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Executive summary
This report aims to analyse eBay’s strategies over the years and assess whether it should maintain them or not. It is going to do so by conducting an industry analysis that shows its global trends. Following will be the key success factors analysis showing eBay’s core value. Then there will be an internal analysis starting with the evaluation of financial highlights, and how the company is being competitive. Then the value chain analysis will show the value of the buying and selling process. After that with porter’s five forces will be shown how the company strives into the competitive market and immediate rivalry. With the PESTEL analysis will show the many external threats faced by eBay. This will lead to show the main strategies sustained for competitive advantage. This will include understanding how eBay position itself. After this it will be shown how the separation from PayPal is not negatively affecting the company’s growth. Then growth strategies will be outlined as well as mentioning mayor partners such as StubHub and Classifieds. The core value of eBay is trust and this will be shown. Finally recommendations will be made following the analysis and understanding of eBay’s core value.

Introduction

[image: ]eBay is Tech Company that provides a platforms for users to buy and sell items of all kind. It was born as an auction website, it is now improving its platform, making it available everywhere, working on other projects and on advertising. It suffered financial pressure after PayPal’s spin off after 2014. Also eBay acquired new companies after 2014. Over the period between 2012 and 2016 the company has been managing its finances with balance although was suffering financial pressure due to acquisitions and separations. Total current assets have been decreasing last two years ending in 2016 because of past payments and current acquisitions. Liabilities are at their highest in 2014 showing economic pressure and lowest the next year showing the end of such pressures. Net revenues shows the most successful business year in 2014 and the least the year after. Long term debt is its highest in 2016 showing the financial commitments of eBay. Total Liabilities are at their worst in 2014 which shows problems related to economic separations. The income from operations have been stable through the years. Accounts receivable are at their highest in 2013 showing great financial investments. Cost of net Revenue was at the highest in 2014 showing a year of great financial challenges. 2014 was the highest year in long term investments, in gross profit, total operating expenses and retained earnings.

[image: ]eBay from 2012 to 2016 has increased its profitability ratios. The company’s management has proven effective management by increasing assets over the years with 2015-2016 being the best years. The Activity ratios are very low as eBay does not work on holding stock. Liquidity ratios show how effectively is being managed working capital. The most profitable outcome was in 2015. Capital gearing ratios shows the balance between debt and equity, over the 5 years the company appears stable. Investors rations, that shows how well shareholder’ investment is being manged, shows stable and balanced payments to shareholders over the years. 





