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Consultant Report on the Viability and Practicality for the Creation of an Online Clothing Business  



Abstract

This applied project was a consultant’s report on the viability and practicality for the creation of an online clothing business. This was be done by a consultant conducting two surveys and one set of interviews to determine whether the business that is being consulted does practicality and viability to operate as a self-sustaining business. Of the two surveys one was used to discover the general public’s habits, benefits and motivations to online clothes shopping. With the second survey being a storyboard survey, it showed storyboards and mock examples of an online clothing website. Lastly the consultant conducted interviews with the current employees of the business to discover their weaknesses and strengths with recommendations given on how to improve their overall skills. Background information about the online clothing industry was researched though databases, journals and news articles. These methods of research did allow for detailed information to be gathered for use in this applied project. After all surveys and interviews have been conducted the consultant then did give recommendations to if the business is viable and what can be done to ensure it can be run correctly and to the highest standard possible. The key findings of the project include that people prefer to shop at a locally based online clothing business, that men prefer percentage discount and women prefer a mixture of percentage discount and free delivery for a specific time period. The consultant also gave recommendations for the business to implement for them to become more successful in the future. 






Wellbeing in the workplace has become a growing concern over the years, especially since the COVID-19 pandemic. Organisations have attempted ameliorative intent for short-term amendment of issues, such as offering agile or remote working to employees. However, this research shows that a more preventative intent is needed for employees to adapt for long-term growth. Organisations should attempt to develop the mindset of employees and the organisational benefits section evidences that a more positive mindset of the workforce aids not just employees but also production rates, the organisation as a whole and the economy.
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[bookmark: _Toc131110842][bookmark: _Toc131111999]Chapter 1 – Introduction

This applied project was a consultant’s report on the viability and practicality for the creation of an online clothing business. The business that is being investigated is currently in the early stage of developments with a name, logo and several designs being created. The aim of the business is to be a locally based online clothing business whose products are made from fully or partially recyclable materials with the packaging being used being either fully recyclable or biodegradable. Doing this can show potential customers that they do care about the environment and are putting the environment above all else. The products that they aim to offer to their customers include t-shirts, hoodies, hats, socks and many other options. The products that would be on offer would be a small variety and would increase overtime to ensure that products do not go unsold or take up too much space in storage before being sold. Designs that are on offer will be categorised into collections such as flowers, Greek mythology and tarot cards amongst others. The target audience of the business will be people who are aware of their impact on the environment, looking for new designs which cannot be found elsewhere and people who are aged eighteen and over. 


1.1 – Purpose of the Applied Project

The purpose of the applied project was for the consultant to investigate the business with surveys and interviews being conducted to see if it is financially and logistically possible for the business to operate. After conducting the investigation into the business recommendations will be given by the consultant and what can be done to improve it. These recommendations may include the changing of products to be offered, accessibility of the website and the hiring and training of the employees.




[bookmark: _Toc131110844][bookmark: _Toc131112001]1.2 – Objectives of the Applied Project

The aims of the applied project is for the consultant to investigate a online clothing business and to decide if it is logistically and finally viable for it to operate. The current objective of the applied project are as follows:

Objective 1 – Explore the role of the consultant in aiding the business in the implementation of a business plan. 

Objective 2 – Determine skill sets required to become successful.

Objective 3 – Assessment of target customers to determine the suitability and needs.

Objective 4 – Determine the criteria of a website (platform, name, tools).

Objective 5 – Propose the design of the website.

Objective 6 – Evaluate the early-stage of website design.













[bookmark: _Toc131110845][bookmark: _Toc131112002]Chapter 2 – Role of Consultant 

The consultant’s role in the applied project is to assess the viability and practicality of the online clothing business which is currently in the idea stage of planning. This is being done as consultants are regularly hired by a business so they can assess and give their opinion on what can be done to improve the performance of the business through changes and interventions (Vukotić et al., 2017). Businesses work with consultants for a number of different reasons which include the lack of time to gain further knowledge, the unbiased advice for refocused objectives and the need for experience through expertise (Vukotić et al., 2017).

 The consultant will then conduct an assessment on the business which will include a survey, interviews and storyboard survey. The reasoning for conducting a survey is to discover the general public’s habits, benefits and motivations to online clothes shopping. Doing this can help in the development of the business which could include pricing, offers, marketing and clothing. These could be affected through the idea stage as clothing designs or products offered could be changed, pricing of products could be finalised depending on survey results and be used in the future for when the business launches in the future. Interviews that the consultant conducted with the employees of the business were to assess their current skills, knowledge and experience. After the interviews had taken place, the consultant would assess the answers given and make recommendations using a GAP analysis as to where the employees should work to ensure the best results for the business. The GAP analysis will allow for a detailed investigation into the strengths, weaknesses, opportunities and threats for the business through the current skills, knowledge and experience of the employees. Employee weaknesses and strengths may relate to design, production, sales and or management with the consultant giving recommendations on how to best place the employee in the business. With the consultant giving recommendations on where to place the employees in the business it will allow areas of the business to have the best possible employees placed there for the best possible results. If there are any areas whether no employee has any skills, knowledge or experience then the consultant will recommend the hiring of new employees who do have the skills that are required. The storyboards will be a mock up example of the website at an early stage to show how it may look when customers view it. The early stage of the storyboards can allow the participants who view it to give feedback on how it looks and accessibility when using. If the participants do not like the look, they may suggest changes to it which may include changes to the layout, colour change and accessibility changes (location of links to other pages on website) amongst others. Changes that may be suggested may be implemented quickly if there is a concise agreement amongst the participants or it may be done in the future after further feedback has been attained from new storyboards or surveys. If changes are done in the future comparisons may be done which show the previous version and the new one with the changes and participants choosing on which one, they like the best and why they do so to assist in the finalisation of the website design.

The definition of management consultancy is that a professional independent advisor supports businesses and managers to achieve their objectives and goals by resolving issues in the business, highlighting and grasping new opportunities, applying changes and improving learning (Kubr, 2002).

