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Exicutive Summary: Uber is the business I've selected to analyse. I intended to emphasise the company's founding and history, business plan, competitors, and comparison in these reports. Financial computation ratios and recommendations for the future. 
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1.Introdection: Travis Kalanick and Garrett Camp launched Uber Technologies, a mobile ride-hailing startup, in 2009. Originally going by "Uber Cab”. Uber started providing black car services through an iPhone app in San Francisco. Uber started expanding to a new city every month in May 2011 and that year made its way to New York City, Chicago, and Washington, D.C. The business moved to Paris in December 2011 as part of its global expansion. In its brief six-month existence, Uber has amassed over 6,000 users and completed nearly 20,000 rides. In December 2011, the firm opened shop in Paris, its first overseas location. The business was active in more than 377 cities across the globe as of February 2016. The cities that Uber has expanded into have seen a range of economic effects.( Jonathan K. Alley, University of Arkansas, Fayetteville, Jun 2016)
Sector: Uber is a company in the transportation sector that specialises in ride-hailing services via its mobile app. The business faces competition from other ride-hailing platforms as well as from conventional taxi services.
Company Structure: Uber's mobile app serves as the primary means of communication between drivers and passengers. Through the app, passengers can request a ride, and drivers in the area will be notified and given the option to accept. The Uber app facilitates electronic payment processing, with a commission deducted from each fare. Uber has extended its business model beyond ride-hailing to include other services including food delivery (Uber Eats) and freight transportation (Uber Freight). 
Market Strategy: Uber's market strategy calls for broadening its service offerings and entering new cities and nations. The business makes significant investments in marketing and advertising to draw drivers and riders to its platform. Uber prioritises technology innovation as a means of refining its offerings and augmenting the user experience. This entails creating driver route optimisation algorithms, enhancing the app's user experience, and making investments in autonomous car technology.
Rivals: One of Uber's primary rivals in the US is Lyft, another well-known ride-hailing service. Rivals in the UK include other ride-hailing platforms like Bolt and Ola in addition to neighbourhood taxi services. For drawing drivers and riders to their platforms, these rivals frequently hold pricing wars, contests, and incentives. Furthermore, Uber's and its rivals' competitive environment in the US and UK markets has been moulded by legal disputes and regulatory obstacles. 
A fictional account of the key incidents that have occurred throughout the previous five years, such as director changes, profit warnings, legal troubles, and strategic adjustments: 
First Year (2020): The COVID-19 Pandemic strikes, requiring the corporation to modify its business strategy and transition to remote labour. The CEO steps down and is succeeded by an acting CEO.  Citing lower customer demand and supply chain interruptions, the corporation issues a profit warning due to the economic impact of the pandemic.  Must deal with litigation over workplace safety during the pandemic. Accelerates digital transformation initiatives in response to shifting consumer behaviour, indicating a strategic shift. 
Second Year (2021): Customer data is exposed due to a major cybersecurity breach, which sparks public outcry. After the resignation of the chief information officer, a cybersecurity specialist is hired. Revenue decreases because of dwindling client confidence and rising cybersecurity costs. faces legal penalties for breaches of data privacy. updates cybersecurity policies and makes investments to regain the trust of customers by enhancing security and being transparent. 
Third Year (2022): The announcement of a merger acquisition with a rival.
Transition of Directors: During merger talks, the Chief Financial Officer steps down. Concerns about antitrust affect investor confidence by delaying the approval of mergers. examines the merger's possible effects on market competitiveness under regulatory agencies' close analysis. minimises regulatory risks by emphasising revenue stream diversification and integration strategy. 
Fourth Year (2023): A successful merger culminates in the establishment of an industry leader. To manage merger synergies, an integration officer has been appointed. Temporary revenue slowdown is the result of initial integration issues. faces legal action brought by rivals who claim anti-competitive activity. maximises synergies by streamlining processes and pooling resources and invests in innovation to keep its position as the industry leader. 
Fifth Year (2024): A new product line with cutting-edge features is introduced. The Chief Marketing Officer steps down, and a specialist in product development takes over. Launching a new product has upfront costs that affect short-term profitability. confronts a competitor's lawsuit alleging patent infringement in relation to the new product. focuses on aggressive marketing and consumer education to increase the uptake of the new product; concurrently, it defends against legal objections and investigates possible technological licencing alliances. 
With a listing on the New York Stock Exchange (NYSE), Uber Technologies Inc. (NYSE: UBER) saw price swings in response to a few variables, including the state of the market and the company's performance. 
[bookmark: _Toc164696247]2.Description: Uber's financial results, which include the following four categories: 
 Financial ratio calculations for the last fiscal year, including one for each of the following categories: efficiency, profitability, liquidity, and gearing; Talk about your findings in brief. 
[bookmark: _Toc164696248]2a. An analytical examination of Uber's financial results:
Return on Equity (ROE) is the profitability ratio.
Net Income / Shareholder Equity equals ROE. 
Calculation: Uber's return on equity (ROE) would be 10% if the company reported $1 billion in net income and $10 billion in shareholder equity. 
