18.05.2006                                          MGIS410 - Temizlikcim.com – Project Outline

TEMIZLIKCIM.COM

MGIS410 – Group Project Abstract

Project Members: 

Gökay BÖBEK

Taha Ziya BAYRAK

Evrim DİRİK

Hazeyin Murat KOÇULU
Çisil GÖKŞAR
Business we have chosen:

We decided to carry cleaning companies to a database and serve as an intermediary between cleaning companies and customers who need home or office cleaners.
Why we have chosen this initiative:

In the classical system, home cleaners are provided either by personal recommendation between housewives or by calling the cleaning companies. However, as a result of development in technology, time became an important factor especially for working housewives in big cities like Istanbul. Therefore, finding alternative cleaners became difficult as a result of the limited source in this area. Moreover, security concern is another aspect of the issue since some of the cleaners don’t work for a company. Therefore, it is getting more difficult to trust somebody in your house. 

In our website temizlikcim.com, we provide a ubiquitous system for people who look for cleaners for their office or home. Moreover, it gives opportunity to other cleaning companies to use our database. Vendors will have a dealer account and they can add their employees to the system. Since we only accept employees from companies, we can deal with the security issue that we stated above. 

The 8 key ingredients of our business model:

1. Value Proposition: 
a. FOR CUSTOMERS: 

i. Time saving and convenience: It is one-click away from the customer.
ii. Customized searching opportunities: Searching in different criteria like location, age, gender, experience will provide customers to find the best for him/her. 

iii. Sharing information with other customer: By our customer feedback and rating system, especially new customers will have reliable information provided by other customers. Moreover, the hired cleaners will be professionals on their area. So customers will be able to trust them when letting them to their houses and expecting a well-done job.
b. FOR VENDORS of Cleaning Companies:
i. Advance scheduling: Reaching the time-slips of each worker in a user friendly interface provides the opportunity of time efficiency to the cleaning companies (vendors). 
ii. Performance measurability of the employees: By checking customer ratings and reviews, vendors can have an effective performance measure of their employees.
iii. New market opportunities for vendors: Cleaning companies can expand their market with using web-based technologies. This is another marketing channel for vendors. 
2. Revenue Model: 
a. Transaction fee revenue model: Our primary revenue source is the commission rate that we will get from vendors after each transaction. It will be determined before approval of each vendor’s application. The rate will be reducible according to the transaction number of the vendor. 

b. Advertisement revenue model: Web site banners of cleaning products and other possible websites that we have the same target market with will be our secondary revenue source. 

3. Market opportunity: Our primary target market is the business women that have limited time for house cleaning. Secondary target markets are disabled women, elderly women and the women allergic to cleaning products or dust. 
4. Competitive Environment: Although there are some classified ads in some websites, there is no integrated website which connects cleaning companies and customers. Moreover, cleaning companies’ (http://www.gutege.com.tr/servisler.php , http://www.armadorgroup.com/temizlik_hizmetleri.htm ) websites don’t provide transaction procedure. They provide service and contact information in their websites. Therefore, we are the first mover in this area. 
5. Competitive Advantage: We are planning to use our first mover advantage in the market space. Moreover, we focus on a regional market, namely Istanbul. We also provide some special discounts to the customers according to their transaction history. 
6. Market Strategy: 
a. For vendors: We will send offers to some of the big cleaning companies to join our website. Moreover, we will offer low commission rates to benefit from economies of scale. We will reach more vendors and integrate them to our database, so we can reduce our commission rate to earn from a large vendor database.
b. For customers: We will mainly focus on advertisement on other websites (banner, pop-up) until we reach a threshold (critical mass) of loyal customers. Since our target is mainly women who can use the Internet, we will start at websites related to women (http://kadinsagligi.com/v2/ , http://www.kadinca.net/ , http://www.kadinportal.com/ ). We will include ads in printed women’s magazines such as HÜLYA, SEDA, MARIE CLAIRE, COSMOPOLITAN, AİLEM etc. Furthermore, we will develop a recommendation system between existing users and potential users. 

7. Organizational Development: At the beginning, one can perform multiple tasks in our system (marketing, finance, customer support, IT) not to increase the operational cost. However, we will be able to have specialized units after we reach a demanded position in the market. 
8. Management Team: Especially for such a pure play model, IT and marketing expertise will be our primary concern for the first months of the business. Database management, web design knowledge, e-marketing group, and accounting management group are important for our business temizlikcim.com. 

Business Flow Chart
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Detailed System Flow Chart
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