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1. MARKET RESEARCH

The business idea is to establish an online clothing company that specialises in alternative fashion, sporting designs that won’t be found in general high-street stores. The style of most designs is going to be centred around that of linework tattoos, each with writing/a phrase on them that sends a positive message regarding mental health, with the company logo being “Pain is Only Temporary”. The market of clothing stores, especially ones based online is a very saturated market that is filled with a lot of different stores and brands that all specialise in different styles. Although there are a few big-name companies that focus on alternative fashion, there aren’t many smaller, UK based brands which does leave a niche to fill in the market. The average salary for a retail store manager is approximately £23,468 per year, but this statistic probably wouldn’t be reached until a few years of the business being in operation and it has a strong foundation.

With start-ups often being quite expensive to set up due to buying equipment and finding spaces to lease, there are funding options available through various government grants and loans, with the government encouraging new businesses to flourish by use of this funding. Though the company does have a specific target market, it will still be open to anyone who is interested in the style of fashion, there would be no social restrictions to anyone. Another form of environmental trend to keep in mind would be technological advancements and trends, including making use of social media as well as the necessary equipment for printing designs to t-shirts and clothing.

CUSTOMER RESEARCH
Our main target customers are teens and adults from 16 to 35 who are interested in an alternative style of fashion. The clothing will also be focused around a positive message towards mental health, which is part of the USP, so it will also appeal to anyone who would like to promote a positive message towards mental health. Although the company will be based in the UK, as it will be an online store it has the ability to trade internationally, with potentially increased delivery costs depending on where the deliveries are headed.


1.1 Consumer Group 1:
The first group of consumers would be the younger side of the target market and would most likely be students who are interested in alternative fashion. Alongside the interest towards the designs and messages provided through the merchandise, competitive pricing would also be appealing to a younger audience as they will then be more likely to spend any disposable income on this company’s products.

1.2 Consumer Group 2:
The second group of consumers could consist of alternative style influencers who are interested in the style and message of the clothing and may already promote similar fashion online through social media platforms such as Instagram. Having a fresh, niche brand to display through people who already have a social media following would also help the brand to grow more quickly.

1.3 Consumer Group 3:
The final group of consumers would consist of people who work with designs similar to those displayed on the merchandise such as tattoo artists/artists. People who are interested in the clothing for its designs and artistic values would also be a strand of customer that I think could be appealed to through this business.

2. PRODUCT/SERVICE DESCRIPTION

The focus of the clothing provided by AL-EX APPAREL will be on t-shirts and hats with an alternative aesthetic, which fills a gap in the market for an original UK-based alternative brand. The prices will also be competitive when comparing to larger brands such as Impericon and Grindstore, with seasonal offers and discounts provided as another way to compete with bigger companies. As well as the distinct designs of the clothing, the message behind the merchandise and the writing that will be on them is what will set this brand apart from the competition, as it will house very personal and relatable messages that will hopefully inspire people to talk more openly about any issues they may be going through with the knowledge that support is out there in many forms.


[image: ]2.1 SWOT ANALYSIS


The SWOT analysis is split into two sections of internal factors, being the Strengths and Weaknesses, and then external factors being Opportunities and Threats. The strengths that I have found will help me reach the opportunities that could be provided at the start of this business venture. For example, by combining the skill at creating original designs, the messages/USP and the focus on just creating t-shirts and hats to start with, this allows more time to be spent on creating high quality products that are personal, affordable and of the highest standard. Then by posting these products online, it makes it easier for people searching for new designs to access and purchase them. Although there will be a smaller customer base at the beginning of the business, this means that there will be a more intimate relationship between company and customer, which will strengthen customer service and allow more room for feedback and criticism to improve the business. By being online, it also makes it easier to promote and link the business to social media accounts.

The main weaknesses that are present are due to inexperience and the unpredictability of starting a new business, all of which can be overcome through personal development and experience. Although these weaknesses lead to threats from larger companies taking charge of the market, as well as the potential for other new competitors to come and perform better than this business, by running the business and getting to grips with how the cash flow of business works and improving upon promotion and sales techniques, these weaknesses and threats will begin to disappear.


3. ADVERTISING & PROMOTION

To market the business, I will start by building up a brand identity, using my logo/name and the message of the merchandise to create a recognisable brand. I will combine these with Social Media Marketing, using sponsored ads on Facebook, Instagram and Twitter to advertise the brand and its products. This form of marketing will also help to humanise the brand and make it feel more personal and relatable to the consumer, making them feel as though they are part of a larger community that understands them. Putting forward a sense of personality will also help make the brand more identifiable. It would also be important to research the demographics of other similar brands to see what audience they are appealing to and adapting that to this business. This style of marketing campaign also promotes customer loyalty, as more personal interactions with consumers will result in a personal company/customer relationship that both parties will care about.

