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[bookmark: _Toc100889229]Introduction
Leading tech firms are always manufacturing the upcoming greatest electronic component, advancing their goods to be consumer-friendly, and exploring different strategies to serve the best product or services to the consumers. To do the same, in this assessment a business plan will be described. With the help of entrepreneurial experience gathered from studies, a complete business plan will help to make a successful start-up. Some factors such as managerial plan, marketing plan, macro environments affecting the business, etc will be discussed throughout this assessment. 













[bookmark: _Toc100889230]Description of the Business
In this assessment, A new business in the eCommerce sector is named ‘Swifty”. As it is online-based, the company will do all of its work through its official website, www.swifty.com and will have an app available in the play store and apple app store (Alba, 2019). Its initial budget will be £1.5 million collected from personal and debt funds. The targeted consumers will be people aged from 13 to 40 years old men and women who like tech and digital accessories. 
[bookmark: _Toc100889231]Mission Statement
 Swifty’s mission is to move ahead by automating home deliveries and delivering goods significantly quicker than waiting in lines or scrolling through websites (Garcia, 2021). It aspires to be the world's most client-centric firm, creating a space where customers can gather to search and learn about anything and everything they would want to purchase online.
[bookmark: _Toc100889232]Products and Services
The business “Swifty” is like a general eCommerce business. It will focus on selling electronics, devices, gadgets, and accessories items of the current generation (Hanafi, 2022). It will have 24/7 customer support via the app, website chatbox, emails and even over the phone. Products will be delivered through FedEx inside the UK and outside the UK it will use shipment procedures via airways and ships (Turnbull, 2021). 
The use of online platforms in buying stuff has increased by about 17.5% all over the world (Turnbull, 2021). It is expected to increase a lot more in upcoming years. Already in the UK, the eCommerce platform has increased Internet purchases were done by 89% in 2022, up from 78% in 2019 during the Corona pandemic (Turnbull, 2021). So, it is a good opportunity for Swifty to enter the electronics industry’s eCommerce sector and shine.



[bookmark: _Toc100889233]Electronics Industry Analysis of the UK
[bookmark: _Hlk100887605]In today’s world, one of the fastest-growing industries is Electronics Industry. First of all, this industry of eCommerce is huge. Inside Great Britain, buying things online is more widespread than in any other country. As a result, the customer eCommerce market now represents over 40% of the overall retail market in the U.K. The COVID-19 outbreak alone has added to this surge. From 2012 (3rd quarter) to 2022 (1st quarter), revenue went up to 1173 to 1977 billion (Erikson, 2019). Besides, it has a 25% growth rate in the global market and about 48 % in the U.K. (Barrow, 2020). Alongside, customers are spending £ 120.85 billion online every year grossly. Considering the reinstatement of physical shops in April 2021, sales online are predicted to climb by 9 to 15% more from 2022 to 2040 (Turnbull, 2021). 
[bookmark: _Toc100889234]Porter's Five Forces Model Analysis of the Current Electronics Industry 



Figure 1: Porter's Five Forces Model (Source: Self-made)
Here is a table below describing the Electronics Industry of the UK to highlight the forces of Porter’s model:  
	FORCES NAMES
	Description

	Accessing entrant in The Industry
	· Brand recognition danger because of incumbent enterprises (Ahmed, 2022).
· Corporations get screens, modules, and other items at quite a low cost than newcomers in this industry because of better supply chains

	Suppliers' Bargaining Power
	· As many firms do the same business, bargain power is competitively low.
· Negligible switching costs make the suppliers’ bargaining power limited (Ahmed, 2022).

	Consumers' Bargaining Power
	· Consumers hold high power in bargaining because they can compare prices with the features of various items on the internet.
· Market Information, feedback, and suggestions are easily available on the internet and with that knowledge, consumers bargain more.

	Substitute Product Threats
	· As time goes by, substitute products in the market increase. People shift easily from one brand to another.
· Consumers tend to substitute products with the higher technological value offered by others (Ahmed, 2022).

	High Competitive Rivalry
	· Never-ending innovation by Amazon and Alibaba has led the industry to a competitive position (Jamal, 2020).
· Diversified strategies make the industry tougher to conduct business.



Figure: Porter's Five Forces affecting the Electronics Industry of UK (Self-made).

