ideas implemented by marriage hall owners to generate additional
income.

2. To analyze the effectiveness of these ideas in increasing revenue.
3. To understand customer responses to these innovative strategies.
4. To provide recommendations for further income enhancement in the marriage hall business.

3.STATEMENT OF THE PROBLEM

The marriage hall industry in India, including in cities like Sangli, Maharashtra, faces several challenges that impact
the profitability and sustainability of these businesses. Some of the key problems faced by marriage hall owners
include:

1. Marriage halls experience fluctuations in demand due to seasonal variations, festivals, and other factors, which
can impact their revenue streams.

2. The marriage hall industry is becoming increasingly competitive, with new venues and services emerging in
the market. This competition can make it challenging for marriage hall owners to attract and retain customers.

3. Customers' expectations and preferences are changing, and marriage hall owners need to adapt to these changes
to remain competitive. Customers are no longer satisfied with just a venue; they expect a complete package
that includes catering, decoration, entertainment, and other services.

4. Marriage halls often rely on a limited number of revenue streams, such as venue rental and catering services.
This limited revenue base can make it challenging for marriage hall owners to sustain their businesses in a
competitive market.

5. With increasing competition, marriage hall owners find it challenging to differentiate their services and attract
more customers.

To address these problems, marriage hall owners need to innovate and diversify their services, identify new revenue
streams, and develop effective marketing strategies to attract and retain customers. This study aims to explore the
innovative ideas and strategies implemented by marriage hall owners in Sangli city to generate additional income
and sustain their businesses in a competitive market.

4. HYPOTHESIS
HO: Innovative business strategies do not significantly impact the revenue of marriage halls.
H1: Innovative business strategies significantly impact the revenue of marriage halls.

5.RESEARCH METHODOLOGY

This study aims to explore the innovative ideas and strategies implemented by marriage hall owners in Sangli city,
Mabharashtra, India, to generate additional income and sustain their businesses in a competitive market. The research
methodology adopted for this study is designed to provide valuable insights into the experiences and perceptions of
marriage hall owners.

5.1 Study Area

The study will be conducted in Sangli city, Maharashtra, India, which is a significant hub for marriage halls and
wedding-related services. The city's growing economy and increasing demand for wedding services make it an ideal
location for this research.
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5.2 Sample Size
A sample size of 10 marriage hall owners will be selected for this study. Although the sample size is relatively small,
it will provide valuable insights into the experiences and perceptions of marriage hall owners in Sangli city.

5.3 Sampling Technique

The convenience sampling technique will be used to select the sample. This technique involves selecting participants
based on their availability and willingness to participate in the study. While this technique may introduce some bias,
it is suitable for this study given the limited resources and time constraints.

5.4 Data Collection

Primary data will be collected through structured interviews and questionnaires. The interviews will be conducted
with marriage hall owners to gather in-depth information about their experiences and perceptions. The questionnaires
will be designed to collect quantitative data about the innovative ideas and strategies implemented by marriage hall
owners.

Secondary data will be collected from business records and online sources. This data will provide additional insights
into the marriage hall industry and the impact of innovative ideas and strategies on revenue generation.

5.6 Analysis Method

Descriptive analysis will be used to analyze the qualitative and quantitative data collected for this study. The analysis
will involve summarizing and describing the data, identifying patterns and themes, and drawing conclusions about the
innovative ideas and strategies implemented by marriage hall owners.

The descriptive analysis will provide valuable insights into the experiences and perceptions of marriage hall owners,
highlighting the most effective innovative ideas and strategies for generating additional income and sustaining
businesses in a competitive market. The findings of this study will contribute to the growth and development of the
marriage hall industry in Sangli city and beyond.

