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MANAGING ENTERPRISE 



Executive summary 
The industry of electronics is primarily made up of the Company's design, manufacture, and service and assembles the products of electronic appliances. These products include the materials, components, parts, and the equipment that are useful for the electronics principles for performing their crucial functions. This overall process needs a lot of attention because it gives a considerable pressure to the engineering teams and the design teams for developing and creating the products in new innovative ways with better and faster services and also at a cheap rate as Arnald's Tech hub Private Ltd. Company. In this report, the primary focus point will be on the business overview of Arnald's Tech hub Private Ltd. and their products and services. This report will discuss the market audit and the target market of Arnald's Tech hub Private Ltd. This report will also discuss the marketing plan and management team of Arnald's Tech hub Private Ltd. to understand the position of the Company that will help them to expand their business.
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1. Business overview
Electronic goods and appliances are electronic equipment for daily life usage. The industry of electronics is primarily made up of the Company's design, manufacture, and service and assembles the products of electronic appliances. These products include the materials, components, parts, and the equipment that are useful for the electronics principles for performing their crucial functions. These products range from consumer electronics such as smartphones, TV, medical equipment such as dialysis machines and monitors of heartbeat, discrete components such as circuits, industrial equipment such as robots, networking equipment and communication such as switchboards and routers (Cakirca et al. 2018). This industry is mainly supported by several electronic industries such as aviation, telecommunications, automotive, healthcare and entertainment. The business industry of electronics is primarily driven through the process of innovation and massive money with efforts for research and development to make improvement and design the products and the parts and also to improve the processes of manufacturing, and Arnald's Tech hub Private Ltd. is also one of them. 
The companies of the electronic business are always in a substantial tough competition for implementing the ideas regarding the innovation and also introduce the emerging technology that is in the market. This overall process needs a lot of attention because it gives a considerable pressure to the engineering teams and the design teams for developing and creating the products in new innovative ways with better and faster services and also at a cheap rate as Arnald's Tech hub Private Ltd. Company. This also implies the enormous pressures on the marketing teams and sales team for driving the sales and ensuring that the margins of the profits remain above the cost of the production and above the cost of the operation. There are several business companies that are also experimenting and utilizing advanced analytics for providing the insight which will help to improve the overall process, and this will bring maximum profit for the business organization. These types of business companies are also specializing in specific niches for maintaining profitability and guarantee sustainability. There Are also several manufacturing companies of electronic business who are manufacturing the outsourcing and the production of the products. The rise of the CEM (Contract Electronics Manufacturing) and the EMS (Electronic Manufacturing Service) are the contracts to manufacture the products parts of the other companies in the same field (Ahmed, 2017). They also provide different types of "value-added service", tha allows the companies under the contract to concentrate the effort of them and on the other strategies which are essential to driving their sales and will help them to compete with either business companies in the global market.
[bookmark: _Toc57387353]1.1. Key functions of Arnald's Tech hub Private Ltd.
There are several critical functions of the electronic business industry, especially to Arnald's Tech hub Private Ltd. These are described below:
Development of the project and engineering
Development of the project and engineering is one of the critical functions of the electronic business Company, which helps to grow the business, especially to Arnald's Tech hub Private Ltd. This process includes the process of conceptualization of the idea of redesigning the product. The development of the product and the teams of the engineer are expected for designing, performing tests, making prototypes, and also roll out the service of the products (Park and Huh, 2018). They also help to design the innovative techniques and tools for making faster products at low cost.

Figure 1: Key functions of Arnald's Tech hub Private Ltd.
(Source: Self Created)
Manufacturing
One of the primary and critical functions of the electronic business Company is the manufacturing which helps to get maximum benefits for the Company, especially to Arnald's Tech hub Private Ltd. The department of manufacturing is expected to transform the design of the product into a real and workable product. They also help to collaborate with the team of designers for exploring the best innovation and improvement products to make the product at low cost and faster product (Muguruza et al. 2017). They also help the team of the supply chain for improving the efficiency of the process of manufacturing.
Operation of supply chain
Operation of the supply chain is one of the critical functions of the electronic business Company, which helps to grow the business. This department is expected to be tasked with the raw material storage, process procurement, and the distribution of the final and complete products to the customers. They must be efficient in the productivity of order improvement and ensure that the products and the goods reach the customer on time (Chatterjee et al. 2018). They also work with the channels of the sales for managing the inventory, with the partnership of the team of manufacturing for processing the orders, and with the providers of the transportation for planning the delivery of the products, primarily to Arnald's Tech hub Private Ltd. 
Sales
One of the primary and critical functions of the electronic business Company is the sales which help to get maximum benefits for the Company, especially to Arnald's Tech hub Private Ltd. The primary task of the measles department is to generate revenue through product selling, and this needs to be done for the overall business. They work with the team of marketing for creating the strategic plans which will help them in penetrating the new markets with boosting the performance of the sales (Ando et al. 2020). They also give feedback to the various teams such as designing, manufacturing and managing for adding the product's value. 
Marketing 
Marketing is one of the critical functions of the electronic business Company, which helps to grow the business. This process includes the prompting factor and the factor of creating the right image for the product of the Company, especially to Arnald's Tech hub Private Ltd. This will help them to grow their market share and chance of maximum profit from the market. This overall process is done through several channels such as platforms of social media, TV, programmes of customer loyalty, campaigns of promotion to the target market (Hendriyani and Auliana, 2018). This department also helps to research the market and make a partnership with the sales by improving the performance of the sales and developing the market plans.
Customer service
One of the primary and critical functions of the electronic business Company is the customer service which helps to get maximum benefits for the Company with the satisfaction of the customers, especially to Arnald's Tech hub Private Ltd. The primary job of customer care is to directly communicate with the consumers and give answers to their queries for resolving their complaints. This overall process needs to be done through the process of one-on-one, and this process includes the medium of online chatting or over the phone. In this step, they also provide clear insight and feedback to a relevant department that needs to change in their process.
Accounts and finance
Accounts and finance are one of the critical functions of the electronic business Company, which helps to grow the business. The department of accounts and finance mainly work with the operations of the finance of the Company. This process includes the different factors such as maintaining the records of the accounting, financial projects and the operation related to the Company, creating the controls of budget and finance, managing the cash and the preparation of the financial statement (Stefanovova et al. 2020). This process helps the Company to maintain a clear record of the finance and manage the account for the overall operations of the business for Arnald's Company, especially to Arnald's Tech hub Private Ltd. 
Human resources
One of the primary and critical functions of the electronic business Company is the human resources which help to get maximum benefits for the Company, especially to Arnald's Tech hub Private Ltd. The primary job for this team is to deal with employee-related matters such as the process recruitment, their benefits, their compensation, their salary, etc. (Shobaki et al. 2017). This department also helps the organization to manage the legal obligations for the Company such as tax, permits, license etc. 
Information technology
Information technology is one of the critical functions of the electronic business Company, which helps to grow the business of Arnald's Tech hub Private Ltd. The department of information technology primarily works to plan, communicate, the infrastructure and the equipment, and also to establish and maintain the networking for the organization (Costa et al. 2017). They also help to accept the new technological system for improving the product quality, the production process and help to design the unique process which will help Arnald's Tech hub Private Ltd. to expand their markets and increase the level of profit. 
[bookmark: _Toc57387354]1.2. Key competitive advantages of Arnald's Tech hub Private Ltd.
There are several key competitive advantages of the electronic business industry, especially to Arnald's Tech hub Private Ltd. These are described below:
Technological advanced
The technology was, is and will be the essential factor to determine the profitable and sustainable factor in the industry of electronics. Technological advance is one of the key competitive advantages of the electronic business Company, especially to Arnald's Tech hub Private Ltd. which helps to grow the business. This Company needs to invest more in the process of research and development, in the process of restructuring the overall process and becoming more service-oriented through the help of the advantage of technology such as Internet Of Things. The manufactures the electronic equipment needed to use the automation and robotics service for improving the productivity level and efficiency level of Arnald's Tech hub Private Ltd. 