Industry Analysis

[image: ]According to Statista 2015,e -commerce sales percentage globally is increasing between 2015 and 2021. Globally sales count to more than 8 % and is expected to reach 15% in 2021. One of the most popular activities, around the world is online shopping, rising to more than 1.55 Billion U.S. Dollars in 2015 (eBay Annual report 2016 ). 
Following the improvements to infrastructural and digital development in Asia, fast growing countries are India and Indonesia, China and Mexico, The continuous online access improvements are linked to digital development, allowing further improvements to broadband connections in mobile first communities. Now they enjoy easier access and cheaper connection-mobiles, smartphones and tablets are growing their order value although laptops and desktops are still where more purchased are made (eBay Annual Report, 2016). 
Based on e-commerce sales, Amazon and Apple are at the top of the list of sellers. For example Amazon generated up to 28 billion in 2015 in the USA alone. In China online sales count up to 1/3 of total retail sales in 2019. Web only based sellers recognize the importance of mobile e-commerce and many developed powerhouses and mobile penetration strategies (eBay Annual Report, 2016).
The 2015 Global E-retail index by AT Kearney shows common themes in e-commerce.
Internationalisation:
Large retailers are expanding in new markets, mostly without a physical presence. Customers are buying online everyday more around the world. They are buying more on their smartphones. This is because the trust and further purchase options with cybersecurity increasing. Some countries can only access branded international products reliably and faster online. International delivering companies have been improving, assisting retailers in shipping goods around the world, helping in return issues, currency exchange and customs. 
In order to expand many brick and mortar establishments went into e-commerce. For example Mark and Spencer went is improving its hybrid brick and click strategy, expanding online in many markets. 1.5 billion has been spent on logistics, IT systems, and UK disruption centre. The importance is to maintain a united brand while localising its presence. 
The rise of e-commerce IPO’s
The attention paid by stock markets it is usually a sign of profitability and industry rise. Private investors are investing into e-commerce and some initial public offerings reached headlines. For example in 2014 Alibaba reached 25 billion IPO’s. However Alibaba missed to produce sufficient estimated revenues while facing other challenges. 
The Continuously connected consumer
The use of internet has increased.  The survey by AT Kearney shows 10.000 connected customers around the world were accessing online platforms once per hour. Consumer’s confidence has grown. Customers buy everything online from books to electronics to household goods, In the UK Tesco and Salisbury are drivers in online sales in the grocery sector. 
The need for Omni-channel 
Physical retail is still the primary source of purchases. Up to 90 % of sales in the U.S. are done at brick and mortar establishments. 95% sales are made at brick and mortar premises. Whereas customers who buy online usually visit the store either after or before the purchase is made. Customers still find significant value in feeling the products, touching them, and experience brand processes. Retailers understand the importance of touch points to customers. They have developed Omni-channels strategies to improve experiences from brick to click. For example Topshop, where users can scan QP cods and select virtual clothing at the popular UK brand. Many online retailers have gone brick and mortar as in the case of Amazon opening its first store in the US, were presence can bring value (eBay Annual report 2016).
Key success factors
EBay is a multisided platform that plans to dive the best choice, most reliable and powerful platform marketplace while shaping its brand. EBay is a technology company with 21 years’ experience in e-commerce, deep and rich data powering system, being proud to be the #32 Brand in the world. It plans to actively manage its inventory and marketing activities of their 1 billion live listings. Partnerships have proven to be successful so the company will keep on with mergers to create a base for buyers and sellers. It wants to deliver a more personalised experience, choosing what product to show to customers, choose the best price, and advantages across categories. Another way forward is to increase mobile presence as with the case of the successful ShopBot marketplace on Facebook. EBay wants to be were consumers spend most of their time (eBay Annual report 2016). 