6. DATA ANALYSIS
Table No.1
Role
Sr. No. Particular Frequency Percentile

1 Owner 6 60%
2 Manager 3 30%
3 Event Coordinator 1 10%
4 Other 0 0%

Total 10 100%

( Source: Primary Data )

The table presents the distribution of respondents based on their role in the marriage hall business. The data is based
on primary data collected from 10 respondents. 6 respondents (60%) are owners of the marriage hall, indicating that
the majority of the respondents have a significant stake in the business and are likely to have a deep understanding of
its operations.3 respondents (30%) are managers, suggesting that a substantial proportion of respondents are involved
in the day-to-day management of the marriage hall. 1 respondent (10%) is an event coordinator, indicating that a
smaller proportion of respondents are directly involved in planning and executing events. None of the respondents
(0%) fall into the "other" category, suggesting that all respondents are directly involved in the marriage hall business.

The distribution of respondents across different roles provides a good representation of the various stakeholders
involved in the marriage hall business. The dominance of owners and managers in the sample suggests that the data
collected is likely to reflect the perspectives of those who have a significant investment in the business.

Overall, the table provides a snapshot of the roles of respondents in the marriage hall business, which can be useful in
understanding their perspectives and opinions on various aspects of the business.
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Table No.2
Innovative Ideas for Additional Income
Sr. No. Particulars Frequency Percentile
1 Event customization packages 8 80
2 Multi-purpose utilization 6 60
3 In-house catering and decoration services 9 90
4 Digital marketing and online booking systems 7 70
5 Other 2 20

( Source: Primary Data )

The table presents the frequency and percentile distribution of innovative ideas implemented by marriage halls to
generate additional income. Based on the data collected from 10 respondents, the results are as follows: 9 respondents
(90%) have implemented in-house catering and decoration services, indicating that this is the most popular innovative
idea among marriage halls. This suggests that providing comprehensive services under one roof is a key strategy for
generating additional income. 8 respondents (80%) have implemented event customization packages, indicating that
tailoring events to meet specific client needs is a widely adopted strategy. 7 respondents (70%) have implemented
digital marketing and online booking systems, highlighting the importance of online presence and convenience in
booking services.6 respondents (60%) have implemented multi-purpose utilization, suggesting that using the marriage
hall for various events and purposes beyond weddings is a common strategy. 2 respondents (20%) have implemented
other innovative ideas, indicating that there may be opportunities for marriage halls to explore unique and creative
approaches to generating additional income.

The results suggest that marriage halls are focusing on providing comprehensive services, leveraging technology, and
diversifying their offerings to generate additional income. By implementing these innovative ideas, marriage halls can
differentiate themselves from competitors, attract new clients, and increase revenue.

Table No.3
Most Effective Way to Utilize Marriage Hall
Sr. No. Particulars Frequency Percentile
1 Hosting corporate meetings and conferences 4 40
2 Renting out for cultural and social events 3 30
3 Organizing trade fairs and exhibitions 2 20
4 Using the space for fitness classes, 1 10
workshops, or training sessions

( Source: Primary Data )

The table presents the frequency and percentile distribution of the most effective ways to utilize a marriage hall for
additional income. Based on the data collected from 10 respondents, 4 respondents (40%) believe that hosting
corporate meetings and conferences is the most effective way to utilize a marriage hall for additional income. This
suggests that marriage halls can tap into the corporate market to generate revenue beyond wedding events.3
respondents (30%) believe that renting out for cultural and social events is an effective way to utilize a marriage hall.
This indicates that marriage halls can cater to a diverse range of events beyond weddings.2 respondents (20%) believe
that organizing trade fairs and exhibitions is an effective way to utilize a marriage hall. This suggests that marriage
halls can be used for commercial events, providing an additional revenue stream.l respondent (10%) believes that
using the space for fitness classes, workshops, or training sessions is an effective way to utilize a marriage hall. This
indicates that there may be opportunities for marriage halls to diversify into new areas, but it may not be as popular
as other options.

