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Introduction
In this report, I will be writing about a proposition which I /wish to make available online to customers worldwide.
I have opened a fashion label called The Fashionista. I have always been passionate about fashion right from when I was a little boy. I have always been inspired by fashion labels in the UK and around the world. After a long and careful thought, I think this will breathe a fresh air to the fashion industry.
In today’s digital age, e-commerce has become the preferred way for consumers to shop. With the convenience of shopping from anywhere and the ability to compare prices and products, its no surprise that more and more businesses are turning to e-commerce to reach out to a wider audience and increase their sales.
E-commerce is going to be our main way of reaching out to our customers as The Fashionista opens to the public in June 2023.
Our proposal is to launch an e-commerce that will enable us to sell our products online to customers all over the world. We believe that this move will increase our customer base and revenue significantly.
Our e-commerce platform will be designed to offer customers a seamless shopping experience. We shall ensure a user-friendly website, easy to navigate and optimized for mobile devices. Customers will be able to browse our catalog, product descriptions and place order with a few clicks. 
We shall ensure customer satisfaction by providing multiple payment options that includes credit cards, debit cards and e-wallets.
We aim to provide top quality products at competitive prices and invest in marketing and advertising.
In conclusion, our e-commerce proposal is aimed at expanding our reach to our esteemed customers and look forward to this exciting venture.

The Innovative Product or unique service proposition
Our online fashion brand The Fashionista is an innovative product proposition that will revolutionize the way customers shop for their clothing. We understand that the fashion industry is constantly evolving, and we strive to stay ahead of the fashion industry by offering unique and cutting-edge products that will entice customers and make our products the best in the market.
Our new product proposition The Fashionista which leverages the latest technology will provide customers with an immersive and personalised shopping experience. Using augmented reality and 3D scanning, the virtual fitting room allows customers to try on clothes virtually without ever leaving their home surroundings.
Here’s how it’s going to work: Customers will be able to upload a full body scan of themselves or make use of their phone camera to create a 3D model of their body. They can then browse our collection of clothes and accessories and select the items they items which they wish to try on the customer’s 3D model allowing them to see how the clothes will fit on their body as if they were looking directly into the mirror in front of them.
This virtual fitting room is not only convenient but will also save time and reduce the need for customers to return products. We believe this type of innovation is the first of its kind and we look forward to launching it into the market.
Customers can try on multiple outfits and see how they look before a purchase can be made; this will eliminate the need for the to physically try on clothes in a store or order multiple sizes online.
Please not that though we are launching our products online, customers will also be able to visit our stores nationwide to make their purchases.
Our online fashion brand The Fashionista will also offer sustainability proposition by making use of eco-friendly materials for our products. We believe that sustainability is an essential aspect of the fashion industry, and we are committed to reducing our impact environmentally.
The Fashionista is going to comprise of male, female and children clothing in different styles and attires. We are looking to work with some African suppliers that will add taste to our brand for unique styles from Africa.
We are currently working on our website and should be done with it within the next few days to enable us make deadline for launching our products.
There are some external factors that can affect the sales of products online and these factors vary. Examples could be:
Market competition:
The level of competition in the markets can significantly impact online sales if many competitors are selling similar products, it may be more challenging to attract customers and generate sales.
Economic Conditions:
Economic conditions such as recession or inflation can affect consumer spending habits and the demand for certain products. They can have an impact on online sales.
Technological Conditions:
Advances in technology can open new opportunities for online sales, but they can also lead to changes in consumer behaviour and preferences. For example, the rise of mobile devices has led to an increase in mobile commerce which has changed the way people shop online.
Political (Government Regulations)
Government regulations can affect online sales in various ways, such as tariffs and taxes on imported goods or restrictions on certain types of products.
Social Factors:
Social factors such as changing attitudes towards certain products or changes in demographics can impact online sales.
Environmental (Weather Conditions)
Weather conditions can also impact online sales, especially for seasonal products. For example, a mild winter can result in low sales of winter clothing.


