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Afterpay Limited is an Australian financial technology company that operates in Canada, Australia, the United States, the United Kingdom, and New Zealand. It got founded by Nick Molnar and Anthony Elsen in 2015. Afterpay merged with Touchorp to form Afterpay Touch Group in 2017 and in, 2019 it got renamed Afterpay Limited. The company offers to buy now and pay later services on the retail landscape. Customers can purchase goods on the online platforms of the company and pay later with four equal repayments. Interest-free repayments and must get paid within every two weeks. The targeted customers exist in Australia, Canada, the US, the UK, and New Zealand. The Millenials form the main consumers targeted by Afterpay. The Millenials account for 75% of the users in Afterpay Limited's online business activities. Also, university students get targeted by the company. Young women too form a loyal consumer base. The use of a Facebook group called "We Love Afterpay" with more than 124,000 members. 
Afterpay Limited tries to address the problem of consumers moving to where a business exists to make purchases. Saving time gets developed through the use of online platforms to make fast orders and deliver fashion products. The company is different from other organizations through offering payment of goods after ordering has got done. The method makes Afterpay Limited to get accessed by most people in different areas. The fashion industry is booming in areas of Europe, the US, Australia, and Canada. Organizations need to create strategies for harnessing the market demand of the fashion industry. The most organization has got developed in the current times to offer fashionable clothes to their target market. The market fashion is competitive with Dior, Gucci, Fendi, and Prada that have established grounds amongst consumers. Afterpay must therefore use the right design to help increase the number of consumers in its stores. 
How the venture exploited, recognized, and evaluated opportunities
Afterpay Limited used opportunities for increased fashion business that was occurring in different parts of the world. The organization owners used the opportunity to provide productive fashion wear to its consumers. The Australian fashion was doing well that Nick Molnar wanted to save the retail business through improving fashion designs. He understood what consumers needed through thoughts and behaviors. Increasing the use of fashion designs helped people look good and promote the fashion industry. The exploitation of the starting fashion business in Australia motivated Nick Molnar to develop his company to suit most people. The Australian fashion retailers became the first customers for Afterpay. Recognition of the opportunities got determined by Molnar. He evaluated the reaction of people to the need to wear good clothes and jewelry. His parents' jewelry business on eBay provided an opportunity for making sales of his fashion clothes to many people. Nick Molnar got involved in using eBay to meet most consumers in the retail market with the most design of clothes getting offered. The evaluation of the needs of people got determined while Nick Molnar was a university student. Most fashion contests got developed in school to increase people's looks. Afterpay made sure that fashion clothes got made for millennials, young women, and university students.  
Business model
Afterpay model comprises extreme capital efficiency and uniqueness of its model to capture the value of its customers. The company enjoys a robust and scalable unit of economics driven by a high level of automation. The consumer markets got targeted through high gross margins that made Afterpay's merchant fees supportable. Automation influenced incremental demand from the Afterpay system to increase its value. Automation developed a major role for Afterpay by ensuring most customers get reached in different parts of the world. The business model of Afterpay provides security to its customers and merchants who use a high level of automation to make purchases at any time. The efficiency and uniqueness of making orders through the online platforms have assisted in building a robust consumer base. 
Also, the viral nature of the fashion products forms a strong attraction of demand from consumers and merchants. The cost-free nature of the products attracts most customers in the global market. The increased customer spending attracted merchants by larger basket sizes and repeat purchase rates. Besides, the use of Afterpay attracted new customers to merchants and reduced the financial risk of chargebacks. Fraudulent payments also got reduced on new customers and merchants. Again, Afterpay turned over its loan book eight times within a year while collecting a fixed return per cycle. It allowed the company to squeeze a much higher return out of a much smaller capital base. 
Entrepreneurial marketing and finance
The marketing strategies that got employed by Afterpay Limited at every stage helped increased the sales volume of the organization. Building a robust consumer base got influenced by the marketing and finance tactics used. Primarily, Afterpay Limited deployed the usage of online marketing techniques because of the high rate of internet, smartphones, and social media use. The target audience got increased through innovative and social media posts. The merchandise that got made by Afterpay Limited got advertised on social media to improve customer experience. The developments of smartphones that contain easily used applications have expanded Afterpay services across multiple platforms. Most consumers can access the products that get offered by Afterpay. It can get done by checking on the social media posts of the organization. Secondly, the development of a creative website with the help of Dovetail created brand awareness. The strategic move helped the retail industry through the provision of contingency plans. The plans ensured assurance for retailers to work in promoting the brand of the business. High sales got achieved when retailers used Afterpay products to target consumers. 
Moreover, the company hired the right people to help promote the transaction of businesses in the organization. The management of mobile apps software updates and monitoring engagements is crucial for the success of Afterpay Limited. Customers' feedback got swift responses to allow for making corrections and orders. A variable upfront service got developed to help a customer pay four equal payment installments of goods purchased. Customers could make an upfront payment of goods purchased if they wished. The hiring of experienced people to manage the mobile apps software development at Afterpay ensured higher approvals and higher transaction achievement. The hiring procedure created a transparent account of events on products consumers need to purchase. Marketing of products occurred well by the management from the established employees involved in the creation of customer preferences. 
Finance tactics 
Afterpay Limited financed its business activities through the development of different strategies at each stage. Starting the business required enough capital to help manage the business. The owners starting capital got used from their money to finance the business. The partnership between Nick Molnar and Anthony Elsen led to the use of personal money in the venture. Starting the business requires enough capital that had got gathered from the two partners. The expansion of the venture led to support by retailers from the US market. The retailers formed a strategic partnership by contributing large sums of money to help in funding. The increase of online shopping made consumers get managed through the provision of quality fashion designs. The expansion of the business into other countries led to strategic partnerships with retailers. Matrix Partners financed their partnership with Afterpay Limited by paying AUS$19.4 million. Financing the business got assisted by the retailers and owners to increase market dominance. 
Additionally, Afterpay Limited raised capital of approximately AUD 800 million. It included a fully underwritten institutional placement of raising AUD 650 million. The investments got raised through growing additional capital that accelerated investment. Capital raised by the organization helped in maintaining the performance of the fashion industry. Afterpay prioritized global expansion in the short term to maximize shareholder value in the long. Investing in the existing regions ensured maintenance and expansion of the business through customer offerings and new markets. Financing the business led to tremendous growth in sales in various parts of the world. Rapid growth in sales ensured undertaking a fully underwritten institutional Placement to raise AUD 650 million. Mr. Elsen and Mr. Molnar remained the largest shareholders for the company as other partners existed as minority shareholders. Financing Afterpay Limited got developed by the owners and other retail shareholders to improve the expansion of the business. 
Recommendation
I would recommend Afterpay Limited to open more branches in continents like Africa and Asia to increase its consumer base. Most people in these continents need to purchase unique clothes that would improve their physical appearance. Increasing the number of business outlets in other continents would enhance sales for the organization. Competition from other companies that focus on the fashion market would get contained effectively. 
I also recommend the company to make payment for services faster without delay.   The online platform should ensure efficiency gets developed in the process of transacting business. Most people from different parts of the world would purchase their products without delays occurring. Time taken for products to get delivered needs to get enhanced to increase consumer loyalty. The services provided by the organization need to improve.
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