
 Cryptocurrency and blockchain innovation
By Leonard Butaliu

Innovation in blockchain technology and early adopters?P1	Comment by Navdeep Randhawa: This is not clear who the company is, your introduction should be based on your chosen Enterprise.
A cryptocurrency, simply put, is a new type of digital currency. You can digitally transmit non-cryptocurrency money such as the US dollar, but that's not the same as how cryptocurrencies work. The technology that underpins cryptocurrencies is what sets them 
apart. "Who cares about the technology underlying my money?" you could ask. I'm solely interested in how much money I have in my wallet!" The difficulty is that the world's present monetary systems have numerous flaws.  
· Payment systems such as credit cards and wire transfers are outdated.
· In most cases, a bunch of middlemen like banks and brokers take a cut in the process, making transactions expensive and slow.
· Financial inequality is growing around the globe.
· Around 3 billion unbanked or underbanked people can’t access financial services. That’s approximately half the population on the planet.
Another significant difference in money is the ease with which it may be transferred. One of the key reasons for the invention of cash was the difficulty of transporting a tonne of gold bars from one country to another. Credit cards were invented as people became even lazier. Credit cards, on the other hand, transport money that your government controls. Cryptocurrencies may provide a helpful alternative as the globe grows more interconnected and individuals become more concerned about authorities who may or may not be acting in their best interests. We might be able to dispose of banks and other centralised middlemen entirely if you use bitcoins. This is because cryptocurrencies rely on decentralised blockchain technology (meaning no single entity is in charge of it). Rather, each computer in the network verifies the transactions. 	Comment by Navdeep Randhawa: P1 - more detail is needed, how was the Enterprise developed, errors, changes etc?
Early adopter- Paypal P2
It stands to reason that the company that pioneered modern digital payments would be the first to beat Microsoft to the punch. Microsoft started accepting Bitcoin in December of 2014, three months after PayPal did it in September. The move was made to attract businesses to PayPal's platform, not consumers. This was due to the fact that Bitcoin transaction costs were far lower than the profit-eroding 2 percent to 3 percent fee that firms were paying for credit card transactions. PayPal is well-positioned to end 2020 on a high note, thanks to its existing offers and new partnerships as the holiday season approaches. The company has a long-standing partnership with Google Pay and is included into the Facebook and Instagram in-app shopping checkout options. 

Using Drucker’s model we can make the assumption that PayPal has spotted the early “opportunities” in incongruity and new knowledge. They proceeded to use the incongruity to their advantage to further promote innovation. In addition to this, they were the first to introduce bitcoin adoption and introduced it to the mainstream media 

Moreover, the new knowledge allows them to this present day to spot opportunities and form partnerships with behemoths such as Google and social media platforms like Instagram and Facebook. Throughout time, they have pioneered the industry, gained reputable partnerships and achieved a well respected corporate image. Their innovation continues to inspire giants such as Venmo and Stripe to create their own legacies and come up with their own innovations to further develop the digital era we know today.

M1
According to Drucker, deliberate, systematic innovation begins with an examination of opportunities, which he categorises as the "Seven Sources of Innovative Opportunity."
Drucker’s model can be used to determine and identify what key aspects of innovation PayPal used in order to guarantee the success of the enterprise and follow in its footsteps.
For example, Paypal used Incongruity and the changes brought about by new knowledge to adapt to modern society's ever-changing environment.

Incongruity. Defined: “You aren’t living up to customer standards or you want to meet a higher standard. Or you need to manage their expectations, something that is hard to do unless you literally invent the niche.” This is perfectly aligned with Paypal since they developed a new niche, which was digital payments. They were the market leader and innovators in the field of modern digital payments. This would have set a precedent for future businesses and aided the mainstreaming of cryptocurrencies and blockchain technologies.
The changes brought about by new knowledge to adapt to modern society's ever-changing environment. Defined: “New knowledge can be used to develop innovative products. Innovations of this sort usually combine many sorts of knowledge.”. The new knowledge about blockchain technology started the innovation and creation of bitcoin. An asset that bases its functionality on a set of instructions, is the blockchain. The same can be applied to PayPal. They have introduced the ability to buy, sell and hold Bitcoin, Ethereum, Litecoin
and Bitcoin Cash. In contrast to this, at first, only Bitcoin was available, but with the innovation in the industry such as Ethereum, PayPal pushed the agenda of innovation further. And this is necessary. Why you might ask. Well, this is because being the lead in a niche market you pioneered, the expectations of quality and innovation do not compare to others. You are held on a higher pedestal and need to be accountable for some or most innovations in the industry to remain competitive. If not you rush to fall and be overthrown by the second most successful enterprise in that particular industry.