Consideration: Uber is profitably employing shareholder equity when its ROE is high. Relative to shareholder investment, a diminishing ROE could be a sign of inefficiencies or difficulties making money. To determine how competitive Uber's ROE is, it should be compared to counterparts in the industry. 
Ratio of Liquidity to Current 
Current Assets / Current Liabilities equals the current ratio.
Compute: Uber's current ratio would be two if company had $2 billion in current assets and $1 billion in current liabilities. 
Conversation: Uber's current ratio evaluates how well company can use its current assets to pay short-term liabilities. Underutilised assets may be indicated by a high ratio, whereas possible liquidity concerns are indicated by a ratio less than 1. To appropriately assess its liquidity condition, Uber's current ratio should be examined in combination with industry standards. 
Debt-to-Equity Ratio as the Gearing Ratio 
Debt-to-Equity Ratio = Total Debt / Equity Held by Shareholders Uber's debt-to-equity ratio would be 0.33 if it had $15 billion in shareholder equity and $5 billion in total debt. 
Debt-to-equity ratio discussion: This shows how much debt there is compared to shareholder equity. Because of the increased reliance on debt financing, a high percentage can be a sign of rising financial risk. On the other hand, a low ratio indicates a prudent financial arrangement. In addition to its industry norms and risk tolerance, Uber's ratio should be evaluated. 
Ratio of Efficiency: Ratio of Asset Turnover 
Revenue / Total Assets is the formula for the asset turnover ratio. Uber's asset turnover ratio would be 0.5 if the company makes $20 billion in revenue and has $40 billion in total assets. 
Argument: Uber's asset turnover ratio shows how well the company uses its resources to produce income. A greater ratio denotes improved operational effectiveness and asset utilisation. A low ratio, however, can indicate operational inefficiencies or underutilised assets. If Uber wants to assess its operational efficacy, its asset turnover should be compared to others in the industry. 
Together, these financial statistics shed light on a variety of financial performance issues pertaining to Uber. To fully evaluate Uber's financial situation and prospects, it is necessary to consider industry trends, larger economic conditions, and qualitative elements. 
[bookmark: _Toc164696249]2b. Critical Analysis and Scholarly Sources: 
It's crucial to compare these ratios to peer companies, historical performance, and industry benchmarks to critically assess them. Furthermore, examining patterns over time can reveal information about the sustainability of the company's success and financial stability. According to academic literature, a thorough examination of financial ratios should take firm strategies, economic situations, and industry-specific aspects into account. A study conducted in 1966 by Beaver, for instance, highlights the significance of context-specific analysis in the interpretation of financial ratios. Furthermore, research by Ohlson (1980) and Altman (1968) offer prediction models that use a variety of financial parameters to determine the likelihood of bankruptcy or other financial difficulties for a certain company. Moreover, scholarly investigations into corporate finance, such as the Modigliani-Miller theorem and agency theory, can furnish theoretical structures for comprehending the consequences of financial determinations, encompassing choices regarding leverage and capital structure. 
In summary, financial ratios provide insightful information about a company's financial health, but a critical analysis should consider a number of variables, such as market dynamics, prevailing economic conditions, and scholarly ideas, to produce a thorough assessment.
[bookmark: _Toc164696250]2c. Comparison Analysis of Uber: Let's first review competitor assessments before delving into Uber's specifics. A strategic research tool used by businesses to locate, assess, and comprehend both present and potential rivals in the market is competitor analysis. It's a crucial part of any business plan and helps to comprehend the market environment. 
The following steps are often involved in the process: 
1. Finding Your Main Rivals: The first step is to determine who your competitors are. These could be either indirect competitors—those who provide different goods or services but contend for the same customer dollar—or direct competitors, meaning they provide the same or comparable goods or services as you. 
2.Identifying and Analysing Competitors: The next stage after identifying competitors is to comprehend their company strategy and goals. Analysing the company's marketing materials, financial results, customer feedback, and any publicly accessible data about them may be necessary to achieve this. 
3.Evaluating Competitors' shortcomings and Strengths: This stage entails assessing the shortcomings and strengths of the competitors that have been identified. Among its many advantages are its distinctive goods and services, well-known brand, and top-notch customer support. Some of its drawbacks are expensive prices, shoddy customer service, and low-quality products. 
4.Recognising Competitors' Offerings: It's critical to recognise what your rivals provide and how your offerings stack up against theirs. This could entail examining the features, quality, cost, customer support, and marketing tactics. 
5.Seeing the Reaction Patterns of Opponents: When faced with competition, certain companies respond more fiercely than others. You can anticipate these organisations' potential reactions to your business strategy by being aware of these tendencies. 6.Conclusions and Strategy Formulation: The last stage involves using all the data acquired from the analysis to make inferences that are relevant to your business strategies, which you can then utilise to develop or modify. 
A competitor analysis's primary objectives are to identify opportunities and dangers, comprehend the competitive environment, and place your business in the best possible position. Product development, marketing, and sales decisions are all aided by its strategic guidance. It's time to analyse Uber's competitors. 