Internal Analysis:
Financial highlights 
Financial highlights are taken from annual reports of ebay in comparison to mayor competitor Alibaba. Ebay has a powerful platform. The platform generated more than 84 billion us dollars in 2016 in total gross merchandise as per reported basis and 5% on a foreign exchange basis compared to 749 million of Alibaba in China alone. Revenue was gone up to 9 billion growing more than 5% and 7% as on a foreign exchange neutral basis year over year less compared to the 13 million made by Alibaba in 2016. Net income from continuing operations was more than 7 billion or 6.37 dollar diluted share less than 11 million of Alibaba with diluted of 4.33$ (eBay Annual Report 2016). In 2016 there were more than 167 million active buyers with 3% growth per year less compared to Alibaba with 223 million base of sellers and buyers (Alibaba Annual Reprot 2016). 
GMV of buyers and sellers grew 79 billion representing 2 % increase as reported basis wile Alibaba’s Taboo grew to 449 active users. Revenue was 7 billion, up to 1% as reported as well as Alibaba’s Taboo with revenue 189million as per active user. GMV for their StubHub platform grew more than 43 billion making 21% increase. They aim to continually evolve their strategy. The goal is to accelerate the process as well as innovate as the strategy unfolds. They returned 3 billion us dollars to their shareholders (Alibaba Annual report 2016). 
Stubhub is one of eBay’s successful businesses and it is a basket of other businesses. It adds to eBay’s value creation by expanding its offer. Classified ads is another business of eBay, were the company advertises to keep its brand popular. Both continue to drive customer experience with its largest world leading ticket selling marketplace. Online they are expanding in 48 countries, while acquiring major company’s such as Ticketbis and Ticketutilis to broaden their inventory and improve its management, while launching new blended and improved ticket experience. The aim is to improve value provided by helping consumers in their purchasing decisions and throughout the buying process. Also classified platform is also expanding around the world. It is increasing the quality of its mobile experience of their in-app services. At the same time strengthening their real estate presence and motors in the UK, Germany and Canada. The overall aim is to improve the synergy between Marketplace and Classifieds to explore their inventories on both platforms (eBay Annual Report 2016).
Value Chain Analysis
[image: ebay-value-chain-analysis]eBay’s value lies in the simplicity of its process. According to Dudavski 2017 eBay creates its value mostly in its economy of scale, as well as its capacity to effectively communicate with suppliers. 
A buyer or seller on eBay needs to create an account before being able to trade. Creating an account allows access to variety of products which a buyer can bid for in an auctions system. Alternatively buyers can choose the option buy it now which has increased over the years. Transactions occur via PayPal or other method. The Bank is notifies eBay, who notifies the seller. Once the delivery is complete, the seller notifies eBay, who notifies the buyer. Than eBay passes the account to the bank and the seller gets paid (Dudaisky 2017).
Value is created in the efficiency of the system and its reliability. Key to successful inbound logistics is communication and meeting deadlines on time. The effective purchase, storage and processing of information and inventory. It all lines in the management of its economies of scale and trusted relationships with suppliers (Dudavyski 2017).
Resources and competencies Analysis
eBay’s value in its competitive advantage lays in its experience as a Multisided Platform.  Compared to Amazon, who is mostly reseller and has a wide infrastructure, EBay is on the far end of the spectrum being solely a connector between buyers and sellers but with an extensive desire and possibility to grow (Hagiu, 2013).
In 2014 the founder Pierre Omidyar had enough resources to starting to devolve money to charities and founding themselves. As well as supporting private businesses in needs of funds. The idea was to do something for the community and that had a wider effect (Omidyar, 2014).
Strategic Priorities have changed in 2016 were the company is focused on long term implementation of its strategies. Now the company wants to start building an infrastructure that will lead them to become the only online mall (Easy Annual Report 2016)
Resources for eBay for 2016 and competencies seem enough to opt for an expansion strategy. According to Net Stock Analysis, eBay declined its cash and cash equivalents to 1.8 million while Amazon increased 19.3 million in 2016 (eBay Inc., 2016). The short term investments of eBay were 5.3 million, which increased from 2014 to 2016 as well as Amazon’s, with 6.6 million accounts receivable. Market securities increased over the years for Amazon. EBay’s Accounts receivable grew up to 10,5 million but declined till 2016 while Amazon’s 6.5 kept growing till 2016. Total Current Assets counted to 23.8 million for eBay compared to 83.4 million of Amazon (Amazon Inc., 2016).
Core competences of eBay still lies on its management skills. More specifically in education seller on how to sell with regular classes, it offers a wide range of products on its platform that are constantly monitored to keep prices low. They do very good in advertisement, where often customers return form other websites. eBay is committed to a strategy of market penetration, new product development, new market development, and diversification.