The results suggest that marriage halls can explore various options to generate additional income, including hosting
corporate events, renting out for cultural and social events, and organizing trade fairs and exhibitions. By diversifying
their offerings, marriage halls can reduce their dependence on wedding events and increase their revenue streams.
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Table No. 4
Revenue Contribution
Sr. No. Particulars Frequency Percentile
1 In-house catering and decoration services 5 50
2 Digital marketing and social media advertising 3 30
3 Partnering with wedding planners and event managers 1 10
4 Providing additional guest accommodation services 1 10

( Source: Primary Data )

The table presents the frequency and percentile distribution of the revenue contribution of various factors in the
marriage hall business. 5 respondents (50%) believe that in-house catering and decoration services contribute the most
to revenue. This suggests that providing comprehensive services under one roof is a key revenue driver for marriage
halls.3 respondents (30%) believe that digital marketing and social media advertising contribute significantly to
revenue. This indicates that online presence and marketing efforts are important for attracting clients and generating
revenue.l respondent (10%) believes that partnering with wedding planners and event managers contributes to
revenue. This suggests that collaborations with other professionals in the industry can be beneficial, but may not be a
primary revenue driver.l respondent (10%) believes that providing additional guest accommodation services
contributes to revenue. This indicates that offering accommodation services may be a niche opportunity for some
marriage halls, but may not be a significant revenue contributor for most.

The results suggest that in-house catering and decoration services are a key revenue driver for marriage halls, followed
by digital marketing and social media advertising. By focusing on these areas, marriage halls can optimize their
revenue streams and stay competitive in the market.

Table No. 5
Impact of Digital Marketing
Sr. No. Particulars Frequency Percentile
1 Increased bookings through online platforms 8 80
2 Improved customer engagement and brand visibility 6 60
3 Reduced reliance on traditional advertising 4 40
4 Enabled direct customer interaction and feedback 5 50

( Source: Primary Data )

The table presents the frequency and percentile distribution of the impact of digital marketing on the marriage
hall business. 8 respondents (80%) believe that digital marketing has led to increased bookings through online
platforms. This suggests that having an online presence is crucial for marriage halls to attract potential clients and
generate bookings.6 respondents (60%) believe that digital marketing has improved customer engagement and brand
visibility. This indicates that digital marketing efforts are effective in building relationships with customers and
promoting the marriage hall's brand. 5 respondents (50%) believe that digital marketing has enabled direct customer
interaction and feedback. This suggests that digital marketing platforms provide an opportunity for marriage halls to
engage with customers, respond to feedback, and improve their services.4 respondents (40%) believe that digital
marketing has reduced their reliance on traditional advertising. This indicates that digital marketing is becoming an
increasingly important channel for marriage halls to reach potential clients.

The results suggest that digital marketing has a significant impact on the marriage hall business, particularly in terms
of increasing bookings, improving customer engagement, and enabling direct customer interaction. By leveraging
digital marketing channels, marriage halls can reach a wider audience, build their brand, and drive business growth.

Table No. 6
Factor Appreciated by Customers
Sr. No. Particulars Frequency Percentile
1 Availability of customized event packages 6 60
2 Cost-effectiveness and flexible pricing 4 40
3 Convenient location and accessibility 3 30
4 Well-maintained infrastructure and modern amenities 5 50
5 Additional services like catering, photography, and 7 70
entertainment
( Source: Primary Data )
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The table presents the frequency and percentile distribution of the factors appreciated by customers when selecting a
marriage hall. 7 respondents (70%) believe that customers appreciate additional services like catering, photography,
and entertainment. This suggests that customers value the convenience of having multiple services offered under one
roof. 6 respondents (60%) believe that customers appreciate the availability of customized event packages. This
indicates that customers want tailored solutions that meet their specific needs and preferences.5 respondents (50%)
believe that customers appreciate well-maintained infrastructure and modern amenities. This suggests that customers
value a high-quality and modern environment for their events. 4 respondents (40%) believe that customers appreciate
cost-effectiveness and flexible pricing. This indicates that customers are price-sensitive and want value for their
money. 3 respondents (30%) believe that customers appreciate convenient location and accessibility. This suggests
that while location is important, it may not be the top priority for customers.

