
	BUSINESS DESCRIPTION / MARKET OPPORTUNITY
Organic View is an organic supermarket that offers its consumers unique products that are organically grown without the use of additives and chemicals for growing the vegetables and products that are available in the market. The Organic View office is located in Birmingham.
Organic View's goal is to become the best place to buy organic food products in the area. The primary mission of Organic View is to make access to foods that are safe, nutritious certificated organic food for all consumers who want to lead a healthy and close-to-nature lifestyle.
Organic View's vision is to bring consumers closer to a sustainable lifestyle by offering them a diverse portfolio of products necessary for their daily lives. In this case, it even offers products produced in the Organic View farms and gardens, which are part of the overall concept of the Organic View supermarket. Organic View does not aim to become a fast-growing traditional supermarket internationally. For now, the goal is to change at the local and regional levels. For this, the product suppliers are local farmers who are certified in the production of organic products.
After the impact of COVID-19, more and more consumers are starting to take more care of their health and look for better food products. Therefore, Organic View is an excellent opportunity to develop a healthy lifestyle in Birmingham. In addition to all this, Organic View also offers delivery of the products to its users' homes, allowing them to shop for the products both in a physical and online store.
The business's organisational structure will be hierarchically arranged, with the organizational management at the top, who manages the various structures of the business. Management is carried out by the CEO, who receives information about the development of the business from the manager of Organic View. The manager, in turn, manages several central departments, which can be seen in the organizational structure below. HRM, Distribution, Marketing and Sales, IT, Logistics and Regional Development departments.













	INDUSTRY ANALYSIS

Threat of new entry 

Because there is always the prospect of new individuals joining the firm, this risk is considered high. Organic View is in jeopardy due to opening brand new stores selling organic and biological items. On the one hand, customers have an ever-increasing desire to purchase goods and foods of a higher quality. The market is not too saturated, but it may get organic items at places that are not even supposed to be organic stores, like regular supermarkets. On the other hand, because the product is already established in the market, Organic View can offer a one-of-a-kind item that is safe from competition from newly established businesses (Bahr et al., 2004).

Threat of substitutes
This risk is real since other farmers can open up stores where they may sell their wares, which creates a market for those farmers' goods. On the other hand, Organic View aims to facilitate the consumer's access to organic products by providing a wide selection of farm-certified goods, therefore incorporating sustainability into their everyday life (Colman, 2000). Of course, there is a risk that the product will be replaced by something else, but despite this fact, when the product was first being developed, it was still conceivable to some extent for this to happen. This is because organic agricultural goods have yet to reach their full potential, continuously being explored.

Bargaining power of customers
Users are one crucial component contributing to the product's overall success. People who wish to live healthier lifestyles are typically the ones that buy things like these and use them. Following COVID-19, many customers altered their behaviour and now prefer to buy online. This preference stems from the fact that many customers find that shopping online is more convenient and saves them significant amounts of time. Because of this, customers can sway trends by giving items a wide variety of characteristics and making various claims about those benefits (Chryssohoidis & Krystallis,2005). Organic View provides its customers with both the items themselves and the option of having those products shipped directly to the consumers' homes, which makes the company's organic goods, particularly appealing to customers who like to buy online.

Bargaining power of suppliers
The development of a company is significantly influenced by its suppliers. The cost of delivery determines the ultimate price of the product. The prices of the suppliers give high costs due to the coming inflation.

Competitive Rivalry: who are your main competitors and how can you differentiate yourself from them

	Name of competitor
	Differentiation

	Competitor 1 
Zest Organic Food 
	The difference between this competitor and Organic View is that some of our products are our production and not mainly imported products from other countries. In addition, Organic View offers a variety of product categories and combinations so that consumers can get a basket of fresh fruits and vegetables and products from the farm.

	Competitor 2
Earth Natural Foods 

	The main difference between this competitor and Organic View is that the company uses its own suppliers. At the same time, Earth Natural Foods delivers groceries via Deliveroo. Organic View has suppliers who deliver directly to consumers' homes.

	Competitor 3
FarmGio Organic Food and Drinks 
	
It mainly offers cosmetic products that other manufacturers produce. In addition, organic View offers several natural cosmetics that are produced according to unique recommendations by the Organic View team, which deals with developing natural cosmetics as part of organic products.


You may add more names if you wish


	






	OPERATIONS AND MANAGEMENT TEAM 
OPERATIONS
The process is multi-layered and sequential. It includes two main processes – physical sales and online. The Organic View store needs to be well stocked in physical sales with various products. The delivery of these products is done by the distributors and suppliers, which may be the direct manufacturers or transport companies. They deliver the products to the store's warehouse. They are then stacked on the racks by the staff. Consumers can then pick up the product from the shelf and check out themselves at the cash register, which is designed for self-service. The other option is to line up at the cashier. There they get taxed, pay for the goods and leave the store satisfied. When selling online, the products appear on the site, where the programmers ensure that it is updated and that this is noted in the absence of a product. After an order is placed, an employee calls consumers to confirm if a product is missing to offer other options such as extended delivery, compensation, alternative product or others. The information is then fed to the warehouse, which is carefully packed and sent by the company courier. All deliveries are processed within 2-3 days. When shopping online, payment is made online or to the supplier upon receipt of the order.

