Jhumka’s Indian Clothing Store

The business idea is opening a boutique that sells Indian clothing and aims to cater for women of all ages then perhaps later introduce men’s and children’s clothing depending on the demand for it. As there isn’t one in Swansea for the South Asian community (Indian, Pakistani and Bangladeshi). Research shows that there are over 3,500 people from the South Asian community in Swansea as of 2011, there isn’t any recent research taken but I can only assume that the number of people from that community has risen significantly since a decade ago. (Swansea Council. 2019)
The nearest one is in Cardiff and they are quite pricey. The boutique will be based near Swansea town centre but will be selling nationally online and through social media platforms. Through online shopping people can review and compare stores and products and also compare price, quality and customer service all at once. It is vital for a business to have an online shopping facility in the 21st century as it helps the business grow and benefit (refer to Questionnaire in Appendix). Recently the coronavirus has influenced peoples shopping behaviour and has had a rapid increase on online shopping.  
The mission statement for the business is ‘providing quality clothing at affordable prices.’ The aim and objective of the business is helping people use clothes to help express themselves through colours, materials and garments. I have chosen to start my own business as there isn’t an Indian clothing store in Swansea as of now, there was one a year ago which has closed down that provided customers with overpriced and poor quality clothing, I know this as I have personally shopped there myself and so have family members and friends on several occasions as online clothing sites were not accurate with sizing, colours varied and sometimes the quality was not that good. Therefore, I wanted to open my own clothing business and started researching as I wanted to give the people of Swansea what they have been missing which is good quality, reasonably priced and reliable clothing accessible at their doorstep (refer to Questionnaire in Appendix). Plus there are no competitors in the area therefore it will do well.
The businesses unique selling point is providing good quality clothes at affordable prices for people in Swansea so they don’t have to shop online/travel far/spend a lot. We provide clothing and accessories to women of all ages. 

I will run the business on my own as a sole trader, this means that I will personally be responsible for any losses the business makes.
I will invest my personal savings, family and friends will donate to help me start my business and I will use crowdfunding to allow people to invest in the business. Crowd funding is where people invest, lend or contribute small amounts of money to the business, each individual that donates to the business usually receives rewards or financial gain in return.
I will be renting the business premise as it uses less capital than buying the premises which means that I can invest more money into the business. (Anon. 2020)

Our company’s advantage is that we have a big target market in Swansea that has not been catered for yet, we offer lower prices than competitors, good quality products, our customer service as customers are our top priority. 
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Marketing will help understand what my products can offer to customers, it will also help the business avoid unnecessary costs with planning, developing and achieving effective marketing strategies. The marketing strategies will help me as I am new to the business world, I will use the 4 P’s which are product, price, promotion and place to help me meet my target markets needs/demands. (The Economic Times. 2020) 

Product
The product will be the item being sold and the quality of it. Through extensive research I have gathered information on what is in demand now and the type of products competitors are offering. (The Economic Times. 2020)

Price 
The pricing strategies that I will use will be market based pricing as I will estimate the price of the product based on the competitor’s price. The value of the product will depend on the cost of production, the target group, the market value and also supply and demand. Price is a very important factor as it affects the sales and demand of the product and also the business’s profit and survival. When a business is new to the market and is not well known it is unlikely that the target market is willing to pay a high price for a product therefore I will need to research competitors pricing and price accordingly. The price will depend on the design of the attire and the quality of the product but will be affordable and reasonably priced. (The Economic Times. 2020)

