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Business Proposal

The ripple effects of coronavirus has caused many changes in society from businesses having to close, new work culture where employees working remotely or on furlough scheme and children not receiving their regular education (Singh and Singh, 2020). Restrictions placed on society through legislation has resulted in major changes in peoples lifestyle and  preferences. 
Predominantly, children have been disproportionately impacted as most student were not able to take summer exams due to lockdown school closures and learning hours lost due to the pandemic. (Payne and Jack, 2020)
It has not been all doom and gloom, as some new innovations have made it possible for students to be taught online through the use of specialist software. I intend to imitate this model and create value by accessing a different spectrum of education, which is Islamic education for young children in the Bangladeshi community. This programme is to be delivered via Zoom / Microsoft Teams. Giving them the advantage to learn about their cultural heritage and religious obligations.
The business environment is always changing. This dynamic nature makes it difficult to understand the complexity and its also gives birth to uncertainty. As a new business I need to understand the internal and external environment and assess the market attractiveness and the level of competition that I will face. I will do this by using environmental scanning tools such as SWOT, PESTLE, Porters Five Forces ( Porter, 2015).
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Figure 1 Porters Five Forces Model. Source: ( Evans, Gerald E. and Neu, Clyde, 2008)

Schumpeter, Elliott and Opie (2012) purport new innovations arise as a result of new combinations or strategies to deliver a service or product. The driving force for my  innovation is the current pandemic and access to quality religious and cultural education. This innovation has also emerged from knowledge and need push drivers (Zhang et al., 2018) which are listed below. There is a new need to fulfil the obligation of Muslim parents and the need for children to receive guidance and support to learn more about their culture, faith and religious beliefs. 
Reasons for new innovation:
· Regulation, safer to stay at home.
· Pandemics learn at home at own leisure.
· Need for sustainable development of community and culture.
· Technology readily available.
· Comparatively low setup cost.
· Market and social needs.
Traditionally, children would either walk to their place of study or their parents would drive them to a Madrasa for the children to receive this education. Parents do not stay in the Madrasa or have a say in what is actually being taught.
Evening education classes can be an inconvenience for children and parents. This innovation can deliver the program online at their convenience. It means that they are in the safety of their own home and can later access the digital video and resources if they need to refresh the learning. It also allows parents to visually see what is being taught and they can also interact. 
Therefore, the service I propose to setup is an online initiative, providing a real-time, rich education platform for children of early age to receive Islamic and cultural education online. The name of my business venture is KILO LTD, an acronym for Kids Islamic Learning Online. The rationale behind this name acts as the USP, its aimed at children and the education facility is available as an online resource. I have also used the SCAMPER model (Engel, 2018) and the Stage Gate Model (Cooper, 2008) for insight in developing my idea by adapting and taking inspiration from my own personal university learning which is now being delivered through an online medium.
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Figure 2 Stage Gate Model Source: ( Cooper,2001)


I propose to setup my business within the Birmingham area and attract children and parents of Bangladeshi origin to attend the online classes. I also propose to setup a Virtual Office online to showcase the materials and also use the office as means of advertising my venture.
Organisation within the Birmingham area are making the transition to an online service for Islamic education. The class sizes are large at present. This indicates that the demand for this service is high. Research suggests that most educational establishments are changing their strategy and moving in momentum towards a digital education. As a result of this manoeuvre customers are willing to pay to get the best education for their children’s future.
Currently online classes are charging subscribers in the range of £30-£40 per hour of personalised education. My cost projection will be on par as I am targeting a niche market. I propose to charge £25 per hour for personalised tuition and £10 per hour for group sessions.
The industry attractiveness for this market is currently very high. The competition within the Birmingham area is low, localised businesses are offering similar services. However, my competitors services are priced very high.
My strategy includes measures to sustain a competitive advantage over my rivals by differentiating the service and products available. Currently, I am providing the service at a low cost as there are many substitute products and services readily available online. I propose to utilise targeted material for different age groups. My service will provide an interactive and engaging service by introducing regular competitions, giveaways, community forums and online parent challenges.