Figure 2: Key competitive advantages
(Source: Self Created)
Information
One of the primary and key competitive advantages of the electronic business Company is the human resources which help to get maximum benefits for Arnald's Tech hub Private Ltd. Information needs to be obtained, processed and transmitted that are less costly now these days. Through the acquired knowledge, this Company can rethink and analyze the overall system such as the development of the product, designing of the product and the strategy of the sales and marketing. In this stage, the Company also can follow the feedback of the customers, which is based on the satisfying level of the needs of the customers. Through this process, customers also get a chance to be aware of the products and their prices with its advantages. The Arnald's Tech hub Private Ltd. Company needs to introduce different strategies of the product differentiation for cash and counter to the empowerment of the customers.
Globalization
Globalization is one of the key competitive advantages of the electronic business Company, especially to Arnald's Tech hub Private Ltd. which helps to grow the business. In the new era internet is providing a channel with low-cost to the companies of the electronic business industry for the retail distribution. Nowadays, the electronic products of Arnald's Tech hub Private Ltd. can be delivered to the customers in the world within a few days. This process has empowered Arnald's Tech hub Private Ltd. Company to stamp their presence in the international market (Babenko et al. 2019). This Company is now competing with the other companies in the areas of cost matters and in the level of efficiency. They are also opening a broader market with several geographical areas for the growth of the organization in the area of electronic goods and appliances.
[bookmark: _Toc57387355]2. Products and services
There are several products and services of Arnald's Tech hub Private Ltd, here best innovation and improvement products to make the product with low cost and faster product. The industry of electronics is primarily made up with the companies which design, manufacture, service, and assembles the products of electronic appliances. These products include the materials, components, parts, and the equipment that are useful for the electronics principles for performing their crucial functions. These products range from consumer electronics such as smartphones, TV, medical equipment such as dialysis machines and monitors of heartbeat, discrete components such as circuits, industrial equipment such as robots, networking equipment and communication such as switchboards and routers. The development of the product and the teams of the engineer are expected for designing, performing tests, making prototypes, and also rolling out the service of the products. They also help to design the innovative techniques and tools for making faster products at low cost; through this process, customers also get a chance to be aware of the products and their prices with its advantages. Nowadays, the electronic products of Arnald's Tech hub Private Ltd. can be delivered to the customers in the world within a few days. This process has empowered Arnald's Tech hub Private Ltd Company to stamp their presence in the international market (Scur and Barbosa, 2017). This Company is now competing with the other companies in the areas of cost matters and in the level of efficiency, which is helping them to grow their business and make maximum profit from the business.
[bookmark: _Toc57387356]3. Market audit 
[bookmark: _Toc57387357]3.1. Defining the process 
The marketing audit is the analysis and examination in a comprehensive way for the activities of the marketing, objectives and the goals of the marketing. Through the implementation process of the audit, there is a scope of taking a look for the way the marketing efforts are managed and planned, and also the way of performance related to the objectives and goals of the original plan of marketing (Azizkhani et al. 2018). The marketing audit is a unique way of accessing the marketing plan and also asking the department the working process for the better adjustment and necessary correction. This is useful for Arnald's Tech hub Private Ltd Company to get attached to the products, brand and the services and also to re-focusing the efforts in the marketing area. This can also be useful for reminding the initial objectives, goals and the current efforts. This process is also helping to know the working process and the progressing of the process and helping to improve in the areas of necessary through the help of reinvigorating the efforts of marketing. Through this process, Arnald's Tech hub Private Ltd. Company audits its business of marketing.  
[bookmark: _Toc57387358]3.2. Components
There are several components of a successful and effective marketing audit, which helps Arnald's Tech hub Private Ltd. Company to be one of the best companies in their business areas (Kosenko et al. 2019). These several components are discussed below:
Comprehensive: This is one of the key components of the marketing audit. In this component, it looks and analyzes the challenges and issues regarding the marketing of the business for Arnald's Tech hub Private Ltd. Company.
Systematic: This type of components help the Company for the better marketing audit as this involves the steps of marketing audit on an orderly basis.