D1
At the recent 2010 U.K. Corporate Entrepreneur Awards, Carl-Olav Scheible, MD of PayPal U.K., spoke about maintaining innovation.
He stated that PayPal's secret is not in its technology, but in its culture and people.“We have several initiatives aimed at encouraging and rewarding enterprising team members including the prestigious Paypallian awards that are presented to members of staff who make a significant contribution to the future growth of the company.” What these awards represent is gratitude and a feeling of accomplishment for those who earn it. On the other hand, it generates a form of desire and proceeds to drive more innovation than regularly between enterprise members. 

PayPal's track record of acquisition growth, according to Scheible, is a crucial driver of continued innovation through attracting entrepreneurial talent. PayPal will sustain an entrepreneurial culture as long as it drives these ambitious individuals. Attracting and retaining the people that can propel new ideas and ventures forward is critical to sustaining innovation. This is what I call corporate entrepreneurship, and I believe it holds the answer to our economic revival. The United Kingdom can emerge from recession, but only if large corporations grasp the need of innovation and help their corporate entrepreneurs in achieving real growth. 

PayPal also has an innovation toolkit that it uses to encourage innovation on a daily basis. PayPal's innovation toolkit is a collection of activities aimed at encouraging staff to adopt new ideas. The organisation views innovation as a cultural revolution, and in order to do this, they involve everyone in communal rituals to establish a habit.

When asked how PayPal views innovation in practice, Maria(head of innovation) explains that the company does not have a centralised research and development structure. Instead, the company favours a decentralised approach that encourages everyone to participate and be innovative. Maria believes that innovation is a vast profession and that the lack of a traditional career path in the sector adds to its appeal.

Decentralisation appears to be a reoccurring issue in modern culture, which I find intriguing. This could be due to corporate and financial entities wielding too much power. This has prompted people to develop and implement innovative decentralised solutions. In this regard, cryptocurrency transactions and blockchain technology are completely decentralised, providing users complete control over their funds, unlike banks. Ultimately I believe this to be great as it shifts the power balance.

The need for innovation in enterprises P3

Business innovation is the process of introducing something new to a firm, whether it's a new product, a new market strategy, a new approach, or something else entirely, in order to revitalise it and encourage new value and growth. Business executives must come up with (or listen to) creative ideas, and then use strategic planning and decision-making to successfully implement the new business concepts. When a company innovates, it might either improve existing goods, processes, or procedures or create whole new ones.

Your company will benefit from innovation. Growing your business implies growing your revenues. Successful innovation allows you to add value to your company and improve earnings; if you don't innovate well, your company will stagnate.

Staying ahead of the competition requires innovation. There are more competitive enterprises than ever before as a result of globalisation and a fast-changing market. Innovative thinking can assist you in anticipating market trends and meeting customer demands. If your company doesn't innovate, you'll find yourself scrambling to stay up as innovative companies bring new concepts to the market.

You can take advantage of new technology with the help of innovation. Technology (particularly artificial intelligence) is changing at a quicker rate than ever before, which means there may be new, more efficient solutions available to help you create better goods, offer services, sell your company, or measure your performance with analytics. You may optimise your firm and obtain a competitive advantage over your competitors by utilising these innovative technologies for process innovation.

P4
PayPal was quick to take a shot at Apple Pay, the company's digital wallet, when it launched earlier this month. In an ad campaign, the corporation poked fun at the recent leak of female celebrities' nude images from their iCloud accounts.

While PayPal is growing faster than eBay, the arrival of Apple exposes the payment company's difficulties. PayPal is up against new competitors and the necessity to keep on top of new hardware and software innovations as the industry evolves. PayPal needed to focus on innovation and taking advantage of the widening range of emerging payment opportunities as other companies integrate payments and technology in novel ways, particularly mobile technology, according to John Donahoe, CEO of eBay who will step down after the demerger is completed. Apple isn't the only company getting into payments: Twitter and Facebook are both adding e-commerce services, some of which are supported by Stripe, a PayPal competitor.
PayPal has been active in acquisitions and product development to keep up with emerging trends, such as the steady shift to using mobile phone apps to pay for items. It bought Braintree, a mobile-focused payments processor that also owns Venmo, a peer-to-peer payments software, for $800 million in cash last year.

It also just announced Bitcoin integration and is working to make it easier for developers to enable one-click payments within apps, so customers don't have to enter their credit card information on a small phone screen.

"We want to be there or thereabouts if consumers want to access it from an Android or an Apple device or from their social environment." said Mr Donohoe.


Impact of innovation on market share M2
Paypal is targeting older financial infrastructures in addition to expanding its list of new partners. Its massive market share has made it the payments facilitator of choice for many consumers, making it a hot commodity for retailers eager to increase their online and contactless payment alternatives. PayPal, on the other hand, has proven to be an agile fintech throughout COVID-19, delivering a range of innovations like PPP fund distribution and buy now, pay later (BNPL) financing that position the company as a formidable challenger to traditional banks.