It is important to state the role of the consultant in this project, and there are many different role types and these depend on the nature of the project and the employees preferences (Kakabadse et al., 2006). The role of the consultant could be categorised as the process role and the resource (Kubr, 2002). 
For the process role the consultant has to enable and assist clients in the reflection and understanding of the process of said business and for the resource role consultants have a specific service to provide to a client’s business using their expertise (Massey & Walker, 1999; Schein, 1998). Having consultants who specialise in either the process or resource role can allow businesses to find a consultant which fits into the needs of the business. Achieving the needs of the business can allow the consultant to fully achieve the aims and objectives set by the client business. This may result in the client either reusing the consultant in the future or them being referred to other businesses due to the knowledge that they do possess. Consultants are not hired to manage business or to make certain decisions for the business but to advisor on certain decisions that the business may take to ensure it receives the highest quality and best advise that is possible at the time (Kipping, 2002; Vukotić et al., 2017). 


Consultants have to be independent when advising a business as it is their responsibility when working with them to work with the current team that needs support and having no authority on decisions that are made (Vukotić et al., 2017).

The knowledge that a consultant possess is broad and externally based when compared to managers which is more specific in relation to the business, the reasoning for this is that the consultant uses the knowledge that they have to provide new information to the business however they may not have the correct information that will apply to the business that is being consulted (Gammelsater, 2002). Improving the professional knowledge of the clients consulted is an important aspect in solving issues that management have (Vukotić et al., 2017). Methods that consultants use will change and improve over time due to working with previous clients and learning from those experiences (Vukotić et al., 2017). Having a variety of different methods can allow the consultant to use specific methods for certain clients to ensure the best possible results possible. 

The reason why consultants are hired by businesses such as the one described in this project include expertise (increased knowledge), externality (external perspective), extension (extra resources) and endorsement (legitimation of a decision) (Matthias, 2013). Consultants may be hired for either one of these reasons or multiple reasons and if businesses do seek consultancy again in the future, they will have a rapport with the consultant who will know their aims and objectives and how they operate. 











[bookmark: _Toc131110846][bookmark: _Toc131112003]Chapter 3 – Literature Review

This chapter evaluates the literature associated with online retail provision and is used to influence the employees in their design of the methods to target potential customer to the project online store. The literature was confined to global retail online studies, in particular exploring and evaluating factors that influence and affect customer to a niche retail online store. Online clothing shopping has changed drastically in recent years for a number of reasons which include COVID-19, cost of living crisis and the loss of physical stores. In the United Kingdom online sales in May 2022 equated to 26.6% of all official retail sales when compared to February 2020 when it was 19.7% (Office for National Statistics, 2022). 

  
[bookmark: _Toc131110847][bookmark: _Toc131112004]3.1 – Influencing Factors

The main influencing reasons for people shopping online are availability, low price, promotions, comparison, convenience, customer service, perceived ease of use, attitude, time consciousness, trust and variety seeking (Jadhav & Khanna, 2016). Additionally, according to Morganosky & Cude (2000) as well as To et al., (2007) shoppers value the way in which online shopping offers time efficiency, convenience and opportunity for personalised products. This shows that shoppers are looking for convenience, time efficiency/time consciousness and personalised products/variety seeking. Convenience refers to the way in which shoppers can purchase online at any time or place instead of going to a physical store where they may have barriers to do so. The number of times that shoppers travel to a physical store is associated with the distance to reach said store as the closer the store is to the shopper, the more times they will visit in a month (Gustat et al., 2015). Gustat et al., (2015) did find that if shoppers have access to a car, it does not have a significant relation to distance travelled by shoppers. While the research largely concentrated on food retail the depth and scope of the research design lended itself to good comparison with clothing retail.  This shows that distance is a higher issue for shoppers as further a shop is from them then the less times, they will visit a month and if a similar shop does open closer to them then they may decide to change stores. Online shops avoid this issue as customers can shop and purchase items at any time and place so there should not be any barriers for customers to shop. Sinai & Waldfogel (2004) found that the further away customers were from the store, the more they will purchase online.  Interestingly, Lee et al., (2015) stated that distance from the nearest shopping centre did not have an effect on shopping online. In 2020 Kaushik et al., conducted a study where they discovered that there were seven categories with forty factors that online retailers need to implement in order to become successful and then ranked them in order of significance and importance. The seven categories include webstore aesthetics, product attributes, post order convenience, tactile information and webstore image (Kaushik et al., 2020). 
  

[bookmark: _Toc131110848][bookmark: _Toc131112005]3.2 – Product Variety

The ability to offer product variety and personalised products can open another opportunity for new customers to be enticed to a business as others may not offer all or some of these services. Cho & Fiorito (2009) as well as Cho (2012) stated that the ability for customers to customise their products to their specifications is an important factor for customers when choosing an online shop from which to make their purchases. This shows that in order to become successful, there needs to be a variety of products and product categories on offer so that there is a sufficient choice available to customers when making a decision on which products to purchase (Huyghe et al., 2017; Nisar and Prabhakar, 2017). The ability to customise or personalise products by a business could be achieved through a variety of methods which include the offering of products in different colours, the customisation of products for events and the recommending of products based on searches or previous purchases. Recommendations of products to purchase based on a customer’s interests, needs and preferences can lead to improvements in the products that are tailor suggested and recommended for purchase in the future (Schreiner et al., 2019; Ampadu et al., 2022). 



[bookmark: _Toc131110849][bookmark: _Toc131112006]3.3 – Customer Marketing
  
Customer marketing can be done through e-mails which is a tool that is key in maintaining communication with customers so that they can be informed of new products, offers or any other information that the brand wishes to give to their customers.  The cost of email marketing to customers in 2011 was approximately $1.5 billion (Kim et al., 2011; Reimers et al., 2016). Doing this can ensure customers are reached directly as it can lead to visits to a website and causes the impulse purchasing of products on the websites (Dawson and Kim, 2010). Automatic emails are sent as a result of customers completing certain actions – this is known as triggered email marketing (Goic et al., 2021). Messages that customers would receive may recommend potential products to purchase or remind them about certain products recently viewed to convince them to purchase said item as they already have an interest in purchasing it (Goic et al., 2021). Marketing that is triggered can lead to an increase of 14% in terms of visits to a website (Sahni et al., 2019). However, if the customer does not act on the triggered advertisement the effectiveness of it decreases as time passes since the visit that generated the triggered email (Sahni et al., 2019). 
 
