Running head: BUSINESS PROPOSAL		1
BUSINESS PROPOSAL 		6









Section IV: Business Proposal
Student’s Name
Institutional Affiliation






Section IV: Business Proposal
Alibaba is the largest online market place in China as well as the whole world. The company has grown over the years to accomplish market dominance in China as well as in the world. Nonetheless, based on internal and external analysis of the company, Alibaba is facing stiff competition as well as threats from other major online market places globally. Therefore, the firm needs new strategies to help it grow and maintain its dominance in the future. The following section proposes or recommends numerous growth strategies for Alibaba. 
Currently, the world is more connected than ever before through the advancement of the internet and technology. Globalization has become a formidable force in the business community requiring firms to re-invent their strategies. Alibaba has over the past few years focused on growing in China, which is its local and main market (Tan, et al., 2015). China has a population of over 1 billion, which has enabled Alibaba grow tremendously. China is also one of the biggest suppliers to Alibaba, but this has become a major challenge in terms of maintain a reputation in selling quality and original products. Alibaba currently faces the challenge of inferior and counterfeit products sold on the e-commerce platform. Popular brands are imitated by unscrupulous suppliers looking for quick profits made possible by the high number of customers on e-commerce platforms such as Alibaba. In 2014, after announcing the U.S IPO, the main challenge was only acquiring trust from the U.S investors (Popper, 2014). The company has come under scrutiny from all stakeholders for selling inferior products. In 2016, Alibaba was listed as a notorious market place by the American trade officials, for increased selling counterfeit and inferior products (Li, 2016). Since its IPO offerings, the stock price of Alibaba has been dropping. This is due to its current policy that allows suppliers to directly sell their products to consumers without much verification or quality checks. 
Therefore, the most important strategy for Alibaba should be enhancing its current policy on suppliers to ensure strict measures to avoid entry or marketing of inferior products. Early in 2017, offered information to officials in Shenzhen where a vendor’s premises was raided and counterfeit Swarovski watches recovered (Culpan, 2017). The discovery led to a law suit by Alibaba against two vendors for sale of the fake watches. This is an example of how the company should enforce strict product marketing and quality policies on suppliers. Stricter policies on suppliers will ensure that inferior and fake products are not sold on the e-commerce platform. Moreover, it will help to develop the trust and reputation of the company. In turn, Alibaba should expect its stock prices to rise with restored trust from investors and consumers. Alibaba has increased experience and the capital to improve its current supplier policies and regulations.        
The second strategy Alibaba should focus on is mobile e-commerce or online trading through mobile devices. Currently, most people spend more time on their smartphones than on their computers or laptops. Mobile devices including cell phones, smartphones, and tablets are a growing trend that is not slowing anytime soon. In fact, the use of mobile devices especially smartphones is expected to upsurge in the near future. In countries such as China, 75% of the population use smartphones (Tan, et al., 2015). The countries e-commerce annual sales are over $600 billion and half of these transactions are conducted on mobile devices (Gustke, 2016). This is expected to grow tremendously in the next decade or by 2020. Even countries such as the U.S, mobile usage remains higher than on computers, but mobile online sales are about 10% of the total $300 billion online sales annually (Meola, 2016). This illustrates that the mobile online market is the future of e-commerce. Most people are finding it convenient to shop or trade on the go rather than having to sit down on a computer to order for a product or service. 
Alibaba should utilize its experience and expertise in the Chinese market to develop similar strategies in other markets around the world. For instance, the mobile advertising industry is expected to overtake other modes of advertising in China. This means that if the same strategy is applied in other markets, the company could gain increased competitive advantage. One of the main reasons that mobile online sales are still dragging behind in countries such as the U.S, is payment security or safety (Meola, 2016). However, countries such as China have already broken these barriers with sophisticated mobile payment solutions making it safe and convenient for customers to shop online. Even Alibaba have their own Alipay payment solution that is offering innovative online and mobile payment solutions (Gustke, 2016). Tencent also launched a pioneer mobile shopping, socializing, and payment application known as WeChat that boasts of 650 million users (Gustke, 2016). The app allows users to plan and pay for family vacations, shop for goods, order a taxi service, and even design their own clothes all on their mobile devices. These tremendous innovations are the future of online marketplaces and Alibaba should work on enhancing its mobile marketing, online shopping, and online payments. 
The third strategy for Alibaba is diversification. Diversification is expanding into new industries that not the core business of a company, but can reinforce its core business activities (Rothaermel, 2015). The online marketplace and competition are driving profits down for most e-commerce businesses. From high discount rates to cheaper products or services, the profit margin for businesses such as Alibaba is gradually reducing. To survive in this type of industry, diversification is a sound strategic consideration. Currently, Alibaba has focused very little in terms of diversification. For once, the company has focused on acquiring e-commerce related subsidiaries such as Lazada and Youku Tudou (Gustke, 2016). All these acquisitions are based on online businesses, which do not illustrate diversification. However, competitors such as Amazon have diversified in numerous different areas such as the acquisition of Whole Food Market, a supermarket chain that retails groceries and healthy foods (Wingfild, 2017). Such acquisitions are able to help the company to grow as well as enhance its online business through delivery services. Alibaba should focus on some of the growing and emerging industries especially those aligned to its current e-commerce or online marketplace business model. Without diversification, the company is at a high risk of competition and economic instability. 
In conclusion, it would be recommendable for Alibaba to focus on international expansion, mobile online marketplaces, and diversification. All these strategies are aimed at growing the company for it to remain competitive as well as profitable in the future. Alibaba already has enough experience and the needed innovative capacity to effectively implement the recommended strategies. 
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