E-commerce

Electronic commerce is now providing businesses the opportunity to reach out to a wide range of  customers. The internet has reduced operational barriers such as setup cost and business functions such as marketing and sales. Further, ecommerce allows organisations to remain open at all hours. Almost all organisation providing a product or service  are now taking advantage of having a digital presence and current research shows patterns and trends leaning more towards online delivery of education (Han and Ma, 2019). In today’s society children and adults invest more time digitally and online than ever before. Therefore, I intend to manage my business online by creating my unique website and a mobile app.
Having my own website will afford me the ability to produce my own rich content and this will help me to build my own brand and also enable me to regularly monitor browsing activity, visitor count and actively engage with my potential customer and increase my market share. The cost of having a website is considerably cheap. I can further use online design template to modify and manipulate the information to attract customers by using my own contents such as blogs and vlogs. 
As a new entrant I can’t solely rely on my webpage and I will need to take advantage of third-party intermediaries to get my business noticed e.g. Shopify and Amazon which are established brands. Currently my venture is a B2C, where I will sell directly to the customer/consumer. However, in the near future, if I feel that I want to expand my market or sell my services to other businesses, organisation or governments I can use the powerful online tools to cater for their needs too. Ecommerce will also give me the power to control the content and delivery of my services. Customers are now demanding better service, high quality information and rich content. I can manage their expectation and improve the customer journey by using feedback data such as reviews and create information portal and forums to access such as a FAQs. I can also direct them to other resources which are freely available online so that they can improve their own personal technical skills. Other key benefits of ecommerce are listed below:



· It will help me control and monitor complaints, feedbacks and suggestions
· Increase brand awareness and loyalty
· Increase my profit margin and attract more consumers
· Take advantage of emerging opportunities online.

An online presence will allow me to communicate effectively and instantly with all my customers and collaboration is also simpler. I can also use direct emailing service to keep customers informed. I notice that some potential issues may rise such as customers needing training to navigate the website and find the content. To address this issue I will also use the YouTube platform to create my own channel for coaching and mentoring purposes and  direct customers to videos that will help them address any issues they may have.
Feedback from YouTube comments and suggestions will further allow me to make my business more competitive as I will constantly strive to deliver the best experience for my customers. YouTube will also offer me the ability to make private videos which can be accessed by my target audience and subscribers. This will enhance the learning experience for my business venture. I find the subscribe, like and share facility of YouTube platform very effective in networking and distributing my idea to a wide range of people. This will help me to build a larger customer base and users of YouTube who view my videos will advertise the business for me. My challenge is to make the content interactive, engaging and challenging so that I can get repeat business. As this platform has artificial intelligence algorithms built in,  I can also use YouTube’s own paid partner services such as google analytics and AdWords to make my business appear on the recommendation list when people search for online education content.
Facebook, Academia and LinkedIn are popular ecommerce platforms that I can use to establish my business. These platform are primarily used by people to network with likeminded individual. Most people of the world use Facebook, this can be an excellent opportunity for me to hang my business digitally. I can start to share my business idea with friends and family. Facebook also use tracking and AI technology and hashtags to target customers with services and product that they may like. Most people are accustomed to using this platform and it can quickly generate interest for my business and attract customers to my idea and website for further information.
Using online services for business purposes is a great opportunity for entrepreneurs, however, there are certain aspects of the business process that needs to be carefully monitored and controlled. These are customer data such as email addresses, passwords, sensitive data, customer privacy, and financial details.
To effectively manage this financial aspect of the business I will use the PayPal services as I feel this is the most secure way to make transactions on the web. I can simply give out my PayPal address to receive payment for my services. The transfer can be made instantly without leaving the home. It is also cost effective and less time consuming.
I also will have security software built into my website to prevent malicious attacks such as denial of service attacks. I will store all customer details on a encrypted server so that I can comply with UK data protection laws and prevent hackers gaining access to personal sensitive customer data.




