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	BUSINESS DESCRIPTION / MARKET OPPORTUNITY

Back around ten years ago, there was no other choice available, therefore most people resorted to making their purchases in physical form. In order to acquire and transport products, physical shopping entails walking to shopping malls, electronics stores, auto assembly facilities, boutiques, and food stores. When a customer purchases goods in person, in addition to the commodity price, they are also responsible for paying the "extra" cost that accounts for the involvement of a middleman, which results in additional costs. At the time of our company's launch, we will have a storefront that is located online (Yang et al., 2019). 
The advent of technology has led to modifications in apparel, but we have managed to keep ourselves inside our familiar boundaries. Online sales of alternative men's and women's apparel will be made available by UK Sellers. Because it will lead to the establishment of a prosperous market, the firm stands to gain the most from selling clothing via the internet. The proposed business model will do away with the traditional mediator that stands between buyers and sellers. Customers will have the ability to place orders and make payments for such goods online when utilising the UK Sellers platform. 
Mission statement: To manufacture garments and fashion of an unrivalled quality that engenders devoted patronage from clients over the long term. 
to have the highest sales of any garment company in the world (Kollmann, Stöckmann and Linstaedt, 2018). 
to grow the market while simultaneously keeping the one we now have 
The mission is to offer clothing that is not only stylish but also one of a kind at prices that are reasonable. 
to give them with service that meets their expectations while staying inside their comfort zone to provide a platform that is easy to use in order to provide solutions that are dependable, dependable, and long-lasting. 







	INDUSTRY ANALYSIS

Threat of new entry 

Consumers have been seen walking to stores and shopping centres in order to make clothes purchases during the course of the past decade. Because of the proliferation of the internet, it is now much simpler to purchase and sell items because there is no longer a need for middlemen to facilitate these transactions. The utilisation of the Internet will be incorporated into our business in order to fill any gaps that have been left by our rivals (Wang et al., 2018). Our company's website domain name is going to be UK Sellers.com. The mission statement will be to provide outstanding clothes and to make the very best fashion that can be found elsewhere in the globe in order to win and keep the loyalty of customers over the long run. The primary goal of the company is to save costs while maintaining a reputation for producing clothing that is both unique and trendy. Second, we strive to make our customers happy while also putting them at ease. Last but not least, make sure to stock up on things that are dependable, long-lasting, and reliable. Customers are more likely to patronise our company if they are between the ages of 1 and 16 and between 26 and 40. The company's strategy will be to exploit the shortcomings of its rival businesses in order to get a competitive edge. The management team will consist of a website developer, manager of human resources, director of finance, director of marketing, marketers, and representatives of customer service (Wang et al., 2018). Financing is required in order to make financial expenditures in capital goods including product purchases, licence purchases, website design costs, and storage facility expenses. 



Threat of substitutes
There is competition for every business opportunity out there, with the exception of pioneering enterprises. An investigation into organised competition was carried out, with a particular emphasis placed on established online marketplaces that offered comparable commodities and were situated in the immediate area. It has been said that our competitors include eBay, Kili Mall, Drupal Commerce, and Kili Mall. However, the basic fault is that other companies only offer a restricted selection of products to customers who buy from them. Second, it is difficult to locate these products in their whole, particularly the most recent models. Last but not least, the websites of our rivals are difficult to understand and tough to utilise (Wang et al., 2018). 



Bargaining power of customers

Children from one year old up to sixteen years old are entirely reliant on their parents to meet their fundamental wardrobe requirements. Because so many parents and guardians want their children to be intelligent, they spend a lot of money on buying them clothing of the highest possible quality. Our target demographic will consist of parents because they are the ones who will be purchasing children's apparel. Research shows that people between the ages of 17 and 25 in London have a preference for using internet platforms, despite the fact that they have less discretionary cash than earlier generations. Because the company will offer clothing to people with lower incomes, the online platform will be used to assist those with lower incomes. 
The majority of our customers will fall somewhere in the age range of 26 to 40 years old (Wang et al., 2018). 



Bargaining power of suppliers
The online retail industry is dominated by brands, but the suppliers have very little leverage in negotiations. There are a limited number of suppliers that are able to work with online retailers, notably behemoths like Amazon.com. Those who have the potential to become the most powerful players in the e-commerce market are strongly urged to do so. Alterations in the prices of certain pieces of retail equipment provided by a relatively limited number of key suppliers, for instance, can have a direct effect on the costs of retail operations for an online retailer (Bilińska-Reformat and Dewalska-Opitek, 2021). 