Figure 3: Components of the Market audit
(Source: Self Created)
Independent: This is one of the key components of the marketing audit. In this component, the marketing audit is independent as it cannot be influenced through the developers and implementers of the plan of marketing.
Periodic: This type of components help the Company for the better marketing audit as this is conducted through the frequency of regularity. A proper frequency of the Company must have the data of annual aor alternative years. 
[bookmark: _Toc57387359]3.3. Aspects
There are several aspects of a successful and effective marketing audit, which helps Arnald's Tech hub Private Ltd. Company to be one of the best companies in their business areas and in their growth (Skornik et al. 2020). These several components are discussed below:
SWOT analysis from the perspectives of the customers: SWOT analysis from the perspectives of the customers is an essential aspect for the marketing audit of Arnald's Tech hub Private Ltd. Company as this helps the Company to know the strength, weakness, opportunity and threat of the companies from the perspectives of the customers. This process is helping them to know the real situation of the Company from the viewpoint of the customers. 
Market research for consumers and prospects: One of the major aspects of Arnald's Tech hub Private Ltd. Company’s marketing audit is the Market research for consumers and prospects that help the Company to understand the fact of customer’s buying criteria’s. The process also helps the Company to know the choices of the customers and develop their services and the products to improve the overall service of the Company.

Figure 4: Components of the Market audit
(Source: Self Created)
Competitor analysis: Competitor analysis is an essential aspect for the marketing audit of Arnald's Tech hub Private Ltd. Company as this helps the Company to analyze the details of their competitors in the market. This also helps to make a difference from the competitors in the areas of their services and the products with the strategy of mystery shopping. This process is essential to improve the business strategy or the marketing strategy for organizational growth.
Internal Marketing environment (communication): One of the major aspects of Arnald's Tech hub Private Ltd. Company’s marketing audit is the Internal Marketing environment as this is the process of internal analysis of the Company's market sales. This process refers to proper communication with the heads of the departments for the development in the organization such as Tech hub Private Ltd. Company. This includes the relationship status of the Company with the customers and the material for the marketing operations. 
External Marketing environment (pestle): External Marketing environment is an essential aspect for the marketing audit of Arnald's Tech hub Private Ltd. Company as this helps the Company to analyze the external factors of the marketing environment. This process includes the PESTLE analysis of Tech hub Private Ltd. Company. Through this process of PESTLE analysis, the Company can analyze the major factors of the marketing audit, such as legal, economical, technological, environmental, political, and social. This process will help the Company to develop its marketing strategy according to the need of their marketing needs. 
[bookmark: _Toc57387360]3.4. Purpose 
There are several reasons or the purpose of a successful and effective marketing audit, which helps Arnald's Tech hub Private Ltd. Company to grow their business and to be one of the best companies in their business areas (Kim, 2017). These several purposes of the market audit are discussed below: 
Achieving the goals of the organization: This is essential for the Company to achieve the goals through the analytical process. Through the process of marketing audit, Arnald's Tech hub Private Ltd. Company is running for the goals of the organization to fulfil them. A proper marketing audit helps the Company to know the current situation of the Company and run for its goal to achieve them. 
Areas to develop: There is a need to see the areas which need more focus for developing, there are few challenges in Arnald's Tech hub Private Ltd. Company in the area of their marketing strategy that can be developed through the process of marketing audit. Through this process, this Company is rectifying their faults and developing their marketing process according to their needs.

Figure 5: Purpose of the Market audit
(Source: Self Created)
New strategic ideas: This is essential for Arnald's Tech hub Private Ltd. Company as that helps them to get new ideas and make new strategies according to the market demand. The demand of the market is also related to the needs of the customers and their satisfaction level. This process of marketing audit will help them to understand the market need and make a new marketing strategy for organizational growth. 
Cost and Money saving: This step of the Marketing audit is essential as this step helps the Company to save the money and the time. The regular check-up process of the market helps Arnald's Tech hub Private Ltd. Company to be conscious of marketing activities that are wasting the money and wasting time. Through the process of marketing audit, this Company can reduce the price and cost of the service and the product, including its marketing process for their long-term business. 


[bookmark: _Toc57387361]4. Target market 
Target marketing is an essential factor for Arnald's Tech hub Private Ltd. Company as this factor helps them to get the maximum profit for their organization. The three strategies of the targeting market allow the Company for accomplishing the segmentation process with the process targeting and positioning (Strobl et al. 2020). This process refers to the people that are targeted by the organization as their buying process, their likes and unlikes, and their needs. 
[bookmark: _Toc57387362]4.1. Identification process
The identification process is very much essential for a Company to get the target market for their business and expand their business with the market demand and with the satisfaction of the customers. The Arnald's Tech hub Private Ltd. Companies give attention to the process of identifying where they identify the target market according to their needs and objectives. This process identification for the target market includes several elements such as the demand of the product, the geographical situation, the environmental factor, the education level of that area etc. (Krajnović et al. 2019). The identification process also includes situational factors such as their products according to the age level or based on a particular age group and specification of the target market.
[bookmark: _Toc57387363]4.2. Strategy of the target market
Though there are different strategies or the methods for target marketing, the most effective strategy of target marketing is the STP strategy. This strategy includes the three different and core aspects of the strategy of target marketing. These three components of the target marketing strategy are segmentation, targeting, and positioning (Pava and Forero, 2018). The first component of the target marketing is segmentation which refers to the dividing of the market into different segments of the customers who share the characteristics of the market. According to this segmentation, there are four criterias in the areas of targeting the market, such as Demographical, Geographical, Behavioral, and Psychological. These three different components are discussed below:
[bookmark: _Toc57387364]4.2.1. Types of target market segmentation
Though there are several possible methods of market segmentation of the target market the target marketing strategy of the STP is one of the best methods for the targeting market of Arnald's Tech hub Private Ltd. Company (Dewhirst and Lee, 2018). The purpose of the market segmentation is for the group to include the customers in the purchasing values and the purchasing behaviors. 
Demographic segmentation: Demographic segmentation helps in the process of identifying potential customers according to their gender, age, education, interest level, family size, and income. This segmentation helps Arnald's Tech hub Private Ltd. Company to know the customers by addressing their age.  
Geographical segmentation: Geographical segmentation is one of the essential segmentation in the strategy of target marketing as this helps to search the market in relation to the place, city, country, region, climate etc.

