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[bookmark: _Toc64440303]Introduction
In a cut-through competition of today’s market, it is inevitable for business organisations to critically review their markets (López-Nicolás and Meroño-Cerdán, 2011; Freeman, 2015). A review of the markets will essentially involve the understanding of the needs of the customers. Besides, this will also require an understanding of micro and macro environmental factor, which will substantially contribute to organisational success (Foxall, 2014). For different performance outcomes, each role in the organisation will have its value. It is also important to understand this importance as this can help to identify the gaps, based on which, a training plan can be developed (Chevalier-Roignant et al., 2013; Pitt and Koufopoulos, 2017). In this paper, a review of Rightmove Plc. will be conducted. Starting from an introduction and background of the company, the needs of the customers will be identified. This will be followed by a detailed macro and microanalysis of the company. Subsequently, the importance of the role of Chief Product and Technology Officer (CPTO) will be presented along with the required skills and training plan to conclude the paper. 
[bookmark: _Toc64440304]Background of the company
Rightmove is the largest online property retailer operating in the United Kingdom (UK). The company has been established in 2000 as a result of mergers of four major property agents in the UK, including Royal & Sun Alliance, Countrywide Plc, Connells and Halifax (O’Brien, 2015). Specific details about the company are as hereunder: 
[bookmark: _Toc64440305]Size and Structure 
The company operates through an online portal that allows the property agents to list properties and the individual customers can view the advertisements. As a revenue stream, the company charge the estate agents for listing the properties on its website. Besides this, the company also offer agents other advertisement options that are paid (Rightmove, 2021). The users can explore the property of the desired area to make a deal with the relevant estate agent. 
As far as the structure of the organisation is concerned, it is headed by the Chief Executive Officer (CEO), which is Peter Brooks-Johnson, currently. Chief Financial Officer (CFO) and Company Secretary are directly reported to the CEO of the company. For the board members, the company has four non-executive board members, a chairman and a senior independent director (Rightmove, 2021). 
[bookmark: _Toc64440306]Goals and Mission 
The company has the ultimate goal to “empower the UK’s decision around the property”. For this, the company claims that the state-of-the-art web portal provides simple and easy access to various properties along with relevant information to the buyers. This makes it easy to quickly decide the property of their choice (Rightmove, 2021). 