Impact of Covid19 on e-commerce
The covid-19 pandemic had a significant impact on online sales, as it led to a surge in e-commerce activity. With lockdowns and social distancing measures in place, consumers were forced to shop online rather than in stores. This led to a huge increase in online sales across various industries. As more workers were asked to work from home by the government, most shops on the high streets were closed apart from supermarkets and other food shops and restaurants. For the fear of being infected with the covid -19 virus, people were too scared to go out physically to the shops to buy food. Most families were ordering online. Even clothes shop benefitted from online sale as the pandemic carried on.
Here are some of the ways online sales was impacted covid-19:
· Increase in demand for essentials as people were staying at home. Essentials such as groceries, personal protective equipment (PPE) were flying off the shelves.
· There was a shift in consumer behaviour to change shopping habits with many opting to shop online than in stores.
· Supply chain disruptions. The pandemic led to global supply chains causing shortage of food and essentials.
· Increased competition. With more consumers shopping online there was an increase in competition among online retailers which led to retailers having to innovate and find new ways to attract and retain customers.
· Accelerated growth of e-commerce. The pandemic accelerated the growth of e-commerce with many consumers trying online shopping for the first time.
In conclusion the covid-19 pandemic had a profound impact on online sales, leading to a surge in e-commerce activity and accelerating the growth of the industry. 
E-Commerce (propose to setup an online website)
Critical introduction of marketplace to sell products:
The rise of e-commerce has revolutionized the way we shop for clothes, and online marketplaces has become a popular platform for fashion brands to showcase and sell their products. The Fashionista is a clothing brand for online sales via our website for clothing and accessories. Our website shall be known as www.thefashionista.co.uk.
While The Fashionista provides shopping experience for customers, it also presents some challenges for the brands that sell their products on the platform. One of the main concerns for brands is the lack of control over their brand image and customer experience. When a brand sells products on a marketplace, it must conform with the rules and regulations which has the ability to differentiate themselves from other brands and control the way their products are presented.
Furthermore, online marketplace often charge commission on sales which can reduce profits made by the brands. While this may be acceptable for small brands that are just starting, larger brands may find it cost-effective to sell their products through their own e-commerce platforms.
Another issue with online marketplace is the intense competition on a single platform, it can be quiet challenging to stand out and be able to attract more customers. Brands may have to rely on aggressive pricing strategies and promotions to gain visibility which further erode their profit margins. 
Despite these challenges, The Fashionista provides a valuable platform to reach our target audience in the UK and worldwide. By leveraging the marketplace customer base and marketing efforts, The Fashionista can get their products in front of potential customers without heavy investments in marketing and investments.
In conclusion we offer a convenient platform to sell our brands online. While there are some challenges associated with selling on a marketplace such as Facebook and Amazon, we hope to be able to sell most of our products through our own website to reduce the chance of going through all the stress that comes with sell our products on a marketplace.
The content of e-commerce site for the sale of our brand will have the following:
Homepage- This is the first page to be seen that contains some of the product’s images. The home page says a lot about the site. 
Product description- These contains detailed description of the product being sold, including features, specifications, and any relevant details about the product.
Product images and videos- High quality images and videos of the products being sold can help customers better understand what they are buying and make informed purchasing decisions.
Payment- This includes fields to input payment details like card details and billing address.
Checkout Review- This page reviews all the items being purchased by the customer.
Order Confirmation- When an order is submitted, and the payment is received, the page confirms the order and a thank you message would be nice thereafter.
Customer Reviews- Customer reviews help other customers in making decisions if to buy a product or not. Customers are most likely to buy products with positive reviews.
Shipping and delivery information-This page explains how shipping of all purchased items will be shipped and to what address. If the customer wants the items to be shipped to a different address different from the billing address, its all included on this page.
For the payment of purchased items, we intend to use paypal and card payment services. For the paypal, you click on the logo which take to to paypal site where you log in and pay with your card details already saved in it. For card payments you will be required to manually enter your card details such name, card number and expiry date the once that has been done, yo will be required to click on PAY NOW which deducts the total sum of your purchases fro your bank card.
There are certain regulations that needs to be complied with to start using e-commerce payments such as:
· The UK GDPR (General Data Protection Regulation.
· The Electronic Commerce Regulations
· Consumer Protection (Distance Selling) Regulations 2000
· Privacy and Electronic Communications Regulations 2003(PECR)