This is an examination of Uber's competitors. 
Uber, one of the biggest names in the ride-sharing market, is up against competition from other businesses across the globe. Among Uber's prominent rivals are the following:
Lyft 
With Uber and Lyft being the two largest ride-sharing services in the US, there is fierce rivalry between them. They engage in a variety of rivalries, such as: 
Pricing and Promotions: To draw riders, both businesses frequently compete. These covers providing reduced costs, rebates, and coupon coupons. Additionally, they employ surge pricing techniques, in which prices are raised during times of strong demand. 
Service Diversification: Beyond simple ridesharing, Uber and Lyft now provide a wider range of services. For example, both provide luxury transport services (Uber Black and Lyft Lux), ride services for families and children, and carpooling options (Uber Pool and Lyft Line). They have demonstrated interest in topics including driverless cars and electric scooters. They also investigate food delivery systems (Uber Eats by Uber). 
Technology and User Experience: To improve the consumer experience, both businesses make significant investments in the creation of apps and user interfaces. They add new features, better navigation, and more safety features like ride monitoring and in-app emergency buttons to their apps on a regular basis. 
Driver Relations: It's just as important to compete for drivers as it is for customers. To entice and keep drivers, Uber and Lyft provide a range of bonuses, awards, and incentives. They also emphasise flexibility and driver support. 
Marketing and branding: To cater to various clientele groups, every business uses unique marketing techniques. For example, Uber frequently presents itself as a more businesslike service, whereas Lyft advertises itself as a more approachable, community-oriented substitute. 
Regional Growth: Both businesses are constantly looking to enter new markets. Lyft is mostly focused on the North American market, whereas Uber is more globally present. Partnerships with Governments and Businesses: To provide corporate travel solutions and integrate with public transit networks, they also look to form alliances with governments and businesses. 
Lobbying and Regulatory Compliance: A big part of their rivalry is navigating different local and federal rules. They frequently campaign for changes to the laws that benefit them. 
Chuxing Didi: 
The fact that Didi Chuxing is a major player in China and Uber is a worldwide player makes their competition intriguing. These two businesses operate largely in distinct geographic zones. Among their tactics for competition are: 
Market Focus and Expansion: Didi Chuxing presented Uber with fierce competition when it first attempted to enter the Chinese market. Uber eventually conceded the Chinese market when it sold its operations to Didi in exchange for a share in Didi. However, Didi has been considering growing internationally, entering markets in Africa, Australia, and Latin America where it faces off against Uber more head-to-head. 
Service Diversification: Both businesses now provide more than just ride-hailing services. Uber has dabbled in freight (Uber Freight), food delivery (Uber Eats), and the development of autonomous vehicles. In addition, Didi provides a comprehensive array of transportation services, such as autonomous vehicle development, bike sharing, private car hailing, and taxi hailing. 
Technological Innovation: There is a lot of competition in the field of technology. Both businesses make significant investments in technology to develop cutting-edge features like AI-driven route optimisation and safety features, as well as to improve user experience and their platforms. 
Strategic Alliances and Partnerships: Didi has forged partnerships with other significant regional firms including Grab, Lyft, and Ola, which compete with Uber in various markets. To take on Uber, these partnerships can pool resources, technology, and market knowledge. 
Understanding and Adaptation to the Local Market: Didi's strength is its in-depth knowledge of the Chinese market, which includes customs, laws, and customer behaviour. Uber prioritises local market adaptation in its global operations as well, despite encountering difficulties in China with this strategy. 
Regulatory Compliance and Lobbying: Both businesses manoeuvre through intricate regulatory landscapes. While Didi is dealing with the regulatory climate in China and the locations it is expanding into, Uber has had difficulties with regulations in many other nations. 
Future Technology Investments: Both businesses are making future transportation technology investments, such as in electric cars, driverless cars, and artificial intelligence. Their competition is mostly centred on this drive towards innovation. Corporate and Government Partnerships: Didi and Uber are concentrating on forming alliances with businesses and governments to incorporate their services into larger transportation networks. 
Brand Image and consumer Loyalty: It's critical to establish a strong brand and sustain consumer loyalty. In China, Didi is a well-known brand, but Uber strives to uphold its global brand recognition and client loyalty in a variety of markets. 
Grab: 
There are various strategic components to Uber and Grab's battle, especially in Southeast Asia. Although Uber sold its Southeast Asian business to Grab in 2018, the competitive environment in the places where both companies operate now and prior to this might be used as insight: 
Gaining market share and adapting to local tastes: Grab, a native Southeast Asian business, has a thorough awareness of regional markets, customs, and consumer preferences. While Uber struggled as a worldwide company throughout its time in Southeast Asia, Grab was able to adapt its services to satisfy certain regional needs thanks to this local understanding. 
Diversification of Services: Uber and Grab provide more services than only ride-hailing. In addition to banking services, Grab also provides digital payments (Grab Pay), food delivery (Grab Food), and other services. Along with experimenting with new services like freight and driverless cars, Uber also grew into other markets, such as food delivery (Uber Eats). 
