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Abstract
CorkGuru is a company that deals with the sale of wine and is a digital wine platform with guest relationship management. This wine platform offers a connection to restaurants and guests even before arriving at the premises and after they enjoyed their time and left the restaurants. It provides various reviews and wine offers to subscribers from participating restaurants. It provides subscribers with accurate and up to date wine lists from various restaurants. In the website, individual s can create an Ipad menu and inventory which assists in connecting with guests and therefore resulting in more sales. Guest relation management refers to services that are offered to ensure that one can browse the availability of their best drinks before arriving at the site. With installed CorkGuru application one receives promotions, news, and invitations. With the app, inventory management becomes easier as one can track their progress on the sale of their products. Training schedules tailored to meet the needs of specific restaurants are provided by CorkGuru.
This platform is a team of people passionate about wine and wants to show that wine is approachable, fun and entertaining. CorkGuru was founded in the year 2014 by Danielle Gillespie and occurs as a leading incubator and accelerator for entrepreneurs.



Product value proposition
CorkGuru offers information on the value of commodities most specifically wine. It provides information to customers on the available types of drinks, their quality, customer experience in different localities provided and more reasons why certain products are labeled as the best. CorkGuru presents an opportunity to the guest to weigh options on the types of products required. This is since the information is available on the website with the different costs and quality and also promotions on taking different drinks. “Over time customers have adopted the provision of the website as it presents a comparison between the various brands available.” (Yan et al., 2017).
 Ideal customer profile 
The customer profile applied describes their characteristics with relation to wine interests and their best drink. This way it is easier for the company to identify the best joints for the clients. The profile is related to wine program that works for each and this way; it has been possible to connect people and enjoy drinks together. “The online platform and the application have a form of identification based on the consumer characteristics such as preferences, their lifestyle, and the stage of life, their attributes and traits.” (Pawełoszek, Korczak, 2016)
The tier included in classification is the product usage, as the platform offers information about various commodities then customers are presented with a chance to identify with their best product. Socioeconomic aspects are also considered by this platform by providing information on attributes such as occupation and neighborhood. Demographics relate to aspects such as gender, race, and region of residence of which are crucial in the placement of orders. In this way, the platform has enabled many people to link up with others for parties and other activities (Pawełoszek, Korczak, 2016)
Industry and competitor analysis 
CorkGuru is a form of a marketing platform for wine as it involves the provision of information to visitor’s ad guests about the existence of various types of drinks in a variety of places. His information helps link up many people and meet in certain restaurants based on their common characteristics. CorkGuru works with restaurants to provide information to guests on available information. The main competitors to this company are Aptera and CODA. Aptera occurs as a large company with around 1,200 employees with a consumer satisfaction rating of 78 percent. On the other hand, CODA is smaller with around 200 employees and a consumer satisfaction of 52 percent. 
Aptera offers a wide variety of digital services and helps clients drive growth, increase revenue and assists in agile development. It is a team of digital strategist under one umbrella to assist the growth of digital marketing and technology. Aptera is, therefore, more broad in its operations as it deals with the provision of applications and marketing services.  Innovative solutions provided by the strategists have helped many clients realize new possibilities and therefore expanding their capabilities. In its broad services, Aptera deals with a wide collection of businesses such as banking, healthcare, manufacturing, retail, insurance, and transportation. “This company is, therefore, a very competitive entity to CorkGuru as it offers various services to clients and hence it is a one-stop source of information.” (Pawełoszek, Korczak, 2016)
Market penetration and growth
CorkGuru works with established restaurants in the provision of information to suitable clients and has assisted the growth of various industries. It has been offering information about the probable amount of guests to expect for various events such as parties, private events, and family dinners. In this way, it prepares the restaurants for businesses. The platform promotes reservations since businesses fluctuate and behavior changes. CorkGuru services have been subscribed by some entities and individuals as shown by the great number of users hitting 1,920 people. CorkGuru has grown over a short period to reach around 4,230 page views each month. The growth is represented as 19 percent growth and has an estimated monthly revenue of $12.30.
Revenue model 
CorkGuru revenue relates to the visits made in the online platform through their domain. Another approach that has been used is the direct negotiations with the subscribers to pay for the marketing and consumer reviews made through the platform. Payment is also done through training that is offered by the platform. The target audience, in this case, is the service providers such as restaurants for which advertisement is made.
Challenges of growth
CorkGuru faces challenges of competition from other established platforms with various other products on sale. The approach of dealing with restaurants and wine only has shrunk the market niche completely such that it reaches only a section of the would-be subscribers if the industry involved many other commodities. The company’s approach to business is limited by focusing on a single commodity in the restaurants.
The product description is also not available in a great region as the operations are limited to a small geographical area a function of poor advertisement of services offered by the model. In this way, only a few subscribers can use the services. Also, the connection between guests and their bets products is not made any fulfilling as they are based on individuals free will to return (Peng, Liang, 2016).
[bookmark: _GoBack]Recommended strategies for growth
CorkGuru can grow exponentially if it would provide overall reports on various restaurants in the country without tedious logins.  The information provided is also limited to only a single commodity which might attract a low number of clients. It would be advisable to adopt a model similar to Aptera that deals with a variety of services. This would ensure that any other customer visiting the site will have an option to get more information on various other areas. The basic commodity of sale that is wine will be able to get many subscriptions through such a model. “The basic approach to growth will, therefore, include diversification of services provided such that guest will have many alternatives to choose from.” (Pawełoszek, Korczak, 2016)
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