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[bookmark: _Toc117692037]Executive Summary 
In the United Kingdom, low-cost education is not yet available to everybody. There are just too many impediments to low-cost education (Phillipson, 2018). BookHub attempts to overcome these challenges by joining the bookselling sector and offering students low-cost PDF editions of academic literature.
BookHub is a start-up that aims to deliver its services via online platforms such as an Android/iOS app and a dedicated website. It aims to consolidate all academic texts on a single platform. It is a General Partnership company with a linear structure so that senior management may collaborate with operations management to maintain the highest service quality. We choose a target market that is in need of our service and would also be lucrative through a smart segmentation procedure.
Our core target market consists of college and high school students. We used the integrated marketing mix to develop our strategy, which includes a compelling value proposition that we are confident will appeal to our target market base. We plan to begin operations in 2023 with the goal of reaching as many clients as possible and become profitable within the first year. After we have completed our current objective, we will consider expanding into additional areas of service. According to our estimates, we should break even and start making money within the first year.
[bookmark: _Toc117692038]Business Overview
BookHub is a business that aims to remove barriers to low-cost education. A group of students who encountered difficulties in acquiring low-cost education founded the company because they feel others are experiencing similar difficulties. BookHub's target clients are students who desire to receive a low-cost education but do not know where to start.
BookHub's mission is to remove barriers to low-cost education and knowledge acquisition. BookHub wants books to be affordable to everyone. We believe in the idea of spreading innovativeness through information sharing. Furthermore, BookHub intends to transform the study technique into a digital platform (O’Beirne, 2012). This will be a step forward for the digital society idea.
There is no software based e-book library with all academic texts for high school and college  students available on a single platform. BookHub is the first to put all of this together and provide students with the most recent books at a low cost. Furthermore, BookHub only offers academic and research-related books, which is an advantage over other e-book libraries such as Amazon and Google Books.
[bookmark: _Toc117692039]Product and Services
BookHub is an online platform that will provide soft copies of all the academic books. It can be accessible by using android/ios app or our dedicated website. BookHub has the collection of all the relative books for university students. Anyone can easily read these books and download offline by paying a minimum subscription fee every month (Entrepreneur Media, Inc, 2020). There will be regular update of books.
[bookmark: _Toc117692040]Market audit
[bookmark: _Toc117692041][bookmark: _Toc40674948]SWOT analysis of the industry

Strength
1. No similar service providers.
2. Market niche with no competitors.
Weakness
1. Zero share of mind.
2. Investment is low.   

Internal

Threats
1. New entrants with higher investments.
2. New entrants with improved technology.


ExternalOpportunities
1. Chances of getting highest number of users.
2. Expanding the services into more areas.




Using Strength to Capitalize on Opportunities: Because there are no similar service providers or rivals, good marketing will assist in gaining the greatest number of users. Also, if a new firm decides to enter the market, we'll take advantage of the chance to develop into other areas of service while they focus on the present market (Covello and Hazelgren, 2017).
Improving Weaknesses to Address Threats: By utilising comprehensive marketing and establishing a place in the minds of clients, we will be able to deal with new entrants. Furthermore, increased investment will allow us to strengthen our technology, preventing new entrants from competing with established industry leaders.
[bookmark: _Toc117692042]Porter’s Five Forces of the business 
	Forces
	High
	Medium
	Low

	Bargaining power of the Suppliers
	
	
	

	Bargaining power of Customers
	
	
	

	Threat of Substitutes
	
	
	

	Threat of new Entrants
	
	
	

	Threat of Competitors
	
	
	



1. Negotiating Power of  Suppliers: Medium
Book suppliers: The majority of the time, original book prices are fixed. However, through negotiation, the price may occasionally be decreased.
Providers of software and hardware: The cost of software varies depending on its quality. The same holds true for hardware. Prices are usually fixed, although they might change if you bargain. Despite the fact that the amount lowered will be minor.
2. Negotiating Power of Customer: Medium
Customers have some negotiating power because the pricing is set after conducting surveys and soliciting target customer feedback. Setting the price without the consumer's input would be obscene because the client may or may not agree with the pricing.
3. Substitute threat: high
The market is now entirely reliant on alternatives. Nilkhet stores and pirate sites that give a few free pdf copies of the books are the current market replacements.
4. High risk of new entries
Any new service with a higher quality can enter the market at any time. This is possible as a result of new technical breakthroughs.
5. Competitor Threat: Low
Because there is no other service like Scrollibrary, the threat of rivals is essentially non-existent.
[bookmark: _Toc117692043]Target Market 
Our primary goal is to acquire all possible clients, but we have set certain goals in order to achieve the top (Shelton, 2015).
Primary Target 1:
Because BookHub provides students with 24/7 book access, we primarily target students from University of Wales  and other nearby institutions. If we can meet this exact goal, our firm will not only benefit but also get a lot of fame.
Primary Target 2: 
The lecturers and professors of University of Wales  and other connected institutions are our second primary target since they must prepare lectures based on several books. Instead of purchasing each book, consumers receive PDF copies of the books that are available 24 hours a day, seven days a week.
Secondary Target 1: 
Because the demand for books is not confined to certain areas or persons, our secondary objectives include students from all other institutions around the country.
Secondary Target 2: 
Our other objectives are the lecturers and professors at all of the other universities and colleges around the country, as they must perform research on a regular basis.