How would you generate revenue for your business? E.g., How would you prevent loss of revenue?

The income is generated from the sale of the products as well as the products of the farm. If necessary, users are compensated. With farm products, the specific thing is that not every year is the harvest good, and this necessitates a variety of the products that are offered. The profit is mainly generated from selling the products by putting a markup on the prices. To prevent losses and customer service problems, Organic View has a specially developed system. In the absence of products, users can be compensated or offered an alternative. Also, before the occurrence of financial problems, the company redirects funds from one place to another so that when specific measures are needed, the team of managers consults and can redirect excess funds from one financial pen to another.



MANAGEMENT TEAM

	Name 
	Skills
	What do they bring to the firm

	Kristian Kraken (CEO)
	Responsible, well-organized, quick decision-maker, creates a feeling of calmness and balance.

	He is the person who implements the idea of ​​Mr Smith, who is the owner of the farm. He directs and organizes the entire operation, balancing Mr Smith's wishes with the needs of the business.


	Olivia Shellington (Manager of Organic View)
	Responsible for staffing and performance of tasks, leads the team of managers, collects and analyzes received information.

	She is the link between the managers and the CEO. Every vital piece of information passes through her, and she analyzes it and provides it to the CEO. It balances and controls, and communicates between managers.



You may add more names if you wish




	MARKETING: The Four P’s must be used to describe your marketing strategy

Product: Brief description of your product
The product represents the marketing and selling of organic goods that specialised and certified producers create to supply the market with environmentally friendly goods. Organic View is a retail establishment that offers a wide selection of goods, some of which come from the store's own farm and some from the farms of other companies. It may be purchased in both brick-and-mortar and digital stores, and Organic View distributors are responsible for delivering the products to customers (Department for Environment Food & Rural Affairs, 2021).

Price: How much would you charge for your product and what is the basis for the price chosen?
There is a wide range of costs available for the items. Prices for things created at home range from £10–15 to £30-45, depending on the item. Prices from third-party vendors come with an additional 10% commission added on top of the price. The shipping fee for the product ranges from £5 to £10, depending on the consumer's location. There is a wide variety of pricing points throughout the various product categories. Because they are crafted following a unique formula, the cosmetic goods sold at Organic View come at the highest price point of those available.

Promotional Mix: What techniques would be used in promoting your product?
Promotion of products now takes place primarily online. The shop offers different deals, such as two items for one penny or a price decrease of several per cent. Primarily promoted through online channels. There are pamphlets available at the physical store where Organic View operates, from which customers can obtain information about the many deals available. In addition, Organic View also launched an online application that enables users to rack up points and receive more significant discounts on consumer items at a reduced price. In the online store, customers who meet the requirements of a specific set of promotional conditions are eligible to get a complimentary token of appreciation from the business.


Place (Distribution strategy): How would your product be distributed?
The items are made available to customers in two distinct settings: the store and online. The users receive the items at the location, and to achieve this goal, it is accomplished through delivery from our suppliers. A network of vendors has been built specifically for online delivery, and these suppliers now deliver the things that customers have selected straight to the customers' homes.



	FINANCIALS 

Sources of funds: where would you be getting funds from?
One of the potential sources of funding is Mr. Smith, who is the proprietor of the farm. It provides the opportunity to invest in the opening of the business. The second method involves the utilisation of an investor. They are presented with the option to participate in a rapidly expanding firm that ensures a satisfactory return on their financial commitment. It is essential to point out that investors will have the ability to select and participate in business concepts. However, they may also opt to be passive investors whose sole purpose is to obtain information about the company's current financial standing. All of this creates a chance for investors to take part in the benefits of being a firm member.

Use of funds

	
	Month 1
	Month 2
	Month 3
	Month 4
	Month 5
	Month 6

	Revenue (from your operations and marketing section)

	£550 000
	£600 000
	£700 000
	£800 000
	£900 000
	£1 000 000

	Fixed Costs
Salaries 
Technology
Rent
Bank Loan 
Insurance 





	
£250 000 
£50 000
£120 000
£5 000
£100 000 
	
£250 000 
£50 000
£120 000
£5 000
£100 000
	
£250 000 
£50 000
£120 000
£5 000
£100 000
	
£250 000 
£50 000
£120 000
£5 000
£100 000
	
£250 000 
£50 000
£120 000
£5 000
£100 000
	
£250 000 
£50 000
£120 000
£5 000
£100 000

	Variable Costs
Marketing Cost 
Advertising Cost 


	
£10 000 
£15 000

	
£9 000 
£10 000

	
£7 000 
£12 000

	
£5 000 
£20 000

	
£4 500 
£22 000

	
£7 000 
£12 000


	Profit 
	£0
	£56 000
	£156 000
	£250 000
	£348 500
	£356 000
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CEO of Organic View 


Manager of Organic View 


Manager "Human Resrouces" 


Manager "Distribution and suppliers"


Manager "Marketing and Sales"


Manager "IT and social media"


Manager "Logistic"


Manager "Regional development"


