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Executive Summary
Awesome Ewe which was launched primarily as a test site has grown and become a very successful online mail-order knitting website. Even though the website is doing very well for itself, there’s room for a substantial growth. In any successful e-commerce website it is always important to take advantage of market growth opportunities. You are very popular in the knitting community as being a website that sells brand recognized products, keeping that image is very important. The problem that your online mail-order company is facing is that you have a substantial amount of growth opportunity in the e-commerce market, you must decide to either continue to improve Awesome Ewe or start selling your e-commerce software in a specific market or both.  What ever direction you precede with you want it to be successful and provide you with the fullest opportunities. With extensive research and analysis done on all 3 alternatives I have come up with my suggestion as to which way to proceed. The best business decision opportunity is to improve the image and product line of Awesome Ewe online mail-order website and enter in the market to sell your very own creation e-commerce software. There’s a small amount of risk involved compared to the great amount of success your able to achieve. This satisfies both objectives and target market. It allows for recognition, capital, and success. Awesome Ewe has great qualities and so will the e-commerce software once it becomes established.
Dear Len & Marge Stalker,
As your Executive Marketing Consultant I am here solely on providing you with my expertise, suggestions and advice as to how to bring further success to your company. I have evaluated your company and provided you with my recommendations. My findings are as follows:
Your Traits:
What was originally a test site experiment for Len’s e-commerce software has intern turned into an online mail-order company, that is expected to exceed half a million by 2004. It is evident that your online mail-order website has been successful over the past 3 years, generating a substantial flow of revenue. You clearly have done your research. You’ve chosen a niche market, providing identifiable brands to a target audience that is not accustomed to computers and the Internet. The knitting community is an extraordinary cleaver choice; your hard work clearly shows in numbers.
What You Are Doing Now:
You are currently providing clients with an online mail-order website that allows them to purchase fine wool and knitting accessories. You currently hold 18000 products. Len’s unique e-commerce software allows clients to purchase wool and patterns in a couple of clicks and allows them to redeem gift certificates and discount coupons in a secure, user-friendly online environment. Good method of customer service is used in which questions and concerns are gladly addressed via email, toll-free telephone and a live online help system. You are also trying to establish a long term relationship with your clients. By creating awareness, developing an audience and friends this will intern create shoppers; if you create relationships, you give people a reason to care and stay with you in the long run; thus your company will continue to grow.
What You Are Doing Well:


So far you have managed to grow your product line from 4000 to 18000 in 3 years alone. Your sales double every year, expecting to exceed half a million by 2004. 80% of your sales were from 20% of your product of 4000. That is remarkable! You are providing clients with a secure, user-friendly online experience with no need for excess mouse clicking. This is something that is extremely crucial and important to users. You’ve provided the service of questions and concerns being easily addressed in various ways such as email, toll-free telephone and a live online help system. The most important thing that I find that you are doing is initiating customer interaction and building relationship. Meeting and over exceeding customer’s needs and wants are a skill and an asset to have in any company.
What You Are Missing:

First off, Len, you have revolved yourself and the company around numbers and formulas. I don’t think that’s the best method you should be using far into the game where your company is already established. Using numbers and formulas was a stepping stone to your success, and now that you have it, it is time you moved up a notch per say. The stage you are in now is that you have to build a relationship with your customers.  You should be making your business decisions revolving around your customer’s needs and the demand in the market. These decisions in the long term will improve the quality of your online mail-order site as well as generate revenue. All just with the simple task of customer interaction and needs.

By looking at your site it seems you are missing the essential basic of knitting such as knitting needles. You say you are an online knitting superstore, well quit frankly superstores have knitting needles and you don’t. So what type of image are you portraying to your clients; it seems in truth that you are not really an online knitting superstore. In order for you to be a superstore you have to provide anything and everything pertaining to the knitting industry.

Also, even though your site has been successful, I feel that you could have designed your website with more of a visual appeal, something that is attractive to the eye yet sensitive to it as well. It is missing certain professionalism. You didn’t take advantage of the available space; every thing is narrow, clustered and not properly aligned. . Also keep in mind the age group visiting your site, people over 35. I feel other websites have the upper hand on you. You should also make sure all of your links properly work to the specified site. It is crucial to consistently update and refresh your website providing the last updated date so that customers know how recent the page is
Current Market Information

Baby Boomers are reaching the retirement stage of their life where they are now turning towards picking up on activities such as hobbies or interest to occupy their time. Awesome Ewe operates in the niche market of knitting and right now the target market is highly concentrated. With some research done on the net, it seems that Awesome Ewe is the most comprehensive e-commerce website specializing in fine wool and knitting products. Even though people have more time on their hands they are still very much time conscious and don’t want to stay on the internet, a technology that they are not familiar with. With any e-commerce website it is crucial to identify the needs of the target market. A benefit that Awesome Ewe has is that it allows users to shop from the comfort of their home. Awesome Ewe provides consumers with competitive low pricing. 
The population is aging and with it requires new change.