Another way to improve advertising and promotion is to use the behavioural data of consumers to see what trends they seem to follow and why, and then adapting these principles to our own company. Also looking at other popular brands and events that held a lot of public attention would be a good area to research for marketing and promotional ideas that will help keep recurring customers satisfied as well as drawing in new customers. Making use of newsletters and online/email promotions for existing customers would be a simple way to advertise to a large number of customers through a simple message.

4. COMPETITOR STRATEGY

There are many competitors in the market, especially due to many other stores being based online and offering international shipping, so the competitors aren’t restricted to the UK. However, some of the biggest competitors that are based in the UK would be Impericon and Grindstore, as they are large companies that both specialise in alternative fashion and stock a wide arrange of brands that include alternative band merchandise, film, game and TV merchandise as well as original brands.

These two companies are very similar in what they sell, as well as in design of their websites as both are also companies that are based online and have very extensive and detailed sites that include almost all information retaining to the site in one page. Although these are filled with information and have numerous tabs that direct you different sections of the website, this does leave the homepage of the website looking very cluttered and hard to look at. This is something I would like to improve upon with my website, having it contain all the necessary information but without making it look too cluttered. Although the larger companies may be able to offer larger discounts and a wider range of brands, they lack the personal interactions and feedback that are available with consumers of smaller companies.








4.1 PORTER’S 5 FORCES ANALYSIS
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There are a large number of competitors in the clothing market worldwide, but with there being numerous large companies that are already well established in the UK. These companies are the ones that provide the largest threats and would create the most rivalry, as they have the ability to stock more brands and a wider range of merchandise which imposes a threat of substitution. However, while some brands that sell through these sites are more affordable, there is also a lot of merchandise that is fairly expensive, and orders need to reach a higher total of money, often ranging from £50-£100 to be eligible for any free delivery.

Through both high-quality merchandise and a relatable, distinctive USP, as well as a closer customer relation, I think that this company could stand apart from its competitors as it would develop its own unique personality and image. Competitive prices on shirts and offering free delivery at a cheaper price, i.e. £30.00, would also be a way to attract customers away from bigger, but more expensive brand names. As the business is online, this will also apply to international orders, with the company having a local, personal image on an international scale.


4.2  PRICING STRATEGY

To cover the costs of purchasing and printing on the t-shirts, the sale price per t-shirt would start at £15.00 and hats would start at £5.00. Each shirt will have a high-quality print and phrase/message on it, so it will be a good value for money, as well as being printed on Gildan shirts which are also of high-quality and last for a long time. This is a price that sits in between the value options of larger sites, but also stays much cheaper than the most popular brands, with the option of free shipping at all orders £30.00 and over, it also entices more sales for a saving on delivery, whereas companies such as Impericon only offer free delivery at purchases over £100.00, even though they deliver from the UK. As well as this, making use of promotions such as a ‘mystery box’ deal that provides three random shirts for the price of two with free delivery, is another popular deal that could attract customers. Having a static and consistent pricing for shirts also creates a reliable point of reference for customers whenever they visit the site for new arrivals, they already know what price to expect of a new item.
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5. SELLING METHODS

Sales will be offered specifically online as there will be no physical store to shop from. The business will make money from t-shirt and hat sales, evolving into more products as time passes, and these will be the source of all profit. The transactions would all be made online as the business would exist as a website with PayPal being a primary payment option, as it is a universally accepted form of protected payment, though other forms of credit/debit card would also be accepted such as Visa, Mastercard, etc. The website will also offer the option to create an account, so their email and details are saved for their next purchase. Orders placed will be shipped at the end of each week, with arrival panned for the start of the next week, which will be specified upon checkout in the store. There will be a clear “Contact Us” section to the website which will allow customers to email/phone the business with any enquiries or concerns they may have.


6. CRITICAL TASKS

	ACTIVITY

	TIMESCALE/DEADLINE

	ASSIGNED TO

	BUDGET


	Facebook advertising campaign.
	A new campaign every 3 months.
	Set by me.
	£50 spread over the course of two weeks.

	Website
	Must be set up before the launch of the company.

	Designed by myself through Wix.
	£25 per month to run, £300 per year.

	T-shirts order.


	On the 1st of each month.
	Myself.
	Approx. £150.00 per month.

	Printing machine order.


	One time buy prior to launch of the business (potential to expand and buy more later in the venture).
	Myself.
	£2000.
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