[bookmark: _Toc64440307]Values 
The company operates around the values of operational efficiency, teamwork, empowerment and technology. Rightmove aspires to be a place where when a customer interacts, it should turn first and engage with the property of its choice. Through software, data and other technological tools, the company want to empower the decision-making of its customers as well as the general audience (Rightmove, 2021). 
[bookmark: _Toc64440308]Customers and their expectations
As demonstrated earlier, the expectations of the customers are essential to identify. This helps an organisation to understand if it is operating according to the needs of the customer. The gaps in this specific area will help the company to improve the outcomes. For Rightmove, the customers of the company include estate agents, letting agents, and new home developers (Rightmove, 2021). As identified earlier, the company generate revenue from these customer segments by offering advertisement products in the form of different packages. The services that the company offers to the customer include access to the property buyers through which these agents can maximise their sales. Specifically, the expectations of the customers will include (Rightmove, 2021): 
1. Maximum lead generation, i.e. the advertisement of the property should have maximum relevant viewers to increase the likelihood of its sales at a better price. 
2. State-of-the-art and technology-driven online web portal that must be easy to use for the property buyers with convenient options to explore the properties. 
3. Competitive prices as compared to other property listing portals and advertisement agencies operating within the UK. 
[bookmark: _Toc64440309]Micro and macro analysis
After identification of the customers’ expectations for the Rightmove, this section will present a micro and macro environmental analysis for the company. The objective of this analysis is to identify the areas that may need attention while meeting the above expectations of the customers. Afterwards, it will be linked with a specific role within the organisation: 
[bookmark: _Toc64440310]PEST Analysis
PEST analysis provides an overview of the macro environment of the organisation (Sammut-Bonnici and Galea, 2015). Specifically, for Rightmove, the details are as hereunder: 
[bookmark: _Toc64440311]Political
The political environment of the country plays a major role in the success of an organisation operating in the real estate agency. Specifically, it influences the performance by regulating property prices, taxation, anti-trust laws in property sales, minimum wage, and privacy laws (Wilkinson, Thompson and ke, 2012). For Rightmove, as of now, the political environment is stable as the company complies with all relevant laws. 
[bookmark: _Toc64440312]Economic 
The property and real estate market has a major link with the economic situation of the country. In case of a downturn in the economy, the real estate market will suffer the most. This is mainly because the disposable income will reduce and the buying power of the consumers will also decline to result in low sales and purchase of the property (Crowe et al., 2013). For the UK, the first quarter of 2020 observed a significant decline in terms of the economy due to COVID-19 (Del Giudice, De Paola and Del Giudice, 2020; Ullah and Sepasgozar, 2020). However, as the situation improves, the economy is becoming stable and the same impact can be seen on the financial performance (share prices) of the Rightmove (Figure 1). 
[image: ]
Figure 1: Trend of share prices of RightMove
Source: Investing.com
[bookmark: _Toc64440313]Social
The social factors are supportive of the business model of Rightmove because of the convenience that its portal offers to the customers. Instead of exploring the estate agents physically, the customers can access the property details in the convenience of their homes. Nonetheless, the situation after COVID-19 has influenced the buying patterns for real estate (CBRE, 2020; Gujral et al., 2020). This may take time to get back its pace. 
[bookmark: _Toc64440314]Technological
The technological environment is among the most influenced factors to the Rightmove. The advancement in technology can further refine the business model of the company. Technology such as 3D photos, virtual tours and holographic images of the property can improve the experience and decision-making choices for the customers (Peiser, 2015). 




SWOT ANALYSIS
Strengths 
•	Excellent brand portfolio with continuous improvement. 
•	Focus on market development and better performance in new markets. 
•	Excellent supplier/agent management. 
•	Low cost structure. 
•	Diversified and skilled workforce. 
•	Focus on strategic partnerships. 
•	Technology-drive business model.
Opportunities 
•	Social media and other internet marketing channels can work as a major sales opportunity. 
•	Technological development such as 3D photos and virtual tours of properties. 
•	Focus on sustainability may also help to attain additional sale channel.
Weaknesses 
•	Lesser focus on research and development. 
•	Inventory days of sales is relatively higher. 
•	Lack of legal knowledge to the employees. 
•	Sector got a high impact of COVID-19. 
Threats 
•	COVID-19 and any other global pandemic. 
•	Increased competition. 
•	High risk of further competitiveness due to low barriers to market entry.
[bookmark: _Toc64440315]Porter’s five forces analysis 
As a microenvironment analysis, Porter’s five forces model has been established around Rightmove. This analysis assesses the company based on five distinct forces that identify the competitive rivalry within the industry. For Rightmove, Porter’s five forces analysis is presented below:

Figure 2: Porter's five forces analysis of Rightmove
Based on the analysis above, it can be argued that the bargaining power of the customers in case of Rightmove are high. This is mainly because of the availability of several advertisement options. As customers have a lot of choices, their bargaining power will be higher (Bouchouicha and Ftiti, 2012). For the bargaining power of the suppliers, it can be rated at a medium level due to the excellency of services as maintained by the Rightmove. The threat of new entrants is higher due to low barriers to market entry (Claire Sanderson and Mary Edwards, 2016). The threat of substitution can be rated at a medium level due to limited options other than the technology used by the Rightmove. Lastly, the industry rivalry is also rated at a medium level due to the competitive advantage maintained by the Rightmove. 
[bookmark: _Toc64440316]Role of Chief Product & Technology Officer
Considering the expectations of the customers and the likely challenges that the company may face in the market, this section of the paper will discuss the role of Chief Product & Technology Office (CPTO). The following sub-sections will present the importance of the role, skills and knowledge needed for the role along with the needs for the training and development: 
[bookmark: _Toc64440317]Importance of the role 
Generally, the role of CPTO holds critical importance in any organisation. Specifically, for a technology-driven company such as the Rightmove, this particular role will be critical. Main responsibilities of this role will include the establishment of policies and procedures using which the company can develop and make use of the latest technology (Hartley, 2011). The objective behind this would certainly include the fulfilment of the customer needs. For instance, in the case under consideration, the CPTO of the Rightmove will be required to conduct a technology audit of the company based on the available technology in the market. After identification of the gap, this position will be responsible to ensure a state-of-the-art technology infrastructure of the company. Other than this, the position of CPTO is also responsible for information security within the organisation. In the case of the Rightmove, the company handles a lot of information about the real estate agents and registered buyers. With regards to this, the position of CPTO is also critical as it is directly controlling the reputation of the company that may get influenced in case of any information security non-compliance (Cetindamar and Pala, 2011). Overall, the position under consideration can act as a key source of competitive advantage for the company by putting it ahead of other operators in terms of technology usage. 
[bookmark: _Toc64440318]Skills and knowledge needed
Broadly, a CPTO should know about all relevant technology and infrastructure related to the particular industry. Besides, the ideal person for this position must have an extensive interest in the development of new technology to ensure a high level of competitive advantage for the organisation. Other than this, as the process of technology development and implementation requires a change within the organisation, the position must also have skills and competencies to manage change (van der Hoven et al., 2013). Experience in this regard will ensure that the particular position understands the human elements associated with each technology along with the possible factors that may cause a hindrance. Besides this, soft skills would include leadership skills, communication skills and others.  
[bookmark: _Toc64440319]Requirements for training and development 
For new hiring at this particular position, the organisation would not only require training in the areas of need, but a general training related to the organisational policies, values and code of conduct will be required. For this purpose, an orientation of the position will be planned. Subsequently, specifically for the role, training about existing technological infrastructure will be provided to the selected position. Afterwards, the position should be trained on the new projects and technologies that the company is aspiring to implement within the organisation. A training plan for a particular position is presented in Appendix 3 of the paper. 
[bookmark: _Toc64440320]Conclusion
Based on the discussion, the paper can be concluded by arguing that Rightmove is the largest online property retailer operating in the United Kingdom (UK). The company operates through an online portal that allows the property agents to list properties and the individual customers can view the advertisements. As a revenue stream, the company charge the estate agents for listing the properties on its website. Rightmove operates around the values of operational efficiency, teamwork, empowerment and technology. From the analysis, the company may face the challenges of low revenue due to COVID-19 and subsequent social changes. However, by focusing on technology, the company may maintain a competitive advantage. For this purpose, the role of CPTO will have particular importance for the company. Specifically, for a technology-driven company such as the Rightmove, this particular role will be critical. By following the training and development plan as presented in the paper, the company can make effective use of this role to ensure its competitiveness in the market. 
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[bookmark: _Toc64440324]Appendix 2: Training plan
	Sr#
	Training 
	Timeline 

	1
	The orientation of the organisation 
	Mar-2021

	2
	The existing infrastructure of technology within Rightmove
	Mar-2021

	3
	New technology projects 
	Apr-2021






[bookmark: _Toc64440326]Appendix 3: The business model canvas of Rightmove Plc. 
[image: https://lh3.googleusercontent.com/proxy/ogrQw0fpc3UThNpno-yO1f5BdLF9iDF30QwllIUt3DgKoH4vkPLjppAIhTZ3qjW5jDMuhnab4fsrDFB_UoqHJpbl4yUQ1gl2pOm82ldgm1L3iWZgI0kJGU3q7DG1GPSW2hHlW6dvjEdiApWkg-og]


Rightmove


Bargaining power of suppliers: Medium


Bargaining power of customers: High


Threat of new entrants: High


Threat of substitutes: Medium


Industry rivarly: Medium
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