External Analysis 
Porter’s Five Forces:
[image: https://www.mindtools.com/media/Diagrams/porters-five-forces-1-new.jpg]Porter’s five forces in a tool used to understand competitive rivalry in an industry. With eBay the ecommerce industry will be analysed and level of threats assessed and the main competitors outlined . It was created by Porter in 2008 at Harvard Business University. Today is widely used to assess an industry attractiveness.
Threat of Existing Rivalry: High
There are established competitors both online and offline that pose a significant threat to other existing players in the market for their established brand and buyers/sellers base. Prices must be kept low at all the time considering most competitors such as Amazon or Alibaba maintain low prices. Payments methods must be easy and payment options vary. As in the case of Apple Pay with Alibaba (Forbes, 2014). 
Threats of new entries: Medium
In the e-commerce world there are medium barriers to entrance as it is hard to have broad brand recognition and sustained basis and logistics to compete (Forbes, 2014). Sometimes brands have to adapt their strategy as they go as In the case of Amazon, that started as a main book reseller and become a multisided platform and global reseller. In contrast eBay has always been a MSP that only now can start expanding into a new business model (Hagiu 2014).
Bargaining power of customers: High
There is high competition among e-commerce players to keep prices down for customers. Customer has many options including sourcing their needs directly from the seller rather than the provider. Similarly can find similar product at other brand with easier payment method. For Example Apple and Amazon enjoy PayPal transaction services as well as having developed their own, and being able to control them to keep the lowest price (Forbes, 2014).
Bargaining Power of suppliers: Low
Sellers recognise there are millions of listings on eBay which can undermine their individual power towards EBay or its customers. In contrast they understand that there are many other platforms that they can list on. For example Etsy.com, Gumtree, Amazon and anyone else that can offer better services then EBay. In fact changes in price or policies might affect sellers’ decision to list on one or a different website. Moreover, because shipping companies are external to eBay, they often have little power to the price established by eBay, which in turn can easily go to other suppliers but hardly without disruption. Finally Social media also brings traffic to eBay, and any change in policy with them might affect this relation (Forbes, 2014).
Threat of substitutes: Low
Because of its vast range of products, variety is not a significant threat to eBay. In fact it can only continue to expand its diversified products, and to introduce different types of products to adapt to changing needs. For example with the collaboration with Facebook it was able to open a marketplace on its app massager so to reach customers were they most use their phones, on social networks. In this way it is expanding while limiting threats of similar products (Forbes, 2014).
Pestle Analysis
The PESTEL Analysis is a tool to analyse the factors that have an impact on an organisation’s external environment. This analysis shows eBay’s most common threats coming from external environment, from many factors and compatriots. Competitors are not the only threat, eBay needs to consider the many impacts from the external environment. It is important to understand these threats and act accordingly.
Political
There are many info to manage for eBay, much of which is private information. The brand protects itself from the different laws and regulations among the 4o countries served by updating a successful privacy policy. This policy is available online and suggest no private info is shared or used for other purposed. This maintain trust and limits threats. HRM managers continuously implement this through their people in order to maintain a high level of security. Illegal activity is spotted and reported with the listing being banned in case those not comply with policy (Adamski, 2016).
Economic
Because of currency exchange and prices rising, customers have become very priced oriented. Therefore opting to purchase on-line platforms. This links to the trend that e-commerce is growing as opposed to brick and mortar visits. Because sometimes good shipped internationally are cheaper than those inbound, customers opt for online when making a purchase. Also another trend in to go green buy always buying second hand goods on eBay, which as proven a successful environmentally friendly process (Adamski, 2016). 
Social
Social trend are continuously chaining. Digitalisation at all levels has increased. A shift in revenue from brick to online is to be expected. Because eBay allows continues exchange of good in all conditions, costumers have grown an affection in buying second hand good. Which in turn in benefitting the environment by lowering carbon foot print (Adamski, 2016)..
Technologic
eBay identifies itself as a tech company. Any advancement in the sector is an opportune it of the brand. For example the shift of consumers from laptops to mobiles have allowed EBay have a successful presence on mobiles as well. Software’s are continually improved to provide a better experience on all platforms, that eBay can only benefit from.  Technology eases international shipments but also access from most of the global countries, enabling access and shipments worldwide without necessary a physical presence. Cybersecurity is becoming of more importance every day for the risks posed by cyber-attacks (Adamski, 2016)..
Environmental
Because of the real threat posed by global warming on our planets’ wellbeing green policies are welcome at all times. eBay was the first not only to provide a variety of green products but also constantly deals in second hand green products, which can be seen as a good practice to carry on. People are spending less and getting more by all means (Adamski, 2016).
Laws
Countries often wonder how much freedom should be given to these websites as possible scams are finding new ways to continue their unlawful activities. EBay has a s policy system in place that banns those ads which are offensive or a possible threat. When illegal items are spotted police is contacted. As it was the case of the3 Columbia crash were ads were posted or wreckages on sale. However, nowadays hackers use false identity and cannot be trace but eBay would never ask for contact details over the phone as it is stated on their website (Adamski, 2016).
Swot Analysis 
SWOT analysis is made to understand the strengths, opportunities, threats and weaknesses faced by a company in a competitive environment. This SWOT will show eBay’s position in relation to external and internal factors. Also it will show its position against its rivals. EBay has as its primary competitor Amazon. Although eBay had a 5% increase in revenue in 2016, strong performing Alibaba, Amazon and Flipkart pressure eBay. Digitalisation possess challenges to everyone. However Amazon has a better customer experience that lead many to shop there as opposed to EBay. Mobile usage is increasing as well as apps. eBay needs to embrace the aim it has set itself to reinvent itself.
Strengths 
eBay is the one of the largest marketplace online, enjoying great reputation, recognition, trust among buyers and sellers, and the over the overall platform. Trust defines its profitability. A large network base of sellers and buyers make the product popular. Over 21 years the platform grew to 167 million users from 5million it started from. Also the fast growing StubHub platform and eBay Valet are adding value and visibility to eBay. eBay should invest in more buyer and seller technology to strengthen its network.