PayPal is presently used by 80 percent of American retailers. PayPal and its subsidiary Venmo both recorded 36 percent and 61 percent growth in the third quarter. In accordance to what I previously indicated, it appears that PayPal's innovation not only propels their business forward, but also inspires others in the specialised industry.

However, PayPal's rise in value is due in part to the company's ability to use its existing payments infrastructure for pandemic-related purposes without having to pivot its business model. As a dependable, established payments processor, PayPal had the market share and reputation to thrive in an ecosystem marked by an increased reliance on e-commerce and online funds management.

Unlike traditional banks, who have been compelled to rapidly alter their services since the outbreak, PayPal has been able to focus its efforts on targeted new product innovations that serve an organically growing consumer base since the spring. One of the most notable of these has been the creation of PayPal's own BNPL function, which allows users to finance purchases in six instalments.


PayPal is well-positioned to end 2020 on a high note, thanks to its existing offers and new partnerships as the holiday season approaches. The company has a long-standing partnership with Google Pay and is included in the Facebook and Instagram in-app shopping checkout options. According to research commissioned by the business earlier this year, 57% of consumers think a retailer's digital payment services influence their decision to shop with that store, and many merchants are realising that PayPal is the most efficient way to reach consumers.

Innovation impact on revenue D2

Paypal's financial success in the fourth quarter was nothing short of spectacular. Revenues for 2020 are up 22% to $21.5 billion, with Paypal reaching $6.12 billion in Q4 for the first time in the company's history. The total payment volume for the year increased by 31% to $936 billion dollars. In 2020, the company attracted 72.7 million new accounts, up 95 percent from 2018, bringing the total number of active users to 377 million.

The company's approach has been critical to its success. They have pursued an active inorganic approach with over 10 innovations over the previous 8 years, but recent organic efforts, such as the establishment of a "Buy Now Pay Later" option and now supporting the buying and selling of cryptocurrencies on their platform, have had favourable results. However, the most important factor in corporate success was not a strategic decision, but rather an external shock - COVID 19. Many businesses have failed as a result of the coronavirus pandemic, yet it has had a positive impact on enterprises like PayPal.

The pandemic has hastened the adoption of digital technologies, particularly electronic payments. "Digital-first world is no longer our future, it's the current reality," said Paypal's current CEO during an earnings call for Q4 results. Payments made using a browser, app, or by scanning a QR code or making a P2P payment are all considered digital payments. According to a McKinsey report, digital payments penetration in the United States will reach 78 percent in 2020 (up from 72 percent in 2016), and customers who use two or more digital payment methods will climb from 45 percent in 2019 to 58 percent in 2020.

Although the coronavirus epidemic appears to have switched more consumers to using digital payments, Paypal appears to have captured more than its fair share of the digital payments market, with revenue and volume growth rates of 20% and 30%, respectively. Paypal's success is due not just to the fact that they found themselves in the digital payments market, but also to the fact that customers and merchants trusted them. The fact that Paypal accounts have 377 million active users and that the company has been around for more than 20 years indicates that the company has finally matured.


Conclusion 
I believe going forward that PayPal should adopt cryptocurrency transactions. While the company is suggested to have entered the” mature state”, i believe adopting cryptocurrency transactions and payments is the next step forward. This is due to traditional fiat currencies being susceptible to a number of constraints and dangers. Banks, for example, are prone to economic booms and busts. As has happened in the past, these conditions can sometimes result in bank runs and crashes. This implies that users do not have complete control over their funds. Bitcoin guarantees user autonomy, at least in theory, because its price is unrelated to specific government actions. This means that bitcoin users and owners have complete control over their funds. With this breakthrough, more people will be able when using PayPal to pay, making it their primary application for both centralised and decentralised transactions, something that has never been done before. This could be similar to when PayPal initially arrived when it was spanking new and no one knew what it was.
Decentralisation appears to be a recurring theme in modern culture, and it appears that an increasing number of people wish to take control of their finances away from major institutions. People want to manage their own money because institutions are losing their credibility.

The creation of PayPal P5
FieldLink, a digital wallet and peer-to-peer payment system for PDAs, was established by the trio. There were two issues with this firm, unfortunately. For starters, the PDA market was small. Second, the digital wallet does not solve a core user problem without a network of people to transfer and receive money. Simply put, they lacked product-market fit.

This is where we come across the first product growth lesson in PayPal's history. Do not expand a product until it meets the following criteria: match with user wants and a sufficiently huge market. With FieldLink, the young company did not continue to toil in the shadows. They changed course.

In reality, they stumbled onto an invention that would carry them forward for decades. The organisation switched to an email-based digital wallet and a web checkout. This product has a larger market and a stronger product-market fit than the previous one. It solved a problem that is becoming increasingly common among customers: making online money transfers safe and secure.