Promotion 
Promotion is a very important factor in marketing as it can boost brand recognition and sales. The marketing strategies for the business will be done through attending networking events, advertising in local shops, posting leaflets door to door, using social media platforms such as Facebook and Instagram to promote the business and its opening, business website and word of mouth. I believe by getting involved in local events and gatherings will help build strong relationships with people in the community and also word of mouth will drive some customers to the store but only to a certain extent. I will invest in banners and posters to put up around the local area which will show our logo, location and give a clear idea of the products we sell. 
[image: ]The business will be present on social media as it is important to use platforms that are commonly used by customers to help reach out to the target audience. It has become the most influential and important virtual space for advertising brand and products. Social media will help reduce costs as I can reach a large number of people within minutes of posting an ad and making the ads reach out to potential customers. It also helps interact with my audience on a personal level which will give me more exposure and help me understand my audience better. For example, if people ‘liked’ my page or post which can be seen by their friends/followers it will expose the brand name to a wider variety of people and potentially increasing customers. I will use Facebook and Instagram to display new products and to promote any sales, deals or events. (Carnrite.2016)
I will invest in SEO (Search Engine Optimisation) which will help the website appear higher and potentially above competitors when people search for certain keywords. This will target people who are looking for the products that we offer and will increase the awareness of the shop/website therefore increasing the number of people visiting the store/website. (Moz. N.D)
After I have used different marketing techniques for the opening of the business I will then evaluate what method benefits the business the most and use that method thereafter. (Acutt, N.D)
	
[image: ]Place
Place refers to the point of sale which can be through the store, website, social media etc. Positioning and distributing is very important as the product has to be accessible to potential customers. Choosing the right location for the business is important as it should be convenient for the customers, employees and suppliers. As the business is in the town centre it makes it easier for customers to access the store but can be inconvenient for car parking but as its near city centre there are parking facilities nearby. Although from the questionnaire (refer to Appendix 2) the respondents have stated that distance is not an issue for them as they don’t mind traveling. (The Economic Times. 2020)

I will look after the human resources and marketing and finance part of the business as I will need to do the financial planning, decision making, marketing plans and strategies to deliver messages to target markets about the business’s products and services.

I will be recruiting a qualified retail worker but will also train them myself as I want them to have knowledge about everything that we offer so that customers get the personal experience and will feel attended to when they visit the shop. Also online customers are just as important and deserve the same quality of assistance therefore I will recruit someone to manage online orders, answer online and telephone enquiries and also manage inventory. The employees play a very important role in public relations and word of mouth which can be done online too and can be one of the most valuable assets to boost online profits. Employees will be paid above national minimum wage and will be on full time contracts. They will be recruited through job websites, social media platforms or job centre. Employees will need to be bilingual as they may need to communicate with customers from different ethnic backgrounds. (Lytle.2020) 

Our goal is to provide excellent customer service so that we can build a strong relationship with our customers. We also want to increase the company’s growth and revenue through sales maximisation. Therefore, we need employees that will help customers identify and purchase products they need and want. Employees duties include greeting a serving customers as they enter the store, advising and assisting customer, promoting products, handling customer transactions, replenishing stock, keeping up with trends and having knowledge of the store layout, inventory and company policies and procedures in order to provide correct information to customers, achieving sales targets, keeping the store clean, tidy and organised. For the employee to be able to do these duties they need to be friendly, helpful, confident and have an engaging personality, have excellent communication and interpersonal skills, be proficient in English, Urdu/Pakistani and Bengali, provide excellent customer service, have the ability to quickly build a relationship with customers, have previous experience working within the retail sector and also have basic IT skills. As they are the face of the company they must maintain the company values both in how they dress and how they interact with customers. (National Careers Service. N.D)

The equipment’s that I will need are a laptop/computer for ordering products from suppliers, online customer orders, customer service, updating online website and social media platforms. Staff members will need to have basic IT skills and will having training on what they need to do. I will also need a POS system for payments and transactions.

I will be using distributors/manufacturers to purchase my products as labour costs are expensive in the UK and therefore the price of production will be higher, requires planning and organisation, garments need to be ordered, rules and regulations need to be implemented as well as health and safety, equipment’s and tools will be needed to design the products, need many trained employees and it’s not environmentally friendly as the clothing industry is one of the most polluting in the world. 
Supplying from distributors/manufacturers can help me obtain important information such as new products, follow competitor’s actions and identify opportunities. I will need to research into manufacturers and distributors and find affordable, reliable and stable suppliers. (Lewy. 2012)

SUMMARY OF QUESTIONNAIRE RESULTS
There were several purposes of this questionnaire, one of the purposes was to identify major factors that influence clothing preferences and to measure individual’s feelings about clothing preferences and buying habits. Another aim of the questionnaire was to find out what people’s thoughts were on online shopping facilities and if it was a vital option to have. Finally, whether location of the store was important and if individuals would travel to a store regardless of the distance as there are no Indian clothing stores in Swansea. 
Respondents also indicated that they struggle to find the right size of clothing and all the respondents agreed that it was important for small businesses to have online shopping facilities nowadays as its found more convenient. This questionnaire has helped me adapt my business to the needs of what people want as earlier I just wanted to open a clothing store for females now I have realised that there is a need in the market for men and children’s clothing and to also have my products accessible on social media sites like Instagram and Facebook as well as a website as this will boost my business and get recognition. I will also try to order adequate amount of stock for all sizes as there is a demand for all the sizes.


