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Introduction 
Setting a new venture is a combination of lots of efforts, money and time. From idea generations to idea implementation, the entrepreneurs must produce different innovative ideas by analysing a lot of factors related to the business. Taking other hunches and creating innovation is creativity in the business world. This report firstly provides a brief idea about a new venture including service description, location, and many other factors. Then, this report will propose key aspects for setting up an online website along with financing and managerial information. Finally, this report will outline key marketing strategies applicable to creating offline and online customer engagement.
Innovation Service Proposition.
In the developing and developed countries, online or e-commerce businesses are immensely popular in the 21st century and the industry are exceedingly in high demand. Considering the potentiality of this industry, I will go for making an online platform and the name of my platform will be Market UK.com. 

                                            Figure 1: Market Uk.com (Self-designed)
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[bookmark: _Int_3p1yAw2J][bookmark: _Int_WhhkaLyC] I will aggregate all the buyers and sellers by creating an understandable and easily accessible website offering a free return policy, free samples, and free delivery on orders over certain limits. Seller will have a shop where they will display their products and services along with brief information. Discounts, coupons, and other options if applicable with the product information (Aulkemeier et al,2016). For ensuring authenticity, the sellers will have to register before getting entrance to our website with full information, documentation, and validation.
Any small and medium businesses and entrepreneurs can register on my platform. I will not allow any giant e-commerce business so that they will be no monopoly on my platform (Plantin et al, 2018). Buyers all over the country can see our platform via social media and our website and get free access to the platform. The buyers will have to pay bills within 2 days of the orders so that the order will not be cancelled. The buyers will pay via any online payment system. They can apply to any affordable online payment gateway in this case (Yu et al, 2018). My platform will motivate different payment service providing entities to offer a discount payment system that will inspire both the sellers and buyers to use those payment systems.
Due to pandemic, online or e-commerce business has been immensely popular as most people prefer to buy staying at home and the industry also provide authentic products as the business is becoming extremely competitive. Basic Research will help us stay ahead of our competitors and it will help us to develop innovative. We investigated Personal data of the buyers and merchants using similar website. MarketUK.com needs to preserve and monitor the security details as there can expose to losses and liabilities due non-authorized access to personal and confidential information. 
The sustaining innovation for our service will steer the development choices of competitors and that will inspire innovations. MarketUK.Com will differentiate and execute their unique selling proposition to help ensure they stay competitive. It is important that we do not rely on one single marketing tactic so the innovation matrix will help us to accomplish the objectives (Satell,2017)
                               Figure 2: FourWeekMBA(2022)
      [image: ]
How and where will the product be delivered
My platform will continue its business throughout the country under headquarter in London. Any small and medium business organisation can register on my platform. I will not allow any giant e-commerce business so that they will be no monopoly on my platform (Plantin et al, 2018). Customers living in any part of the country can order via with platform and get their desired products within reasonable time. After the order and payment completion, the sellers will be informed though they also get automatic notification. Then, they deliver the ordered products to the customers to our nearby warehouse which will check the authenticity and deliver the products to the customers destination. If there is a gap between order and reality, the sellers will bear the compensation. My platform will make a contract with two giant delivery services providing organisations and the products will be transferred via the platform.
An online industry is a competitive area because it uses technologies and markets, so an appropriate application of SWOT analysis can support the business to identify stakeholders and the growing scope of the business management system.
                                    Figure 3: Swot Analysis (Self-made)
	STRENGTHS
	WEAKNESSES

	Products will be cheaper- authentic and genuine products.
Reasonable fees- some sellers often make zero profit on their low-price products sold on other platforms due to its high fees so   Market Uk.com will increase their number of their users.
Quick delivery services. -  will act as a middleman between sellers and buyers, who sell items in their marketplace.
	Competitors- company’s business model may not be a competitive advantage over such giant retailers.
 Productivity limit- Can lower the customer satisfaction rate and lead to poor customer service and inadequate supply chain


	OPPORTUNITIES
	THREATS

	Work along with other companies- can successfully acquire many companies to extend its services offering and should continue adding new services through mergers and acquisitions.
Going Global - able to sustain current growth levels. 
	Online Scamming- personal bank account details are target for online thefts, when online customers increase, it will result to target for identity thefts.