Referral Program P6
PayPal, like every other corporation, was faced with the dilemma, "How do we obtain more clients?"
We must remember that the corporation was founded in a totally different era from the one we now inhabit. People did not utilise the internet in the same way that we do now, and even more crucially, they did not use their phones to make purchases while riding the bus home. They believed that PayPal needed to raise money in order to find out what to do with all of that money, according to Peter Thiel. They also received angel finance, which led to a 5.4 million investment from Nokia Ventures.

They quickly found that advertising was prohibitively expensive and that possible BD partnerships with banks had fallen through owing to bureaucracy and lenders' inability to comprehend internet payments.

PayPal employees realised that the only way to grow was organically and at a viral rate; "model it like bacteria growth in a Petri dish," as Elon Musk subsequently explained in an interview.

The decision was made to provide $20 to anyone who opened a PayPal account and another $20 to anyone who referred another user to do so. Later, the prize was reduced to $10, then $5 per signup or referral.
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Impact on PayPal M3
PayPal's referral rewards resulted in a staggering viral growth rate of 7 to 10% each day. PayPal has now surpassed 100 million users.

Then they made the decision to stop. Different people have different ideas about why this happened. Although user growth was exponential, so did expense structure, and there was no incoming money, according to Peter Thiel. "As the network got bigger and broader, the value of the network itself outpaced any sort of carrot that we could offer," Elon Musk remarked in an interview with Sal Khan.

Years later, Peter Thiel(president at the time) estimated that the corporation spent $60-70 million on the effort in its early years. Given that the incentive declines with time, I estimate that it generated 5-6 million additional active PayPal users. Professionals salivate over this type of large-scale product development. Although this plot is perfect for a fairy tale, keep in mind the level of danger involved. The entire "raise money, to raise more money, to raise more money" strategy was dangerous in and of itself, and PayPal spent $60 or $70 million on signups and referrals.
The key is PayPal's ability to create a network effect over time. The truth is that they need more money to keep doing what they're doing, and their rapid development earned them a glowing article in The Wallstreet Journal, which valued the company at $500 million. PayPal received another round of money the following month.

The rest is history: eBay bought PayPal for $1.5 billion, and the founders (along with other employees) went on to build big firms such as Tesla, SpaceX, YouTube, Reddit, LinkedIn, and Yelp. We need to look at what startups PayPal's founders and staff built after the company was sold to better portray the expertise behind PayPal and its innovative minds.

For example Elon Musk:
PayPal went public in 2002, and eBay quickly purchased it for $1.4 billion in stock. Mr Musk's net worth soared, but only after he staked a significant portion of his fortune on a venture that few believed would succeed.

With investments in Solar City, SpaceX, and Tesla, Mr Musk put most of his riches to work once more. Solar City's market capitalization is currently about $2 billion, whereas SpaceX is valued at $100 billion and Tesla is valued at around $1 trillion by investors.






Did PayPal meet its objectives? D3
As PayPal's unique use of referrals and merchant integration product growth levers propelled the company to new heights, the company faced rising competition.
Elon Musk's digital bank business, X.com, was one of these foes. They united in March 2000, when both companies were losing money. Elon assumed the position of CEO. Things were tight inside the company, as Elon has been famous for. Everything happened at breakneck speed.

PayPal continued to grow its active users, transaction volume, and market value despite the internet stock bubble bursting. After that, September 11th occurred. The entire globe was stunned. Companies ceased going public. The NASDAQ is located in New York City. The attack's starting point. Despite this, the PayPal team persisted. The company was the first to go public after 9/11. The initial public offering was a huge success. The stock increased by 50%. However, the 4-year-old startup's merchant integration product growth plan may have been "too successful." PayPal was acquired by eBay for $1.5 billion on July 8, less than a year after its IPO. PayPal was acquired by eBay in October.

PayPal made numerous innovations in the areas of fraud, payments, and wallets. The business opened merchant accounts. This turned out to be one of the most pivotal decisions in the company's history. It began to target both consumer and merchant accounts holistically. Peter Thiel did really leave. PayPal’s affiliate programme managed to achieve its objectives nonetheless. While there were a few downsides like the increase in the cost of running the programme, it succeeded in  generating  5-6 million additional active PayPal users.  Referral incentive schemes, regardless of industry or product, can have a significant impact on a company's growth. PayPal's success would be difficult to envision without the help of a well-regulated referral network. You can offer early adopters a substantial incentive to spread the news about your brand, similar to PayPal. Concentrate on increasing brand loyalty through smart targeting and inventive rewards that enhance the customer experience.

It's nearly expected for startups to lose money in their early stages. Many early-stage businesses have spent substantial time and money building an unbalanced, unproductive referral programme and reward structure.