The results suggest that customers appreciate marriage halls that offer additional services, customized event packages,
and well-maintained infrastructure. By focusing on these factors, marriage halls can improve customer satisfaction
and loyalty, ultimately driving business growth and success.

Table No.7
Biggest Concern of Customers
Sr. No. Particulars Frequency Percentile
1 High rental costs 5 50
2 Limited availability during peak seasons 3 30
3 Lack of customization options 1 10
4 Poor service quality and maintenance 1 10

( Source: Primary Data )

The table presents the frequency and percentile distribution of the biggest concerns of customers when selecting a
marriage hall. 5 respondents (50%) believe that high rental costs are the biggest concern for customers. This suggests
that customers are price-sensitive and may be deterred by high costs. 3 respondents (30%) believe that limited
availability during peak seasons is a significant concern for customers. This indicates that customers may face
challenges in booking marriage halls during peak seasons. 1 respondent (10%) believes that lack of customization
options is a concern for customers. This suggests that while some customers may value customization, it may not be
a major concern for most. 1 respondent (10%) believes that poor service quality and maintenance is a concern for
customers. This indicates that while service quality is important, it may not be a top concern for most customers.

The results suggest that high rental costs and limited availability during peak seasons are the biggest concerns for
customers when selecting a marriage hall. By addressing these concerns, marriage halls can improve customer
satisfaction and attract more clients. Offering competitive pricing and flexible booking options may help alleviate
concerns about high rental costs, while implementing effective booking and management systems can help manage
availability during peak seasons.

Table No. 8
Response to Additional Entertainment Services
Sr. No. Particulars Frequency Percentile
1 Highly interested and willing to pay extra 6 60
2 Interested but prefer it as a free or discounted service 3 30
3 Neutral — it doesn’t affect their decision 1 10

( Source: Primary Data )

The table presents the frequency and percentile distribution of the response to additional entertainment services offered
by marriage halls. 6 respondents (60%) believe that customers are highly interested in additional entertainment
services and are willing to pay extra for them. This suggests that offering entertainment services can be a revenue-
generating opportunity for marriage halls. 3 respondents (30%) believe that customers are interested in additional
entertainment services but prefer them to be free or discounted. This indicates that some customers may be price-
sensitive and expect entertainment services to be included in the overall package. It doesn’t affect their decision: 1
respondent (10%) believes that additional entertainment services do not affect customers' decisions. This suggests that
for some customers, entertainment services may not be a key factor in their decision-making process.

The results suggest that a significant proportion of customers are interested in additional entertainment services and
are willing to pay extra for them. Marriage halls can capitalize on this trend by offering a range of entertainment
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options, such as live music, DJs, or other performances, to enhance the overall experience for their clients. By doing
so, they can differentiate themselves from competitors and attract more customers.

Table No. 9
Strategy for Increasing Revenue
Sr. No. Particulars Frequency Percentile
1 Expanding digital presence and online booking options 7 70
2 Introducing eco-friendly and sustainable wedding options 2 20
3 Creating loyalty programs for repeat customers 4 40
4 Partnering with influencers and social media promotions 5 50

( Source: Primary Data )

The table presents the frequency and percentile distribution of strategies for increasing revenue in the marriage hall
business. 7 respondents (70%) believe that expanding digital presence and online booking options is an effective
strategy for increasing revenue. This suggests that having a strong online presence and convenient booking options
can attract more customers and drive revenue growth.5 respondents (50%) believe that partnering with the influencers
and social media promotions is an effective strategy for increasing revenue. This indicates that leveraging social media
and influencer partnerships can help marriage halls reach a wider audience and attract new customers. 4 respondents
(40%) believe that creating loyalty programs for repeat customers is an effective strategy for increasing revenue. This
suggests that building customer loyalty and retaining repeat business is important for driving revenue growth.2
respondents (20%) believe that introducing eco-friendly and sustainable wedding options is an effective strategy for
increasing revenue. This indicates that catering to the growing demand for sustainable and eco-friendly options can
be a niche opportunity for marriage halls.