  
[bookmark: _Toc131110850][bookmark: _Toc131112007]3.4 – Important Factor for Shoppers When Purchasing Products

As time constraints is an important factor for shoppers when purchasing products online, they should be given easy access to shop through the creation of a website where accessibility to find products is a key as they have very little time to shop (Cachero-Martínez & Vázquez-Casielles, 2021). Accessibility and easy access to operate a website as a shopper must be a high priority due to shoppers having very little time to shop due to the time constraints they currently face (Morganosky & Cude, 2000; To et al., 2007; Cachero-Martínez & Vázquez-Casielles, 2021). As the majority of shoppers currently have time constraints when shopping they will want the products that they have purchased to arrive as soon as possible after purchase with very little effort made by themselves, this will result in an increasing number of customers who are loyal to the business (Cachero-Martínez & Vázquez-Casielles, 2021). This is backed up by Kaushik et al., (2020) study which stated that post order convenience is a significant category in becoming a successful online retailer.  
  
Once a purchase has happened the business needs to offer sufficient support to the customer to ensure it is as convenient as possible (Roy Dholakia & Zhao, 2010; Hasan, 2016). Support for customers can be improved through the offering of a direct telephone number with no cost or a website link where any issues can be solved swiftly (Kaushik et al., 2020). A tracking facility for order is a significant factor in satisfaction and intentions for repurchase in online shopping (Roy Dholakia & Zhao, 2010). Online retailers who offer a variety of options for delivery such as normal delivery, instant delivery, fast delivery, specific location delivery and low-priced delivery will be preferred by customers over retailers who do not (Roy Dholakia & Zhao, 2010; Luo et al., 2012; Laudon & Traver, 2013; Hasan, 2016). A return policy which is flexible and offering easy returns can assist in improving business performance as trust from customer can increase as well as repeat purchase behaviour (Blut et al., 2015; Oghazi et al., 2018).

The average number of clothes that are purchased by customers per trip/order is 3.67 items of clothing (Frick & Matthies, 2020). This means that although 3.67 items of clothing is the average it can be more depending on the purchaser and the occasion for which they are purchasing as the percentage of people that purchase clothing online varies as people get older. In 2022, 51% of the 16-24 year olds who shopped online purchased clothing as compared to 49% of 25-54 year olds (Eurostat, 2023). For ages 55-74 the percentage drops to 26% and as an overall for the European Union, online clothing shopping was 42% (Eurostat, 2023). This shows that as people age, they are less likely to shop online for clothes then those who are younger than them. This is backed up by Frick & Matthias (2020) who discovered that as age increased the level of items purchased decreased and that income had a positive effect on the number of items that are purchased online. Frick & Matthias (2020) also discovered in their research surveys that from 84% of participants who had purchased clothing in the previous three months, 66% had bought from physical stores and 60% had purchased from online. 
   
  
[bookmark: _Toc131110851][bookmark: _Toc131112008]3.5 – Recycling Clothing 

Recycling of clothing in the fashion industry is very limited as less than 15% of the billions of items that are in use are going to be recycled when they reach the end of their useful life with the bulk reaching landfills (Ellen MacArthur Foundation, 2017). If clothes are donated to either charity or second-hand shops, approximately 20% of clothes that are donated are resold while the remaining 80% are either shipped to countries who do not require them or are recycled (Bryant, 2018). Wardrobes and other storage that contain clothing which is not being used or hoarded can be seen as a waste as there is a chance that it may ultimately reach a landfill (Harris et al., 2016). Although there are currently websites such as Depop or ClosetShare that allow people to sell their clothing online to other people it may not result in all clothing that is uploaded to the website being sold and may still result in unsold clothing being sent to a landfill (Price, 2019). 
  
Another method of customers recycling their used products so they can be reused is by donating them at a number of stores who will put them to good use; some of the brands which do this include H&M and Primark (Lascity & Cairns, 2020; Primark, 2020). In both H&M and Primark the method in which clothing is donated is through recycling boxes where clothing that is from any brand or in any condition can be donated (H&M Group, 2023, Primark, 2020). Clothing which is donated can be recycled, repurposed or reused and then sold as second hand clothing (H&M Group, 2023, Primark, 2020). If clothing is repurposed it may be used to make new products which include insulation, stuffing for toys or cleaning cloths (H&M Group, 2023, Primark, 2020). Allowing customers to recycle clothing no matter the brand within their stores can allow them to build trust in the brand as it does show that they do have concerns for the environment and are taking steps to ensure the environment is not affected negatively (Xie et al., 2021).




[bookmark: _Toc131110852][bookmark: _Toc131112009]3.6 – Marketing Communications

Customer marketing to can be done through e-mails which is a tool that is key in maintaining communication with customers where they would be informed of new products, offers or any other information that the brand wishes to give to their customers with the cost of email marketing to customers in 2011 was approximately $1.5 billion (Kim et al., 2011; Reimers et al., 2016). Doing this can ensure customers are reached directly it can lead to visits to a website and causes the impulse purchasing of products on the websites (Dawson and Kim, 2010). Automatic email is done through triggered email marketing where customers would receive an automatic message to them after they have completed certain actions (Goic et al., 2021). Messages that customers would receive may recommend potential products to purchase or remind them about certain products recently viewed to convince them to purchase said item as they already have an interest in purchasing it (Goic et al., 2021). Marketing that is triggered can lead to an increase of 14% in terms of visits to a website (Sahni et al., 2019). However, if the customer does not act on the triggered advertisement the effectiveness of it decreases as time passes from the visit that generated the triggered ad (Sahni et al., 2019).
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For the project the research paradigm involved use of a mixed method approach as both quantitative and qualitative data needs to be collected. Quantitative data collection will be done through surveys as it will be used to collect data that contains information about specific numbers (number of items purchased monthly or types of clothing purchased). Qualitative data collection is done through interviews as the data collected from them will be of a personal feeling as interviewees answers can be about the interviewee’s skills, experiences and answers will differ between each interview. 

The collection of data for the applied project started from September of 2022 and will continue until early of March 2023. The data analysis involves data that was collected from a variety of different methods such as journal articles, books, surveys, interviews and online research which include news websites. Data that was collected from the different sources was done to guarantee that all potential and relevant data is collected for the applied project. Data was collected through surveys to allow a neutral and valid opinion from the general public to be heard where there will be no biases or prejudice to certain answers. The general public that answered the survey were of mixed age, spend etc. The variety of questions that were asked include ratings questions, frequency questions, categorical questions and yes and no questions.

The research data that was collected was from highly reputable sources with any research from sources that are either questionable or not reliable being excluded from data used in the applied project. Journal articles that were used in the research for the applied project were collected using the following method which was conducting a search on the UWTSD library system and on Google Scholar and then searching on other database search systems for journal articles such as ProQuest, Ebook Central and NewsBank. The initial search on the databases for research will have a limited time scale search at seven years with the reasoning for this is that the research and data that will be included in the applied project is of a high quality, current and up to date. Once the initial databases searches have been completed there may be additional searches that need to take place to investigate particular areas of research which do require more investigation due to results from any surveys, interviews or any other reason. The reasoning for this is to ensure that for the applied project that all the areas of interest are covered with every single potential question being answered fully.

