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The business idea under consideration is to open an eCommerce website that will help in creating a bridge between consumer and small-scale business organizations operating in different industries (Syamruddin, Saputra and Rialmi, 2021). The primary focus of the organization will be to sell household and electronic products to the consumer. The organization under consideration will be called Xyz and Limited and this organization will target small-scale business organizations that are not listed currently on other eCommerce businesses such as Amazon. 
The majority of business organization in every industry has been affected negatively by the covid-19 pandemic. Business organizations that are towards selling their products and services online platforms but the only businesses that can sustain their operations. These business organizations were able to maintain their break-even point even when demand for their products was not that high. Small scale business organizations primarily focused on selling their products and services through their physical location (Kelvin, 2021). This has affected their ability to contact their consumer due to different outcomes initiated at different points of time by the government. 
The business idea under consideration will help the small-scale businesses to provide their cost product and services at a reasonable cost. Prices charged by our business organization will be significantly lower as compared to other companies such as Amazon. 
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Industry analysis in analysis helps in identifying the level of competition and other factors associated with the industry. This analysis will help in developing a pricing strategy and other strategies for the operation of the company. 
The threat of new entrants
The threat of new entry is associated with government regulations applicable on business organizations to under particular industries. For example, various regulations have been applied by the government to enter the financial and banking market as it involves depositing money from the public. The level of competition in any market will increase if there is a threat of new entry in the market (Sharma and Sabri, 2016). On an overall analysis of the market under consideration, it can be said that there are no strict regulations on entering and exiting business organizations from this market. It means that the company has to develop its strategies under its competitors so that it can acquire appropriate market share. 
Threat of substitute
The threat of substitutes is the threat that other business organizations will be able to provide similar products and services to the customer. This type of thread is high in business Industries where homogeneous projects are being provided to consumers. It means that similar products are being provided by all the companies with little variations. E-commerce business has become very common and the current business environment. A significant number of business organizations are operating on the same model which means that companies will be able to provide similar products to the consumer. The level of competition will increase significantly in such a scenario. 
Bargaining power of customer
The bargaining power of consumers will have a significant negative impact on the ability of an organization to generate profitability from a particular contract. For example, if the bargaining power of the consumer is higher than the company has to sell its products at a lower selling price which will affect to profitability margins of the company. In the given scenario, the bargaining power of consumers will be high due to the presence of many business organizations already operating in this industry (Paris et.al, 2016). In this scenario, the company will be providing products and services to change will business organization at reasonable prices i.e., prices lower than competitors. 
Bargaining power of suppliers
The bargaining power of suppliers will have a direct impact on the ability of an organization to control the operational cost. In the given scenario, the software can be considered as human resources that are being hired by organizations for developing the E-commerce website. Payment commission and salary made to the software engineers will be considered as payment to suppliers. Skilled and experienced resources are available in the market at any point of time in the field of information technology (Kumar, 2016). It means that human resources are abundant for operating in the IT industry. The bargaining power of suppliers will not be higher in the market which means that it will not affect production costs. 
Competitive rivalry
An overall analysis of the industry indicates that there are many competitors in the market and the company has to change its strategies accordingly. following are the three major competitors of the organization along with differentiation in services that will help the budget limited to become successful in the initial stages. 
	Name of competitor
	Differentiation

	Amazon 
	Amazon is one of the largest business organizations operating in the e-commerce industry. The brand value created by this organization will affect the ability of our company to generate revenue (Sadq, Sabir and Saeed, 2018). Our primary focus will be on small and medium-sized business organizations. Registration fees and margin of profitability charged from the small-scale companies will be lower as compared to the amount charged by Amazon.

	Argos Limited 
	This organization is also one of the largest business organizations operating in this industry in the United Kingdom. This organization generally focuses on the list of their product and services on their website various our primary focus will be to create a bridge between seller and buyer.
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Operations in the given scenario will be conducted to create a bridge between seller and buyer for electronic and household products. The following step will be involved in the entire business process will be as follows- 
· Inviting sellers to register their products and services on the website
· Product and services on the website along with its characteristics and prices. 
· The customer will select the product and add it to the cart. 
· Customers will make online payments for purchasing a product and services. 
· Payment received from the customer will be sent to the seller after charging a fixed amount of fees from every sale (Marom and Lussier, 2016). 
Generating company for the business
Revenue will be generated from two sources- 
1. Registration fees charged from the seller
Registration fees will be charged for every seller according to the product and services that are being sold by the seller on the website. A fixed amount of fees will be charged on an annual or monthly basis from each of the sellers according to the package selected by them. 
2. Percentage of payment made by the customer
Payment made by the customer will be received by the organization and this amount will be transferred to the seller after taking 0.5% of the entire sale value. This will be the variable source of revenue for the company and it is entirely dependent on the services provided by Xyz Limited. 



Management team
	Name 
	Skills
	What do they bring to the firm

	Name 1
	Information technology 
	He will help in the development and maintenance of the website.

	Name 2
	Sales and marketing 
	He will help in ensuring that more and more small-scale business organizations are getting their products and services registered on the e-commerce website of XYZ Limited. 

	Name 3
	Management 
	Day-to-day management of operations will be undertaken by him. 

	Name 4
	HR management 
	Salary, bonus, commission, and other day-to-day management associated with human resources will be overseen by him.

	Name 5
	Customer management 
	Feedback and suggestions will be taken by him from customers and recommendations will be made to other departments for improvement.