References:
· Acutt, M. (N.D). The Marketing Mix 4P’s and 7P’s Explained. The Marketing Mix. Available at: https://marketingmix.co.uk/ (Accessed on 31/10/20)
· Moz. (N.D). What is SEO? Available at: https://moz.com/learn/seo/what-is-seo (Accessed on 31/10/20)
· Swansea Council. (2019). Swansea Demographic Profile. Available at: file:///D:/Downloads/Swansea_Demographic_Profile_Jul19_en.pdf (Accessed on 16/10/20)
· The Economic Times. (2020). Definition of Marketing Mix. India Times. Available at: https://economictimes.indiatimes.com/definition/marketing-mix (31/10/20)
· Anon. (2020). Sources for business finance. Entrepreneur handbook. Available at: https://entrepreneurhandbook.co.uk/sources-business-finance/ (Accessed on 20/11/20)
· Lytle, T. (2020). Top HR challenges in retail. SHRM. Available at:  https://www.shrm.org/hr-today/news/hr-magazine/fall2020/pages/top-hr-challenges-in-retail.aspx (Accessed on 19/11/20)
· Carnrite, J.(2016). What is competition in marketing? Study. Available at: https://study.com/academy/lesson/what-is-competition-in-marketing-definition-types-quiz.html (Accessed on 20/11/20)
· Anon. (2019). How to perform a retail SWOT Analysis? Ipsos. https://www.ipsos-retailperformance.com/en/insights/perform-retail-swot-analysis (Accessed on 19/11/20)
· Lewy, A. (2012). Made in the UK? The pros and cons of outsourcing clothing manufacture overseas. Enterprise Nation. Available at: https://www.enterprisenation.com/learn-something/made-in-the-uk-the-pros-and-cons-of-outsourcing-clothing-manufacture-overseas/ (Accessed on 16/11/20)
· National Careers Service.(N.D). Sales Assistant.  GOV.UK. Available at: https://nationalcareers.service.gov.uk/job-profiles/sales-assistant (Accessed on 21/11/20)


















SWOT ANALYSIS

	STRENGTHS
	WEAKNESSES

	Large target group in the South Asian community
	New business 

	Local
	Not recognised in the market

	Being active on social media platforms 
	Parking issues

	No competitors in the area
	No changing rooms in store

	Caters to all age groups
	Small shop 

	Different price ranges – affordable to high end
	No/negative feedback

	Bilingual employees to communicate with customers from different ethnic backgrounds
	Unhappy customers

	OPPORTUNITIES
	THREATS

	Providing promotions and sales
	Competitors promoting better prices and deals

	Introducing loyalty cards to our regular customers to earn rewards
	Over buying products 

	Discount schemes e.g. student discounts, OAP’s, children etc
	Change of fashion trends

	Delivering locally at an extra cost
	Pandemic – forcing clothing business to close

	Introducing men’s and children wear 
	Financial instability due to CoVid

	Finding a bigger business premise
	Economic recession affects purchasing and spending

	Extending opening hours
	Changes to rental agreement/change of building ownership

	
	Issues with deliveries
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APPENDICES

Appendix 1: Questionnaire

Market Research for a Boutique

For my market research project, I am conducting a questionnaire to get an insight on customer’s opinions and habits when visiting a clothing store which will help me create a business plan. Your comments are important as it helps me gather information to open an Indian clothing store in Swansea. It will only take 5 minutes of your time and your personal information will remain strictly confidential. Thank you for your time and I really appreciate it!