One of the primary sources of data collection will be a survey with the participants being recruited to complete it through the sharing of it on social media. The survey will be shared on social media as this can allow a large amount of people to complete it which will result in a large number of people to complete it. The data that has been produced from it would allow for the reveal of new insights in online clothes shopping which may not have previously been reported. The survey was shared on a variety of social which included Facebook, Instagram, Twitter and Linkedin with the participants of the survey being of various ages, occupations, locations etc. It allowed that data collected from the survey to be an accurate and true reflection of the general public and how they shop with their motivations and habits. The main disadvantage of using a survey in the research approach is that with the survey being shared publicly on social media the likelihood of the people completing it who know the research is highly likely. If a sufficient amount of people did not complete the survey it would mean that the data has been collected may not be sufficient to perform the analysis tests on SPSS. If the analysis cannot be performed to a normal standard it could result in data not being completely accurate when it is analysed as with the more responses that are collected, it means that the data will be more accurate. Another disadvantage could be that the participants of the survey either not completing the survey truthfully or misinterpreting the questions that are being asked. The secondary sources of data collection would be from databases and other sources of research which include books, journal articles and online research such as news websites. The sources of information that will be looked at for the applied project will be from credible sources so that the information and data that will be collected is up to date and current. If any information sources are not credible that can negatively affect the applied project as it can lead to incorrect information being discussed within the discussion section. Incorrect information that is included and compared to any primary research data that is collected it potentially could lead to comparisons that would not normally correlate as the primary data would not normally match the secondary data collected.

The first survey (appendix 9.1) that took place was conducted through Microsoft Forms with the data then being exported to Microsoft Excel and then onto SPSS so it could then be analysed for correlations. The correlations will allow for the discovery of any new links in terms of customers habits, motivations and benefits to shopping online for clothes.

The interviews that will take place will be a GAP analysis (appendix 9.3 and 9.4) which will be a detailed investigation into the business’ strengths, weaknesses, opportunities and threats. The consultant will interview the employees of the business to find out their strength and weakness in terms of their skills such as design, production, sales and management. After the interviews have taken place, the consultant then would provide recommendations on the strengths of the employees and to which areas of the business they should focus their work attention to. In regard to their weaknesses recommendations will then be given in to how the employee can approve their skills in areas where they do have weaknesses. If there is an area of weakness for the majority of the employees, then the consultant may recommend in hiring a new employee who does have the particular set of skills that is required. By either improving the skills of the employees currently working in the business or hiring people with new skills it should improve the business overall whether that is an improved product or improved management of the business.

A second survey will then take place which will ask a small group of participants to view storyboards (appendix 9.5) and critique examples of a mock online clothing website that would display examples of a home page, product page, checkout page and product category page. Participants would give feedback on the overall look of the pages and what they like or dislike about the examples shown with any changes that they would like to be seen to make it easier to either operate or view as a customer. The changes that the participants could suggest may be layout changes, colour changes, accessibility changes and more. If there is a large number of changes which are suggested by the participants, then the consultant may recommend either implementing the exact changes suggested or similar changes depending on the variety of changes suggested. The changes that may be implemented could be done either over a short period of time or a long period of time. If the changes are done over a long period, the consultant may wish to perform more surveys over time to see if customers have either noticed and or liked the changes that have taken place. If changes are done over a short period a survey can be done which compares the changes to what the website was previously with the participants rating and commenting on if the changes are better than what was there previously. 


[bookmark: _Toc131110854][bookmark: _Toc131112011]4.1 – Planned Data Analysis 

Once all of the responses of the first survey have been collected the results of the survey will then be exported to Microsoft Excel which will then be configured prior to the results being transferred to SPSS for the analysis of the data. The number of participants that the research is hoping for at least 100 responses for the survey. Data will be tested for Crosstabulations, Correlations and Chi-Square Tests with the possibility that other tests being conducted also. Lastly analysis of the data will take place and then be discussed to see if there is any significant insights or findings using the data that has been collected which can help the explanation of the data that is being analysed. The presentation of the research will be shown in an applied research project with charts, tables and figures being used to display the data that has been collected which will assist in the explanation of the data that has been analysed. Presentation of the data will be divided into separate section with the sections focusing on either Crosstabulations, Correlations and Chi-Square Tests, etc. This will allow the different sections to be devoted to the explanation of each of the test results. When the results of the research survey have been analysed it may allow for the unearthing of potentially new information which is related to how people purchase clothing online as well as their motivations, habits and benefits in doing so.


[bookmark: _Toc131110855][bookmark: _Toc131112012]4.2 – Research Planning and Ethics

The ethical concern is very limited for the university due to the type of research that will be taking place. The research that will be conducted will be happening through a variety of different methods which include an online survey and interviews. For the online surveys all of the participants data will be anonymised so no personal data can be linked to any one person who completes the survey. None of the following data will be collected from the online survey which include names, emails, addresses and other personal contact information. This will be done so the risk of any breaches of information can be reduced to as minimal as possible as the participants will not be able to be identified from the answers that were given in the survey. The software resources that will be primarily used in surveys and the analysis will be SPSS and Microsoft 365. The physical resources which will be used will be an Apple MacBook Pro that the researcher undertaking the research currently does own. There is no requirement for any specialist equipment to carry out the research so there will be a very low overall expense for the university. The applied project’s budget is zero since the required software resources are easily accessible from the university so no extra costs would occur during the undertaking of the research. As no additional costs will be occurred the need for funding will not be needed from the university itself so there will be a positive motive for the proposal to be accepted for ethical approval from the university.

The applied project timeline commenced in January of 2023, and it will end in March of 2023 with the first stage of project running during January 2023. The second stage will be running during February 2023, the third stage will start in February 2023 and end in March of 2023 with the final stage of the applied project will be running during March 2023. Research which will be undertaken will be taking place in various overlapping stages with each stage being allocated a set amount of time. Development of the Research question with the research into the databases taking place will happen first during January of 2023. The creation of the survey with the sharing of it to social media so participants can answer the survey and additional detailed databases searches taking place for specific areas of research taking place during February of 2023. Collection of data from the surveys with the data being inputted into SPSS for the analysis of it for the applied project will beginning in February of 2023 and end in March of 2023. The last stage of the applied project will take place during March of 2023 which will consist of the research collected from the databases and data from the survey being discussed and analysed. Even though the timeline has been established in the table below there may be certain sections of the stages where the start or the ending might change if it does do so the editing of the timeline would need to happen so the changes would match the changes that have already taken place.