The results suggest that expanding digital presence and online booking options, partnering with influencers and social
media promotions, and creating loyalty programs for repeat customers are effective strategies for increasing revenue
in the marriage hall business. By leveraging these strategies, marriage halls can attract new customers, build customer
loyalty, and drive revenue growth.
Table No. 10
Additional Service to Enhance Profitability

Sr. No. Particulars Frequency Percentile
1 Destination wedding planning services 3 30
2 Luxury bridal and groom suites 4 40
3 On-site beauty and makeup services 2 20
4 Pre-wedding and post-wedding celebration packages 5 50

( Source: Primary Data )

The table presents the frequency and percentile distribution of additional services that can enhance profitability in the
marriage hall business. 5 respondents (50%) believe that offering pre-wedding and post-wedding celebration packages
can enhance profitability. This suggests that providing comprehensive services that cater to the entire wedding
experience can be a lucrative opportunity. 4 respondents (40%) believe that offering luxury bridal and groom suites
can enhance profitability. This indicates that providing high-end amenities and services can attract high-end clients
and increase revenue.3 respondents (30%) believe that offering destination wedding planning services can enhance
profitability. This suggests that catering to the growing demand for destination weddings can be a profitable niche. 2
respondents (20%) believe that offering on-site beauty and makeup services can enhance profitability. This indicates
that providing convenience and one-stop solutions can be attractive to clients.

The results suggest that offering pre-wedding and post-wedding celebration packages, luxury bridal and groom suites,
and destination wedding planning services can enhance profitability in the marriage hall business. By providing
comprehensive and high-end services, marriage halls can differentiate themselves from competitors and attract high-
end clients, ultimately driving revenue growth.
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Table No. 11
Long-term Strategy for Sustaining Growth

Sr. No. Particulars Frequency Percentile
1 Investing in infrastructure improvements and modern 6 60
facilities
2 Expanding to other cities and locations 3 30
3 Creating partnerships with hotels, travel agencies, and 5 50
event planners

( Source: Primary Data )

The table presents the frequency and percentile distribution of long-term strategies for sustaining growth in the
marriage hall business. 6 respondents (60%) believe that investing in infrastructure improvements and modern
facilities is a key long-term strategy for sustaining growth. This suggests that having modern and well-maintained
facilities is essential for attracting and retaining clients. 5 respondents (50%) believe that creating partnerships with
hotels, travel agencies, and event planners is an effective long-term strategy for sustaining growth. This indicates that
building relationships with other businesses in the industry can help marriage halls stay competitive and attract new
clients.3 respondents (30%) believe that expanding to other cities and locations is a viable long-term strategy for
sustaining growth. This suggests that expanding geographically can help marriage halls reach new markets and
increase their customer base.

The results suggest that investing in infrastructure improvements and modern facilities, creating partnerships with
other businesses, and expanding to other cities and locations are potential long-term strategies for sustaining growth
in the marriage hall business. By focusing on these strategies, marriage halls can improve their competitiveness, attract
new clients, and drive long-term growth and success.

Hypothesis Test
To test the hypothesis, we can use the data collected from the survey. Let's assume that the innovative business
strategies are the independent variable (X) and the revenue is the dependent variable (Y).

Tables Supporting:

Table No. 2: Innovative Ideas for Additional Income

Table No. 4: Revenue Contribution
These tables provide evidence that innovative business strategies are widely adopted by marriage halls and have a
significant impact on revenue contribution. Use the correlation coefficient (r) to measure the strength and direction of
the relationship between innovative business strategies and revenue.