Weaknesses
eBay Weaknesses can be listed as: High fees compared to other companies, weaker against competition, technical issues and weakness in internal control of financial reports. eBay has to compete with giants such as Amazon or Alibaba who show a faster growth and a winning model. Moreover, eBay often experiences technical issues which in some cases caused the website to be unavailable for 24/ hours. Finally eBay experiences a weakness in internal control over financial reporting. Bad reporting can lead to bad reputation as in the case of every fake news.

Opportunities
E-commerce provides three main opportunities for eBay in 2016. The first is diversification and acquisition. They have proven successful as in the case of PayPal, Stub hub and Classified which not only brought traffic to eBay but they expanded as well growing their presence globally.  Mobile phone usage keeps increasing fast.  EBay should embrace this trend and invest in bringing its platform onto all devices, as well as designing new and innovative solutions such as eBay’s App. eBay has been successful in advertising and by doing so driving traffic to its platform. It should increase its market strategies to continue to profit on successful advertisement.
Threats
The most significant threats to the brand in 2016 is Competition, regulatory framework, currency fluctuation, and uncertainty over Brexit. Competition from main players such as Amazon, Alibaba and Flipkart are its primary competitors. On top of it there are brick and mortar brands such as Wall Mart and Cosco who are going online posing a serious threat to eBay.  Regulatory framework often adds operational costs to brands, because they can be subject to antitrust laws. Currency Fluctuation is often a threat to eBay as the company gains most of its revenue from abroad. Uncertainty over political future, as in the case of UK leaving EU over Brexit, creates uncertainty for the future of Companies in the UK.
The main competitors of eBay are Amazon, Alibaba and Flipkart. The only way forward is the continuous commitment to grow through innovation and acquisition of key brands as in the successful case of PayPal and StubHub. Green policies are welcome as they show awareness of the environmental issues. EBay continues and should continue to work on advertisement and perfect technology for better shopping experience.
Competition is EBay’s biggest challenge. Embracing trends such as mobile usage increase should be a top priority and an area to focus on. Its is growing fast and eBay should continuously update its softwares. Brexit and overall currency fluctuation poses a risk to eBay’s stability. However the brand has sufficient resources to cope with these challenges. Its financial strength and brand equity can benefit from improving customer experiences trough technology.  

Strategies to sustain its competitive advantage
eBay’s strategic priorities:
eBay’s strategic priorities are defined in it’s 2016 annual statement being:“ to drive the best choice, the most relevance and most powerful selling platform” (eBay annual report 2016). Key is to manage its inventory effectively so to focus their marketing activity on significant retail touch points. This is in light of its 1 billion base of sellers with 84 billion listing value. 
Partnerships and engagement with SME’s have proven successful in other for them to scale in the past and is expected to happen in the future as well. Partners have also heled increasing product variety available on the marketplace. Also they have helped to better understand the platform’s engine and how to leverage its inventory to improve structure and dynamism. 
It has embraced the modern trends by appearing on one of the most popular apps globally being Facebook’s Messenger. The app allows the user to access a marketplace which connects to sellers nearby who have a Facebook account. This allows even more trust among users because they can access their profiles and learn their info, unless the profile is fake. However, this has proven to be successful strategy so far.
Increasing advertising spend is sought as necessary as proven to be successful in the past. This in fact draws great traffic into the eBay’s marketplace. Many partners work with eBay to and have a link on their website that links to eBay’s marketplace increasing its traffic. 
Also there are StubHub and Classifieds that have increased their international presence and are now in 48 countries. They work and support large events in the USA and innovated with virtual reality technology and mobile experience to maintain a leading position.
This strategies have started before 2016 and so far have proven successful. The company increased 5% then last year in Gross Merchandise profit as well as Revenue. The active buyer base has reached a record 168 billion from the 5 it started from. The Marketplace, Stubhub and Classifieds have all increased in between 2014 to 2016.