Chart One: Research Applied Project Timeline
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The chapter reveals the results from the three methods which are the following:
1. Customer Surveys (What are your habits, motivations and benefits to online clothes shopping?)
2. GAP Analysis
3. Website Storyboards

The twenty customer surveys results are summarised in the appendix 9.1 and the key findings are reported in detail below.



















[bookmark: _Toc131110857][bookmark: _Toc131112014]5.1 – Customer Surveys (What are your Habits, Motivations and Benefits to Online Clothes Shopping?)

	Correlations

	
	What is your gender?
	Do you prefer clothes arriving altogether or when it is all in stock in multiple deliveries?

	What is your gender?
	Pearson Correlation
	1
	-.005

	
	Sig. (2-tailed)
	
	.971

	
	N
	61
	61

	Do you prefer clothes arriving altogether or when it is all in stock in multiple deliveries?
	Pearson Correlation
	-.005
	1

	
	Sig. (2-tailed)
	.971
	

	
	N
	61
	61


Correlation One: What is your Gender vs. Do you Prefer Clothes Arriving Altogether or When it is All in Stock in Multiple Deliveries?

The correlation shows that both genders want clothes to appear at the same time as it is a strong correlation however the correlation is not significant. 









	What is your gender? * How much would you pay for a new t-shirt for a specific occasion?

 Crosstabulation

	Count  

	
	How much would you pay for a new t-shirt for a specific occasion?
	Total

	
	£0-£9
	£10-£19
	£20-£29
	£30+
	

	What is your gender?
	Male
	3
	9
	2
	1
	15

	
	Female
	6
	21
	14
	5
	46

	Total
	9
	30
	16
	6
	61


Crosstabulation One: What is your Gender? Vs. How Much Would you Pay For a New T-Shirt For a Specific Occasion?

The data shows that for males they would happily pay between £10-£19 for a new t-shirt and for females the amount they would pay is spread as 21 females would pay between £10-£19 and 14 would pay between £20-£29 for a new t-shirt. Although there is slight drop for females it is still a high number when compared to the answers for both £0-£9 and £30+. 











	How much do you spend monthly on online clothes shopping? * Do you recommend shopping online to others?

 Crosstabulation

	Count  

	
	Do you recommend shopping online to others?
	Total

	
	Yes
	No
	

	How much do you spend monthly on online clothes shopping?
	£0-£49
	29
	8
	37

	
	£50-£99
	19
	0
	19

	
	£100-£149
	5
	0
	5

	Total
	53
	8
	61


Crosstabulation Two: How Much Do You Spend Monthly on Online Clothes Shopping? Vs. Do you Recommend Shopping Online to Others?

Despite the price that people pay monthly for clothing online the majority of people do recommend shopping online to others instead of shopping in store.













	Would you prefer to shop from a national online clothing business or a locally based online clothing business? * Do you prefer clothes arriving altogether or when it is all in stock in multiple deliveries?

 Crosstabulation

	Count  

	
	Do you prefer clothes arriving altogether or when it is all in stock in multiple deliveries?
	Total

	
	Altogether
	Multiple Deliveries
	

	Would you prefer to shop from a national online clothing business or a locally based online clothing business?
	National
	15
	6
	21

	
	Locally
	34
	6
	40

	Total
	49
	12
	61


Crosstabulation Three: Would you Prefer to Shop from a National Online Clothing Business or a Locally Based Online Clothing Business? Vs. Do you Prefer Clothes Arriving Altogether or When it is all in Stock in Multiple Deliveries?

The crosstabulations shows that the majority of people wish to have any orders they place from a locally based online clothing brand to come altogether in one delivery. The reasoning behind this could be for convenience as having all the products ordered arrive at varying times and dates could be an inconvenience as if they are not available when it arrives, they may have to visit a post depot to retrieve their order numerous times.






	What is your gender? * If a loyalty system is being used what rewards/benefits would you prefer most? Crosstabulation

	Count  

	
	If a loyalty system is being used what rewards/benefits would you prefer most?
	Total

	
	Free Delivery For A Certain Length Of Time
	Free Merchandise
	Percentage Discount
	Exclusive Offers
	Early Access To New Products
	

	What is your gender?
	Male
	4
	0
	10
	1
	0
	15

	
	Female
	19
	2
	21
	2
	2
	46

	Total
	23
	2
	31
	3
	2
	61


Crosstabulation Four: What is your Gender? Vs. If a Loyalty System is Being Used what Rewards/Benefits Would you Prefer Most?

When looking at the data it shows the preferred loyalty system reward that men the preferred reward is a percentage discount while for females it is split between percentage discount and free delivery for a certain length of time. This means that for males the main reward that could be offered is percentage discount and for females it can be split between percentage discount and free delivery. Splitting the reward could be for certain occasions or times of the year one of the rewards is offered and for the rest the other reward is offered to customers.






	What is your gender? * What types of clothes do you purchase online mostly? (Pick one option)

 Crosstabulation

	Count  

	
	What types of clothes do you purchase online mostly? (Pick one option)
	Total

	
	Shoes
	Trousers
	T-Shirts
	Shirts
	Coats
	Jumpers
	

	What is your gender?
	Male
	8
	1
	2
	2
	1
	1
	15

	
	Female
	15
	5
	12
	5
	2
	7
	46

	Total
	23
	6
	14
	7
	3
	8
	61


Crosstabulation Five: What is your Gender? Vs. What Types of Clothes Do you Purchase Online Mostly? (Pick One Option)

The crosstabulation shows that overall, the most popular item of clothing that customers would purchase online would be shoes (26 votes) which is then followed by t-shirts (14 votes). It shows that the high majority of products that should be offered should be shoes and t-shirts as that is the current demand from customers.