[bookmark: _Toc100889235]Operations and Management Team Plan
Putting together an eCommerce team might be difficult. The size, goods and services, company goals, and other factors all determine the management and operational team design for an eCommerce business (Jamal, 2020). 
For Swifty, It is decided that the structure of the company will be under 5 managerial teams. A brief discussion of Swifty’s Management and operational team structure is given below:
[image: ]
Figure: Operations and Management Structure of Swifty (Source: Self-made)
IT Development Team
The IT specialist will be responsible for data management and storage, a well-organised catalogue of items and/or services, and systems integration. There will be 2 types of officers, one Developer manager and a solution expert.
Marketing Team
[bookmark: _Hlk100887596]Swifty's eCommerce expansion will be supported by strong marketing management. These executives will be responsible for gathering consumer data, doing market research, managing products, and putting the company in the market ahead of its rivals (Hanafi, 2022). Three graphics designers will be assigned for making the website contents more attractive, One SEO manager will handle the website search visibility and Two writers will continue to update and add product descriptions and website contents.
HR and Finance Team
HR managers play a vital role in arranging staff, making every process smooth through the use of manpower and trackings of Swifty’s workers’ performances. So, there will be two HR managers will be assigned. On the other hand, two financial managers of the company will handle financial planning, market speculating, and comprehensive income statements. 
Logistics Team
The main purpose of this section in the structure is to maintain safety, high-quality service, and operational activities (Jonas, 2018). Alongside, a stock manager will be trying to keep track of products and ensuring that the quantity of commodities advertised on the webpage equals the amount held in the storehouse.
Customer Support Team
Consumers may face difficulties using an eCommerce site or app. To help them out, Swifty will hire a customer support team of 5 people to assist consumers with any kind of need and inquiries 24/7. 
The structure benefits workers because it improves openness, improves management goals, improves decision-making, and creates consistency (Rita et al., 2020). The Operational and Management team will assign duties, organise workflow, and guarantee that key tasks are completed on time. Workers will be far more motivated, resulting in increased productivity, and Swifty will profit from enhanced collaboration and more productivity improvements (Richards, 2021).



[bookmark: _Toc100889236]Marketing Plan for the Chosen Business
Planning for marketing includes some long-term strategies, precise segmentation, placement, the marketing mix, and levels of spending, among other things. 
[bookmark: _Toc100889237]4Ps of Swifty
Product, Price, Promotion, and Place normally combine up the marketing mix (Amal, 2022). A short description of the 4Ps that will assist "Swifty" in influencing the market growth in the economy is provided below:
[image: ]
Figure 3: 4Ps of Marketing Miix (Source: alltaskhelp.co.uk, 2020).
Product
As “Swifty” is an eCommerce business in the electronics industry, it mainly sells tech items such as smartwatches, headphones, smartphones, computers, laptops, PC accessories, etc. About 500 tech products will be listed on the online market platforms (Richards, 2021).  It has a well-designed website and app where people can easily filter products according to their wants and move them to the cart and then purchase it.
Price
[bookmark: _Hlk100887649]The price of products varies from product to product. It will use 3 types of pricing strategies. The strategies are Market-Oriented, Premium, and Bundle strategies (Barrow, 2020). Market orientation strategy will analyse the market variables and setting price will be according to that. Premium pricing of around £300 to £450 will be for luxury and customized items such as High-end PCs, gaming laptops and special edition phones, etc. Lastly, Bundle pricing will be there for reducing stock and attracting customers via discount offers.
Place
[bookmark: _Hlk100887741]As it is an eCommerce platform, it does have a physical store but it has virtual stores such as a website, Facebook market place and official app. After Covid-19 people are very used to using the online platform and because of that, it is the right place for doing business (Jamal, 2020). This online platform will give more visibility to reach out to targeted consumers. 
Promotion
[bookmark: _Hlk100887836]Promotional activities are the methods of getting to customers (Richards, 2021). Swifty will do social media marketing, boosting posts, giving discounts/vouchers to customers, multi purchasing deals, etc.












[bookmark: _Toc100889238]Financial Plan
During the first two years, Swifty will be aggressively expanding product range, measurement ranges, and inventory levels to better serve consumers' demands. In the third year of operation, The company expects revenues to rise by 37 % (Richards, 2021). Swifty will use the remaining earnings to pay down debt and replace the income it would have received from its substantial cash reserves. Even if sales expectations aren't reached or surpassed, expanding the business is a possibility.
[bookmark: _Toc100889239]Sources of Funds for Swifty
Swifty’s initial budget is about 1.5 million. For the first 2 years with that money, Swifty will focus mainly on expanding the product lineups, inventory levels and measurement ranges to satisfy customer demands (Alba, 2019). In the next years, Swifty’s expected profit is about 30% and marketing activities will stay at 4% of gross sales of the business. With the rest of the money, Swifty plans to pay all the short and long-term debts. Here is a table showing the funds of Swifty:
	Sources of Funds
	Investment Amount
	Percentage of Total Investment

	 
Owners’ Capital
Debt Capital
The Net Amount of Investment
	
450,000
1,050,000
1,500,000

	
25%
75%
100%





Figure 3: Fund arrangements for Swifty



[bookmark: _Toc100889240]Three-Month Cash Budget Forecast of Swifty
Swifty will be presenting itself as a sustainable company alternative with steady revenue flows and reduced risk. If it can win the erstwhile "Physical store" clientele, sales might climb as much as 30% in the first two-three quarters of operation (Turnbull, 2021). Here is 3 months cash budget forecast of Swifty given below to create a list of the company's operations and their expected cash impacts:
	Cash Budget Forecast (2022)
	July
	August
	September