PayPal
In 2015 the deal of PayPal’s’ spin- off from eBay has been signed. The two companies are separated and trade under different stock names. Nothing has changed ever since for customers. They still collaborate with each other and create a dynamic synergy. Capital was allocated to their operations from eBay as agreed for the payment of separation, including paying back shares to shareholders over a period of time (eBay Annual Report 2016). 
The two companies were very different and had different priorities. eBay deals in the global commerce while PayPal in the payment markets. Originally they were together to provide a service and to bust PayPal payment option. However PayPal wanted to go its way and ever since the separation the company had a 19 billion rise valuation doubled since the separation from eBay and 9% more then it (Duryee, 2017). 
eBay users can still use PayPal but the company can work with rivals as well. Now is into the advertising root. It shot advertisements on Channel 5 the popular British broadcast TV channel and TV shows to attract youngsters between 18 and 34. Also, they consistently make available quicker purchases option. For example they teamed up with Weatherspoon pubs to extend their presence. This can be a threat to eBay as long as the two remain in good relationships (Week Geek, 2017).
EBay is embracing its strategy of increasing mobile experience by appearing were people are the most. In fact it has created a platform on Facebook to enable people to buy eBay content around them on Facebook Messenger’s. Similarly PayPal has a leading strategy is called contextual channel. PayPal tries to make things easier by merging two apps. For example they are trying to make Uber rids available through Messenger. This facilitates the role in ecosystem of sellers and buyers (WeekGeek, 2017).








Growth strategies
eBay’s Growth strategies from 2015 onwards direct focus on SME’s, going beyond the marketplace, to improve its services for buyers and sellers and to make some changes to sellers’ policy  (eBay, 2016)
EBay focus on mergers and acquisitions have proven successful. The company is growing at a 5% year rate as well as its revenue. Fees on transaction is still the main business charging a 10% fee on each transaction. Also revenue is generate through marketing services, ads on other websites and successful partners activity. The active buyer base grew to 162 million with a 5% increase annually, proving successful strategy and need for more focus on its core values (Levit, 2017).
Ebay wants to go beyond the marketplace and increase the presence of StubHub and Classifieds. Now that these platforms are gaining millions of users, allowing accesses, sales and shipments globally, it is becoming increasingly important to support growth dynamically (Levit, 2017). For exapme in some countries in EU has teamed up with local firms to deliver free shipment ans well with FedEx in the US to ease pick ups.
Increased mobile usage has drawn attention to the importance of operation in aps. Now users can access both websites and apps on any go the EBay’s partners, enabling assess to the marketplace globally (Levit, 2017).Changes to the seller’s policy had to change due to strong political and regulatory pressures. Noe eBay offers programs such as TRP to allow discount for top rated customer service sellers. This increases the trust among users while limiting breaches into the system. 
However these growth strategies might have a negative effect on the performance of eBay. Intellectual property has become a threat to eBay. The company was brought to court in Turkey over offensive content. eBay is still managing the lawsuit which accuses it to allow criminal activities to take place on their marketplace. Similarly in India, because the company was unable to spot first and offensive religious add, the company is now facing lawsuit over misconduct. The reason is they did not spot it as soon as it came up, giving the impression EBay’s is either not able to face these issues or allowing them to happen by ignoring them.
In fact eBay really needs to update to its softwares as a security breach stolen private users information in 2014. The company was forced to take action by inviting users to change their passwords and taking measures against cyber threats in order not to lose their trustworthy image (Levit, 2017).
The breakup with PayPal was sought as a threat but now more as an opportunity. Since the two split distribution was at risk but the successful relationship enabled good results. Even if eBay now is smaller and trading on a different name then eBay, they two have narrowed their business focus. Both see threats from the changing market conditions and rivalry such as Apple, Amazon, and Alibaba.(Levit, 2017). There is a threats to EBay’s synergy with other partners in the short term but not in the long run as relationships are still collaborative.