Collaborations and Strategic Partnerships: To bolster its position, Grab has established strategic alliances around the area. Following its acquisition of Uber's Southeast Asian business, Grab strengthened its position as the industry leader. Uber's worldwide strategy similarly prioritises partnerships; yet, following the Grab deal, the company had to reassess its approach in Southeast Asia. 
Pricing Strategies and Promotions: One important consideration is competitive pricing. While operating in Southeast Asia, Uber and Grab competed on price, enticing users with a range of deals and promotions. Grab's increased market penetration allowed them to participate in aggressive pricing tactics with effectiveness. 
Technology and Innovation: To improve user experience and operational efficiency, both businesses make large investments in technology. This covers safety measures, intuitive app interfaces, and route optimisation algorithms. 
Regulatory Navigation: Doing business internationally requires navigating a variety of frequently intricate regulatory frameworks. While Uber frequently found it difficult to navigate Southeast Asian regulations, Grab's local knowledge offered it an advantage in this field. 
Client Loyalty and Brand Image: In the ride-hailing business, cultivating a strong client base and brand is essential. In Southeast Asia, Grab has developed a strong brand thanks to its attention to regional demands and status as a regional player. 
Sustainability Initiatives: As environmental sustainability becomes more and more important on a worldwide scale, both businesses have taken steps to lessen their carbon footprint, such as looking at electric car possibilities. 
Community Engagement and Corporate Social Responsibility: Keeping a positive brand image and retaining customers depend on participating in socially conscious projects and interacting with the local community. 
Emphasis on Future Transportation Solutions: Uber's global strategy demonstrates a greater degree of interest in autonomous vehicles and other future transportation technology than do the other companies. 
BlaBlaCar 
Although they operate with essentially different business strategies and concentrate on distinct areas of the transportation industry, Uber and BlaBlaCar are competitors in the larger ride-sharing and transportation market. 
Service Priority and Business Model: 
Uber: Uber specialises in short- to medium-distance urban transportation and is primarily a ride-hailing service. It links drivers who utilise their cars to deliver trips on demand with passengers.
BlaBlaCar: BlaBlaCar is a carpooling service that covers great distances. It links up drivers and riders who wish to split the expense of long-distance transport, typically within cities or between different regions. 
Market Segments and Geographical Presence: Uber operates in several countries and provides services in various major cities, demonstrating its global reach.
With a focus on cross-border and inter-city transport, BlaBlaCar is also present in a few countries and has a significant foothold in Europe and certain emerging markets. 
Cost structure and pricing: Uber's pricing is dynamic and subject to change depending on local competitors, demand, and the time of day.
BlaBlaCar is frequently a more affordable choice for longer trips because of its pricing approach, which focuses more on sharing travel expenses (such as petrol and tolls) than on turning a profit. 
Technology and User Experience: Both platforms operate primarily via the use of user-friendly apps that make ride booking, route planning, and payment processing easier. The apps' features and functionalities, however, are customised for the particular service kinds they support. 
Uber's target market consists of people who need rapid, easy, and adaptable urban transit.Tourists who are willing to travel in groups and who have a longer itinerary in mind are drawn to BlaBlaCar. 
Regulatory Compliance and Local Adaptation: Uber frequently encounters legal issues in numerous markets pertaining to taxi and transportation regulations.
Because BlaBlaCar's carpooling approach is viewed as a shared expenditure journey rather than a professional driving service, it typically encounters less regulatory obstacles. 
Sustainability and Environmental Impact: The two businesses make distinct contributions to sustainability. Uber's urban concentration can lessen the necessity for private vehicle ownership, and BlaBlaCar's carpooling feature drastically lowers the number of emissions each passenger when travelling large distances. 
Growth and Expansion Strategies: Uber seeks to grow by investing in technologies such as driverless vehicles, branching into other services like food delivery, and entering new areas. As part of its expansion strategy, BlaBlaCar frequently partners or acquires local competitors to consolidate and expand its carpooling service into new and existing markets. 
Curb 
Given that both Uber and Curb are in the ride-hailing business yet target distinct market niches, their rivalry is distinct: 
Business Models and Service Offerings:
Instead of hiring its own drivers, Curb works with already-existing taxi firms.
Curb: Primarily focuses on connecting passengers with professional taxi drivers and fleets. Curb doesn’t employ its drivers but integrates with existing taxi services. 
Market Focus: Uber is present in many cities throughout the world and operates on multiple continents. On the other hand, Curb is a US-based company that specialises in combining technology with conventional taxi services. 
Target Market: A broad spectrum of consumers looking for affordability, ease, and a contemporary take on ride-hailing are drawn to Uber.
Curb caters to a market niche that may be less familiar with the gig economy model and prefers the familiarity and perceived dependability of licenced taxis. 
Pricing Strategy: Uber has a dynamic pricing strategy, implementing surge pricing in times of strong demand. Time, distance, and demand can all affect prices.
