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Self-Entrepreneurship - Setting up a Business: Case Study
Introduction 
	Summit Interior Design is an established interior design studio that provides ideal creations for its broad clientele base. Since its establishment in 2012, the enterprise has aspired to attain market relevance through providing quality services that are integrated with a detailed touch of creativity (“Summit Interior Design,” 2014). In addition, the firm upholds solid business values that assist in the promotion of its routine activities. Elements such as its vision and mission have played a part in shaping the path towards its success. While the vision strives at attracting residences that are both luxurious and liveable, the mission statement works towards delivering exceptional services and ideal levels of personalization (“Summit Interior Design,” 2014). As a result, Summit Interior Design believes that the promotion of the attributes captured in its mission and vision statements pave the way for the attainment of a sense of comprehensive satisfaction among its clients.
	Summit Interior Design boasts a vast target clientele both on national and global levels. Locally, the majority of its clients are from West Manama, with numerous projects being requested from the countryside as well. Internationally, the firm has participated in a number of projects, including design activities in Russia, China and France (“Summit Interior Design,” 2014). However, the company is yet to establish a subsidiary studio for the international frontier. Establishing a studio in a global location would allow the introduction of a novel experience displaying the practices associated with the company and its products. According to Ashour and Ghonim (2017), such a measure would have an impact on the revenues generated by the firm. Ideally, the enterprise operates on business-to-business and business-to-client models with the aim of targeting its customers who include hoteliers, residential managers, boutique managers, as well as homeowners. Hence, both home developers and business renovators consider the input of the firm when improving their interior spaces.
	The West Manama interior design market has experienced an increase in the number of investors, which has in turn, led to heightened competition. Consequently, most players, including Summit Interior Design, are thinking of expanding on a global level. Destinations beyond West Manama are considered ideal for the expansion plan since they offer input, design diversity and customer depth. In addition, expanding the revenue base would allow Summit Interior Design to address the challenges associated with the rising population of interior design investors across West Manama. Arguably, in such situation, a firm can remain relevant and manage the existing competition through the dynamics of performance and quality services (Berg & Vance, 2017). If Summit Interior Design expands its operations by establishing a studio at a location outside West Manama, it will be possible for the company to achieve both revenue maximization and management of the current competition faced by interior designers prevalent in the current market.
The most prominent challenge faced by Summit Interior Design is the inability to remain competitive in a market that is attracting a vast population of players. Admittedly, the venture is experiencing a decline in popularity in its area of operation, an observation linked to the increased competition presented by novel players. Ashour and Ghonim (2017) indicate that this observation is likely to be manifested following the reluctance of an enterprise to invest in contemporary brand marketing strategies. Indeed, Summit Interior Design has considered the input of traditional models of advertising such as word of mouth. Also, the firm failed to achieve a desirable outcome with the characterization of its employment strategy. For instance, with the recruitment agenda, experience as an employment trait was given higher priority over the input of unique talent. Consequently, the firm was trapped in an undesirable creativity situation that led to the decline of the subscription pool.
Business Background
	Summit Interior Design has a business model orientated towards attaining elegant outcomes over fancier designs. Clients associated with the firm seek to achieve designs that allow for the integration of environmental attributes in the characterization of the result. Additionally, these models manifest a refined touch of creativity that is crafted along impressions such as art and client preference. However, the ability of the company to achieve elegance through space naturalization is still perceived as the utmost quality associated with its projects. 
[image: http://www.summit-uk.com/images/proj/2/ibrida8-1421238338.jpg]
Fig. 1: Results of a renovation project in Ramee Grand Hotel, Bahrain (“Summit Interior Design,” 2014). 
An ideal number of clients from Summit Interior Design opt for home renovators that explore the advanced details of their spaces. In most cases, the output is crafted alongside the client’s taste with an increased commitment to the implementation of nature-related concepts. Blending the attributes of natural light and the impressions of optical perceptions are factors that feature prominently in the creations of Summit Interior Design. Furthermore, the firm is committed to achieving energy efficient outcomes in its projects. 
	Recent consumer dynamics indicate the desire to consult the available online options as opposed to the engagement of interior design products. However, Summit Interior Design seems to have a reduced audience regarding its online audience. This is because the enterprise has barely invested in the improvement of its online marketing strategy. In fact, the recent plans focusing on the development of an online space were exercised about four years ago. According to Stark and Park (2016), such delays in updating the online profile may largely be considered damaging to the market prospects of a firm. Furthermore, surviving in a vibrant market such as West Manama would involve the consideration of updated online profiles as well as aggressive online marketing. Under the adopted marketing plan, Summit Interior Design considers the input of successful projects as the ideal marketing policy for its future engagement. However, since such observations only point to the failing trends associated with the performance of the company, failure to improve on market awareness implies a subsequent lack of the desired visibility, which leads to the attraction of a limited market pool.
[image: http://www.summit-uk.com/images/proj/1/Ruka7-1421237745.jpg]
Fig. 2: An insight of the Japanese Lounge, Bahrain (“Summit Interior Design,” 2014).
Promotions
	Summit Interior Design practices marketing plans that focus on offering a discount reward for return clients as well as referrals. Such models seek to ensure the growth of a company’s client base while at the same time providing ideal feedback on the work delivered by the firm (Stark & Park, 2016). In addition to the existing client packages, Summit Interior Design is developing plans to venture into external advertising by placing marketing messages across various public communication forums. Presently, the company is considering the idea of investing in media-based advertising. However, this concept is unfavorable due to the impediments such as cost and its related concerns (Hamid, Taib, Razak, & Embi, 2017). Alternatively, Summit Interior Design has prioritized word of mouth as an ideal marketing tool, because of the impact it has on its targeted customer base. Primarily, the enterprise is working towards perfecting the word of mouth advertisement by providing quality service. As a result, the current projects are developed as an essential tool for marketing, with each contract being treated as an advertising opportunity.