StubHub
[image: Why eBay Expects Upbeat Results from StubHub in 2Q16]StubHub is the largest ticket marketplace in the world. It is also eBay’s core value because fastest growing business. It increases it’s market share and product availability. Its growth and well-being are positively or negatively affecting eBay. Its GMV went up to 869 Million and increasing at a 21% rate year over year. Revenue is growing at 34% annually and counts up to 177 million. Driven by product development the company is committed to continuously make improvements to the users’ experiences and meet demand for sport events and concerts.
Over the years is planning to improve buyer’s experience by increasing its offerings. For example customers can now see better price a nd product recommendations, better value offered and options such as instant resell. 
It acquired the Spanish based Ticketbits which will allow expansion or further presence of eBay in 74 countries. This will help eBay strengthen its management for future expansion. Now eBay is not only in US, UK, Canada, but also to south America, Europe and Asia.

Trust
Since the creation of the new policy “Money back guarantee” eBay has been experiencing success as well as problems. Because EBay has always relied on the trust among its users, it has ever since developed strategies on the base there were no unlawful activities going on.  They were wrong and an inquest by the Observer unmasked a unlawful trend. For example in many occasions over the years sellers reported that their items were not returned or did not arrive and in consequent they had to refund a buyer or have to be refunded of an unreturned item. In both cases EBay has been unable to properly investigate and find a prompt answer. However, most of the time suspicious listings get unlisted or banned and often become mayor cases. Although eBay is been tackling this issues there are substernal threats posed by changes into policy even if they are sought as necessary. eBay needs to focus its energy to have a much better control over what is being listed on its platform or risks bad image. 
Recommendations
After understanding industry Analysis, Key Success factors, Internal Analysis  and strategies to sustain competitive advantage the first recommendation should be the following. Considering its economy of scale and financial strength expanding the same offer across new markets seems necessary to growth. Entering new markets can poses threats at many levels. Indeed the expansion into new areas is risky as it can damage the brand’s image. Expanding often implies high risk associated with low profit margins and high competition of existing major competitors. In turn however, there is high benefits in expansion of a successful established brand. Therefore the company must first understand the country it wants to ender. In fact it should undertake a more severe analysis of social and costumes traditions, legal and regulatory factors trends and technological factors before entering. It must do so by continuing with their strategic plans after 2016 were they embrace their changes and build on them to move on successfully.
Strategic positioning and growth strategies show how eBay should continue on its growth path. Together with its growth and expansion the company should consider improving management systems. Because scale changes operation there is the need to update them by simplifying their workflow while getting more done in less. There is a need to be in constant communication across countries to develop a synergic model. In fact eBay’s most sold items are phones, shoes and video games. They make profit over transaction fees.contrast, there will always be internal misconduct and external conflict with change only solvable with understanding and taking action. eBay is continuously facing software problems it should update or lawful problems that should have been reported promptly.  However it understand growth comes to some price and its commitment is to solve this issues and move on no matter what.
PESTLE, SWOT and Porter show : social drive towards mobile platforms seems the right trend to follow and EBay should continue to do so. The marketplace created in collaboration with Facebook on its portal allows users to buy from eBay through Facebook. EBay is continuously committed to drive the best choice and have a powerful platform. There are threats coning from fake accounts or suspicious behaviour as well as missed unlawful content. However continuously monitoring and prompt reporting as well as establishing and updating clear policies can solve this. Moreover, If EBay keeps its focus on its key success factors it can be successful. This includes to develop user experience online and in app in all its platforms and partners and continue to improve experiences while increasing presence on other platforms.
StubHub and Classifieds show how new acquisitions have been beneficial so far and have been able to help sustain eBay in its competitive advantage. PayPal shows the company is able to survive without it. New acquisitions have enabled eBay to operate in different countries and broaden categories. With acquisitions of Gumtree now eBay can become leader in several more countries and broaden their offer. However this can pose a threat of slower development due to heavy investment and increasing operational scale. However so far the management has been able to communicate successfully. With increased size there are increased need for presence and eBay needs to work on improving its management through effective communication. The company should continue to acquire companies of interest while managing the scale of their expansion.
Key Success Factors, Value Chain Analysis and Strategies to sustain competitive advantage show trust to be key to eBay’s customers. They should work on their buyers and sellers policies in order to increase trust among them and lower criminal threat. Ebay has always given for granted that no criminal activity would take place. Although Money back Guarantee was a measure to make transactions safer it has proven inefficient because unable to prevent crime. In turn the company should learn from this to continuously monitor their space to spot unlawful activity and promptly report it.  It can do so by proceeding with their undergoing improvements to policies and increasing presence on the marketplace.
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DATA COLLECTION 2016 2015 2014 2013 2012