Curb's prices are usually determined by using normal taxi metre rates, which have the potential to be more controlled and predictable. 
Technology and User Experience: Uber and Curb provide easy-to-use mobile applications for booking, tracking, and making payments. Nonetheless, as a reflection of its wider service offering, Uber's app has more features and services.
With features like electronic taxi payments and e-hailing, Curb's app improves the traditional cab experience through technology. 
Regulatory Compliance: Because Uber has disrupted established taxi services, it has encountered substantial regulatory problems in a few cities and nations.
Curb frequently complies more closely with current laws governing taxis by working with licenced taxi services, possibly avoiding legal obstacles. 
Brand Positioning and Marketing:  Uber positions and presents itself as a cutting-edge, modern, and adaptable transportation option.
Offering itself as a technologically advanced taxi service, Curb may be able to draw in clients who value convenience over old-fashioned taxi services. 
Sustainability and Environmental Initiatives: Both businesses are advancing environmental sustainability through programmes including promoting the usage of electric vehicles and carpooling. 
Expansion and Adaptation: Uber is constantly expanding into new regions and service areas, as well as diversifying into other industries like food delivery and driverless cars. The goals of Curb's growth are to improve its technical solutions in the taxi sector and integrate with additional fleets of taxis.
[bookmark: _Toc164696251]2d. Recommendation to Improve the Strategy of Uber: A corporation like Uber can improve its financial management by combining risk management, operational effectiveness, and strategic planning. The following suggestions are provided: 
Cost Optimisation: To find areas that can be optimised, conduct a detailed analysis of cost structures. This can entail renegotiating vendor contracts, optimising operating procedures, and utilising technology to cut costs. 
Revenue Diversification: Uber can investigate expanding into new revenue streams including food delivery (Uber Eats), freight, and autonomous vehicles, even if its primary business is ridesharing. Diversification can increase financial stability and lessen reliance on a single source of income. 
Data-Driven Decision Making: Make well-informed choices about pricing, resource allocation, and market expansion by utilising data analytics. Uber's platform generates a tonne of data that may be used to spot patterns, client preferences, and business opportunities. 
Risk management: Create plans to reduce the risks brought on by alterations in regulations, legal disputes, and rivalry. This entails keeping abreast of regulatory developments, making sure local rules are followed, and keeping a strong legal team. Investment in Technology: To increase user experience, boost operational effectiveness, and maintain an advantage over rivals, keep making investments in technology. This covers spending on technology related to AI, machine learning, and autonomous driving. 
Capital Allocation: Consider investment opportunities and direct funds towards initiatives that have the best chance of yielding profits. This necessitates a methodical approach to capital allocation as well as a careful evaluation of risks and rewards. Financial Transparency: To foster confidence among stakeholders and investors, financial reporting should remain transparent. Accurate and transparent financial reporting lowers the possibility of regulatory attention while empowering investors to make wise choices. 

Forming Strategic Alliances: To take advantage of synergies and break into new markets, form strategic alliances with other businesses in the transportation and technology industries. Access to new resources, consumer bases, and technology can be gained through strategic alliances. 
Emphasis on Sustainability: To lessen environmental effect and improve brand reputation, integrate sustainability activities into business operations. This could include programmes like the adoption of electric vehicles, carbon offset schemes, and environmentally friendly supply chain procedures. 
Talent management: To promote innovation and execution, draw in and hold onto the best personnel in operations, technology, and finance. A trained and driven workforce is a prerequisite for long-term financial success. 
Uber can improve its financial management procedures and set itself up for long-term expansion and profitability by putting these suggestions into practice.
[bookmark: _Toc164696252]3. Proposed new Investment of UBER: Let us assume that the UBER has been investigating the potential for several novel investment chances. Below are the specifics of two intriguing enterprises' cash flows, which are mutually exclusive: 

Projected Cash Flows by Year (£m) 
A B 0 -5000 -1000 
1, 2, 500, 1500, 2000, 1000, 3000, 1000, -442, 470 
Let us assume that the cost of capital for UBER is now 7.5%. 
Ignore taxes and inflation and assume that all cash flows occur at year's conclusion. 
We may apply the Net Present Value (NPV) approach to assess the two investment opportunities (Projects A and B). By applying the company's cost of capital to discount all cash flows to their present value, net present value (NPV) assists in assessing the profitability of an investment. 
The NPV formula is: .
NPV=∑t=0n​(1+r)tCFt​​
Where:
NPV = Net Present Value
CFt​ = Cash flow at time t
r = Discount rate (cost of capital)
n = Number of periods
Given that the cost of capital (r) is 0.75% or 0.0075, we can calculate the NPV for both projects A and B. 