A unique selling point is something that gives advantages to the entity in the market over other entities. USP includes many terms like better experience, quality and authentic products, lower prices, and easy and quick delivery services. In this case, my platform will ensure authentic products are collected from the producers which will be rare in the market (Tzavlopoulos et al, 2019). Customers can buy directly from the retail level sellers, the product’s cost will be lower, and the quality will be higher. The customers will get 24/7 services from my platform and my sellers will be a substantial portion of my buyers who will sell and buy unconventional products and services. 
                                        Figure 4: USP Analysis (Self-made)   
                                                                           
	Particulars
	My
Platform
[image: ]
	Competitor
A
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	Competitor
B
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	Competitor C
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	Organic Products
	        /
	          x
	         /
	         x

	Online Booking
	        /
	          /
	         /
	         x

	Online Payment
	        /
	          /
	         /
	         x

	Security Checkout
	        /
	          x
	         /
	         /

	Home Delivery
	        /
	          /
	         /
	         x

	24-hours Services
	        /
	          /
	        x
	         x

	Loyalty Bonus Scheme
	        /
	          x
	        x
	          /

	B2C
	        /
	          /
	         /
	         /

	Order Cancel Facility
	        /
	          x
	        x
	         /



More than 19% of the economic output of the UK comes from e-commerce business and the growth rate was 11% from 2018 to 2019 before the pandemic. So, this industry is competitive in the UK. Prominent and front-line retailers who have strong brand value will be a great threat. Besides, the local small and medium businesses who have influenced the online platform also can be my competitors (ALraja and Aref, 2019) (Appendix 1)
 Proposal for online website setup. 
Software distribution: For continuing business operation via online, software is an integral part. My platform also must maintain everything via software. In this case, the IT department of my platform use both market available and customised software. This department will arrange the software as per our needs and preferences. We will apply Software as a service model in this case. The IT department will host the application and make it available to the public (Gochhait et al, 2020). The IT department will regularly update the software and provide clear notifications to the internal users via the proper channel. 
Marketplace: Our platform will provide services online for small and medium-level entrepreneurs who have no online platform to sell their products in remote areas. Our website and other social medial platforms will play the role of the marketplace. We will aggregate both the surplus and deficit units via this platform. Most of the sellers of our platform will be the buyers who will spread our platform via advertising about ourselves on their own social media platforms. So, we try to focus on a little portion of the market rather than competing with the large e-commerce businesses having shops in amazon or eBay. 
Content of the Website: Our platform will be the business operation through the website. The customers may be engaged with us via several online or offline platforms. But the main task will be completed through the website. So, the design and content must be easily understandable and accessible. The content will cover all needs including a preferable language (Ullah et al, 2021). The content will be decorated into several segments with lots of pictures, and videos. There will be a menu and a search bar so that the visitors can easily find information. Visitors can communicate with the customer service through the chat box. (Appendix 2 and 3)
Financing: Collecting and allocating funds properly are very crucial for all businesses. Investing randomly without maintaining strategy is nothing but wasting time, money, and effort. From the beginning, my platform will be cautious about the proper allocation of funds. Then, the finance and accounting department always will monitor the financial position of the firm. My platform will look for different affordable and incentive loans for business expansion either in the short or medium range (Zhang et al, 2021). My platform will also grab the opportunity of incentives provided by the government for the new venture. For better utilisation, I will capture payment extension from the sellers and quick settlement from the buyers. Here is the estimated investment allocation at the beginning of my platform. 
Figure 5: Estimated allocation of funds; Source (Self-designed)
	Particulars 
	Costs 