[bookmark: _Toc117692044]Marketing Plan
[bookmark: _Toc117692045]Marketing Mix
Product: Our firm has launched a new type of service. Our service, the first of its type in the UK, comprises of publications tailored to the demands of clients. We place a premium on delivering service 24 hours a day, seven days a week.
Price: Since there are no middlemen between our consumers and us, we have many opportunities to provide our items at inexpensive prices. Our key pricing benefit is that we have established our prices based on consumer feedback. Because our goal is to provide low-cost education, we have fixed our subscription fee at 5$. We will also provide bi-monthly and quarterly packages.
Place: We will be operating our own application and website that will assure the preservation and accessibility of all books, registration will be open 24/7, and physical registration locations will be located in various colleges. All of our registration locations will be easily accessible. Our profitable fully equipped roomy stores will feature a enough number of registration booths. Because we appreciate our customers' time, each location will have enough registration points so that no one needs to wait in line for too long. We benefit from trained salespeople at our shops.
Promotion: For promotion, we will employ ATL marketing tactics such as TV commercials and print adverts. Our primary focus for BTL marketing would be on outdoor advertising, such as billboards near campuses. In addition, we will be visiting other institutions with our registration booths to promote our brand and provide students firsthand experience with our service.
[bookmark: _Toc117692046]Value Proposition
Our core proposition is to provide our clients with high-quality, up-to-date bespoke technology while maintaining a strong commitment to customer satisfaction. As a result, we want to: 
1. Market the benefit rather than the product.
2. Maintain client happiness.
3. Establish long-term partnerships.
4. Promote the firm.
This value proposition will be presented through commercials, personal selling, sales literature and catalogues, and recommendations that stress how the organisation can give clients with customer service, complementary products, and fulfilment.
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Hierarchy:
[image: Diagram
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Our organisation has a straight structure in which the board of directors/heads of departments connect directly with the corporate strategy. This results in effective communication between top and lower level management (Effron, Gandossy and Goldsmith, 2013).
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Our company BookHub is a General Partnership business in nature. Here, the directors are the partners and have agreed to contribute money, labor, or skill to the business. Each partner shares the profits, losses, and management of the business, and each partner is personally and equally liable for debts of the partnership.
The management team consists of five individuals who will be working as the directors of the company as well as department heads. The company will have five core departments.
· Human Resources – XYZ (HR manager)
· Finance and Accounting – XYZ (CFO)
· IT – XYZ (Chief IT officer)
· Marketing – XYZ (Chief Marketing officer)
· Supply Chain – XYZ (Supply Chain Manager)


[bookmark: _Toc117692048]Financial Plan
[bookmark: _Toc40674978][bookmark: _Toc117692049]Cost
The expenses we will incur are separated into two categories. The first is the expense of infrastructure, and the second is the cost of promotion. The most significant infrastructure expense will be the purchase of books. Using a digital marketing firm will allow us to build our infrastructure while keeping the activities at a set cost. The costs that we may incur are estimated in the tables below.
Infrastructural Costs

	Description
	Duration
	Cost (Dollar)

	Website/App Development and Maintenance
	1 Year
	5000.00

	Domain
	1 Year
	1275.00

	Hosting
	1 Year
	2550.00



Promotion Cost

	                                  Description
	Duration
	Cost
(Dollar)

	



Media Buying
	Facebook Page Like Boost
	Per Month
	80.00

	
	Facebook Page Engagement Ad
	Per Month
	50.00

	
	Google Display Network
	Per Month
	50.00

	
	Google Search Engine Marketing
	Per Month
	600.00

	E-mail and SMS Marketing
	Per Month
	500.00



[bookmark: _Toc40674979][bookmark: _Toc117692050]Revenue
Companies or organisations who create online platforms presently provide a large and lucrative audience. However, in order to reach this specific audience, the other entities must pay a fee set by the host business.
BookHub's ambitions for usage as an advertising online include a variety of offerings. As a web page, it has a top banner, bottom banner, and other locations to provide as created by the team. And everyone has its own pricing strategy, which is seen in the chart below.
Website Advertisement Rate (For 7 days)
	
Type
	Pricing (Dollar)

	
	Home Page
	Search Result Page
	Book Page
	

	Top Banner
	1000.00
	800.00
	1500.00
	

	Per Banner in between sections
	900.00
	100.00
	200.00
	

	Sticky Bottom Banner
	200.00
	250.00
	250.00
	

	Interstitial Banner
	800.00
	500.00
	700.00
	



This plans comes in total with an option of day count as required. Some might want it for a week or else a month.
Website Advertisement Rate (For 30 days)
	Type
	Pricing (Dollar)

	
	Home Page
	Search Result Page
	Book Page
	

	Top Banner
	100.00
	400.00
	300.00
	

	Per Banner in between sections
	400.00
	300.00
	250.00
	

	Sticky Bottom Banner
	500.00
	400.00
	300.00
	

	Interstitial Banner
	800.00
	600.00
	400.00
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