These would not have been possible without the intellect of individuals such as Elon Musk, who would go on to start up Tesla and SpaceX and build them into multi-billion dollar worth of companies. 
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Cryptocurrency and blockchain innovation
By Leonard Butaliu

Innovation in blockchain technology and early adopters?P1
A cryptocurrency, simply put, is a new type of digital currency. You can digitally transmit non-cryptocurrency money such as the US dollar, but that's not the same as how cryptocurrencies work. The technology that underpins cryptocurrencies is what sets them 
apart. "Who cares about the technology underlying my money?" you could ask. I'm solely interested in how much money I have in my wallet!" The difficulty is that the world's present monetary systems have numerous flaws.  
· Payment systems such as credit cards and wire transfers are outdated.
· In most cases, a bunch of middlemen like banks and brokers take a cut in the process, making transactions expensive and slow.
· Financial inequality is growing around the globe.
· Around 3 billion unbanked or underbanked people can’t access financial services. That’s approximately half the population on the planet.
Another significant difference in money is the ease with which it may be transferred. One of the key reasons for the invention of cash was the difficulty of transporting a tonne of gold bars from one country to another. Credit cards were invented as people became even lazier. Credit cards, on the other hand, transport money that your government controls. Cryptocurrencies may provide a helpful alternative as the globe grows more interconnected and individuals become more concerned about authorities who may or may not be acting in their best interests. We might be able to dispose of banks and other centralised middlemen entirely if you use bitcoins. This is because cryptocurrencies rely on decentralised blockchain technology (meaning no single entity is in charge of it). Rather, each computer in the network verifies the transactions. 
Early adopter- Paypal P2
It stands to reason that the company that pioneered modern digital payments would be the first to beat Microsoft to the punch. Microsoft started accepting Bitcoin in December of 2014, three months after PayPal did it in September. The move was made to attract businesses to PayPal's platform, not consumers. This was due to the fact that Bitcoin transaction costs were far lower than the profit-eroding 2 percent to 3 percent fee that firms were paying for credit card transactions. PayPal is well-positioned to end 2020 on a high note, thanks to its existing offers and new partnerships as the holiday season approaches. The company has a long-standing partnership with Google Pay and is included into the Facebook and Instagram in-app shopping checkout options. 

Using Drucker’s model we can make the assumption that PayPal has spotted the early “opportunities” in incongruity and new knowledge. They proceeded to use the incongruity to their advantage to further promote innovation. In addition to this, they were the first to introduce bitcoin adoption and introduced it to the mainstream media 

Moreover, the new knowledge allows them to this present day to spot opportunities and form partnerships with behemoths such as Google and social media platforms like Instagram and Facebook. Throughout time, they have pioneered the industry, gained reputable partnerships and achieved a well respected corporate image. Their innovation continues to inspire giants such as Venmo and Stripe to create their own legacies and come up with their own innovations to further develop the digital era we know today.

M1
According to Drucker, deliberate, systematic innovation begins with an examination of opportunities, which he categorises as the "Seven Sources of Innovative Opportunity."
Drucker’s model can be used to determine and identify what key aspects of innovation PayPal used in order to guarantee the success of the enterprise and follow in its footsteps.
For example, Paypal used Incongruity and the changes brought about by new knowledge to adapt to modern society's ever-changing environment.

Incongruity. Defined: “You aren’t living up to customer standards or you want to meet a higher standard. Or you need to manage their expectations, something that is hard to do unless you literally invent the niche.” This is perfectly aligned with Paypal since they developed a new niche, which was digital payments. They were the market leader and innovators in the field of modern digital payments. This would have set a precedent for future businesses and aided the mainstreaming of cryptocurrencies and blockchain technologies.
The changes brought about by new knowledge to adapt to modern society's ever-changing environment. Defined: “New knowledge can be used to develop innovative products. Innovations of this sort usually combine many sorts of knowledge.”. The new knowledge about blockchain technology started the innovation and creation of bitcoin. An asset that bases its functionality on a set of instructions, is the blockchain. The same can be applied to PayPal. They have introduced the ability to buy, sell and hold Bitcoin, Ethereum, Litecoin
and Bitcoin Cash. In contrast to this, at first, only Bitcoin was available, but with the innovation in the industry such as Ethereum, PayPal pushed the agenda of innovation further. And this is necessary. Why you might ask. Well, this is because being the lead in a niche market you pioneered, the expectations of quality and innovation do not compare to others. You are held on a higher pedestal and need to be accountable for some or most innovations in the industry to remain competitive. If not you rush to fall and be overthrown by the second most successful enterprise in that particular industry.