total Current Assets 8.875 7.904 26.531 23.283 21.398

total Current Liabilities 3.847 2.263 17.531 12.639 10.924

net revenues  8.979 8.592 17.902 16.047 14.072

Long-Term debt 7.509 6.779 6.777 4.117 4.106

Total liabilities 13.308 11.209 25.226 17.841 16.209

income from continuing operations before income tax 3.651 2.406 3.514 3.466 3.084

Net income 7.266 1.725 46 2.856 2.609

Accounts receivable, net  592 619 797 899 822

Cost of net revenue 2.007 1.771 5.732 5.036 4.216

Average Stock 2 2 2 2 2

long term investments  3.969 3.391 5.777 4.971 3.044

Net Assets 23.847 17.755 45.132 41.488 37.074

Gross Profit (Sales less Cost of Goods Sold) 6.972 6.821 12.170 11.011 9.856

Interest and other net  1.326 209 17 95 196

total operating expences  4.647 4.624 8.656 7.640 6.968

Equity 10.539 6.576 19.906 23.647 20.865

diluated 1.144 1.120 1.262 1.313 1.313

net income per share diluated  6,3500 1,4200 0,0400 2,1800 1,9900

total stockholders' equity  10.539 6.576 19.906 23.647 20.865

retained eranings  14.959 7.713 19.906 18.854 15.998

THE FIVE KEY GROUPS OF RATIOS

Profitability ratios 2016 2015 2014 2013 2012

Return on net assets (i.e. ROCE) 18,26 15,53 12,73 12,01 11,79

Return on equity 68,94 26,23 0,23 12,08 12,50

Gross profit margin 77,65 79,39 67,98 68,62 70,04

Net profit margin 40,66 28,00 19,63 21,60 21,92

Activity ratios

Net asset turnover 1,00 0,95 1,21 1,03 1,04

Stockholding period (in days) 0 0 0 0 0

Debtor collection period (in days) 24 26 16 20 21

Creditor payment period (in days) 156 96 357 287 283

Liquidity ratios

Current Ratio 2,31 3,49 1,51 1,84 1,96

Quick assets (i.e. acid test) 2,31 3,49 1,51 1,84 1,96

Capital gearing ratios

Gearing ratio 0,34 0,44 0,39 0,30 0,31

Debt to equity 0,29 0,47 0,17 0,10 0,11

Interest cover 2,75 11,51 206,71 36,48 15,73

Investor's ratios

Current market price of share

2 

(£ per ord. Share)

Earnings per share (pence per share) 635,14 154,02 3,65 217,52 198,71

Price/earnings ratio 0,00 N/a N/a N/a N/a

Dividend yield #DIV/0! N/a N/a N/a N/a

Dividend cover 0,69 0,26 0,00 0,12 0,13
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