Figure 6: Types of target market segmentation
(Source: Self Created)
Behavioral segmentation: Behavioral segmentation helps in the searching of the audience with its characters. The behavioral conditions of the audience are very effective in the segmentation of the target market; these factors are occasions, brands loyalty, and the benefits.
Psychological segmentation: Psychological segmentation is one of the essential segmentation in the strategy of target marketing as this helps to analyze the audience in a new marketplace. This segmentation process includes several factors such as personality, lifestyle, habits, attitudes etc.
[bookmark: _Toc57387365]4.2.2. Targeting
In the STP model of the target market, the second part is targeting, which is essential for the Company to research the market for planning to reach towards different audiences. After the process of identifying several segmentations, there is a need to decide the appropriate numbers and the areas of the segmentation, which are called the targeting of the segmentation (Shroff, 2017). There are four factors of the targeting segmentation, theses are:
Size: The segment of the size is needed to be large enough for justifying the marketing possibilities because the small target segment is dangerous for the Company to establish a new business in that area. A large number of target segments helps the Tech hub Private Ltd. Company to establish their business in a new place for the expansion of their business. 
Difference: Difference of the measure needs to exist in the segments as each segment needs to make a different benefit level from the service or the product of the Company. The Tech hub Private Ltd. Company relies on this process of measurable difference in the area of marketing segmentation that is helping them to grow their business through this process.  
Accessible: Accessible is the step of reaching to the segments of the business target market. The segmentation cannot be done without the realization process. This process needed to be done with a proper realization of the scope and limitation of the Company. The Tech hub Private Ltd. Company analyzes its segment in the area of their scopes and limitations to complete the process.
Money: Money is one of the major factors for the segmentation of the target market as there is a need to analyze the financial factors. The Tech hub Private Ltd. Company analyzes the financial factor where they calculate the money which will be made from the target market, and this needs to be greater than the delivering cost of the multiple plans and the capital money.
[bookmark: _Toc57387366]4.2.3. Positioning
The last and final step of the target market is the Positioning, that refers to the position of the business products and the position of the business services based on the potential customers. The opportunity of positioning in a marketing segment will help the Company to respond to the needs and desire of the products market fulfilment. This positioning segment is needed for the products and services development of the selling proposition in a unique way with the presentation of the right message to the right time (Fayvishenko, 2018). Through the customer segmentation theory, Arnald's Tech hub Private Ltd. Company can revamp the product positioning centre for resolving the major issues of the audience. The product positioning of the Company needs to have a strong impact on the market that will help the Company to spread the message to the crowded marketplace.  
[bookmark: _Toc57387367]4.3. Advantages of the strategy of target marketing
There are several advantages of target marketing, which helps Arnald's Tech hub Private Ltd. Company to grow their business and to be one of the best companies in their business areas (Kaleka and Morgan, 2017). These several advantages of target marketing are discussed below:
Direct connection: Direct connection with a different and specific audience is one of the major advantages of the target marketing strategy. Through the target marketing strategy, a Company can speak directly with a specific and different audience as the process is directly related to the information of the customers and the audience. Through the process of target marketing, Arnald's Tech hub Private Ltd. Company is directly communicating with the audience of the Company in the area of its target marketing and solving the issues for crafting the message of the audience.
Attraction and converting process: One of the major advantages of the target marketing strategy is the attraction and converting process. The target marketing strategy also helps the Company to attract the right people and convert the business according to the market needs. After direct communication with the audience, this process helps Arnald's Tech hub Private Ltd. Company to attract the right people for marketing targets and do business in that area. The connection with the right people helps the Company to get the leads of quality which will help to grow the business. 


Figure 7: Advantages of the strategy of target marketing
(Source: Self Created)
Differentiate from the Competitors: Differentiating the brand from the competitors is one of the major advantages of the target marketing strategy. The strategy of target marketing helps the Company to differentiate themselves from the competitors, which helps them to analyze the industry and their position in the market. In this process, there is a need to make a different identity in the market in relation to the competitor companies. Through this process, Arnald's Tech hub Private Ltd. Company tries to be unique in its services and products to lead the market. This Is helping them to grow their business and make a maximum profit.  
Services and products improvement: Services and products improvement is one of the major advantages of the target marketing strategy. The strategy of the target marketing helps Tech hub Private Ltd. Company to develop their service and the products according to the needs of the customers. The Company must know their customer to develop the service or the product according to their expectation level and their satisfactory level. Through this process, a Company implements the development process in the area of its products and the services.
Customer loyalty: One of the major advantages of the target marketing strategy is customer loyalty. Customer loyalty of the Company is needed for the organizational growth and the strategy of the market poisoning helps to increase the chance of this. Through this process, Arnald's Tech hub Private Ltd. Company is increasing the deeper level of customer loyalty, which is supported by the strong relationship of the Company with its customers. This helps their customers to be more loyal and continue business with them, as their needs are being fulfilled and the satisfaction of the customers are fulfilled.  
[bookmark: _Toc57387368]4.3. Disadvantages of the strategy of target marketing
There are several disadvantages of target marketing, which obstacles Arnald's Tech hub Private Ltd. Company to grow their business and to be one of the best companies in their business areas (Talukder et al. 2019). These several disadvantages of target marketing are discussed below:
Expensive: Expenses is one of the major advantages of the target marketing strategy. There are some challenges or issues of  Arnald's Tech hub Private Ltd. Companies spend lots of money on the process of target marketing and often conduct research for determining the buyers of the services and the products when they serve at a national or regional level. The research needs a lot of money as thousands of dollars and this money is being wasted in the majority. 
Time-consuming: One of the major advantages of the target marketing strategy is that it is time-consuming. This process of research also needs a considerable time amount for identifying the target audience, and the research data needs to be developed through the advertising and campaigns, which is time-consuming also. The Arnald’s Tech hub Private Ltd. Company entails its target segmentation through the developing process of customer’s profiles which are also time-consuming.  