[bookmark: _Toc131110858][bookmark: _Toc131112015]5.2 – Consultant GAP Analysis

After the consultant conducts interviews in which the employees of the business were interviewed about their skills finding out their strengths and weaknesses (appendix 9.3 and 9.4). The results of the interviews discovered that for Employee A currently their strengths are experience in management, design process and running a team and sales. For Employee B their current strengths are experience in design process, production of clothing and marketing. This means that the current weaknesses in the business are finances, this can be solved be the hiring of an employee who has the desired skills and experience in finance. Even though Employee B does have experience in marketing the business may wish to hire an additional employee to assist in the production of the marketing for them. The reason for doing this is to ensure that Employee B’s workload is not too much for them, and that they are not overloaded. If they did become overloaded, then their standard of work may slip and the work that is produced may be substandard when compared to it normally. The employees that are currently employed could still undergoing training in their strengths and weaknesses doing this can help the standard of work produced to increase while improving on their current weaknesses to improve their skills and understanding in said areas.


[bookmark: _Toc131110859][bookmark: _Toc131112016]5.3 – Storyboard Design for Online Retail Store

The storyboard survey results shown that although the participants liked the contrasting colours of the mock website and the ability for the photos of products to be shown as a slideshow without having to scroll through the photos themselves (appendix 9.5). However, the participants did feel that it was quite bare and there was not enough information given about the products that were shown. The information that they required were detailed descriptions about products, ability to view product colour variety without accessing product page and recommendations to other products based on the product that is being viewed. The images below show the following the brand logo, product category page, specific product page and the checkout page. The questions that were asked to the participants include what changes would you make to the following images?, do you like the layout shown? and is there any features which you do like?.
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[bookmark: _Toc131110861][bookmark: _Toc131112018]6.1 – Key Findings - Survey

1. The results show that the public want to shop online for clothing as it convenient for them, who normally order two or three items per order and who would rather order from a locally based brand instead of a nationally based brand. 
2. Other discovering’s from the survey which was investigating the general public’s habits, benefits and motivations to online clothes shopping include that the most popular items to purchase are shoes (26 votes) which is then followed by t-shirts (14 votes), males prefer percentage discount and women prefer a mixture of percentage discount and free delivery and that people prefer purchasing from a locally based brand instead of a nationally based brand. 
3. The results of the survey can help the business build a customer base as the information that has been collected can be used to help produce clothing, designs, pricing and marketing amongst other topics. As the results of the survey do show that people would purchase from an online locally based clothing business the consultant does recommend that the business should look into researching further into the area to gain more information on the online clothing market. 

The limitations of the survey are that the number of participants (sixty-one participants) who completed it was lower than the overall aim of one hundred participants. This means that the information that was collected may not be completed reliable as the more data that is collected it will become more reliable as it will reflect the general public’s habits, benefits and motivations to online clothes shopping. Another limitation includes the data that was collected may not be enough data to make certain decisions so another survey would have to conducted to gain the data that is required. The disadvantage with conducting another survey is that the same people may not complete the second survey and that people may not want to complete another survey so the participants numbers may be similar or less than the first survey.

[bookmark: _Toc131110862][bookmark: _Toc131112019]6.2 – Key Findings – GAP Analysis

The results of the employee interviews shows that although the current employees do have some of the skills that are required for working at an online clothing brand, they do not have all the skills that are required. Therefore, the consultant recommends that the business should hire more employees who do have the skills and the experience in the areas that the current employees are lacking in. Even though this may be a significant cost to the business initially it can allow for the business to grow and improve at a steady pace and with a high quality of work. Additionally, the consultant does recommend that the current employees undergoing further training in the areas where they do have strengths and also their weaknesses so that their standard of work can improve significantly and to improve any of their weaknesses which can be their understanding of the area and skills.

The limitations of the GAP analysis are that there were a limited number of employees at the business being consulted as this would highly likely result in the consultant recommending increasing the number of employees due to the low number employed currently.


[bookmark: _Toc131110863][bookmark: _Toc131112020]6.3 – Key Findings – Storyboard Customer Responses

Results of the storyboard show that the participants like the colours of the website and the ability for the photos of products to be shown as a slideshow without having to scroll through the photos themselves however they felt that the website was bare. This can be solved through adding more detail to the products as was recommended by the survey participants.  


[bookmark: _Toc131110864][bookmark: _Toc131112021]6.4 – Recommendations

1. A main recommendation that was given was ability to view product colour variety without accessing product page and recommendations to other products based on the product that is being viewed. These issues can be solved through the hiring of a professional website designer who can create a professional looking website that will appeal to potential customers. 
2. Hiring a professional website designer can give the website all the required functions needed to become successful. These functions can include have recommendations given to customers based on their interests (products favourited) and previous purchases, the ability to track orders placed and the ability to set up triggered marketing through accounts and orders delivered. The reasoning for implementing these functions is that products that are recommended for purchase based on their interests, needs and preferences it can cause the recommendations and suggestions for products to purchase to improve (Schreiner et al., 2019; Ampadu et al., 2022). 
3. Offering online tracking for customers is an important factor for them in terms of their intentions to repurchase from the brand implementing it and satisfaction (Roy Dholakia & Zhao, 2010).
4. Hiring additional employees to expand the business and improve the skill set of the employees as the new employee’s strengths will be in the areas of weakness which the current employees do have. Additional training will be recommended so strengths can be improved as well the weaknesses that the employees have. 


The limitations of the storyboards are the limited number of storyboards shown to the participants as only four were shown. If more were shown, then the overall results may have differed from the results gained during this applied project. The storyboards which could be included in the future would be a homepage, recommendations page and a clearance page.








[bookmark: _Toc131110865][bookmark: _Toc131112022]Chapter 7 – Conclusion

The consultant found that the business is viable as people do prefer to shop at an online clothing business from the results of the survey, storyboards, interviews and background research conducted. This investigation by the consultant has found that there is a desire for an online clothing business by the general public with the results of the surveys determining the products that should be offered, marketing and potential pricing of products. Recommendations on the how the look of the website can be improved do show that the basis of the website the participants liked and the changes suggested can allow the website to become successful in the future.  

The objective summaries that the consultant investigated included determination of skill sets, assessment of target customers and evaluation of early stage website design amongst others. These were addressed by the consultant as they conducted surveys, interviews and storyboards for analysis and provided recommendations to the areas that need improvement. 