Situation Analysis

Strengths:
· Extensive wide range of product line.
· In 3 years product line has grown from 4000 to 18000.
· Good response rate from survey-in subscribers (7%-10%), 500-900 visitors a day.
· The newsletter that tells stories, provide discount coupons and tie back to features on the website currently holds 9000 subscribers.
· Customers are able to redeem certificates and coupons.
· Revenue has double each year.
· Secure online environment, protects consumers privacy.

· Website is user friendly, easy access.

· Good method of customer service; questions and concerns are addressed via email, toll-free telephone and a live online help system.

· Building website awareness through emails, surveys, contests, and newsletters.
· Large identified target market

· Highly targeted advertising medium

· Focal point in building customer relationships by strategizing.

· Product and customers information is kept separately, customers deal directly with the bank to process their credit card payment online.

· E-commerce software is highly sophisticated in that customers don’t need to register forms or have to click through multitude of screens to simply view, purchase, and redeem discounts on their items.

· E-commerce software automatically generates introductory letters and discount coupons when a user subscribes to the newsletter.

Weakness: 
· Len is operating the website based on numbers and formulas.
· Products aren’t eye catchy or original.
· Doesn’t provide essential knitting products such as knitting needles, therefore it doesn’t comprise as being a one stop shopping experience. 
· Customers don’t realize the highly sophisticated e-commerce software that you created that initialized the start up of the website to begin with.
· There is an expectation that sales will double every year, but there is no information or plan to support that.
· Not very much knowledgeable of the knitting market or community, went in the business blinded knowing only a select group of offline magazines circulation statistic of readers that are active knitters. 
Opportunities:

· Baby boomers are at or close to the age of retirement and needs some sort of activity (hobbies/interest) to occupy their time with i.e. knitting, crafts, etc.

· Consumers might need an increase of comfort when surfing the site, this might call for a better development of the e-commerce software.
· Rapidly growing knitting market.

Threats:

· Buying patterns of consumers might change due to arthritis or such, which 

is common by elder folks.

· Baby boomers, who are most likely to knit are old fashioned and aren’t with grasp to new technology.
· Other similar sites that have more originality and sophistication in layout, 
appeal and product.

· Consumers might become health conscious and want to be more active physically engaging in exercises or sports to have a longer life spam.
Problem Statement

From what I can see, the problem that you are facing is that you have a substantial amount of growth opportunity in the e-commerce market, its either you continue to improve Awesome Ewe or start selling your e-commerce software in a specific market or both. 
Analysis of Alternatives
An opportunity has risen due the increase of sales and demand for the Awesome Ewe site. You must take fast, yet preventative measures to see through the success of this opportunity. If you don’t meet these demands it is definite a company will satisfy them. As your Executive Marketing Consultant I have prepared a few business opportunities or if you like “strategy” in which you will choose the one that best suites your needs as well as the needs of your customers and potential customers. You will choose between continuing to expand the product line of Awesome Ewe with innovation in the current market or take advantage of Len’s highly sophisticated e-commerce software targeting a different market and sell it or do both.
Alternative 1: Expand Awesome Ewe’s product line in the mail-order website.
Over the past 3 years you have grown from 4,000 to 18,000 products. It’s time to improve the site by adding more products, keeping your selection diverse and unique to gain more capital.
Advantages:
· More variety and selection for customers to view.
· More people will visit the site.

· Customers will stay longer on the site; therefore a higher chance of product purchase might occur.

· Awesome Ewe will receive recognition as being the online superstore.
· Site will have a diverse original product line. 
· Keep customers coming back for more due to new products.

· Could have a questionnaire or survey to find the product needs of customers.
Disadvantages:
· Time consuming and expensive to monitor.
· Increased competition from competitors to improve their site.

· Users might be overwhelmed with all the products, and then lose interest.

· Hard to determine which product has more demand then the other when dealing with thousands of products.

At this time with ample thought and evaluation, this alternative has been rejected due to the fact that additional successes might not be acquired. Also due to the fact that 80% of your sales are already from only 20% of your products, it seems that it is neither necessary nor important to expand when you already have 18,000 products. The risk factor in expanding the product line is high as well. The web site is doing fine just the way it is.
Alternative 2: Enter the e-commerce software market targeting B2B.

The main purpose and objective to launching Awesome Ewe was to see if your software would be a success. Now that it is, maybe you should consider going into business selling your first ever e-commerce software in the business to business sector.
Advantages:
· Can use the Awesome Ewe website as a prime example of the e-commerce software abilities and success.

· You could promote the software on the Awesome Ewe website.

· Entering the business to business market rather then the business to consumer market will generate more sales because businesses have a demand for this type of unique software more then consumers do.

Disadvantages:
· The selling of the software might not be successful.
· The e-commerce software business might interfere with the Awesome Ewe business.

· There really isn’t an awareness of the software Len has created. Advertisements have not yet been made.

· E-commerce software competition regarding privacy laws and issues.

· Hard to determine your niche market and if there’s a demand for it.

