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The company
Electric Owl is a technology oriented company start-up that is based in Halifax, Nova Scotia, Canada. The tech company has incorporated plant and computer science to help people grow food. In an attempt to adapt to the new challenges presented by the pandemic, Electric Owl has engaged in high-voltage agricultural research besides software engineering and computer science. The services provided by the company are observably competitive since the company does not only focus on urban gardeners and community gardens but also focusses on individual and small-scale farmers consequently helping them to change how and where they grow their food.
The company is slightly ahead of many of its competitors since their services are usually customer-oriented, taking into account companion planting besides the secret tricks that help customers obtain more from their gardens, as opposed to the other competing companies with similar services who only focus on the overall aspect of gardening. To ensure effective competition, the company presents their customers with proactive notifications and guidance that consequently help in making better their gardens. The prime competitive advantage of the company is that it will be using location-specific data and Al-driven coaching which the company is integrating in its product. Another competitive advantage is the large area and population that the company will serve. The company can serve any city in North America with a population of 80,000 for 90% of crops grown in urban areas. 
Favorableness
In a free marketplace, it is normal to experience competition between companies (Dembour, 2008).  However, the differential factor between the companies is usually the type of service offered by the companies. In this sense, it is important to note that customers usually tend to be associated with companies offering the best deals in town. In a sense, it is essential to note that the company is expected to take a major leap in the industry due to its focus and commitment in providing expert help in how and where food is grown (Ford & Håkansson, 2013 The entry by other companies in the market is observably easier, however, being able to establish and maintain a loyal customer is quite challenging. Competitors are expected to provide better services so that they are not driven out by Garden Manager. They may also consider lowering the rates for their services so that they stay with the new entrant in the market. 
Market size
The potential customers are farmers who grow crops in their farms. These are the people who will require the services of Garden Manager to help them manage their farm, advise them what to plant, when, and where to plant it. The market is quite large because it will cover the whole of North America. The projected population will be around 46 million households. The market is growing because more people will require the services of the company. More people will require the information on how to grow food properly. Given that is rare and unique kind of business, it may take time for people to come to terms with it. Furthermore, only serious farmers might require the services of this company. Thus, it will take time for the company to achieve a significant share of the market. 
Entrepreneurial Team and Management
People with agricultural skills will be required. The company will mainly depend on electricians to offer the services. The electricians are qualified because they have been practicing for more than ten years. It will also require qualified botanists who will operate remotely. 
Conclusion
From the above analysis, I believe that there is a big challenge for Electric Owl to venture in North America. Although there some positives in the business, there is a high chance that the company will not have a foothold in the market. Since one of the categories above (market size) is lacking, the venture capital is automatically declined. 
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