Figure 8: Disadvantages of the strategy of target marketing
(Source: Self Created)
Other customer’s omissions: Omissions of the other consumers is one of the major advantages of the target marketing strategy. The Arnald’s Tech hub Private Ltd. Company sometimes overlooks the other customers in the time of segmenting the other market of the target. A huge number of consumers may fall aside without any attempts for their service and the products. The failure of the secondary analysis of the customers may lead this Company to its great loss of profit and the loss of the reputation.
Considerations: One of the major advantages of the target marketing strategy is a consideration. There are some ethical ramifications for considering target marketing that may be exploitative in certain cases, such as the data collection process. The consideration process in segmenting the audience might be unethical in terms of data collection for the research of the market audience.
[bookmark: _Toc57387369]5. Marketing plan 
[bookmark: _Toc57387370]5.1. Market Analysis 
Market analysis is a particular correspondence analysis of the selected marketplace of the particular country that is generally concerned with the different approaches of the particular correspondent market and the research perspective also (Папп et al. 2019). The discussion of the particular correspondence of the analysis of the market is correspondent with the engaged particles and the analysis of the different correspondent criteria also. In this particular case, the discussion of the market corresponds with the electronic goods and the other appliances also. Then it will be particularly corporate with the particular establishment and the correspondence of the different approaches of the research and the interrelated aspect of the market perspective and the area of the analysis of the market also. The discussion of the particular organization that is correspondent with Arnald's Tech hub Private Ltd. is engaged with the sales structure and the evaluative approaches from the temptation of an electronics Company. 

PESTLE analysis
PESTEL analysis is the particular tool that is encompassed with the different ground that is used to describe the particular method of the analysis about the responsible market position of the Arnald's Tech hub Private Ltd of the particular background.
1. Political Factor is encompasses with the different criteria of the concerned company business rules.
2. Economical Factor of the concerned organization is relevant with the invested capital to market.
3. Social Factor is comprised with the social status of the organization.
4. Technological ground of the concerned organization is related with the incorporated technology to the present situation.
5. Legal factor is responsible for the legal issues and the applicable law for business processing.
6. Environmental factor of the concerned organization is incorporated with the different dimension to evaluate the balance of the particular organization.
Porter’s five forces
The demonstration through the different market correspondence is enriched about the particular incorporation of the different methodology and the demonstrating factors of the other rival technological goods selling organization and also the demonstrating factors those are encompassed with the multiplicative attemptation of the market position also. 
1. The rise of the competition within same industry.
2. The potentiality of the new entrants to the business market.
3. The capacity and the power of suppliers of the business world.
4. The demand and the satisfaction of the engaged consumers.
5. The overall threat discussion about the new emerged organization.
SWOT analysis
This is particularly related with the multiplicative dimension of the analysis perspective and the particular responsible criteria those are recognized with the different dimensional criteria also.
	Opportunity
This organization opportunity is related with the particular dimensional change as well as the responsible criteria those are recognized with the impact power of the business market.
	Weakness
This organization is respondent with the transaction phase and the evolution of the particular responsible criteria of the weal point and the drawback of the relatable organization also.

	Threat
The only threat that is related with the particular dimension of the threat analysis of the business encompasses are responsible with the different dimensional shift also.

	Strength
The strength of the correspondent organization is also incorporated with the particular medium of the company is technical organization of the concerned organization.