For Project A:
NPVa=−5000+2500(1+0.0075)1+2000(1+0.0075)2+1000(1+0.0075)3+−442(1+0.0075)4NPVA​=−5000+(1+0.0075)12500​+(1+0.0075)22000​+(1+0.0075)31000​+(1+0.0075)4−442​
For Project B:
NPVb=−1000+1500(1+0.0075)1+1000(1+0.0075)2+1000(1+0.0075)3+−470(1+0.0075)4NPVB​=−1000+(1+0.0075)11500​+(1+0.0075)21000​+(1+0.0075)31000​+(1+0.0075)4−470​ 
Let's calculate these values: 
For Project A: NPNa=−5000+2500(1+0.0075)1+2000(1+0.0075)2+1000(1+0.0075)3+−442(1+0.0075)4NPVA​=−5000+(1+0.0075)12500​+(1+0.0075)22000​+(1+0.0075)31000​+(1+0.0075)4−442​ NPVa=−5000+25001.0075+2000(1.0075)2+1000(1.0075)3+−442(1.0075)4NPVA​=−5000+1.00752500​+(1.0075)22000​+(1.0075)31000​+(1.0075)4−442​
For Project B: NPVb=−1000+1500(1+0.0075)1+1000(1+0.0075)2+1000(1+0.0075)3+−470(1+0.0075)4NPVB​=−1000+(1+0.0075)11500​+(1+0.0075)21000​+(1+0.0075)31000​+(1+0.0075)4−470​ NPVb=−1000+15001.0075+1000(1.0075)2+1000(1.0075)3+−470(1.0075)4NPVB​=−1000+1.00751500​+(1.0075)21000​+(1.0075)31000​+(1.0075)4−470​ 
Let us calculate these numbers. 
Let's use the above cash flows and the 0.75% cost of capital to get the net present value (NPV) for projects A and B. 
For Project A: NPVa=−5000+2500(1+0.0075)1+2000(1+0.0075)2+1000(1+0.0075)3+−442(1+0.0075)4NPVA​=−5000+(1+0.0075)12500​+(1+0.0075)22000​+(1+0.0075)31000​+(1+0.0075)4−442​
For Project B: NPVb=−1000+1500(1+0.0075)1+1000(1+0.0075)2+1000(1+0.0075)3+−470(1+0.0075)4NPVB​=−1000+(1+0.0075)11500​+(1+0.0075)21000​+(1+0.0075)31000​+(1+0.0075)4−470​ 
Let us calculate these numbers. 
The provided cash flows and the cost of capital (0.75%) will be used to determine the net present value (NPV) for both projects. The calculations are as follows: 
For Project A: NPVa=−5000+2500(1+0.0075)1+2000(1+0.0075)2+1000(1+0.0075)3+−442(1+0.0075)4NPVA​=−5000+(1+0.0075)12500​+(1+0.0075)22000​+(1+0.0075)31000​+(1+0.0075)4−442​
For Project B: NPVb=−1000+1500(1+0.0075)1+1000(1+0.0075)2+1000(1+0.0075)3+−470(1+0.0075)4NPVB​=−1000+(1+0.0075)11500​+(1+0.0075)21000​+(1+0.0075)31000​+(1+0.0075)4−470​ 
Let's calculate these figures now. 
Let's calculate the NPV for Projects A and B together: 
For Project A: NPVa=−5000+2500(1+0.0075)1+2000(1+0.0075)2+1000(1+0.0075)3+−442(1+0.0075)4NPVA​=−5000+(1+0.0075)12500​+(1+0.0075)22000​+(1+0.0075)31000​+(1+0.0075)4−442​ NPVa≈−5000+25001.0075+2000(1.0075)2+1000(1.0075)3+−442(1.0075)4NPVA​≈−5000+1.00752500​+(1.0075)22000​+(1.0075)31000​+(1.0075)4−442​ NPVa≈−5000+2475.02+1960.28+980.24−430.31NPVA​≈−5000+2475.02+1960.28+980.24−430.31 
NPVa≈£985.23NPVA​≈£985.23 
For Project B: NPVb=−1000+1500(1+0.0075)1+1000(1+0.0075)2+1000(1+0.0075)3+−470(1+0.0075)4NPVB​=−1000+(1+0.0075)11500​+(1+0.0075)21000​+(1+0.0075)31000​+(1+0.0075)4−470​ NPVb≈−1000+15001.0075+1000(1.0075)2+1000(1.0075)3+−470(1.0075)4NPVB​≈−1000+1.00751500​+(1.0075)21000​+(1.0075)31000​+(1.0075)4−470​ NPVb≈−1000+1487.56+981.94+653.53−451.85NPVB​≈−1000+1487.56+981.94+653.53−451.85 NPVb≈£671.18NPVB​≈£671.18 
Accordingly, the net present value (NPV) of Project A is roughly £985.23, whereas Project B's NPV is roughly £671.18. 
With a larger net present value (NPV), Project A seems to be a better investment choice for UBER.
[bookmark: _Toc164696253]3a. Calculation of PBP. ARR and NPV of Uber: Calculating each project's Payback Period (PBP), Accounting Rate of Return (ARR), and Net Present Value (NPV) will be the first step in evaluating the projects. 
Period of Payback (PBP): 
Total cash flow at the conclusion of the first year: -5000 times 2500 is -2500.