1.	Please confirm your gender
•	Male
•	Female

2.	What age category do you fall under?
•	16-20
•	21-25
•	26-30
•	30+

3.	What do you look for when you are shopping clothes? (you can choose more than one option)
•	Quality
•	Price
•	Aesthetics (look, fit, colours)
•	Comfort
•	Discounts & Promotions
•	Service 

4.	Do you think location of store affects your purchase behaviour?
•	Yes
•	No
•	Doesn’t matter

5.	Which of the following factors are most important to your in-store shopping experience? 
•	Promotions/Sales
•	Ease of returns/return policy
•	Selection of items
•	Customer Service
•	Aesthetic/Visual appeal of store
•	Trying on clothing in fitting room before purchase

6.	Please select an approximate maximum price that you would like to pay for a piece of clothing?
•	Upto £20
•	£20-£40
•	£40-£70
•	£70+

7.	Do you think it is important for a small retailer nowadays to have online shopping facilities?
•	Yes
•	No


8.	How do you prefer to shop/browse for the majority of your clothing?
•	In-store
•	Online
•	Both

9.	If you prefer to shop in another city or order clothing on-line or from catalogues, why do you prefer to do that?
•	Wider selection of clothing to choose from
•	Lack of available clothing stores in your area
•	Wider price range of clothing to choose from
•	More convenient
•	Better quality of clothing to choose from

10.	What issues do you find/come across when looking for clothes?

……………………………………………………………………………………….






Appendix 2: Questionnaire Results
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I have chosen this question to ask as I want to find out if there is a demand for men’s clothing as well as women’s regarding to Indian attire. Using primary research, I have found that a lot of online Indian/Pakistani shops/websites cater for men and children and that by looking through their reviews I have noticed that they are doing well by providing for them. I feel that due to an increase of Indian, Pakistani and also Bangladeshi people in the Swansea area it might work well to introduce some of men’s and children’s clothing. When I was asking individuals to fill in this questionnaire majority of them said that it would be convenient and profitable to have an Indian clothing store in Swansea and to also cater for men and children.
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I have decided to ask this question to my respondents to help me find out what age group I am catering for. For many businesses it is essential for their long term growth to cater for the younger generations as they currently form the largest in the workforce. Through the results I have found that 50% of the response is from 21-25 year olds which shows that most of my customers will be under 30 years old, however the chart also shows that 30% of the responses came from 30 years and over. By looking at the results I think that I will cater for all ages as it is reasonable and research suggests that people in their 30s tend to shop more however, 18-25 year olds tend to spend most of their annual income on clothing. (Clinton. 2014)
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According to Invesp, online shopping is growing so fast that the global shopping market size is predicted to reach 4 trillion in 2020 and they also found that the UK is the second leading country that has the most online shoppers. Online shopping has become more common as its more convenient, quick and hassle free. There is a rise in online shopping due to an increase in using smartphones and mobile shopping, social media and social commerce, online marketplaces and also from the way shopping behaviours have changed from generation to generation. (Ouellette. 2020)
Through online shopping people can review and compare loads of stores and products and also compare price, quality and customer service all at once. Think with Google (2018) has found that 63% of purchases begin online, the statistics show that it is vital to have an online presence as a business as it gives them a greater chance of getting customers to buy from their store. (Lawson. 2016)
The response from the questionnaire shows that all participants want to have the option to browse and buy online as its more convenient and can be done from anywhere at any time. These results show that it is vital for a business to have an online shopping facility for its customers and it also helps the business grow and benefit. 
Recently the coronavirus has influenced peoples shopping behaviour this caused the number of people shopping online to increase rapidly. (Anon. 2018)
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I have asked this question in my questionnaire as I wanted to know what issues people come across when they are shopping for clothes and all of the respondents have stated that they have issues finding their sizes, whether that is extra small, small, large, extra large etc. They have also indicated that there is not enough stock available in stores.
Around 45% of British women are a size 16 or bigger therefore they may find it difficult to find their size in store as plus size clothes aren’t widely available in certain shops as they are online. (Anon. 2017)
While, dieting, losing weight and looking slim has become a trend in the UK for the younger generation that are influenced by social media, the internet and celebrities and as a result, this has caused stores to have shortages of sizes in extra small and small as well. (Hull and Brown. 2012)
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