[bookmark: _Toc57387371]5.2. Market Research 
The research of the particular market is the correspondent with the different areas and the interrelated approaches and the correspondence of the determination and the evaluative approaches of the correspondence also (Paddison, and Biggins, 2017). This is the main and the helpful ground to discuss and approach among the potential correspondent customers as well as the production process also. There will be different related areas that are correspondent with the different approaches and the area of the discussion of the market also. There are mainly three types of market research that correspond with the different described criteria and analysis of the situation of the particular market [Referred to Appendix 1].
a. Exploratory Market- It has mainly corresponded with the primary research and the discussed approaches of the market. It will be helpful to the understanding corporation and the approaches of the generation of the hypothesis and the problem analysis of the selected market (Wood and Jobber, 2016).
b. Descriptive Market- The descriptive approaches of the particular correspondent market is engaged through the delivery of the required goods and the incorporation of the required methodological aspect and the determining criteria of the selling and the production of the electronic goods also.
c. Casual Market- This type of market is not directly engaged through the busi9ness involvement, but sometimes they are found as the active consumers of the concerned goods also. This type of market is mainly discussed through the maintenance and the relatable criteria of the goods also.
[bookmark: _Toc57387372]5.3. Sales Target and Objectives 
The sales and the recordings of the targeted objectives are correspondents with the particular establishment, and the corporate approached through the selection of the target business market and the discussion through the incorporated methods also (Išoraitė, 2016). This provides a well-structured road map and the achievement of the required goal and the measurement of the correspondent balance through the market situation and the specific criteria of the broad goals and the criteria of analysis also.
The actual and the correspondent criteria are relevant through the analysis of the corporate market also.
a. Increase and the raised ground of the sales and the profit structure of the relevant business.
b. The increment in the engaged numbers of customers.
c. The rise of the upsells and the cross-sells perspective.
d. The dimensional change of the productivity of the related corporation.
e. The cutting aspect of the time scale analysis and the regarding correspondence of the sales and the non-sales structure.
f. The enhancement of the sale process also [Referred to Appendix 2].
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Figure: Sales target and Strategy to Develop
(Source:https://www.slidegeeks.co/sales/product/sales-target-achievement-strategy-ppt-powerpoint-presentation-show)
[bookmark: _Toc57387373]5.4. Product, Service and Development
The discussion through the correspondence of the mainly related criteria is determined aspect through the ground of the business discussion and the incorporation of the steps to analysis of the succeeding needs of the electronic goods components as well as the incorporation of the service quality and the component of the product and the quality of the service of the sold products also (Wu and Li, 2018).
1. Specification- The determination of the recorded aspect as well as maintenance of correlated perspectives that are maintained through the establishment and the incorporation of the relatable criteria also.
2. Measurable- The insurance of the required matrix and the succession of the determined objectives are correspondents through the relatable measures of the particular component also.
3. Achievable- The correspondence of the determined and the established through the selected market is also required (Andika and Susanti, 2018). It is the particular and the measurable outlook for the service as well as the incorporation of the market aspect also.
4. Relevant- The relatable and the interrelated dimension of the business shift is particularly required through the evaluation of the different measurement and the correspondence of the business goal and the incorporated strategy also.
5. Time-Based- The analysis of the time-based sales and the productive approaches of the time scaler and significantly related to the time frame also.
[bookmark: _Toc57387374]5.5. Sales Forecasts 
a. One of the primary and critical functions of the electronic business Company is the sales which help to get maximum benefits for the Company, especially to Arnald's Tech hub Private Ltd (HR  and Aithal, 2020). The primary task of the measles department is to generate revenue through product selling, and this needs to be done for the overall business. They work with the team of marketing for creating the strategic plans which will help them in penetrating the new markets with boosting the performance of the sales [Referred to Appendix 3].
[bookmark: _Toc57387375]5.6. Market Situation 
The market correspondence of the situation description of the analysis of the manager and the marketing aspect is of the different components of the understanding of the capabilities and the responsibility of the marketing component and the situation description of the correspondent organization also (Pogorelova et al. 2016). There will be particular incorporation of the internal as well as the external component that is concerned with the particular consideration of the business environment also. Any particular business is most relevantly correspondent with the different correspondence of the evaluation of the competition among the established rival organization of the emerging electronics goods business.
1. Pure Competition- It is the particular type of the competition ground that is concluded through the competition among the representatives of the rival companies that are correspondent with the different approaches also (Datta et al. 2017).
2. Monopolistic Competition- This type of competition is particularly correspondent with the particular establishment of the group of the small companies that are represented through the management policies. 
3. Oligopoly- It is particular correspondent approaches that are recommended of the less number of the appropriate rival organization and the substitute of the market and the related products also.
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Figure: Marketing Plan
(Source:http://www.optim-samui.net/marketing-plans.php)
[bookmark: _Toc57387376]5.7. Market Competitors 
The availability of the aspect of the representation and the correspondence of the market competitors are the mentioned and the regulated criteria that are relevant about the available competitors of the particular market (Liu et al. 2017). There are generally two types of competitors within the selected market to sell the electronics goods for the market.
Direct Competitors- These market competitors are correspondent with the establishment and ensure the type of the available competitor within the Company ground is represented through the data procurement process also. This organization mainly sells similar types of products and also provides the same type of services in the market area. 
Indirect Competitors- The indirect competitors of the available to the particular business is corporate with background and the correspondence of the selling of the products as well as the analysis of the same type of the products but not from the same brand also (Warner, 2020). The different correspondent criteria of the particular component should be analyzed about the particular establishment of the business also [Referred to Appendix 4].
[bookmark: _Toc57387377]5.8. Market Segments 
The segmentation of the market is particularly corporated with the different sectors of the analysis and the recommendation of the segmental analysis of the corporate market also. The correspondent criteria are regulated through the controlled measures and the analysis of the correspondent segment also.
The benefits those are correspondent with the segment process of the Correspondent Market----
1. The creation of a more powerful and compelling message to the corporate market.
2. The identification of effective market strategies and the tactics for the market also.
3. The accession of the recommended design for the targeted market.
4. The attraction of the quality leads and the conversion of the market demand.
The particular process of segmentation that is relevant in the dimension of the market segmentation process is required and determined through the established process of better understanding and the evaluative process also.
Demographic Segmentation- The process of the demographic segmentation process is a particular correspondence of the status and the particular research aspect of the demographic segmentation method that is related with the analysis about the particular related people of the selected location also (Naumovska, 2017). The segmentation of the demographic analysis is particularly correspondent with the data procuration process also.
Psychographic Segmentation- It is a particular sector that is corporated with the segmentation and the description of the problematic aspect that is related to identifying about the interrelated and the recommended prospect to describe this type of the segmentation process. Those are required to analyze the focuses and the correspondent criteria of the data-focused approaches and the representation of the selective market for the proper recommendation.
Behavioral Segmentation- This type of the segmentation process is the particular aspect of the concerned consumer of the concerned Company. The evaluation among the correspondence of the transmission and the representation of the acceptance of the specific type of the behavioural segmentation process as well as the are particularly correspondent.
Geographical Segmentation- The differentiation of the respondent geographical location and the categorization of the particular geographically isolated sector those are recognized as per the motivated and the representation of the geographical barrier of the engaged consumers also. As per the example, the particular type of weather is particularly correspondent with the demand for certain types of electronic goods [Referred to Appendix 5].
[bookmark: _Toc57387378]5.9. Market Needs 
The market needs are related and controlled measures through the particular ongoing structure and the research perspective that are corporated with the needs of the market and the market and the determined criteria also (Chu et al. 2018). Then it will be particulates through the execution and the process establishment and the structural understanding process of the needs of the market also. 
1. The selection of the target audience and the identification of those involved consumers are discussed here.
2. The recognition and the particularities of the local customer habits and the buying corporation also.
3. The exploration and the opportunities and the incorporated strategies are relevant through the client entity.
4. Understand of the client demand and the least establishment of the existing product on the market and the research aspect also.
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Figure: Needs of Markets and Challenges
(Source:https://www.dssmith.net/china/industries/pharma/market-needs-and-challenges)
[bookmark: _Toc57387379]5.10. Marketing Mix 
The marketing mix refers to the set of the action plan that corresponds with the different structural establishment and the generation of the particular report of the marketing strategy and the interrelated aspect also (Vukmirović et al. 2020). According to the particular concern report of the sales and the establishment of the new emerging Company to the business of the electronic goods those are relevance through the typical procedure of the marketing mix component, According to the researcher, the report is established by the discussion of the four types of the marketing mix those have corresponded with the development of the regulated business.
Price- The analysis of the product value and the dependency of the coast, production expanse, targeted segments and the approach through the establishment of the primary component is mainly concerned here.
Product- The mixed analysis of the product is mainly composed through the products that are determined to be sold and also concerned by the different aspects of the place reference and the performance analysis also.
Place- The selection of the production ground and the selection of the required market for this type of electronics products also corresponded with the strategy to measure and control for the growth aspect also.
Promotion- The analysis of the growth and the discussion of the particular correspondence of the promotion of the new arrival products generally creates interest with the new consumer also.
Besides all those grounds, the new technological trends and the research approaches of the market correspondence is particularly correspondent with the marketing mix perspective also [Referred to Appendix 6].
[bookmark: _Toc57387380]6. Management team
The management team of Arnald's Tech hub Private Ltd. is one of the best teams who manage the overall system of the Company. The management team of Arnald’s Tech hub Private Ltd. Companies performs according to their needs, and they look after the challenges that may be a hindrance for organizational growth. They also try to provide solutions to the Company in the critical areas where the Company needs to be developed or rectified. This management team helps the Company to implement the necessary changes and keep updated to the Company with the current marketing demand (Kosse, 2018). There are several steps of the management team in the area of electronic business industry, especially for Arnald's Tech hub Private Ltd. Company which they follow for the management team in an effective way. These steps are helping Arnald's Tech hub Private Ltd. Company to build a strong management team. These steps are:
Adaptability
Adaptability is one of the critical factors for establishing a strong management team which is helping Arnald's Tech hub Private Ltd. Company to manage the overall process of the business. For this Company, there is a clear space for the adaptability of the new environments such as new duties, new cultures, new markets etc. This process helps the Company to adopt the necessary steps and to implement this for the development of the Company.
Communication
One of the essential steps of management of the team is the communication process which is helping Arnald's Tech hub Private Ltd. Company to manage the business in an effective way. Communication with employees is essential to make a healthy relationship. Communication process helps to maintain the work pressure and create an environment for the work (Zwageri et al. 2020). Open conversation is practised here regarding any issue or any suggestion which helps to make a good relationship with the Company and employee.
Trust building and respect
Trust building and respect are the critical factors for establishing a strong management team which is helping Arnald's Tech hub Private Ltd. Company to manage the overall process of the business. In the Company, there is a scope of building trust among the employees and establishing an environment of respect where everyone will trust each other and respect each other's position (Suharnomo, 2019). This environment is helping them to trust each other and work together with a workflow environment.
Relationship with the employees
One of the essential steps of management of the team is the relationship with the employees, which is helping Arnald's Tech hub Private Ltd. Company to manage the business in an effective way. Employees are the essential factors in an organization who create the value of the products; they are the reputation of the Company. They need to be involved in a good relationship with the Company. The personal relationship with the employee helps the Company to increase the level of profit in terms of production.
Goal setting
Goal setting is one of the critical factors for establishing a strong management team which is helping Arnald's Tech hub Private Ltd. Company to manage the overall process of the business. The Company must have a clear goal to proceed because, without a goal, a Company cannot grow. Setting a common goal for the organization always gives a proper direction to the Company with the planning for growth (Holtz et al. 2020). This Company has set a clear goal which is helping them to reach that goal with efficiency. This goal is the leading tool for the team staking for the high performance of the team. 
Clear strategy
One of the essential steps of management of the team is the exact strategy of the business, which is helping Arnald's Tech hub Private Ltd. Company to manage the business in an effective way. Every Company should have a clear strategy for their business, as the business strategy is one of the significant factors for organizational growth. A clear strategy always gives a proper direction to the Company with the planning for growth. In this Company, the manager defines the strategy to their employees and communicates them to the implementation of the business strategy, which is helping them in their business expansion.
Team performance evaluation
Evaluation of the team performance is one of the critical factors for establishing a strong management team which is helping Arnald's Tech hub Private Ltd. Company to manage the overall process of the business (Raschshepko, 2017). The evaluation of team performance is necessary for the Company to know the performance level and the way to improve it. In this Company, the manager rates the employees according to their performance, and this will help the overall performance of the Company in terms of the production and the business process. This process is always related to change when it is necessary.
Reward policy
One of the essential steps of management of the team is the policy of reward, which is helping Arnald's Tech hub Private Ltd. Company to manage the business in an effective way. This process is mainly based on the performance level of the employee. The evaluation of the team performance is necessary for the Company to know the performance level and the way to improve it (Mugwang et al. 2018). In this Company, the manager rates the employees according to their performance, and this will help the overall performance of the Company in terms of the production and the business process as this will also help the Company to develop according to the market demand.