Marketing & Promotion

My business idea is aimed at a niche market, primarily the Bangladeshi community and I hope to provide Islamic education to their children online. To promote and market my business I will use social media channels and mobile interface to generate interest and to advertise my services to them.
At present Instagram is a very popular platform where I can start to attract the attention of potential customers and make my business more visible. Instagram has a very simple user interface where people scroll to see pictures adverts, memes and short videos.
I can use this technology to my advantage as this platform has little or no cost at all. Traditionally adverts were placed in newspapers e.g. Yellow Pages to inform customers of new services. This is now outdated as customers are not buying newspapers due to the internet revolution. I can also make the adverts and videos richer and more colourful to create value and content which is appealing to my target market.
I can also inform my customers of upcoming events, organise competition among children and their parents to get involved. I am able to do this as I will have access to their social media handle, user profile details. This will further enhance the customer experience and increase brand loyalty for repeat business and value creation.
My objective is to reach out to children and parents, so I need to establish what social media channels children are more likely to use and advertise accordingly. See list below:
Radio: although not a common channel, it is very effective and can reach a wide audience. Parents listen to the radio when taking children to school. It is relatively cheap and effective form of advertising. A lesser known radio channel Unity FM would be an effective pathway as this channel is dedicated to Islamic education.
Digital marketing: The traditional billboard adverts are now being replaced with digital boards. This form of advertising has bright colours and is better suited to the new generation of children. The display can also be a touch screen to further enhance the product for use by children. My digital board can be displayed at bus stops and strategic locations such as schools and libraries to promote my service.
TV adverts: we spend a considerable amount of time for entertainment purposes. I can advertise my service on television channels such as Bangla TV, which is aimed at the Bangladesh community. This type of promotion is also highly effective. However the cost related can be considerably high. I do feel as a new start-up this type of promotion can catapult my business and generate interest and direct customers to my website.
Social media: e.g. Facebook, Medium, Quora; this is by far the most cost effective and productive form of promotion and marketing tool for my business. Children are carrying phones and using social media to stay connected with friends, family and find services. I can opt in for search engine optimisation and have paid ads to promote my business and target consumers with similar interests.
I will use market segmentation techniques to identify my potential target market and identify people who may be realistically  attracted to my product/service. Tailored to customers’ needs, wants , interest and motivation by identifying groups and tweak the service and products who share the same need or characteristic to maximise revenue. This technique allows me to look at a broad range of segments which will help me better use the Marketing 4Ps, Place, Product, Price and Promotion. Below is a breakdown:
· Demographics: gender, age, occupation, education, religion, nationality children’s needs are different.  Easy to gather data, measure and analyse, cost effective
· Geographics: location; rural, urban or suburban; climate/culture is very important takes into account values and beliefs and this is a key metric in my proposal. Area needs are different e.g. might face internet issue.
· Income: higher socio-economic groups needs are different to budget conscious consumer. Quality: some may make sacrifices in service level if price is right.
· Behavioural: lifestyle, may need general education, may need a more focused and tailored requirement. Consumer habits: reasons to buy e.g. people have different reason to buy a certain product. Frequency of purchase: regular teaching enhances learning. Personalisation-optimised user.
· Psychographics: more subjective, but better segmentation as it looks at interest values beliefs lifestyles. Data can be sourced from google analytics. People share their wants and needs openly on social media, online forums, surveys.
Advantages: target the right user at the right location and the right time. recognising that customer do not have the same needs, breaking down this market, I can tweak product offering to meet the needs more specifically, this will evoke greater repeat customer and brand loyalty. Can charge more money 
Disadvantages: it can be time consuming and expensive to tweak and breakdown the target market. Requires market research to acknowledge consumer requirements. R&D required to offer incarnation of the service to meet the needs of each category, may need professional or experts to help deliver a higher quality service to certain groups. This will also impact on economies of scale. If different products needs to be tailored as compared to one generic service.
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