Marketing Strategy
The strategy to promote our products is an important aspect of reaching out to consumers. There are various ways this can be done but for the purpose of this report I will be discussing Marketing Mix and Communication Mix.
Marketing Mix is a framework that helps businesses to develop active marketing strategies. It consists of four key elements which are product, price, promotion and place.
Product: We are going to start by analysing our products and identifying its benefits. This will help us position it in the market and differentiate it from competitors. We shall make sure that our products meet the needs and wants of our target audience.
Price: We determine the price that our target audience is willing to pay for our products. We set a competitive price that reflects our product’s value.to encourage people to buy our products, we shall consider giving discounts occasionally.
Promotion: We shall develop promotion strategies that would encourage our target audience to buy our products. A mix of advertising, sales promotion, public relations etc shall be considered to create awareness for our products.
Place: We shall be open in our strategies to sell our products. We can sell through our websites, stores and even partner with other businesses to make sales.
Communication mix:
All the manners of which you make use of to communicate with your customers are involved in this mix. They include, social media, advertising, direct marketing etc.
In other to take full advantage of the strategy, we shall be indulging in the following:
Advertising (TV, Radio, Press)-
A lot of people listen to the radio and watch TV. Paying for your advert to be aired will popularise your products and make people more aware of its existence.
Direct and Digital Marketing-
We intend to also get ourselves involved in direct marketing which means marketing our products directly to people, increasing awareness of our products. Digital marketing involves online shopping and social media advertisements which I have already discussed earlier in my report.
Public Relations-
This involves partnerships with media houses to create more awareness about our products.
Personal Selling-
This method of marketing also creates sales for products where people sell the products directly to target customers on face-to-face basis. Sales team, brand ambassadors, influencers usually partake in this method.
Sales Promotions-
In order to increase short term sales, promotions can be done to encourage people to buy our products.
We intend to reach our target customers in various ways. One of the ways is to use Market Segmentation. It’s a process whereby larger market is divided into smaller groups of customers with similar need, wants or characteristics.
The following ways are how to target customers using segmentation:

Demographic Segmentation:
This type of segmentation uses elements such as age, gender, race, size, nationality etc to sort the market. It’s one of the simplest and mostly used method.
Geographic Segmentation:
Understanding the geographical location of our target audience can help determine what kind of products would suit them. For example, those in warm climates will want something different from those living in the colder climates.
Firmographic Segmentation:
Like demographic segmentation except this looks at firms and companies in terms of their sizes, number of employees etc. 
Behavioural Segmentation:
This segmentation method divides market by behaviour of target audience. For example, where older customers may prefer the use of soap bar for washing, the younger generation might prefer the use of shoer gels.
Psychographic Segmentation:
This considers the psychological ways of consumers by dividing markets according to opinions, lifestyle, traits.
Privacy and Data Protection
This refers to policies, procedures, put in place to safeguard people’s personal information from unauthorized access or use.
Personal information includes what can identify an individual, like names, email address, social security number, National Insurance Number, phone numbers, credit and debit cards and medical history to mention a few. Today, companies and organisations store people’s information for things such as customer service, marketing, and research.
Data protection is very important because it stops people’s information from being stolen, hacked, fraudulent activities. It is the sole responsibility of companies and organisations to protect them otherwise the people might be put at risk of fraud and other activities.
Data privacy and protection can be achieved through a combination of technical, organisational, and legal measures like access control, data backup, recovery procedures, training your employees and compliances with the laws that govern the body.
Importance of Privacy and Data Protection:
Protecting Personal Information:
Personal information is valuable and can be used for various purposes such as identity theft, financial fraud and other activities. Data privacy and protection help to prevent unauthorized to personal information to minimize the risk of harm.
Avoiding legal and financial consequences:
Organisations that do not protect personal information may face legal and financial consequences, like fines, lawsuits. Privacy data and protection helps to ensure compliance with laws and regulations and minimize the risk of legal and financial consequences.


Building Confidence and Trust:
Organisations that protect personal information are more likely to build trust and confidence with their customers and stakeholders. Data privacy and protection help to promote customer loyalty, trust and confidence.
After discussing its importance, it is imperative to discuss how Privacy and Data Protection can be achieved. This can be done through a combination of technical, organizational, and legal measures. These measures include the following:
Encryption:
This is the process of converting data into a code that can only be deciphered with a key or password. Entrapment helps to protect data from unauthorized access and ensure its confidentiality.
Access Controls:
Access controls are mechanisms that limit access to data based on user identity, role, or other criteria. It helps to ensure that only authorised individuals have access to it.
Data Backup and Recovery Procedures:
This ensure that data can be restored in the event of a data loss or disaster. Data backup and recovery procedures help to ensure business continuity and minimize the risk of data loss.
Employee Training:
This is critical to be sure that employees understand the importance of privacy and data protection and know how to follow policies and procedures. Training minimizes human error or negligence that may lead to data breaches.
Compliance with Laws and Regulations:
Laws and regulations such as the General Data Protection Regulation (GDPR) in the European Union provide guidelines and requirements for protecting personal information. Compliance with these laws and regulations helps to minimize the risk of legal and financial consequences.
In conclusion Privacy and data protection are essential in today’s digital age to safeguard personal information from unauthorized access, use, disclosure, modification or destruction. 
Personal information is valuable and can be used for various purposes, such as identity theft, financial fraud, and other harmful activities.
Compliance with the laid down laws and regulations will go a long way in protecting people’s information and making it more difficult for fraudulent activities to occur.
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