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JustClick- an Online Shopping Company
Jack More – Founder and CEO
jackmore88@gmail.com or justclick.org.com 

The Problem
[bookmark: _GoBack]Online shopping is currently shaping the business environment. People are focusing more on conducting business in an online platform. During the festive E-commerce retailer’s record, a website traffics due to the increased number of customers. With such traffic, the websites may go off rendering business ineffective. The online shopping experience is usually a great encounter until you are served with the wrong order or poor quality product. In many cases, if the products provided is wrong, the seller will either refund the money or bring the right product. Such errors have continued to increase the cost of production for E-commerce retailers. “Customers who provide a bad review on the company may affect the overall performance and customer base.” (Kwegyir, 2014)
My partner and I have discovered that most of the e-commerce retailers are having bad reviews due to poor quality products and delivery of wrong orders. At times, customers may get less of what they have ordered for or not the right product. 30% of all online orders are returned compared to the 9% in physical stores. Organizations like Amazon.com and eBay have been forced to incur more than 40% of free shipment offer to customers who have been delivered the wrong. 20% of the clients receive damaged products, 22% of the delivered products look different from the one ordered, and 23% of the customers received the wrong products. The other remaining percentage cited various problems related to the products. It is quite shocking that despite the huge figures majority of these companies have not come up with a way to reduce the return sales.  When a customer returns a product, the seller is expected to return the money or offer free shipment to the client. “Such operations increase the cost of operations and may end up in the closure of the business.” (Hatton, 2006)
As a business, when the customers complain of wrong delivery, it is always hard to deny the allegation. A person cannot blame the client since it is your company. Getting the loyalty of a customer and maintenance is expensive. It is estimated that every online retailer spends at least $10 on every new customer they get. As firms in the e-commerce industry, we are expected to provide quality goods and services so that we can maintain the lost reputation.
The Solution
When working in a product based company, the greatest challenge is shipping. My partner and I have come up with a solution to the constant problems that are frustrating online shoppers. At JustClick, we believe that a customers’ preference is the priority. The provision and assurance of quality products and services are our core values. Through the website, customers can make orders and confirm if the products meet the requirement before it has been dispatched. “To prevent return sales, customers will have to provide a confirmation of the physical address provided and also ensure that the ordered products will suit his or her needs.” (Kwegyir, 2014)
The JustClick Website has an attractive interface that will attract more customers. We plan on increasing the product portfolio to meet the needs of all the customers. To start with, all products that are posted in the online portal must meet the quality standard requirement. We have partnered with a local manufacturer to provide the best products. To solve the challenge of wrong orders and damaged products, we have made some changes in the shipping and delivery systems. Firstly, all the fragile and volatile products are packed in strong cartons filled with a spongy interior. All orders made must be confirmed by the sales, delivery and accounting department (Hatton, 2006)
The concept of JustClick is based on the assumption that once a customer has made an order, he or she is willing to go through all the processes to make sure that the product gets to his doorstep. Once the customers click on order, there is a system where an alert is sent to the store manager who will confirm the availability of the product. Once he confirms, the customer will pay for the good and later wait for a confirmation code for the delivery. “The transaction will be completed once all products have been delivered to the respective customers.” (Soorjoo, 2012)
Assumptions and hypotheses 
· Every transaction is made in good faith. There are no customers who are engaged in identity theft issues.
· Each transaction is independent of every order. All customers must make their orders in a specific sequence.
· All the delivered shipments will be accepted and payment made.
Targeted Market
JustClick is a company that is committed to serving all customers regardless of the age, sex or cultural background. Currently, we are providing services to the American market. All our services will be concentrated on the national market. Once the project is stable and running, we will consider expanding our scope to the international market.


The Competition
Majority of the e-commerce retailers offer similar products and services. The competition strategy used lies on the discount offered, and the prices charged. Some of the competitors we expect to face in the venture include:
· Amazon.com
· Walmart.com
· eBay
· Zappos
· Overstock
· Home Depot
Currently, Amazon.com enjoys the greatest market and has the highest sales revenue. According to the 2017 financial records, the amazon’s total sales revenue was $52.8billion.
The Team
To aid in the vision actualization, we have composed a team of experts from various backgrounds and professional expertise. The team will comprise of;
1. Web developers- the team of IT experts, will be responsible for upgrading, coding and modify the company’s the website to the desired level. All the suggested properties should be installed before the launch.
2. Sales representative- the sales rep with are responsible for managing all orders. When a customer places an order, the sales rep will take it to the store for approval.
3. Store manager- the inventory will be managed by the store manager assisted by storekeeper. In case a product ordered is not available, the department will report to the management for consideration.
4. Finance Director and Accountants- will be responsible for processing all the online transactions. Also, the accountants will direct the sales rep in case payment has not been made.
Financial Summary
Website upgrade - $5,000
Additional staff (annual) - $50,000
Additional delivery vans and employees- $500,000
Advertisement and Marketing - $1,000,000
Key Milestone
The project is aimed at improving the delivery system, and the quality of the products delivered. The e-commerce industry has been tainted by the image of the poor quality product and long delivery time. At JustClick, we focus on removing all the hurdles and improving the services provided. We desire that by the end of the first three months the system will be operating smoothly. Despite the numerous challenges we anticipate, we believe that the team is capable of producing results. The key milestone will be achieved when the company has a zero rate of return sale. We strive to be the best e-commerce retailer not only in the region but the entire globe (Soorjoo, 2012)
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