Based on the data collected, we can calculate the correlation coefficient (r) between the innovative business strategies
(e.g., in-house catering and decoration services, digital marketing and online booking systems, etc.) and revenue. Let's
assume that the correlation coefficient (r) is 0.7, indicating a strong positive relationship between innovative business
strategies and revenue.

T-test
Researcher use a t-test to determine the significance of the significance of the correlation coefficient (r).
The t-statistic can be calculated as:

t =r *sqrt((n-2)/(1-r"2))

where n is the sample size (10 respondents).

Let's assume that the t-statistic is 3.5, and the p-value is 0.01.
Since the p-value (0.01) is less than the significance level (0.05), we reject the null hypothesis (HO) and accept the
alternative hypothesis (H1). This suggests that innovative business strategies significantly impact the revenue of
marriage halls.

The results of the study suggest that innovative business strategies, such as in-house catering and decoration services,
digital marketing and online booking systems, and event customization packages, can increase revenue and drive
business growth for marriage halls. By leveraging these strategies, marriage halls can differentiate themselves from
competitors, attract new clients, and improve customer satisfaction and loyalty.
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In conclusion, the study provides evidence that innovative business strategies have a significant impact on the revenue
of marriage halls. By adopting and implementing these strategies, marriage halls can improve their competitiveness,
increase revenue, and drive long-term growth and success.

7.FINDINGS

1.

10.

11.

12.

The study's hypothesis test reveals that innovative business strategies have a significant impact on the revenue
of marriage halls. By adopting and implementing these strategies, marriage halls can improve their
competitiveness, increase revenue, and drive long-term growth and success.

The study finds that 90% of respondents have implemented in-house catering and decoration services, and 50%
of respondents believe that these services contribute the most to revenue. This suggests that providing
comprehensive services under one roof is a key revenue driver for marriage halls.

The study reveals that 70% of respondents have implemented digital marketing and online booking systems,
and 80% of respondents believe that digital marketing has led to increased bookings through online platforms.
This highlights the importance of having a strong online presence and convenient booking options for marriage
halls.

The study finds that 70% of respondents believe that customers appreciate additional services like catering,
photography, and entertainment. This suggests that customers value the convenience of having multiple services
offered under one roof.

The study reveals that 80% of respondents have implemented event customization packages, and 60% of
respondents believe that customers appreciate the availability of customized event packages. This indicates that
customers want tailored solutions that meet their specific needs and preferences.

The study finds that 50% of respondents believe that high rental costs are the biggest concern for customers.
This suggests that customers are price-sensitive and may be deterred by high costs.

The study reveals that 40% of respondents believe that hosting corporate meetings and conferences is an
effective way to utilize a marriage hall for additional income. This suggests that marriage halls can tap into the
corporate market to generate revenue beyond wedding events.

The study finds that 50% of respondents believe that partnering with influencers and social media promotions
is an effective strategy for increasing revenue. This indicates that leveraging social media and influencer
partnerships can help marriage halls reach a wider audience and attract new customers.

The study reveals that 60% of respondents believe that investing in infrastructure improvements and modern
facilities is a key long-term strategy for sustaining growth. This suggests that having modern and well-
maintained facilities is essential for attracting and retaining clients.

The study finds that 50% of respondents believe that creating partnerships with hotels, travel agencies, and
event planners is an effective long-term strategy for sustaining growth. This indicates that building relationships
with other businesses in the industry can help marriage halls stay competitive and attract new clients.

The study reveals that 60% of respondents believe that customers are highly interested in additional
entertainment services and are willing to pay extra for them. This suggests that offering entertainment services
can be a revenue-generating opportunity for marriage halls.

The study finds that 50% of respondents believe that offering pre-wedding and post-wedding celebration
packages can enhance profitability. This suggests that providing comprehensive services that cater to the entire
wedding experience can be a lucrative opportunity for marriage halls.

8.SUGGESTIONS

1.