The overall limitations of the applied project are as follows. The limitations of the survey were the lower than expected numbers who completed the survey when the aim was to have a minimum of one hundred participants. The limitation of the GAP analysis was that there was a limited number of employees at the business being consulted with only two currently employed and the limitation of the storyboard was the limited number of storyboards shown to the participants. The reliability of the data results could be improved through the increasing number of participants who do complete the survey it will result in more data that can be analysed. Some of the results may differ as more participants complete the survey but it will mean the results are more reliable. The issue of bias in the applied project through a variety of different methods. For the survey the participants could be anyone as long as they were over the age of eighteen however there may be bias from the participants as the survey was shared on social media so some of the answers may not have been entirely truthful. Bias from the storyboards could be from the limited number of participants used where one person may suggest a change with the rest of the groups agreeing with it even though they do not as they do not have any suggestions themselves. Bias from the consultant interviews would be limited as the consultant is not an employee of the business and is only looking to improve the business through the recommendations that they will give. 

The follow up question for the next applied project would be How Does Pricing Affect Clothing Purchases For Men and Women?. This would be investigated through another future project which would investigate said question. The reasoning for conducting this research in the future as in the survey it found for a t-shirt that the majority of men would pay between £10-£19 and the majority of women would pay between £10-£29. This research would aim to discover the differences in what men and women would pay for clothing and the reasoning behind that.
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[bookmark: _Toc131110868][bookmark: _Toc131112025]9.1 – What Are your Habits, Motivations and Benefits to Online Clothes Shopping? Results


Graph One: What is your gender?


Graph Two: What is your Age?


Graph Three: What are the Benefits to Online Shopping?


Graph Four: What Types of Clothes do you Purchase Online Mostly?


Graph Five: How Much do you Spend Monthly on Online Clothes Shopping?


Graph Six: How Often do you Purchase Clothes Online?


Graph Seven: When Shopping Online How Many Items Will you Buy at One Time?


Graph Eight: How Much Would you Pay for a New T-Shirt for a Specific Occasion?


Graph Nine: Do you Purchase New Clothing for a Special Occasion or Wear an Item you Already Own?


Graph Ten: How Do you Prefer Receiving Marketing Information About Clothes?


Graph Eleven: If a Loyalty System is Being Used What Rewards/Benefits Would you Prefer Most?


Graph Twelve: Do you Purchase Clothing More for the Discount or an Occasion?


Graph Thirteen: What Percentage of Discount Do you See Most Often in Online Clothing Business Advertising?


Graph Fourteen: What Type of Discount Would Convince you to Purchase Clothing Online?


Graph Fifteen: Would you Prefer to Shop From a National Online Clothing Business or a Locally Based Online Clothing Business?


Graph Sixteen: When Placing Orders Do you Pay for the Delivery or Spend a Certain Amount for the Free Delivery?


Graph Seventeen: How Often Do you Purchase Clothing to Replace Another Item of Clothing?


Graph Eighteen: Do you Prefer Clothes Arriving Altogether or When it is all in Stock in Multiple Deliveries?


Graph Nineteen: Do you Prefer Clothes Shopping Online on a Website or on an App?


Graph Twenty: Do you Recommend Shopping Online to Others?


[bookmark: _Toc131110869][bookmark: _Toc131112026]9.2 – Survey Participant Consent

Thank you for your interest in my research. Before you start the questionnaire, I need to make sure you know what my research is about, what your involvement will be, and confirm that you agree to take part.

By clicking on this link you agree to take part in the research and you are stating that you understand the following:
 
·I am participating in a research study;
·My participation in this research is voluntary and I am free to withdraw at any time without giving a reason;
·My identity cannot be linked to my data and that all information I give remains anonymous;
·If I have any questions about this research I can email 1705088@student.uwtsd.ac.uk


[bookmark: _Toc131110870][bookmark: _Toc131112027]9.3 – Consultant Interview Employee A

Q. 1 What skills do you possess in the design process (e.g., initial product creation, design and storyboards)

The skills that I possess in design include a GCSE in Art in which I created and designed a project which included prints and t-shirts based around plants. During the creation of the project, I came up with the concept, initial designs, alternative designs, storyboards and final designs used in the project.

Q. 2 What experience do you have in marketing (e.g., creation of content)

The experience that I have in marketing is from my background in hospitality working in a pub and DJing in clubs and in my university work. In university I have studied marketing and advertising through various modules throughout the time I have spent there. Outside of university and in my work in the hospitality industry I have assisted in the creation of some social media posts for the pub that I work in which includes wording of posts and assisting in the layout of photos used in social media posts. For my DJing work I have to market myself to the public, venues and to other artists to increase my notoriety and hopefully increase my popularity and bookings in the future.


Q. 3 What experience do you have in sales (e.g., upselling, selling to large groups)

Experience that I have in sales comes from my work in a pub in which I have to sell products to the public. The selling of products can include the upselling of certain products to them which may be premium products, doubles over single spirits and bottles of wine instead of glasses amongst others. Having this ability to sell and upsell to the public can allow me to sell to people no matter the person or situation. 

Q. 4 What experience and skills do you have in the production of producing new clothes (e.g., printing)

The skills that I have in the production of clothing comes from my time studying GCSE art where I designed and created t-shirts for my art project. 

Q. 5 What experience do you have in managing finances?

Experience that I have in managing finances comes from managing my personal finances to ensure that all my bills and outgoings are paid on time and correctly. 

Q. 6 What skills and experience do you have in running a team or organisation?

The skills and experience I have in running a team comes from when I am running a shift in the pub that I work in. When running a shift, I have to oversee the all the operations of the pub to ensure food is cooked and prepared correctly and safely so it can be served to customers, drinks are served correctly and in a timely manner and that all the customers. If issues do arise, I have to find a solution to solve it as quickly as possible to make sure that no complaints occur and have a negative effect on the business.


[bookmark: _Toc131110871][bookmark: _Toc131112028]9.4 – Consultant Interview Employee B

Q. 1 What skills do you possess in the design process (e.g., initial product creation, design and storyboards)

I have a Degree in Costume Design and Associated Crafts and the main aspect I focused on in my years at uni was the design process. I learnt how to use useful programs like Photoshop, InDesign and Illustrator and in recent years I’ve taught myself how to use ProCreate. From this experience I have a good understanding of the initial design stage to the development and making any improvements and adjustments to make the best possible outcome. In recent years I have designed business logos and posters for my friends and family. I have also designed a few tattoo ideas/concepts for friends to take as inspiration for tattoos.

Q. 2 What experience do you have in marketing (e.g., creation of content)

I mainly focus on the making aspect of things during my time at uni I created multiple costumes some were for a brief with real life clients and others were for my final project which I decided the concept and the brief. From this I have a good understanding of ensuring things are made to the best possible quality and able to meet deadlines and how to display items to the clientele. With the growth of online presence, I have experience creating posters, tiktoks/reels, and social media specific content eg. Instagram stories.