	Firm incorporation 
	£7,500 

	Payment gateway 
	£7,000 

	E-commerce website and software 
	£2,000 initial and £800 per month 

	Mobile App development cost 
	£2,000 initial and £500 per month 

	Employees 
	£10,000 per month 

	Computers and other fixed assets  
	£15,000 initial and £1,000 per month 

	Office space  
	£5,000 per month 

	Warehouse 
	£4,000 per month 

	Initial marketing 
	£6,000 initial and £1,000 per month 

	Utility 
	£4,000 per month 

	Others expense 
	£5,000 per month 

	Cash in hands 
	Residual from the total investment 



Staff and management team: Aristotle said, ‘Management is universal.’ Without ensuring and effective management team, my platform cannot generate decent return from the business. So, we ensure a supportive management team who will lead the business from the front. My platform will apply a hierarchical organizational structure where directions flow from the front to the down. There will be several departments like sales, finance, and accounting, HRM, information technology, customer care, marketing and delivery who will contribute from the individual level (Jordan, 2020). All the major business decisions will be taken via board meetings held over a consistent time. The department head will monitor and lead the activities of the individual department to achieve the organisational goal. Every employee will abide by the rules and regulations and complete the assigned tasks within the defined time. 
Payment: As we will running our business within the national border, all the nationally accepted payment gateway will be used for the monetary transactions in all the cases. While buying, the buyers will see different payment options and they can use their affordable options. They can pay using cards, online payment systems, and widely used PayPal. Same thing will be applicable to other stakeholders also (Trautman, 2020). We always inspire different payment service providers to provide payment discounts by using their platform. This will enhance our sales and their number of users. Like other cases, our platform will follow all the monetary rules and regulations of the state and the country also. Proper safety of customers’ information will be ensured. 
                               Figure 6: Nexus Software System (2019)
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Marketing strategy 
Currently, the world has almost 8 billion people and almost 5 billion people relate to the internet. People living in my country will be the target customers and so my platform will apply a mass marketing strategy rather than a particular marketing strategy. A huge portion of internet users visits different e-commerce site to buy various products. More than 90% of internet users have visited different online platforms in diverse ways regularly. More than 50% of them use online platforms for buying. During the pandemic, the rate has become higher, and the tendency has existed in the current situation also (Johnson, 2022). Family members who have been able to buy the necessities and luxury items and are connected to the internet will be my target customers. To ensure competitive advantages and strong brand value in the market, my platform will ensure its strong presence in the digital platform. The ways of reaching potential customers and promoting my platform are illustrated herein briefly. 
Outlet: My platform will have some physical outlets that will work for distribution from the sellers to the buyers. The nearest sellers and every employee of the outlet will promote our business in diverse ways. These will play a vital role in the customer’s touch points (Pogorelova et al, 2016). Even, the local customers and the outlet promote our business via their own social media platforms. 
Sales Team: There is an old saying that ‘Nothing happens without selling something by someone. My platform’s salesperson and other teams especially the customer care team will keep a good relationship with the customers providing them a better and valuable experience. The behaviour of my platform’s employees will influence the customers to speed positive words about the business. 
Updated Services: For ensuring better and the best physical engagement with the customers, our platform will focus on customers’ interests, preferences, attitudes, and levels of acceptance. We will try to go the extra mile in case of providing services as we will be new in the market (Ballestar et al, 2019). We will ensure the effective use of technology from purchasing to after-sale services. 
Ads: The more promotion, the more sale. To promote our business, we will buy third- parties advertisement platforms including website, mobile app, etc. There are different magazines which are published regularly. We will publish different lucrative and charming ads, coupons, offers, discounts, etc. types of notifications to promote our sales and brands. To provide large information about our platform, video ads will be effective which will also attract the customers emotionally. In this case, the marketing department will show their level best creativity. 
Website: Our platform may have world-class products, but it will vain if we cannot decorate an effective website. So, we will generate a well-decorated website whose name will be marketUK.com. The website will give free access to the customers along with all the necessary information. The website will have a chat box and other contact information through which the buyer can clear their ambiguity (Gregory et al, 2019). The website will be updated continuously based on the product’s availability. 
Social Media: This is the most powerful tool in the case of e-commerce businesses. The more likes, comments, shares, and engagement on this platform via Facebook, Instagram, Twitter, and LinkedIn, the more promotion, and sales. My platform will update different attractive pictures, short videos, reel videos, posters, and many others on these platforms. The polite reply of positive and negative reviews and after-sales services via these tools will also be effective. 
Pre-launch Promotion: To create buzz among the customers, pre-launch promotion is very crucial. Before launching the program, our team will communicate with many sellers who will be searching for this kind of platform. After reaching a better position, we will go for launching the program (Safa and Solms, 2021). For arranging the launching program, we will choose a big business fair along with promoting via other channels at a time. 
Search Engine: To bring our website in front of the customers near level, search engine optimisation will be very crucial. In this case, we will contact the representative body to bring our brand to the front page of the search bar. We will try to enhance our content marketing and paid marketing strategies to capture competitive advantages from the market. We try to ensure the best content in every platform of our presence to charm the customers. 
Conclusion 
E-commerce business is currently in its peak of success. Due to technological advancement, people all over the world prefer buying and selling via online. But generating and implementing idea in this field is very tough as this field is competitive. The entrepreneurs must undertake a lot of activities to start an e-commerce business successfully. Idea generation, identifying location, market analysis, developing marketing strategies, planning, and collecting funds, allocating funds, organising resources, etc. Complicated tasks must be complete for a successful start-up. In the case of e-commerce, the tasks are more complex because the entrepreneurs must deal with many remote stakeholders.
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