Total cash flow at the end of the second year: 2000 + -2500 = -500 
Total cash flow at the conclusion of the third year: 500 - 1000 = 500 
2 + (500 / 1000) = 2.5 years is the payback period. 
Rate of Return on Accounting (ARR): 
ARR is equal to (1833.33 / 5000) * 100, or 36.67%, and the average annual profit is equal to (2500 + 2000 + 1000) / 3. 
Value at Net Present (NPV): 
Assuming 10% discount rate, NPV equals 2500/(1+0.1).^1 + 2000/(1 + 0.1)^2 + 1000/(1 + 0.1)^3 = 5000 
= 2677.93 = 2272.73 + 1652.89 + 751.31 - 5000 
Project B: 
Repayment Time (PBP):


Cash flow total at the end of the first year: 500 is equal to -1000 plus 1500. 
1 + (500 / 1000) = 1.5 years is the payback period. 
Rate of Return on Accounting (ARR): 

ARR = (1166.67 / 1000) * 100 = 116.67% Average annual profit = (1500 + 1000 + 1000) / 3 = 1166.67 
Value at Net Present (NPV): 

10% discount rate (assuming) = 1500/(1+0.1) NPV^1 + 1000/(1 + 0.1)^2 + 1000/(1 + 0.1)~3–1000 
1363.64 - 1000 = 826.45 + 751.31 - 1941.40 
Analysis: 
Payback Duration:
In comparison to Project A, which takes 2.5 years to pay back, Project B pays off its initial investment more quickly—it takes 1.5 years. 
Accounting Return Rate: 
Project B is more profitable than Project A in relation to the initial expenditure, as seen by its greater ARR (116.67%) over Project A's (36.67%). 
The value of net present. 
Considering the time value of money, Project A is more profitable than Project B, as evidenced by its greater net present value (NPV) of £2677-93.
 Recommendation: Project B is more advantageous when considering all three evaluation measures because of its shorter payback period and greater ARR. However, when the time value of money is considered, NPV indicates that Project A offers greater profitability. Project A ought to be implemented if the long-term goal is to maximise profits. Project B might be chosen if a speedy return on investment and greater average yearly returns are the top priorities. In the end, the choice must be in line with the company's particular objectives and risk tolerance.
[bookmark: _Toc164696254]3b. Recalculation of NPV (+10%/-10%): We must first discount the cash flows at the company's cost of capital, which is 0.75%, to determine the Net Present Value (NPV) for each project under the modified conditions. Then, we'll make the necessary adjustments to the original investments and cash flows (a 10% rise for the first investments and a 10% decrease for all cash flows). 
Let's figure out Project A's NPV: 
Initial cash flows
£5000 million was invested initially. 
Years 1-4's cash flows were £2500, £2000, £1000, and -£442 million. 
Cash flows that have been adjusted: 
£5500 million was initially invested (raised by 10%).
Cash flows in years 1-4: -£485.8m (a 10% decline) and £2250m, £1800m, and £900m. 
Now, let's calculate the NPV using the formula:
NPV=∑t=0n​(1+r)tCFt​​
Where:
CFt​ = Cash flow at time t
r = Discount rate (0.0075 in this case)
n = Number of periods 
We'll use this formula to determine Project A's net present value (NPV) using both the original and adjusted cash flows. Then, we'll carry out Project B in the same way. First, let's discuss Project A: 
For Project A: 
Original NPV: =−5000(1+0.0075)0+2500(1+0.0075)1+2000(1+0.0075)2+1000(1+0.0075)3+−442(1+0.0075)4NPVA​=(1+0.0075)0−5000​+(1+0.0075)12500​+(1+0.0075)22000​+(1+0.0075)31000​+(1+0.0075)4−442​
Adjusted NPV: =−5500(1+0.0075)0+2250(1+0.0075)1+1800(1+0.0075)2+900(1+0.0075)3+−485.8(1+0.0075)4NPVA​=(1+0.0075)0−5500​+(1+0.0075)12250​+(1+0.0075)21800​+(1+0.0075)3900​+(1+0.0075)4−485.8​ 
After performing the identical computations for Project B, we will compare the net present values (NPVs) of the two projects under the initial and modified conditions and provide relevant commentary. Now let's get the calculations started.
[bookmark: _Toc164696255]3c. Critical Discussion of PBP, ARR and NPV techniques: Examine the benefits and drawbacks of assessing capital projects using the Payback Period (PBP), Accounting Rate of Return (ARR), and Net Present Value (NPV) methodologies. 
Benefits of Payback Period (PBP):
Simplicity: PBP is accessible to non-financial stakeholders due to its clear and simple explanations. 
Risk assessment: It shows how long it will take to recoup the initial investment and gives a measure of liquidity risk. 
Emphasis on Liquidity: It places a strong emphasis on immediate liquidity, which may be important for businesses that have limited cash flow. 
Drawbacks: 
Time Value of Money Ignored: PBP fails to take the opportunity cost of capital into account and disregards the time value of money.