7.Financial Plan

A business financial plan, is an overview of the present financial situation and future development projects for the company (Betenson, 2020). According to the author a financial plan is a vital component of the business plan for Arnald’s Techhub Private Ltd.  company because it describes the short and long period of financial goals, and it allows the creation of strategies for further development. A financial plan is also relevant, as it prepares the company for eventually financial crisis and maintains records of expenses and profits. Betenson (2020) adds that through a financial plan the Arnald’s Techhub Private Ltd. company will be more attractive for investors because a clear plan is implemented demonstrating the financial growth of the company.
The financial plan for Arnald’s Techhub Private Ltd. includes the follow elements: current and statement projections of cashflow, predicted profit and loss statement, and balance sheet information.
   

The cashflow projection

The cashflow projection is the expectation of the monetary situation of the company (Ward, 2019). It is explained that projection cashflow is very important in tracking the amount of money coming in and out of the business, and it also indicates if the costs or excess of products will be elevated. According to Ward (2019) the cashflow projection is essential for investors because it shows the risk credit, the amount of investment needed at the moment, and if it is an attractive business idea for a short or long-term investment. The cashflow is based on operating activities such as sales from costumers, income tax and interests payments, suppliers payments, employees’ salary and rent payments. The investments and finance activities may also be included in the flow chart statement. Therefore, a flowchart statement is calculated by adding or subtracting revenues 
(sales) and expenses. So, there are two ways of creating cashflow statement the indirect or direct method (Murphy, 2020). 
For the purpose of Alnard’s Techhub Private Ltd. company the direct method will be used to create a flowchart. The direct method consist of adding all activities that involve cash payments, for example, operating activities. And it also includes the opening and closing balance for each period to analyses the net amount in the account (Murphy, 2020).







Cashflow forecast of Alnard’s Techhub Private Ltd.

[image: ]

The cashflow statement of Alnard’s Techhub Pivate Ltd. shows the cash in and out for the follow months: April, May, June, and July. On this statement  there are fixed costs, for example, rent and variable cost , for example, suppliers payments. It is also analysed that the opening and closing balance is decreased.












