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Suburban Beads

My name is Daniel Grasu and I’m in charge with the orders processing operation known as workflow process to. I’m responsible with picking the items for our customers, packing the items in the right package and to deliver the parcels to a shipping carrier. As a shipment carrier we have chosen to work with Royal Mail because they are doing international delivery to in over 60 countries.
My responsibilities in Suburban Beads TLD company is to ensure that our customers will receives the right product when they want it, where they want because we want to keep our customers satisfied (Paul, 2012).  Another task is to be sure that our stocks are up-to-date and that we have all the physical resources necessary for our business to work smoothly. 
 We are a small company or how I like to say, “we are a family” and our communes’ activities and tasks are splitted between us and we are supporting an helping each other (acting as a team) because we have one commune goal: to keep our customers satisfied and to grow up our business. (Kanaga and Kossler, 2011)
Because our company will operate on the internet being an online shop, we’ll not have to many physical resources. We are working from our houses and all the products will be stock at my house, so in my case our physical resource will be formed from bracelets stock, shipping bags, shipping boxes, postage poly mailing bags, a printer to print the shipment labels, a laptop and my own car witch I will use it to transport parcels from my house to the post office. (Sanders, 2010)
Because we’ll not have a street shop or an office where we can establish daily meeting, our communication channels need to be very clearly, and we need to eliminate all the barriers and filters between us to avoid conflicts and to work in a professional way. (Means and Rankin, 2010)
For that if we want to success, we must join our efforts to reach this common goal by dooing our jobs in a collaboratively, efficient and effective way possible by helping and supporting each other. Effective teamwork is one of the core elements of a high-performance company. Establishing an efficient atmosphere of teamwork is based on management, leadership styles, and flexibility. (West, 2012)
In many cases the conflict will appear when the team members don’t know they role in the organization, if they don’t communicate clearly by eliminating the barriers between them or they will stop acting and working as a team. At separate phases there is a need for distinct team positions, and teams should have the flexibility to do so. (R. M. Belbin, 2010)
Being so many online companies which are selling the same products as us, is very important for us to know there’s strengths and weaknesses to be able to stay competitive. A very useful tool used by us to know our competitors better is known as SWOT analysis. The SWOT analysis can reveal our competitors Strengths (S), Weaknesses (W), Opportunities (O) and Threats (T) an is helping us to understand how our competitors Weaknesses can become our Strengths, our competitors Threats can become our Opportunities and our competitors Strengths can become our Opportunities. (Sarsby, 2016)
Another tool used by us to understand and train our self-awareness, personal development, improving team communications, team development and intergroup relationships is known as Johari Window (Hamzah et al., 2016)







For this we have chose 3 main competitors which can provide us a better idea regarding what we can improve on our business.

One of our competitors is EBAY (where our customers can find the cheapest chakra bracelet):
 
S	– Low price (2.99 $) 

W	– Unknown quality (products imported from China)
	– Long delivery time 

O	– Wholesale company selling to the public 

T	– New more professional and reliable companies on the market.

Project yourself and Higher Chakra are the second competitors’ study by us. Thy are the most expensive online shops where our customers can find chakra bracelets starting from £11 up to 39.99 $. Because are on the same level we have combined their SWOT analyses in one.

S	– They have a very good-looking website
– They have very attractive offers
– They are focused on wellbeing effects of chakra

W	– There website is focused on nice wellbeing customers
– They have a slow delivery

O	– They have a potential for better service

T	– A new company who will provide a better service at a better price.

Based on our competitor’s SWOT analysis and Johari Window, we decided to concentrate our priorities on a better shipping time at a medium cost and better products quality. 
Our SWOT analyzes look like this:

S	– Our delivery time will be in 3 days or less

W	– Street shop 

O	– Providing a good-quality for a better price
– Involving in wellbeing activities

T	– Brexit (growing up the import price)

To analysis our potential costumers’ needs, before to start our business, we have conducted a survey questionnaire. Based on the survey questionnaire we have found out that sales in 2019 will looking like this:
15% from our customers will order only 1 bracelet at £ 9.99 + £ 2.6 delivery cost
35% from our customers will order 2 bracelets at £ 17 with free delivery
30 % from our customers will order 3 bracelets at £ 22 with free delivery
20% from our customers will order 4 or more bracelets (£ 6 / piece with free delivery next day)



For 2020 we have chose to create a business development plan to grow up our sale and to encourage our customers to buy 3+ bracelet. A business development plan would show us our business direction and will becomes our guide as we move through the year. A business development plan would be considered a best practice to have it, to document it, and then review and monitor it on a regular basis. (Laura, 2014) 
Our development plan for 2020 is including a SMART objective to (Specific, Measurable, Achievable, Realistic / Resourced, Time-based). (Morgan, 2017).
Our aim for 2020 is to grow up the sale for 3 and 4+ bracelet sets (a min 10% raise up for both) and to engage in more social events where we’ll support wellbeing lifestyle.
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