At this time with ample thought and evaluation, this alternative has been rejected due to the fact that it is unclear if there’s a demand in the business to business market for the e-commerce software. There’s a high risk factor in doing this alone. You could consider this option later on when you have more research completed on the demand for this software in the market. It is best to focus on the task at hand which is to make Awesome Ewe a million dollar company.
Alternative 3: You could do BOTH. Improve the Awesome Ewe site and experiment with the e-commerce software market.
Combining both will allow me to conquer a greater market share in improving the Awesome Ewe website as well as the e-commerce software market. This will generate a high amount of capital and will satisfy both your objectives.
Advantages:
· Allows you to continue the operation of the Awesome Ewe site making improvements from time to time, meanwhile generating capital. 
· Provides consumers with variety.
· Awesome Ewe will be recognized as being the first one stop online knitting web site.
· A new target market means new opportunity growth in the e-commerce software industry especially when there’s a demand for it.

· Can use the Awesome Ewe website as a prime example of the 

e-commerce software capabilities and success.

· You could promote the software on the Awesome Ewe website.

· Keep customers and site updated with new and exciting products.
· Room for creativity and innovation.

· Generate capital from both industries making a new name out of 

yourselves.

· You have a great opportunity to meet both your goals; first being Awesome Ewe becoming a million dollar company, and second accomplishing your objective in the success of testing your first ever e-commerce creation software and selling it to target market that’s in demand.
Disadvantages:
· Might not be able to handle both work loads (operating the site, & selling the software) simultaneously.
· E-commerce software might not be a successful.

· E-commerce software competition regarding privacy laws and issues.

· Hard to determine your niche market and if there’s a demand for the software.

· Time consuming and expensive to monitor.

· Increased competition from competitors to improve their site.

At this time with ample thought and evaluation, this alternative has been accepted because it seems to be the best business decision opportunity. It allows continual growth in the Awesome Ewe website and an opportunity to sell your very own software creation that we both know is a success. There’s a small amount of risk involved compared to the great amount of success   your able to achieve.
Recommendation:


The alternative that has been chosen is to improve the look and product of the Awesome Ewe mail-order site as well as to enter the e-commerce software industry. As your Executive Marketing Consultant, I feel this is the best decision at this time that provides you with a low amount of risk. The opportunity is now to show off your creative, successful e-commerce software. You have proof that the software works and you could use the Awesome Ewe site to back up your claim. This is the best alternative for you because it allows you to meet both of your objectives. Your first objective was to build a million dollar mail-order company and with improving the look of the site as well as enhancing Awesome Ewe’s product line, you are sure to meet and over exceed this objective. By making changes to the look of the site and improving the product line, its a sure bet that you will be meeting the exact needs of your customers. Building customer relationship and maintaining it is the key ingredient to a great business success.

This could be done by researching the past 3 years of buyer’s habits and styles; which product are your best sellers and which ones are not. At that time if you feel the need to add new variety of products then go ahead and do so. Keep in mind not to change your products all at one time but slowly so you don’t lose your customers. You don’t want to overwhelm your customers and your potential customers with so many products. It is certain and it does help that the e-commerce software has provided customers with security and user-friendly easy operation.

Your second objective was to launch a test website to see if your e-commerce software creation package would run and if it would be a success. With the success of Awesome Ewe, it is evident that the online mail-order business is a success because the software works. Now that you know your creation functions at the manner it should, you have to do some research. You need to decide the target market, I suggest to keep it business to business rather then business to consumer because more businesses would use the software, you could later on branch off to selling to consumers if you choose. You could then find the geographic area that has the most demand for this software and pitch an advertising ad to them. This time rather then using numbers and formulas it would be wiser and more beneficial to the business to operate by the needs of your customers.
Implementation Plan:

1 Week: ~ Discuss new objectives for improving the Awesome Ewe website and 

       the e-commerce software.

4 Weeks: ~ Researching the past 3 years of buyer’s habits and styles; which 

         product are your best sellers and which ones are not.

3Months: ~ Get the e-commerce software advertised to business to business 

          market.

4-6 Months: ~ Start making changes to the image of the website as well as the 

   product line

~ Look in the knitting community to see what products are popular 
   that you can choose to replace with ones that are not.

Ongoing: ~ Keep improving the image of the website and the product line.


       ~Keep building long term relationship with customers.

What Should Be Done Next

· The Awesome Ewe website should be improved with more creativity and professionalism.
· After achieving your objective of being a $1 million dollar company do you have further objectives that you would like to meet?
· See through the e-commerce objective as you did the Awesome Ewe web site.
· By setting an objective you are setting a goal for your company to reach in the future.
· By following the Interactive Marketing approach it will ensure good communication and provide necessary information to make positive changes.
· Advertise the e-commerce and show the Awesome Ewe site to verify the success of it.
· Awesome Ewe could become a one stop shop if you provide customers with the basic knitting elements as well as a broad product line. This will help you not to lose customers by looking else where if you don’t provide the product.
· The continual relationship building with customers will define Awesome Ewe’s company and will be the mainstream of its success.
· Go outside your innovation boarders and be creative. You don’t have to follow numbers, formulas or even modules. Innovations comes from a fee minded spirit, let yourself go.
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