Q. 3 What experience do you have in sales (e.g., upselling, selling to large groups)

I currently work in a local supermarket so have many years of retail experience I understand the ideas of upselling or pushing sales of specific items to consumers. And have somewhat an understanding of consumer behaviours.

Q. 4 What experience and skills do you have in the production of producing new clothes (e.g., printing)

With my degree I have the ability of making clothes from scratch from the very first stages of drafting my own patterns and pattern cutting to then the construction of garments. I do also have experience and knowledge into the different forms of textile printing and have wanted to explore screen printing further as I find the process fascinating. Some examples of the garments I have made previously include period specific garments ( a Tudor doublet and breeches), era specific garments so a blouse and trouser set inspired by the 60s/70s, I have also had to hand paint leotards for a production of the musical ‘Cats’ and in my final year I designed my own patterned fabric that I made into cargo trousers and made a leather bikers jacket.

Q. 5 What experience do you have in managing finances?

Personally, over the years I have found myself in a much better space and find managing finances much easier with having added responsibilities as growing older. Professionally with my experience I’ve had to set myself budgets for projects and working out cost factors to see how viable it all is to get done within that budget and if there are any hurdles, I’ve also learned how to overcome them or figure out a different way or cheaper alternative to stay within budget but to achieve the same outcome. Also, with working on small productions and theatre groups sometimes there is no budget for costumes so you learn to be resourceful and work with what you can and sometimes repurpose old costumes to fit this new show.

Q. 6 What skills and experience do you have in running a team or organisation?

With working on shows you’re always a part of a team I have experienced multiple roles within this and have worked as a head designer who worked closely with the director to try make their visions come to life with the costume designs whilst also making them good enough for the making team to interpreted and make. I have also been a part of the making side of working in a costume department.
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Image One – Website Storyboard
What is your Gender?

Male	Female	Other	15	46	0	

What is your Age?

<	18	18-24	25-34	35-44	45-54	55-64	65-74	75+	0	12	11	2	11	19	6	0	


What are the Benefits to Online Shopping?

Convenience	Time 	Work Commitments	Family Commitments	Lifestyle	53	5	1	0	2	


What Types of Clothes do you Purchase Online Mostly?

Shoes	Trousers	T-Shirts	Shirts	Coats	Jumpers	23	6	14	7	3	8	


How Much do you Spend Monthly on Online Clothes Shopping?

£0-£49	£50-£99	£100-£149	£150-£199	£200-£249	£250-£299	£300+	37	19	5	0	0	0	0	


How Often do you Purchase Clothes Online?

All the Time	Very Often	Sometimes	Rarely	Never	6	15	27	13	0	

When Shopping Online How Many Items Will you Buy at One Time?

One	Two	Three	Four	Five	Six	Seven or More	11	21	18	6	2	0	3	


How Much Would you Pay for a New T-Shirt for a Specific Occasion?

£0-£9	£10-£19	£20-£29	£30+	9	30	16	6	

Do you Purchase New Clothing for a Special Occasion or Wear an Item you Already Own?

Purchase Clothing	Wear Clothing Item Already Own	34	27	

How Do you Prefer Receiving Marketing Information About Clothes?

E-mail	Text	Advertisement	Push Notification	Post	41	2	10	3	5	

If a Loyalty System is Being Used What Rewards/Benefits Would you Prefer Most?

Free Delivery for a Certain Length of Time	Free Merchandise	Percentage Discount 	Exclusive Offers	Early Access to New Products	23	2	31	3	2	

Do you Purchase Clothing More for the Discount or an Occasion?

Discount	Occassion	32	29	

What Percentage of Discount Do you See Most Often in Online Clothing Business Advertising?

0%-9%	10%-19%	20%-29%	30%-39%	40%-49%	50%-59%	60%+	8	18	23	6	1	4	1	


What Type of Discount Would Convince you to Purchase Clothing Online?

Percentage Discount	Free Delivery	Buy One Get One Free	Holiday Event Discount	32	19	10	0	

Would you Prefer to Shop From a National Online Clothing Business or a Locally Based Online Clothing Business?

National	Locally	21	40	

When Placing Orders Do you Pay for the Delivery or Spend a Certain Amount for the Free Delivery?

Pay for Delivery	Spend Certain Amount for Free Delivery	16	45	

How Often Do you Purchase Clothing to Replace Another Item of Clothing?

0-3 Months	4-6 Months	7-9 Months	10-12 Months	1 Year Plus	7	17	8	5	24	

Do you Prefer Clothes Arriving Altogether or When it is all in Stock in Multiple Deliveries?

Altogether	Multiple Deliveries	49	12	

Do you Prefer Clothes Shopping Online on a Website or on an App?

Website	App	47	14	

Do you Recommend Shopping Online to Others?

Yes	No	52	9	

Applied Project Timeline

Days Since Start	Research Subject Area	Creating Survey Questions	Creating First Survey	Publish First Survey	Collect First Survey Data	Research Specific Databases	Analyse First Survey Data	Discuss Survey Data	Discuss Research Collected	Create Second Survey	Publish Second Survey	Create Business Plan	Analyse Second Survey Data	Create Academic Poster	Submit Independent Project	7	10	14	21	28	35	40	40	45	50	59	65	79	Days Left For Completion	Research Subject Area	Creating Survey Questions	Creating First Survey	Publish First Survey	Collect First Survey Data	Research Specific Databases	Analyse First Survey Data	Discuss Survey Data	Discuss Research Collected	Create Second Survey	Publish Second Survey	Create Business Plan	Analyse Second Survey Data	Create Academic Poster	Submit Independent Project	60	7	3	4	21	40	10	30	30	5	14	25	10	15	10	



42

14

image2.png




image3.png
— -

Apart Apparel Front Birth Flower Collection

£20 £20




image4.png
THE MEDUSA

PRODUCT INFORMATION

100% COTTON, MODEL IS 5'5" AND WEARS SIZE M

COLOUR

SIZE

QUANTITY

ADD TO BAG





image5.png
CHECKOUT

APART APPAREL
QUANTITY 1 SIZEM

SUBTOTAL £20
DELIVERY £2
TOTAL £22

@ PAY WITH CARD
B PAY WITH PAYPAL

’
' PAY WITH APPLE PAY





image1.jpeg
PRIFYSGOL CYMRU ———
S Y Drindod Dewi Sant
UNIVERSITY OF WALES

Trinity Saint David





