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PROJECT OUTLINE

HALISAHAM.COM

We as a group have decided to propose a startup dotcom business about “web based organization of halisaha football” around Istanbul.
Why halisaha business on the web?

The contemporary city life and the urban environment limit people’s social life in a stressful “work-home-work” cycle. In order to break this cycle, urban people try to allocate some of their limited time to sportive activities. When we are talking about sports in Turkey, football comes at the first place for most of the people. A vast majority of males in urban areas, especially in Istanbul, perform these sportive activities in halısaha football matches. When we make some brainstorming and with the help of some simple calculations it can be seen that there is a huge volume of turnover in this market. What this market lacks is the unity, a cooperation between these individual halisahas. In other words, there is no such establishment that operates as an umbrella over all these halisahas and brings some standards in the organization of halisaha matches. 

It is a known fact that the market segment of halısaha players are mostly young or middle aged males. The percentage of this segment living in the urban areas tend to be familiar with the Internet. 

In this sense, launching a dotcom business to organize the halisaha matches in Istanbul, can add specific values both to the halisaha owners and halisaha customers. Therefore we as a group think that this venture has a potential to bring above average returns.

Project Plan

Value Proposition  

For Halısaha Customers

· Ease of reservation (efficient time use) 

· Ability to determine where to play and when to play

· Ability to reach a big number of halisahas that one person cannot be aware of

· Ability to meet customized needs (refree, goalkeeper, player, equipment, video recording etc...) 

For Halısaha Owners

· Decrease in the fluctuation in demand

· Efficient  use of halisaha capacity 

· Ability of making common decisions with other field owners that would increase the profitablility via effective pricing

· Ability of implementing differentiated marketing strategies via the data mining service provided by halisaham.com customer database

Revenue Model

The revenue model of our venture will show a changing pattern according to the stage of our business plan. In the establishment period the revenue model will only consist of the advertising revenues. Neither the owners nor the customers will be charged for subscription. In the growth period the transaction revenue model will be added, and for every reservation completed, some amount of commission will be collected from the halisaha owners. In the mature period of the venture, new halısaha owners who want to join halisaham.com database will have to pay a fixed subscription fee. Therefore at the end the revenue model will consist of advertising + transaction + subscription fee models.

Market Opportunity

We can define our market as both the halisaha owners and halisaha customers. In Istanbul probably every district has at least one halisaha (estimated number of halisahas is a few hundreds in Istanbul), and with an optimistic calculation a few hundred thousands of males play at least in a halisaha match in a year. 

Competitive Environment and Competitive Advantage

In normal circumstances, the competitors of halisaham.com would be the traditional halisahas that accept customers via usual methods of reservation. In other words, all of the halisaha  owners in the market who are not our members are our rivals. 

On the other hand, if the establishment of the halisaham.com can be completed successfully in the market, no competitors as web based halisaha organizators can emerge, because this organizatin business on the halisaha matches is a niche business. The halisaha organization market in Istanbul is probably not big enough for more than one player. The current example of this hypothesis can be seen in the online food ordering business. Yemeksepeti.com is still the leader in its market even though some “me too” ventures try to acquire some market share, just because of the same reason: operating well in a niche market!

In this sense, starting such a venture brings the first mover’s advantage as a competitive advantage in the market. 

Market Strategy

The market strategy of this venture again shows a changing pattern in order to reach our goals. At the first stages, our strategy will be trying to attract as much as halisaha owners to our side in order to grasp the required level of use by the customers. Therefore, we should provide a condition for those halisaha owners ,in which there will be no additional cost burden for them. We can start by presenting their contact infos, and redirecting customers for their empty time slots on our web site. At this stage the important thing is to gain as many as halisaha owners and halisaha customers in the lowest cost possible. Revenue can be generated by sponsorships and the advertisements on the web site.

After reaching the sufficient number of customers, the strategy of the venture will be providing online reservations for the selected halisahas and getting a transaction fee from the halisaha owners. 

At the last stage of the business, the strategy of the venture will shift to an upper level. With the formation of the online halisaha community, the additional values provided, and the standardization in the reservation process, membership to halisaham.com as a halisaha owner will be in exchange of a subscription fee. At this stage the business will be an umbrella over the halisaha market which controls and manipulates the conditions in favor of its own benefits. The extensive and additional applications of value adding to halisaha business, will bring high standards – therefore quality – to the overall halisaha market. In this sense, the brand formation of halisaham.com will be accomplished.

Organizational Development

In order to develop such a business on the web, there is not a strong need for a complex organizational structure. The following business units should be in the organization for success:

· A business unit for persuading halisaha owners to join our venture

· A business unit for keeping halısaha transactions up to date

· A webmaster and a database manager

Bibliography and Related Websites

Since, this project is a new idea that has not been implemented in Turkey, we could not make use of other websites or resources to direct us to our goal. However, the idea of being an umbrella over a given market is also seen in food market, we have investigated the business model and structure of yemeksepeti.com

PAGE  
4