Predicted Profit and loos for Alnard’s Techhub Private Ltd.
A financial report called profit and loss or income statement is usually calculated annually or in trimester for new business (Corporate Finance Institute (CPI), 2020). This report demonstrate the ability of the company to create profit/loss in a given period. A profit and loss statement is a important part of a financial plan, particularly for investors because it shows if Alnard’s Techhub Private Ltd. is profitable. Ward (2019) explains that a profit occurs when the amount of sales is superior to the amount of expenses. According to Betenson (2020) a simple profit and loss statement is composed by all revenues (sales), less expenses including all fixed or variable costs, and net profit/loss at the last.

[bookmark: _Toc57387381]Predicted trading, profit and loss account for the year end 2020
[image: ]Based on the Profit and Loss statement of the Alnard’s Techhub Private Ltd. company, the total of the revenues (sales) cover all the expenses, and has a profit of £21 600.Balance sheet information.

A balance sheet is a financial report that the describes the money of the company (assets),  the money borrowed (liabilities), and the investors (shareholders’ equity). This statement represents the current financial situation of the company by evaluating what the company owns, owes, and the investment made by investors (Hayes and James, 2020). The authors continuing to explain that a balance sheet information is used to support other elements of the financial plan such as cash flow statement and profit and loss statement. The balance sheet information is calculated by using a simple formula, which is assets= liabilities + shareholders’ equity. 









Legal and Compliance obligations for business

British Bank Business (2020) states that in United Kingdom all businesses have to adhere to the UK laws to run their business legally. It is explained that each type of business has specific laws and rules to comply with. However,  general obligations are set and it is applicable to any type of business. These general obligations include cover tax, employment, and data (British Bank Business, 2020).

Tax and National Insurance payments

The Alnard’s Techhub Private Ltd.  is a sole trader company that have sales, profit, and staff. In this case, the company must be register with the HMRC within 3 months from the start point. And it must undertake a annually assessment to pay any tax and NI to the HMRC (British Bank Business, 2020).

Employment

The Alnard’s Techhub Private Ltd. has the obligation to adhere the legal factors, which is keeping the staff safe and away from harm. This can be implemented by following the guidelines from Health and Safety at work etc Act 1974 in keeping a safe environment. Respect the diversity of the staff regardless background, age or gender, Promote inclusion in company decisions that affect staff, provide payments towards holiday, maternity, and sick pay, comply with the minimum wage and pension set by the Gov.uk (2020). Employ staff that has the right to work in UK (British Bank Business, 2020).

Data
The General Data Protection Regulation (GDPR) has implemented legal policies on how Alnard’s Techhub Private Ltd. company shares and protects the data from customers, staff and suppliers  (British Bank Business, 2020).

Specific regulations for Alnard’s Techhub Private Ltd.

The Waste Electrical and Electronic Equipment (WEEE) Regulations 2013 implement specific regulations for business that distribute electronic equipment and appliances. The WEEE Regulations (2013) stipulates that sellers must provide information to the clients about environmental impact of the equipment, how to discard and separate electrical equipment from other waste. And offer the clients a free charge take-back scheme to disposable electrical equipment correctly (NIbusiness info, 2020).
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Appendix 1: Benefits of Market Research
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 (Source: https://www.questionpro.in /blog/how-to-do-market-research-for-startups/)


Appendix 2: Sales target and Strategy to Develop
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 (Source:https://www.slidegeeks.co/sales/product/sales-target-achievement-strategy-ppt-powerpoint-presentation-show)



Appendix 3: Sales Forecast
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(source:https://www.salesforce.in/resources/articles/building-a-sales-forecast-guide/)


Appendix 4: Market Intelligence
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 (Source:https://empresa-journal.co/2015/11/10/market-intelligence-how-to-successfully-profile-your-competitors/)


Appendix 5: Segments of Market
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 (Source:https://blog.alexa.org/types-of-market-segmentation/)


Appendix 6: 4’Ps Marketing Mix
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 (Source:https://yourfreetemplates.in/marketing-mix-template/)
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SWOT analysis from the perspectives of the customers: SWOT analysis from the perspectives of the customers is an essential aspect for the marketing audit of Arnald's Tech hub Private Ltd. Company as this helps the Company to know the strength, weakness, opportunity and threat of the companies from the perspectives of the customers. 


Market research for consumers and prospects: One of the major aspects of Arnald's Tech hub Private Ltd. Company’s marketing audit is the Market research for consumers and prospects that help the Company to understand the fact of customer’s buying criteria’s. 


Competitor analysis: Competitor analysis is an essential aspect for the marketing audit of Arnald's Tech hub Private Ltd. Company as this helps the Company to analyze the details of their competitors in the market.


Internal Marketing environment (communication): One of the major aspects of Arnald's Tech hub Private Ltd. Company’s marketing audit is the Internal Marketing environment as this is the process of internal analysis of the Company's market sales. 


External Marketing environment (pestle): External Marketing environment is an essential aspect for the marketing audit of Arnald's Tech hub Private Ltd. Company as this helps the Company to analyze the external factors of the marketing environment. 
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Development of the project and engineering is one of the critical functions of the electronic business Company, which helps to grow the business, especially to Arnald's Tech hub Private Ltd. This process includes the process of conceptualization of the idea of redesigning the product. 


One of the primary and critical functions of the electronic business Company is the manufacturing which helps to get maximum benefits for the Company, especially to Arnald's Tech hub Private Ltd. 


Operation of the supply chain is one of the critical functions of the electronic business Company, which helps to grow the business. This department is expected to be tasked with the raw material storage, process procurement, and the distribution of the final and complete products to the customers. 


Marketing is one of the critical functions of the electronic business Company, which helps to grow the business. This process includes the prompting factor and the factor of creating the right image for the product of the Company, especially to Arnald's Tech hub Private Ltd. This will help them to grow their market share and chance of maximum profit from the market.
One of the primary and critical functions of the electronic business Company is the sales which help to get maximum benefits for the Company, especially to Arnald's Tech hub Private Ltd. The primary task of the measles department is to generate revenue through product selling, and this needs to be done for the overall business. 
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