	Opening Cash Balance
Cash Collections:
Cash Sales
Borrowed Money
Long-Term Debt 
Additional Investments by Owner
Net Cash Inflow

Cash Payments:
Expenditure of Cash
Bills Payment
Returning Borrowed Money
Long-term payments of principles
Invest in Short-Term Asset
Net Cash Outflow
Net Cash Flow 

Closing Cash Balance
Target Cash Balance
Cash Surplus (Deficiency)
	£285000

420000
30000
80000
100000
630000


70000
350000
20000
15000
15000
455000
175000

325000
400000
(75000)
	£325000

450000
35000
60000
100000
650000


83000
320000
25000
20000
25000
473000
177000

502000
400000
102000



	£502000

460000
40000
65000
100000
665000


83000
320000
27000
25000
30000
485000
180000

682000
400000
282000


Figure 4: Three-Month Cash Budget Forecast of Swifty
[bookmark: _Toc100889241]Market Research
[bookmark: _Hlk100887763][bookmark: _Hlk100887899][bookmark: _Hlk100887949]Before the Covid-19 outage, the global eCommerce industry was valued at £9,094.6 billion in 2019 and is anticipated to rise by £10,006.0 billion by the year 2022 (Ahmed, 2022). From 2020 to 2022, the worldwide eCommerce industry is predicted to increase at a compound yearly growth rate of 6.8%, reaching £776.55 billion (Richards, 2021). With sales of £120 billion in 2021, Britain has the 4th largest eCommerce industry, ahead of France, USA and Japan. With a 12 % rise in 2021, the UK eCommerce industry contributed to the global expansion rate of 27 % (Grealish, 2022). Alibaba, Amazon, Apple, Walmart, Flipkart, and Walmart are some of the major companies in the eCommerce business (Jamal, 2020). Swifty aspires to be on the top stage one day, to achieve the organization's stated objective, goals, and ambitions. Small and medium businesses such as Swifty are growing necessary for speedier browsing and increased smartphone usage, which are all boosting market development.












[bookmark: _Toc100889242]Conclusion
To do business in the post-pandemic environment, eCommerce business can be very effective, This type of business emerging throughout the world and the growth of this kind of business is about 17.5% in the globe. In that sense, the chosen company “Swifty” can be a part of this industry and do profitable business for a long time in the future.  Here, Swifty’s business plan, strategies and overall structure have been discussed. This assessment gives a clear view of the business environment and which opportunities can be grabbed by the company. To fulfil the ambitions, goals and visions, Swifty’s activities and every sector of the business structure plan are highlighted here.














[bookmark: _Toc100889243]References
Ahmed, A., 2022. Business and self-employed - GOV.UK. [online] Gov.uk. Available at: <https://www.gov.uk/browse/business> [Accessed 14 April 2022]. 
Alba, S., 2019. Simplifying Industry Analysis. Digital Business; Industry, 81(9), pp.37-37. 
Barrow, J., 2020. The Business Plan Workbook in the Digital Age. 3rd ed. Brighton: Enosis.
Erikson, J., 2019. Statistical sources for market research. 2nd ed. London: Market Research Society in association with the Oakwood Press.
Garcia, E., 2021. Forecasting Financial Statements and Financial Valuation of a Business Plan (Slides). Journal of SSRN Electronic.
Grealish, M., 2022. Business and self-employed - GOV.UK. [online] Gov.uk. Available at: <https://www.gov.uk/browse/business> [Accessed 14 April 2022].
Hanafi, J., 2022. ECommerce Marketing. [online] Fdic.gov. Available at: <https://www.fdic.gov/about/diversity/sbrp/15.pdf> [Accessed 14 April 2022].
Jamal, S., 2020. Management Systems of the World. 4th ed. New Delhi: New Age International (P) Ltd. 
Jonas, R., 2018. Short Description of Business and Strategies. 2nd ed. Cranberry: Australian Service.
Richards, K., 2021. Business Management Role in New Era. Journal of Management Science, 2(3), p.97.
Rita, J. & Shun, L., 2020. Business planning & strategies: An evidence from the real-world situation. Journal of Economics, pp. pp-135-138.
Turnbull, M., 2021. Creativity in Business – Innovation in European Entrepreneurship. Journal of Startup Entrepreneurship, 24(1), pp.139-149.

Porter's Five Forces Model 


Accesing the Industry


Suppliers' Bargainning Power 


Consumers' Bargainning Power 


Substitute Product Threats


High Competititive Rivalry




11

image1.png
"
iprers | | Mtees | | et | gt

21




image2.png
Place

T

Price Promotion





