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Introduction 

It was 8 a.m. on Saturday morning, and Sanjay Danani had come in early to his office at The Cage in 
Kallang, Singapore. He s�ll had an hour before his scheduled futsal game (a form of soccer played 
indoors on a hard court) with a group of friends. The 9 a.m. game has become a regular exercise session 
for the 10 of them, all in their 50s, ever since Sanjay and his business partner, Rajesh Mulani, founded 
The Cage in 2005. He was proud of what he and Rajesh had created—a fully homegrown company where 
people can play a game of their favorite sport, rain or shine, at any �me of the day with friends and 
family.  

Despite the venue’s apparent atrac�veness, recent trends and developments that could impact the 
business were very much on Sanjay’s mind, including youths’ preference for online games, connec�ng 
with customers through social media, a push for cashless transac�ons, and considera�on of a poten�al 
expansion into a new loca�on. 

Background 

The Cage is a small to medium size business based in Singapore. The ini�al futsal facility had 5 vs. 5 futsal 
pitches (courts), which remain the mainstay, but it expanded into bigger pitches for 7 vs. 7 and 11 vs. 11 
game variants. The facility also diversified into other games and events, such as cricket, archery, and 
birthday celebra�ons. 

Sanjay and Rajesh are avid soccer fans who spoted an opportunity to provide indoor spor�ng facili�es 
and connect with people through sports. Singapore is known for its heavy rainfall, so the customers 
loved the offerings to be able to play regardless of weather. Business was booming and from their 
flagship loca�on in Kallang, they have since expanded to two new loca�ons: Bukit Timah and Home 
United FC Youth Football Academy. All three loca�ons are described in Table 1 on the following page and 
the customer base is further described on Tabe 2. 

Given the nature of The Cage’s business, op�mizing capacity and maximizing the yield from each 
available game slot are key success factors. Online, over-the-counter, and telephone booking systems are 
available. The online booking shows facility availability in real-�me and payment is collected at the �me 
of booking. For over-the-counter and telephone bookings, staff are also able to see the real-�me 
availability. The business also depends heavily on word-of-mouth adver�sing 



 

 

 

 

 

 

 

 



Details 

- The Cage relies heavily on word-of-mouth recommenda�ons from sa�sfied customers. Instagram 
and Facebook accounts are ac�ve, but the reach has been minimal so far with limited pos�ng. 
 

- Online bookings are paid at the �me of booking. For customers that walk in, they are able to make a 
cash or electronic payment a�er their game (this was important to the owners so that the 
customers do not feel it is a transac�onal rela�onship).  

 
- The facili�es are high-quality: equipment is maintained, all spaces are cleaned regularly, staff is well-

trained. Coolers are provided next to the courts to keep beverages cold and GoPros are set up to 
record the game for serious players who want to review it.  

 
- Customer rela�onships are very important at The Cage. New customers receive $5 play vouchers 

when feedback is given and regulars are offered complimentary sessions when there are open slots. 
The staff are ac�vely engaged with the customers.  

 

As Sanjay’s 9:00 a.m game approaches, the next focus for The Cage weighs heavily on his mind. He 
knows they need to address the compe��on from online gaming with the youth. Social media 
interac�on and using their pla�orms to increase u�liza�on could be a great next step. Going cashless 
would cause less administra�ve work and free up �me for his team members to focus on other things. 
And expanding to a new loca�on would bring in a whole new customer base. All of it sounds great – but 
he knows he can only focus on one thing at a �me. 

 

Task 

 From the four concerns on Sanjay’s mind (how to compete with online gaming to increase younger 
customers, using their social media to engage with customers and increase space u�liza�on, going 
cashless, and expanding to an addi�onal loca�on), select the one that you believe is the next right step 
for The Cage. 

Complete a SWOT (Strengths, Weaknesses, Opportuni�es, and Threats) analysis on your choice and 
explain why you believe your choice will help The Cage succeed. On November 3rd, you will make a 10-
minute presenta�on with a PowerPoint or PDF slides that can be projected, sharing your choice for 
Sanjay and The Cage and the SWOT analysis that supports it. It is encouraged that all team members 
par�cipate in the presenta�on. 