D1
At the recent 2010 U.K. Corporate Entrepreneur Awards, Carl-Olav Scheible, MD of PayPal U.K., spoke about maintaining innovation.
He stated that PayPal's secret is not in its technology, but in its culture and people.“We have several initiatives aimed at encouraging and rewarding enterprising team members including the prestigious Paypallian awards that are presented to members of staff who make a significant contribution to the future growth of the company.” What these awards represent is gratitude and a feeling of accomplishment for those who earn it. On the other hand, it generates a form of desire and proceeds to drive more innovation than regularly between enterprise members. 

PayPal's track record of acquisition growth, according to Scheible, is a crucial driver of continued innovation through attracting entrepreneurial talent. PayPal will sustain an entrepreneurial culture as long as it drives these ambitious individuals. Attracting and retaining the people that can propel new ideas and ventures forward is critical to sustaining innovation. This is what I call corporate entrepreneurship, and I believe it holds the answer to our economic revival. The United Kingdom can emerge from recession, but only if large corporations grasp the need of innovation and help their corporate entrepreneurs in achieving real growth. 

PayPal also has an innovation toolkit that it uses to encourage innovation on a daily basis. PayPal's innovation toolkit is a collection of activities aimed at encouraging staff to adopt new ideas. The organisation views innovation as a cultural revolution, and in order to do this, they involve everyone in communal rituals to establish a habit.

When asked how PayPal views innovation in practice, Maria(head of innovation) explains that the company does not have a centralised research and development structure. Instead, the company favours a decentralised approach that encourages everyone to participate and be innovative. Maria believes that innovation is a vast profession and that the lack of a traditional career path in the sector adds to its appeal.

Decentralisation appears to be a reoccurring issue in modern culture, which I find intriguing. This could be due to corporate and financial entities wielding too much power. This has prompted people to develop and implement innovative decentralised solutions. In this regard, cryptocurrency transactions and blockchain technology are completely decentralised, providing users complete control over their funds, unlike banks. Ultimately I believe this to be great as it shifts the power balance.

The need for innovation in enterprises P3

Business innovation is the process of introducing something new to a firm, whether it's a new product, a new market strategy, a new approach, or something else entirely, in order to revitalise it and encourage new value and growth. Business executives must come up with (or listen to) creative ideas, and then use strategic planning and decision-making to successfully implement the new business concepts. When a company innovates, it might either improve existing goods, processes, or procedures or create whole new ones.

Your company will benefit from innovation. Growing your business implies growing your revenues. Successful innovation allows you to add value to your company and improve earnings; if you don't innovate well, your company will stagnate.

Staying ahead of the competition requires innovation. There are more competitive enterprises than ever before as a result of globalisation and a fast-changing market. Innovative thinking can assist you in anticipating market trends and meeting customer demands. If your company doesn't innovate, you'll find yourself scrambling to stay up as innovative companies bring new concepts to the market.

You can take advantage of new technology with the help of innovation. Technology (particularly artificial intelligence) is changing at a quicker rate than ever before, which means there may be new, more efficient solutions available to help you create better goods, offer services, sell your company, or measure your performance with analytics. You may optimise your firm and obtain a competitive advantage over your competitors by utilising these innovative technologies for process innovation.

P4
PayPal was quick to take a shot at Apple Pay, the company's digital wallet, when it launched earlier this month. In an ad campaign, the corporation poked fun at the recent leak of female celebrities' nude images from their iCloud accounts.

While PayPal is growing faster than eBay, the arrival of Apple exposes the payment company's difficulties. PayPal is up against new competitors and the necessity to keep on top of new hardware and software innovations as the industry evolves. PayPal needed to focus on innovation and taking advantage of the widening range of emerging payment opportunities as other companies integrate payments and technology in novel ways, particularly mobile technology, according to John Donahoe, CEO of eBay who will step down after the demerger is completed. Apple isn't the only company getting into payments: Twitter and Facebook are both adding e-commerce services, some of which are supported by Stripe, a PayPal competitor.
PayPal has been active in acquisitions and product development to keep up with emerging trends, such as the steady shift to using mobile phone apps to pay for items. It bought Braintree, a mobile-focused payments processor that also owns Venmo, a peer-to-peer payments software, for $800 million in cash last year.

It also just announced Bitcoin integration and is working to make it easier for developers to enable one-click payments within apps, so customers don't have to enter their credit card information on a small phone screen.

"We want to be there or thereabouts if consumers want to access it from an Android or an Apple device or from their social environment." said Mr Donohoe.


Impact of innovation on market share M2
Paypal is targeting older financial infrastructures in addition to expanding its list of new partners. Its massive market share has made it the payments facilitator of choice for many consumers, making it a hot commodity for retailers eager to increase their online and contactless payment alternatives. PayPal, on the other hand, has proven to be an agile fintech throughout COVID-19, delivering a range of innovations like PPP fund distribution and buy now, pay later (BNPL) financing that position the company as a formidable challenger to traditional banks.