[bookmark: _Toc99119409]Marketing
The marketing strategies of the organization will be evaluated with the help of the 4 Ps of the marketing mix.
Product
An organization needs to understand the characteristics advantages and disadvantages of the product under consideration. This will help them to identify their strength and limitation over other products that are being sold in the market. Xyz Limited is primarily focused on creating a bridge of online selling platform between seller and buyer of household and electronic products. The primary focus of the company will be to provide a platform for small and medium-sized business organizations that were facing significant financial losses during the time of the covid-19 pandemic. The company will be focused on providing services to small-scale companies that are physically interacting with consumers to provide their products (Deepak and Jeyakumar, 2019). It will help them to continue their operations even when the government is imposing lockdowns. The majority of customers in the current business scenario are preferring to use online platforms for shopping. 
Price
Price is considered as one of the most essential aspects of the marketing strategy as the demand for products is entirely dependent on pricing strategies adopted by the company. The price and Demand of a product are inversely proportional to each other. It means that demand for a particular product will increase if there is a downfall in its price and vice versa. After conducting industry analysis, it can be said that level of competition in the market is significantly high. It means that similar products and services are being provided by a large number of competitors in the market (Park, 2020). The primary focus of the organization should be to reduce their prices as compared to competitors during the initial stages. This type of pricing strategy is called a penetration pricing strategy. According to this strategy, the primary focus of any business organization is to ensure that they can acquire a significant proportion of state of market share during the initial stages rather than recovering initial investment cost. 
Promotion mix
In this section, the primary focus of the organization will be to decide a particular strategy that will be used for promoting the services of the company. In the given scenario, the primary target of the organization is small and medium-sized business organizations. Xyz Limited is focused on providing products and services to these customers at reasonable prices. It means that the company cannot invest heavily in the marketing budget as it will affect their selling prices (Kotler et.al, 2019). It is suggested that companies should use social media marketing to promote their product directly to the consumer and businesses that are willing to be listed on the company website. 
In addition to that direct selling through sales representatives will also help the organization to generate revenue. Sales representatives should be hired by the organization and their primary motive will be to visit the different small-scale business organizations and pursue them towards providing the information and advantages of getting listed on e-commerce business websites. 
Place 
Place in marketing mix indicates the mode of transportation concerning the product and services that are being under consideration. in the given scenario, the digital business model will be used by the organization. It means that all the products and services will be net provided to the internet to both the consumer and the sellers on the platform. 
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Source of funding
A total of 150000 pounds are required for initiating business operations. It includes the capital investment and working capital required for initiating operations. Deciding on an effective and cost-efficient source of capital is very essential to maintain profitability and desired return on capital investment. There are two types of sources that can be used by Xyz Limited i.e. 
debt and equity. In the given scenario, it is suggested that the company should the user that sources through financing from Financial Institutions are banking organizations. A separate loan should be taken for working capital and capital investment as the rate of interest and other terms and conditions are different in each of the loans. 
Use of funds 
	Particular 
	Month 1
	Month 2
	Month 3
	Month 4
	Month 5
	Month 6

	Revenue 
	 
	 
	 
	 
	 
	 

	Fixed fee charged
	25000.00
	30000.00
	32500.00
	35000.00
	35000.00
	40000.00

	% Charged from sellers 
	50000.00
	52500.00
	55125.00
	57881.25
	60775.31
	63814.08

	 
	 
	 
	 
	 
	 
	 

	Total 
	75000.00
	82500.00
	87625.00
	92881.25
	95775.31
	103814.08

	 
	 
	 
	 
	 
	 
	 

	Fixed cost 
	 
	 
	 
	 
	 
	 

	 
	 
	 
	 
	 
	 
	 

	Depreciation
	1000.00
	1000.00
	1000.00
	1000.00
	1000.00
	1000.00

	Interest paid on capital
	500.00
	500.00
	500.00
	500.00
	500.00
	500.00

	Rent
	2500.00
	2500.00
	2500.00
	2500.00
	2500.00
	2500.00

	Salary
	9500.00
	9500.00
	9500.00
	9500.00
	9500.00
	9500.00

	Property taxes
	300.00
	300.00
	300.00
	300.00
	300.00
	300.00

	Insurance premium
	500.00
	500.00
	500.00
	500.00
	500.00
	500.00

	Total 
	14300.00
	14300.00
	14300.00
	14300.00
	14300.00
	14300.00

	 
	 
	 
	 
	 
	 
	 

	Variable cost
	 
	 
	 
	 
	 
	 

	 
	 
	 
	 
	 
	 
	 

	Cost of sales
	30000.00
	33000.00
	35050.00
	37152.50
	38310.13
	41525.63

	Commission on sales
	1500.00
	1650.00
	1752.50
	1857.63
	1915.51
	2076.28

	Credit card fees
	1875.00
	2062.50
	2190.63
	2322.03
	2394.38
	2595.35

	Wages of part-time staff
	1125.00
	1237.50
	1314.38
	1393.22
	1436.63
	1557.21

	Total 
	34500.00
	37950.00
	40307.50
	42725.38
	44056.64
	47754.48

	 
	 
	 
	 
	 
	 
	 

	Total cost 
	48800.00
	52250.00
	54607.50
	57025.38
	58356.64
	62054.48

	 
	 
	 
	 
	 
	 
	 

	Profit 
	26200.00
	30250.00
	33017.50
	35855.88
	37418.67
	41759.60
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