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1. [bookmark: _Toc97065496]Introduction
In this report the development and research used in the creation of PCinDaDesk will be covered. The initial development phases as well as the market research for the idea will be discussed. Any future marketing strategies to consider will also be mentioned and the benefits of each will be talked about. 
	Project PCinDaDesk was created to try and fill the gap in the market for customisable and bespoke desk PCs. In the past people have had to create their own versions of desk PCs which not everyone has the knowhow to do. PCinDaDesk aims to give people a way to have a desk PC without needing the knowledge.  

2. [bookmark: _Toc97065497]Development
The initial stages of the project involved brainstorming some ideas to see which would work best in the market. The initial ideas were vetoed down to 3 and then the final one PCinDaDesk was chosen. This idea was chosen over the other pitches which were, a pet collar that would track someone’s pets statistics and give them a live update on the location of their pet should it get lost and, a smart cutting board that would defrost food and weigh what was put on it. However, these two initial ideas already had very similar products on the market with established applications and companies backing them.   
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Figure A. Initial project ideas

The tracking pet collar was the main contender for going forward with the development but upon some preliminary market research a good product was found that covered all the corners of the product pitch that was being proposed. Because of this the desk PC was the main choice and all aspects of development were shifted to focus on bringing this idea to life.
The first stage of development for PCinDaDesk was getting the name in order. A list was created with potential name ideas surrounding the concept of a way for someone to order a bespoke desk made with their PC specifications in mind. See figure B below for more information on the options.  
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Figure B. Name options.

Having chosen the name for the project and some key features the creation process started. One of the main unique selling points(USP) of the project would be the accompanying website and software to allow you to customise the desk however you wanted. This was a majorly important part of the idea as it would give the customer a huge influence on how they wanted the desk to look and feel which will be used as a feature to justify the price of the desks. This will be discussed later on.  
	Having decided on the name and the final idea the product was pushed into its first initial development stages. A website was created with each member being responsible for different parts of the website and its functionality. The market researcher was responsible for the base layout of the website and the CSS used to style the website. The web pages were only coded to a very raw beta version of the final product as to make sure no resources were wasted should the group decide to make any changes in the future or update the style sheets used on the website.
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Figure C. First basic layout with nav bar



3. [bookmark: _Toc97065498]Marketing and Competitors
The market research for this product is quite straightforward. Due to the niche of the product there are no direct competitors on the market currently. However, there is one notable mention that could provide some competition for the product. Market research also provides a good view on the companies looking into breaking the market with a product similarly to PCinDaDesk and allows changes to be made to keep a USP that will attract customers[1].  
	The Secretlabs MAGNUS is a metal desk provided by the well-known chair company of Secretlabs. The magnus is one of the newest products from secretlabs, it is marketed as a metal desk with a magnetic ecosystem. The main USP of the desk is that it allows the user to manage your cables around the setup using their magnetic addons. This desk is clearly not a direct competitor of the product being created with PCinDaDesk however, the prevalence of Secretlabs as a company in the field is one that can not be ignored. They are a well established brand with thousands of good reviews, products sold, and ties to bigger professional organisations in the PC gaming space. Figure D shows a SWOT analysis of the Secretlabs product and how it could affect the final idea chosen for PCinDaDesk.  
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Figure D. SWOT Analyses of the Secretlabs product.

In order to get some scope on what the potential customer base would be interested in a google form was created to gather some primary research data. The main focus of the form was to see how much customers would be willing to pay, as well as if the long wait times for the product would deter them from placing an order and committing to the process. 
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Figure E. responses to form question regarding price
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Figure F. responses to the wait time of the product

From the responses to the form the majority of people would not be willing to pay a higher price for their product as well as being deterred by the long wait time that would be required due to the nature of the product. This was an expected outcome because most people aren’t willing to wait an extremely long amount of time for something. This hopefully will be remedied by the fact that the people answering the form may not have been the target audience for the product. This does create a bias in the form results as these people aren’t the target audience so there is no expectation of them to be interested. Regardless of the majority there was an interested in paying the large price and waiting the amount of time that would be required[2].  
	To conclude the market research there is no product that would be a direct competitor to PCinDaDesk. This gives a good footing to start a business on and fill this potentially huge gap in the market and grasp a large audience of customers right from the get go.

4. [bookmark: _Toc97065499]Marketing Strategies
The marketing strategies that will be used for the product rely heavily on social media platforms to do the main pushing of the product. Due to the nature of the software some short 30 second to 1 minute videos demonstrating the software would be ideal to attract consumer attention. In order to build a bigger platform outside of the main social media sites such as Instagram, Twitter and TikTok a YouTube account would be created in order to show a more behind the scenes look on the process of each desk being made. By providing the customer base with a way to see how the desks are made and the process used to bring their ideas to life it will help build up the trust needed to sell a bespoke product. With no transparency potential customers would become hesitant to spend the money on the product in fear of getting scammed or not having the proper customer support post purchase should any issues arise for them.  
	By using social media and creating an established platform it also opens up the avenue in the future of working with creators and having sponsored content for our brand. Having big creators sponsored by our brand will legitimise the brand and the product.
	The target market for the product would be high end PC enthusiasts. Due to the nature of the product being bespoke, as well as the current market price of wood the product would be very expensive. This does create some potential avenues in the future to be looked into for having a cheaper less customisable product in order to reach a wider market and generate more revenue for the company.  

5. [bookmark: _Toc97065500]Conclusion
The enterprise project for PCinDaDesk has come through the initial development phases at a good pace. The USP of the product has been progressed and there is a clear base as to which the product will be built on further. The market research has been incredibly useful in this process allowing changes to be made to give the product a more unique space in the market. The steps have been put in place to manage financing with the project and receive any possible support from the government.
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