PayPal is presently used by 80 percent of American retailers. PayPal and its subsidiary Venmo both recorded 36 percent and 61 percent growth in the third quarter. In accordance to what I previously indicated, it appears that PayPal's innovation not only propels their business forward, but also inspires others in the specialised industry.

However, PayPal's rise in value is due in part to the company's ability to use its existing payments infrastructure for pandemic-related purposes without having to pivot its business model. As a dependable, established payments processor, PayPal had the market share and reputation to thrive in an ecosystem marked by an increased reliance on e-commerce and online funds management.

Unlike traditional banks, who have been compelled to rapidly alter their services since the outbreak, PayPal has been able to focus its efforts on targeted new product innovations that serve an organically growing consumer base since the spring. One of the most notable of these has been the creation of PayPal's own BNPL function, which allows users to finance purchases in six instalments.


PayPal is well-positioned to end 2020 on a high note, thanks to its existing offers and new partnerships as the holiday season approaches. The company has a long-standing partnership with Google Pay and is included in the Facebook and Instagram in-app shopping checkout options. According to research commissioned by the business earlier this year, 57% of consumers think a retailer's digital payment services influence their decision to shop with that store, and many merchants are realising that PayPal is the most efficient way to reach consumers.

Innovation impact on revenue D2

Paypal's financial success in the fourth quarter was nothing short of spectacular. Revenues for 2020 are up 22% to $21.5 billion, with Paypal reaching $6.12 billion in Q4 for the first time in the company's history. The total payment volume for the year increased by 31% to $936 billion dollars. In 2020, the company attracted 72.7 million new accounts, up 95 percent from 2018, bringing the total number of active users to 377 million.

The company's approach has been critical to its success. They have pursued an active inorganic approach with over 10 innovations over the previous 8 years, but recent organic efforts, such as the establishment of a "Buy Now Pay Later" option and now supporting the buying and selling of cryptocurrencies on their platform, have had favourable results. However, the most important factor in corporate success was not a strategic decision, but rather an external shock - COVID 19. Many businesses have failed as a result of the coronavirus pandemic, yet it has had a positive impact on enterprises like PayPal.

The pandemic has hastened the adoption of digital technologies, particularly electronic payments. "Digital-first world is no longer our future, it's the current reality," said Paypal's current CEO during an earnings call for Q4 results. Payments made using a browser, app, or by scanning a QR code or making a P2P payment are all considered digital payments. According to a McKinsey report, digital payments penetration in the United States will reach 78 percent in 2020 (up from 72 percent in 2016), and customers who use two or more digital payment methods will climb from 45 percent in 2019 to 58 percent in 2020.

Although the coronavirus epidemic appears to have switched more consumers to using digital payments, Paypal appears to have captured more than its fair share of the digital payments market, with revenue and volume growth rates of 20% and 30%, respectively. Paypal's success is due not just to the fact that they found themselves in the digital payments market, but also to the fact that customers and merchants trusted them. The fact that Paypal accounts have 377 million active users and that the company has been around for more than 20 years indicates that the company has finally matured.


Conclusion 
I believe going forward that PayPal should adopt cryptocurrency transactions. While the company is suggested to have entered the” mature state”, i believe adopting cryptocurrency transactions and payments is the next step forward. This is due to traditional fiat currencies being susceptible to a number of constraints and dangers. Banks, for example, are prone to economic booms and busts. As has happened in the past, these conditions can sometimes result in bank runs and crashes. This implies that users do not have complete control over their funds. Bitcoin guarantees user autonomy, at least in theory, because its price is unrelated to specific government actions. This means that bitcoin users and owners have complete control over their funds. With this breakthrough, more people will be able when using PayPal to pay, making it their primary application for both centralised and decentralised transactions, something that has never been done before. This could be similar to when PayPal initially arrived when it was spanking new and no one knew what it was.
Decentralisation appears to be a recurring theme in modern culture, and it appears that an increasing number of people wish to take control of their finances away from major institutions. People want to manage their own money because institutions are losing their credibility.

The creation of PayPal P5
FieldLink, a digital wallet and peer-to-peer payment system for PDAs, was established by the trio. There were two issues with this firm, unfortunately. For starters, the PDA market was small. Second, the digital wallet does not solve a core user problem without a network of people to transfer and receive money. Simply put, they lacked product-market fit.

This is where we come across the first product growth lesson in PayPal's history. Do not expand a product until it meets the following criteria: match with user wants and a sufficiently huge market. With FieldLink, the young company did not continue to toil in the shadows. They changed course.

In reality, they stumbled onto an invention that would carry them forward for decades. The organisation switched to an email-based digital wallet and a web checkout. This product has a larger market and a stronger product-market fit than the previous one. It solved a problem that is becoming increasingly common among customers: making online money transfers safe and secure.