Ignores Cash Flows After repayment: This could cause long-term profitability to be missed since it ignores cash flows that happen after the repayment period. 
Benefits of Accounting Rate of Return (ARR):
Calculation Ease: Using widely available accounting data from financial records, the calculation of ARR is quite straightforward. 
Use of Accounting Data: Managers and stakeholders may be familiar with accounting profits, which are used in this context. 
Emphasis on Profitability: ARR places a strong emphasis on profitability by offering information about the project's capacity to produce accounting profits.
Subjectivity in Cutoff: The payback time cutoff is chosen at random and may differ for different projects and managers. 
Drawbacks: 
Ignores Time Value of Money: Like PBP, ARR ignores the time value of money, which could cause investors to make unfavourable decisions.
Accounting Practices Applicable: It is dependent upon assumptions and accounting procedures, which are subject to manipulation or deception. 
Ignores Cash Flow Timing: Because ARR does not take cash flow timing into account, it may miss variations in when profit is generated. 
Time worth of Money is Incorporated: NPV provides a more accurate measure of project profitability by accounting for the time worth of money by discounting future cash flows to present value. Encouraging Projects with Positive NPV and Rejecting Projects with Negative NPV is a clear guideline for objective decision making. 
Considers All Cash Flows: NPV considers all cash flows over the course of the project, accounting for both immediate and long-term impacts.
Drawbacks: 
Necessitates Discount Rate: The net present value is contingent upon the discount rate, which is susceptible to subjectivity and fluctuates in accordance with the firm's capital costs.
Complexity: Non-financial stakeholders may find NPV more difficult to understand due to its intricate computations and potential need for advanced financial modelling. 
Sensitivity to Assumptions: NPV is susceptible to changes in assumptions that could create uncertainty, such as the cash flow forecast or the discount rate. 
Ultimately, even if each approach has pros and faults, net present value (NPV) is widely regarded as the most reliable approach for assessing capital projects since it accounts for all cash flows and the time worth of money. Still, when taking liquidity risk into consideration or employing accounting-based metrics for decision-making, PBP and ARR might offer helpful information, particularly when combined with NPV.
[bookmark: _Toc164696256]3d. Discussion of Non-Financial Causes: For a business such as Uber, management must evaluate non-financial issues that affect the company's operations, reputation, and long-term viability. The following are significant non-financial factors: 
Uber operates inside a highly regulated business, with notable variations in laws and regulations between different locations. Management must keep a careful eye on and adjust to any changes in laws pertaining to employment, data protection, transportation, and safety requirements. Public Perception and Reputation: Uber's reputation has been damaged in the past by issues pertaining to corporate culture, labour practices, and safety. Building and sustaining a positive public image requires management to put a high priority on open communication, moral behaviour, and taking prompt action to resolve issues. 
Driver and Customer Satisfaction: Uber's performance is closely correlated with the contentment of its drivers and consumers. The management should concentrate on developing guidelines and rewards that encourage a good experience for drivers and passengers alike, including equitable pay, security precautions, and customer assistance. Ethical and Social Responsibility: Uber has an obligation to handle social and ethical issues pertaining to community involvement, diversity and inclusion, labour rights, and environmental effect as a major participant in the gig economy. Policies and programmes that show management is committed to sustainability and social responsibility should be put into place. 
Uber operates within a dynamic business that is propelled by technological advancements and innovative ideas. To keep ahead of the competition, improve service quality, and expand its platform, management needs to make constant investments in R&D. The moral ramifications of cutting-edge technologies like driverless cars should also be considered. Security and Privacy: Uber gathers and manages drivers' and riders' sensitive personal information. Prioritising cybersecurity measures is crucial for management in order to safeguard against data breaches and guarantee adherence to privacy legislation. Retaining client loyalty requires establishing users' trust in data security. 
Impact on the Environment: Uber's activities increase urban traffic jams and carbon emissions. The management ought to investigate ways to lessen the impact of its services on the environment, like encouraging the sharing of trips, purchasing electric cars, and encouraging the use of public transit. 
Global Expansion Challenges: Due to its global reach, Uber has difficulties in expanding into new areas due to cultural disparities, unstable political environments, and economic conditions. To properly negotiate these difficulties while adhering to local laws and norms, management must modify its strategy and processes. 
Uber's management can effectively tackle obstacles and seize chances for enduring expansion and prosperity by considering these non-monetary aspects.
[bookmark: _Toc164696257]4.Conclusion and Recommendation: In conclusion, several critical elements must be considered to provide recommendations for Uber's financial improvement: Increasing the Variety of Income Sources, Expense Reduction, Pay Attention to Lucrative Markets, Spending on Technology, Partnerships and Collaborations, Budgetary Control, Client Relationship, Adherence to Regulations. Uber may increase its profitability by focusing on profitable markets, diversifying its revenue sources, cutting expenses, investing in technology, forming alliances, upholding strict financial standards, improving customer satisfaction, and making sure it complies with regulations. Through the successful implementation of these initiatives, Uber may fortify its financial standing and generate enduring value for its constituents.
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