Competitive Rivalry: who are your main competitors and how can you differentiate yourself from them

	Name of competitor
	Differentiation

	Competitor 1 

	Etsy

	Competitor 2

	Aliexpress












	OPERATIONS AND MANAGEMENT TEAM 
OPERATIONS
Establishing a Team Comprised of Management and Operators 
As a store that sells clothing, the first thing we need to do is find an internet market for it. The most prominent suppliers will provide the most up-to-date designs (Ballestar, Grau-Carles and Sainz, 2018). When consumers buy our goods, they will be given the option of having them delivered to their homes or picking them up at one of our local retail locations; accordingly, the mode of delivery will be determined by the customers' preferences. The buyer will not be charged for the delivery of the product, which will be provided by the sales staff. 
Customers will soon be able to submit questions to our website and receive timely responses from our customer care department once the "help" option has been implemented. A call centre that is intuitively designed for its customers will take all calls and deliver responses that are suitable (Alberic et al., 2019). The standards that our clients have set for us will be surpassed by our services. When a consumer phones in to voice a concern or issue, they will be blown away by the high degree of individualised attention they receive as well as the speed with which their issues are resolved. 


MANAGEMENT OF A TEAM 
In order to ensure that our company is successful, we plan to involve a wide variety of stakeholders serving in a variety of managerial capacities (Ballestar, Grau-Carles and Sainz, 2018).
It will be the responsibility of the director of marketing and sales to see to it that all of the marketing and sales goals are accomplished. 
The director of finance is responsible for supervising the creation of financial statements, as well as their administration and direction. 
The manager of human resources is in charge of overseeing the day-to-day operations of the people management department. He is going to make sure that there is enough manpower and that all of the obligations are fulfilled. 
Website designer: In order to keep his grip on the situation, he has decided to take full responsibility for the creation and upkeep of the digital platform (Burrow and Becraft, 2017). 
The new platform will be used to distribute products to clients, and marketers will urge customers to conduct business on the platform. 
He will handle all client enquiries and provide assistance whenever there is a problem at the customer care centre. This will occur whenever there is a problem.




	MARKETING: The Four P’s must be used to describe your marketing strategy
When developing your marketing plan, it is essential to keep in mind the "Four Ps." 

Product: A clear and succinct description of what you have to offer. 
The core of the "product" element in e-commerce is remarkably similar to the core of the idea behind traditional elements. The manufacturing of commodities and consumer items that are in great demand among online consumers is made easier thanks to the virtual environment, which makes it possible for more electronic distribution channels to be developed and increases the likelihood that such channels will be developed (Burrow and Becraft, 2017). 
The following classes are applicable to goods and services that can be obtained online: 
items of informative distribution that have been previously made available, including audio and video elements. 
Collecting a massive amount of data comes first, as this step is required before the acquisition of the target. Some examples of this would be computers, autos, and household goods. This category is comprised of low-priced goods, such as books, and its clients, for instance, read book reviews and comments. 

What sort of prices do you propose to set for your wares, and how did you arrive at those prices? 
On the surface, pricing in online retail follows the same criteria as traditional price formation methods (Li et al., 2021). There are three components that make up the pricing strategy, and they are cost, customer value, and rivals. On the other hand, the expertise of the most renowned e-commerce specialists in the world necessitates the development of completely novel approaches to flexible and individualised pricing (Davis-Sramek et al., 2020). 



What kinds of marketing strategies do you plan to use to promote your product? 

Marketing stands out in the modern environment as a result of the enormous variety of tools and functions that are available to use. Customers can be motivated to do particular actions and engaged in a communication process through the use of promotional activities, which can involve them in the process (approval, registration, download, purchase, recommendation) (Li et al., 2021). The distribution of information about the firm, product, and service takes on a viral nature if the marketing campaign is successful and delivers coverage that is comparable to that of notable media personalities. An increased focus on the audience also contributes, in its own way, to the creation of commercial indicators. 