Referral Program P6
PayPal, like every other corporation, was faced with the dilemma, "How do we obtain more clients?"
We must remember that the corporation was founded in a totally different era from the one we now inhabit. People did not utilise the internet in the same way that we do now, and even more crucially, they did not use their phones to make purchases while riding the bus home. They believed that PayPal needed to raise money in order to find out what to do with all of that money, according to Peter Thiel. They also received angel finance, which led to a 5.4 million investment from Nokia Ventures.

They quickly found that advertising was prohibitively expensive and that possible BD partnerships with banks had fallen through owing to bureaucracy and lenders' inability to comprehend internet payments.

PayPal employees realised that the only way to grow was organically and at a viral rate; "model it like bacteria growth in a Petri dish," as Elon Musk subsequently explained in an interview.

The decision was made to provide $20 to anyone who opened a PayPal account and another $20 to anyone who referred another user to do so. Later, the prize was reduced to $10, then $5 per signup or referral.
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Impact on PayPal M3
PayPal's referral rewards resulted in a staggering viral growth rate of 7 to 10% each day. PayPal has now surpassed 100 million users.

Then they made the decision to stop. Different people have different ideas about why this happened. Although user growth was exponential, so did expense structure, and there was no incoming money, according to Peter Thiel. "As the network got bigger and broader, the value of the network itself outpaced any sort of carrot that we could offer," Elon Musk remarked in an interview with Sal Khan.

Years later, Peter Thiel(president at the time) estimated that the corporation spent $60-70 million on the effort in its early years. Given that the incentive declines with time, I estimate that it generated 5-6 million additional active PayPal users. Professionals salivate over this type of large-scale product development. Although this plot is perfect for a fairy tale, keep in mind the level of danger involved. The entire "raise money, to raise more money, to raise more money" strategy was dangerous in and of itself, and PayPal spent $60 or $70 million on signups and referrals.
The key is PayPal's ability to create a network effect over time. The truth is that they need more money to keep doing what they're doing, and their rapid development earned them a glowing article in The Wallstreet Journal, which valued the company at $500 million. PayPal received another round of money the following month.

The rest is history: eBay bought PayPal for $1.5 billion, and the founders (along with other employees) went on to build big firms such as Tesla, SpaceX, YouTube, Reddit, LinkedIn, and Yelp. We need to look at what startups PayPal's founders and staff built after the company was sold to better portray the expertise behind PayPal and its innovative minds.

For example Elon Musk:
PayPal went public in 2002, and eBay quickly purchased it for $1.4 billion in stock. Mr Musk's net worth soared, but only after he staked a significant portion of his fortune on a venture that few believed would succeed.

With investments in Solar City, SpaceX, and Tesla, Mr Musk put most of his riches to work once more. Solar City's market capitalization is currently about $2 billion, whereas SpaceX is valued at $100 billion and Tesla is valued at around $1 trillion by investors.






Did PayPal meet its objectives? D3
As PayPal's unique use of referrals and merchant integration product growth levers propelled the company to new heights, the company faced rising competition.
Elon Musk's digital bank business, X.com, was one of these foes. They united in March 2000, when both companies were losing money. Elon assumed the position of CEO. Things were tight inside the company, as Elon has been famous for. Everything happened at breakneck speed.

PayPal continued to grow its active users, transaction volume, and market value despite the internet stock bubble bursting. After that, September 11th occurred. The entire globe was stunned. Companies ceased going public. The NASDAQ is located in New York City. The attack's starting point. Despite this, the PayPal team persisted. The company was the first to go public after 9/11. The initial public offering was a huge success. The stock increased by 50%. However, the 4-year-old startup's merchant integration product growth plan may have been "too successful." PayPal was acquired by eBay for $1.5 billion on July 8, less than a year after its IPO. PayPal was acquired by eBay in October.

PayPal made numerous innovations in the areas of fraud, payments, and wallets. The business opened merchant accounts. This turned out to be one of the most pivotal decisions in the company's history. It began to target both consumer and merchant accounts holistically. Peter Thiel did really leave. PayPal’s affiliate programme managed to achieve its objectives nonetheless. While there were a few downsides like the increase in the cost of running the programme, it succeeded in  generating  5-6 million additional active PayPal users.  Referral incentive schemes, regardless of industry or product, can have a significant impact on a company's growth. PayPal's success would be difficult to envision without the help of a well-regulated referral network. You can offer early adopters a substantial incentive to spread the news about your brand, similar to PayPal. Concentrate on increasing brand loyalty through smart targeting and inventive rewards that enhance the customer experience.

It's nearly expected for startups to lose money in their early stages. Many early-stage businesses have spent substantial time and money building an unbalanced, unproductive referral programme and reward structure.

These would not have been possible without the intellect of individuals such as Elon Musk, who would go on to start up Tesla and SpaceX and build them into multi-billion dollar worth of companies. 
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