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Web on Retail - The Company

Web on Retail is an online portal which provides an online platform to help you
create your very own website. It is a one of its kind portal, which at a very nominal

price lets you do this, giving the look and feel of a professional website.

It lets you create a website in just three easy steps:

It caters to the need of SMEs, Professionals or for that matter of any Individual to
who wants to have a website of their own; it provides them an affordable way to
make their presence felt on the internet. As a start up, it wants to carve a niche for
itself in this space and wants to expand rapidly as currently in India, this space is

largely unexplored.
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Revenue Model

Cost of creating a website using Web on Retail: Rs 4999/- per annum

The Package includes:

¢ Professional Designs

Unlimited edits and updates to the site

¢ Unlimited number of personalized email with 1 GB each
(email@yourdomain.com)

¢ Unlimited Website Hosting

e Search Engine Optimization with keywords

e Search Engine Submission
Web on Retail has a great customer service with help being available at every step.
Yearly renewal is charged @ Rs 4999 /- per annum

Web on Retail has a unique business model, with respect to both the existing one

and the one in the pipeline.
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Existing Business Model

Reliance Web World is a strategic partner of Web on Retail and all 240 Reliance

World outlets, across 110 cities act as Retailers for Web on Retail.

Web on Retail through this Retail-selling model has an advantage of using the sales

force, distribution channel and customer base of the Reliance World.

They are given a choice of three different offers:

1. Create the website on your own using the Web on Retail platform @Rs.4999/-

2. Just select the Design and provide the content of the website, but the development
is done by Web on Retail @Rs.7999/-

3. Just select the Design and everything from the content creation to the website

development is done by Web on Retail @Rs.9999/-

The sales staffs at Reliance are appropriately incentivized to drive sales and this

model is working out to be reasonably successful.
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Proposed Business Model

Web on Retail wants to be an organization, which fosters entrepreneurship and
that is why they have an additional business model that they foresee to be their core

business model in the future.

With the financial constraints of a start up, every rupee has to be judiciously spent.
They see a huge cavity in their target market with respect to the fact that an average
Indian is not net savvy enough to actually understand this concept and subsequently

get registered and create his own website.

As a result Web on Retail, after tremendous research and analysis scoped down to

the concept of what is known as a “Web Consultant” or a “Direct Sales Associate”

This associate would become a Direct Sales Associate of Web on Retail after
paying a fixed sum and would be given a commission on as many clients he gets to
the business. The associate would also provide the reliability and the physiological
comfort (e.g. the client faces problems with the portal, this associate would be the
first person he/she would contact) of the only human element in this otherwise

completely automated business model.

They believe that there has to be an interface between them and their final client,

and that would be this associate. The associate typically would be a person with:

a) Superb Direct selling skills
b) Having good networking capabilities
c) Should be computer literate and net savvy

d) Essentially, one who has a real zeal of working with Web on Retail
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Revenue model for Web on Retail in this scenario

An associate can register with Web on Retail at a onetime cost of Rs 9950/-

He can renew his contract every quarter @ Rs 1000/- per quarter

INCENTIVES for the DSA: The DSA will earn a commission of 15% on every sale
(new website creation) and 10% on every annual renewal, thus providing equal

importance to selling and also providing good after sales customer service.

Web on Retail wants a total of 40000 such direct sales associates in

the next 12 months.

THEIR DILEMMA: How to get to the above mentioned figure.
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THE CHALLENGE:

A. The profile of a Direct Sales Associate i.e. who can be a potential DSA;

how can he/she be approached, and subsequently how to market to the
potential DSAs.
B. Execution Plan, which details the logical flow of the solution you propose.
C. Any other plans, other than DSA, that you deem suitable in this scenario,
and feel that would be a more successful approach to market this product.
D. Website Feedback: A PowerPoint presentation, not exceeding 5 slides
giving a brief feedback (Suggestions on the user interface and any
suggestions as to how to improve the website) on the website:

www.webonretail.com

The solution proposed must take into consideration the strict budget constraints of

a start-up.

P.S: The solutions proposed should NOT pertain to:

1. Social Media Marketing, as huge initiatives in this respect have already been
taken by the firm.

2. Multi-Level Marketing, as the firm would not like to evaluate this as an option.

3. Above-The-Line (ATL) Marketing (TV & Print Media), as there is a constraint in
the marketing budget.


http://www.webonretail.com/