How will your items be made available in different parts of the world? 
When conducting business online, a website or a marketplace hosted on a social network serves as the point of sale. Because it is the primary point at which the intended audience can interact with the brand, it also functions as a promotion point (Cao, 2014). According to aliexpress.com, in today's economy, the point of sale could be a centralised meeting place for a group or a multitude of independent merchants who offer their wares either at a predetermined price or through an auction (ebay.com). Given these particular circumstances, one of the most significant aspects of the website is the maximum potential availability of sales channels for both purchasers and vendors. 










	FINANCIALS 

Sources of funds: where would you be getting funds from?

Financing is required in order to make financial expenditures in capital goods including product purchases, licence purchases, website design costs, and storage facility expenses. We are in desperate need of cash in order to pay the salaries of the management team before we can get the organisation up and running (Alberic et al., 2019). Therefore, in order to acquire these money, the proprietors of the company will each make an equal investment. According to our projections, the Internet company will bring in a net profit of 8% in its first year of business, and this figure will increase to 17% in the following year. In the event that the strategy is carried out as intended, it is predicted that annual profit increase will be 9 percent. All financial statements are required to keep records, so that they can be used in accounting (Wang, Fang and Zhang, 2022).



Use of funds

	
	Month 1
	Month 2
	Month 3
	Month 4
	Month 5
	Month 6

	Revenue (from your operations and marketing section)
	Between 500 - 1000
	Between 500 - 2000
	Between 1000 - 4500
	Between 2000 - 6000
	7000
	10000

	Fixed Costs
(List out your fixed costs)






	Internet Security – 100
Warehouse storage - 1500
	Internet Security – 100
Warehouse storage – 1500

	Internet Security – 100
Warehouse storage – 1500

	Internet Security – 100
Warehouse storage – 1500

	Internet Security – 100
Warehouse storage – 1500

	Internet Security – 100
Warehouse storage – 1500


	Variable Costs
(List out your variable costs)








	Web Development – 5000
Market Research – 500
Advertising - 3000
	Advertising - 2500
	Advertising - 2600
	Advertising - 3000
	Advertising - 2500
	Advertising – 3500

	Profit 
	-10500
	-2600
	300
	1400
	2900
	4900











REFERENCES:

Alberic, M.D., YeZheng, L., Rodrigue, D.N.S. and Vellem, V. (2019). Research on innovation of cross-border e-commerce business model based on big data. Proceedings of the 3rd International Conference on Business and Information Management - ICBIM ’19. 
Ballestar, M.T., Grau-Carles, P. and Sainz, J. (2018). Customer segmentation in e-commerce: Applications to the cashback business model. Journal of Business Research, [online] 88, pp.407–414. 
Bilińska-Reformat, K. and Dewalska-Opitek, A. (2021). E-commerce as the predominant business model of fast fashion retailers in the era of global COVID 19 pandemics. Procedia Computer Science, 192, pp.2479–2490. 
Cao, L. (2014). Business Model Transformation in Moving to a Cross-Channel Retail Strategy: A Case Study. International Journal of Electronic Commerce, 18(4), pp.69–96. 
Davis-Sramek, B., Ishfaq, R., Gibson, B.J. and Defee, C. (2020). Examining retail business model transformation: a longitudinal study of the transition to omnichannel order fulfillment. International Journal of Physical Distribution & Logistics Management, 50(5), pp.557–576. 
Li, H., Hu, Q., Zhao, G. and Li, B. (2021). Viewpoint: The co-evolution of knowledge management and business model transformation in the post-COVID-19 era: insights based on Chinese e-commerce companies. Journal of Knowledge Management. 
Kollmann, T., Stöckmann, C. and Linstaedt, J.W. (2018). Task Conflict, Narcissism and Entrepreneurial Capability in Teams Planning a Business: A Moderated Moderation Approach to Explaining Business Planning Performance. Journal of Small Business Management, 57(4), pp.1399–1423. 
Yang, C.-N., Chen, Y.-C., Chen, S.-Y. and Wu, S.-Y. (2019). A Reliable E-commerce Business Model Using Blockchain Based Product Grading System. [online] IEEE Xplore. 
Wang, C., Fang, Y. and Zhang, C. (2022). Mechanism and countermeasures of ‘The Innovator’s Dilemma’ in business model. Journal of Innovation & Knowledge, 7(2), p.100169. 
Wang, Y., Jia, F., Schoenherr, T. and Gong, Y. (2018). Supply Chain-Based Business Model Innovation: The Case of a Cross-Border E-Commerce Company. Sustainability, 10(12), p.4362. 


1