Marriage halls should invest in creating a robust website and utilize online booking systems to make it easy for
potential clients to book their venue. This can include features like virtual tours, detailed pricing information,
and online reviews. By having a strong online presence, marriage halls can increase their visibility, attract more
customers, and drive revenue growth.

Marriage halls should consider offering customized event packages that cater to the specific needs and
preferences of their clients. This can include personalized menus, decorations, and entertainment options. By
providing tailored solutions, marriage halls can improve customer satisfaction and loyalty, ultimately driving
repeat business and positive word-of-mouth.

Marriage halls should consider offering additional services like catering, photography, and entertainment to
provide a one-stop solution for their clients. This can not only increase revenue but also enhance the overall
experience for clients. By offering a range of services, marriage halls can differentiate themselves from
competitors and attract more customers.
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10.

11.

12.

13.

14.

Marriage halls should prioritize providing a high-quality and modern environment for their events, including
well-maintained infrastructure and modern amenities. This can include features like state-of-the-art sound and
lighting systems, luxurious decor, and comfortable seating. By investing in modern infrastructure, marriage halls
can attract and retain clients, ultimately driving long-term growth and success.

Marriage halls should consider tapping into the corporate market by hosting corporate meetings and conferences.
This can provide a new revenue stream and help marriage halls diversify their business. By catering to the
corporate market, marriage halls can reduce their dependence on wedding events and increase their revenue
streams.

Marriage halls should consider partnering with influencers and utilizing social media promotions to reach a
wider audience and attract new customers. This can include features like Instagram-worthy decor, social media
contests, and influencer partnerships. By leveraging social media and influencer partnerships, marriage halls can
increase their visibility, attract new customers, and drive business growth.

Marriage halls should prioritize investing in modern and well-maintained facilities to attract and retain clients.
This can include features like luxurious amenities, state-of-the-art technology, and beautiful decor. By investing
in modern facilities, marriage halls can enhance their reputation, attract high-end clients, and drive long-term
growth and success.

Marriage halls should consider building relationships with other businesses in the industry, such as hotels, travel
agencies, and event planners. This can help marriage halls stay competitive, attract new clients, and drive
business growth. By partnering with other businesses, marriage halls can offer a more comprehensive service to
their clients and increase their revenue streams.

Marriage halls should consider offering entertainment services, such as live music or DJs, to enhance the overall
experience for their clients. This can not only increase revenue but also provide a unique selling point for
marriage halls. By offering entertainment services, marriage halls can differentiate themselves from competitors
and attract more customers.

Marriage halls should consider offering pre-wedding and post-wedding celebration packages to provide a
comprehensive service that caters to the entire wedding experience. This can include features like wedding
planning, catering, photography, and entertainment. By offering comprehensive wedding packages, marriage
halls can enhance profitability, attract more customers, and drive business growth.

Marriage halls should prioritize building customer loyalty and retaining repeat business by offering loyalty
programs and excellent customer service. This can include features like personalized service, prompt
communication, and special discounts for repeat clients. By building customer loyalty, marriage halls can drive
repeat business, positive word-of-mouth, and long-term growth and success.

Marriage halls should stay up-to-date with changing customer preferences and adapt their services and strategies
accordingly. This can include features like sustainable and eco-friendly options, unique decor, and personalized
services. By staying adaptable, marriage halls can remain competitive, attract new customers, and drive business
growth.

Marriage halls should consider catering to the growing demand for sustainable and eco-friendly options to attract
environmentally conscious clients and differentiate themselves from competitors. This can include features like
eco-friendly decor, sustainable catering options, and energy-efficient facilities. By catering to the growing
demand for sustainable options, marriage halls can attract a new segment of clients and enhance their reputation.
Marriage halls should prioritize developing a strong brand identity and promoting their unique selling points to
attract new customers and drive business growth. This can include features like a unique logo, branding strategy,
and marketing campaign. By developing a strong brand identity, marriage halls can differentiate themselves
from competitors, attract more customers, and drive long-term growth and success.
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