[image: http://www.summit-uk.com/images/proj/1/Ruka6-1427117883.jpg]
Fig. 3: A redesigned walkway at Ramee Grand Hotel, Bahrain (“Summit Interior Design,” 2014).
The Website
	Summit Interior Design’s website attracts a lot of attention. Ashour and Ghonim (2017) explain that websites act as an ideal platform for clients who wish to engage with the firm. In particular, they allow the perusal of the previous works as well as clarity on the policies and regulations that define the operations of a company. However, the ultimate contribution of websites may be argued to be the ability of the visitors to extract vital contact information that would lead to the placement of orders (Stark & Park, 2016). Summit Interior Design has manifested similar interests concerning its website, www.summit-uk.com.

[image: ]
Fig. 4: A depiction of the home page of Summit Interior Design’s website (“Summit Interior Design,” 2014).
Employment Criteria
	The business focuses on experience when determining the criteria to be used for hiring employees. Players such as the chief creative director possess experience of about 12 years in the industry of interior design. However, the firm gives priority to auxiliary employee attributes such as being a team player, since some activities in the sector involve the participation of multiple members and designers. Possibly, the company’s reluctance in considering an injection of fresh talent may have steered the firm into visibly observed laxity, a fact, which may have contributed to the subsequent decline in the number of clients. Fresh talent is associated with the rejuvenation of the business plan due to its ability to tap into the contemporary practices. According to Berg and Vance (2017) in areas such as interior design, the ability to draw from modern methods promotes an upper edge in market competition. Summit Interior Design could thus improve its competitive ability by encouraging fresh talent through its recruitment criteria. 

[image: http://www.summit-uk.com/images/proj/1/Ruka5-1421237729.jpg]
Fig. 4: Interior of the Coral Reef Club hotel room, Barbados (“Summit Interior Design,” 2014).
Deductions from Company background
	An evaluation of the operational background associated with Summit Interior Design identifies various shortcomings that may explain the decline in its performance. Among these are included the role of marketing in the promotion of the business. Ostensibly, the establishment appears to be less committed to the promotion of aggressive marketing strategies. As a result, it faces challenges associated with competition in its area of operation. In addition, the firm has not exhaustively promoted the records of its previous works in a manner that triggers the interest of the targeted customers. Focusing on the word of mouth advertisement model may therefore not be regarded as suitably efficient in the management of the interests associated with the business, due to its limitations (Salama, Wiedmann, & Ibrahim, 2017). Concerns include the inability to define the expectations of the model as well as the choice of interests to be communicated.
	The focus on experience in the characterization of the employment model embraced by the company affects its ultimate performance. Indeed, focusing on experience denies a firm an opportunity to experience the creativity associated with young designers (Berg & Vance, 2017). As a result, the firm might be rendered inadequate in elements pertaining to the use of contemporary art in interior design. Blending the attribute of experience with additional factors such as creativity and innovation of new ideas may yield favorable prospects with respect to the outcomes of the Summit Interior Design.
Alternatives
	The challenges faced by Summit Interior Design may be resolved by using ideal alternatives that focus on addressing the causative attributes. The performance across the West Manama market could be improved by the adoption of advanced marketing strategies that work towards establishing an improved sense of awareness across the field. Besides, the firm may consider revising its recruitment policies to include the employment of people that seek to provide fresh talent for the company. Implementing both alternatives assures the enterprise of improved performance throughout the West Manama market. However, such adjustments should not be considered without reflecting on the activities of its competitors. In essence, studying the competition would provide an ideal implication of the description of expectations to be adopted by the firm regarding its performance.
	The competition faced by Summit Interior Design is anticipated to make similar aggressive approaches in response to the trends being observed in the market. Potentially, the engagement of the alternatives only suggests short-term improvements in the performance of the company. Evidently, there is a need to consider other solutions regarding the desire to improve the performance associated with the firm. However, the suggested alternatives are costly when examined along with their prospective returns on investment. Additionally, the timing of the other options is found to have been limited by the progress registered across the industry. The West Manama interior design industry seems extensively congested to warrant ideal performance from routine marketing improvements. Thus, the implementation of the suggested alternatives seems untenable due to factors such as market trends and the associated implications of cost.
Proposed Solution
	The situation implemented by Summit Interior Design will be better addressed through the exploitation of a new market. Considering an international destination as an ideal market for the firm may therefore be the best solution. Exploring markets beyond the limits of Manama may allow the maximization of the associated revenue while at the same time provide adequate room to navigate the challenges experienced within the local market. However, such a measure needs to be constructed alongside a reasonable return of investment model in both short- and long-term goals (Berg & Vance, 2017). Hence, considering the Adliya option stands to be the most sound option, which can be attained through the visualization of the impact to be achieved by the company. As a result, evaluation of the challenges to be addressed during the implementation of the plan must be considered as an essential factor to ensure that the desired outcome is achieved.  
Decision on Adliya
	The decision on Adliya is the ideal destination for the new studio following the evaluation of the available opportunities in the interior decoration industry. Ideally, the Adliya market offers both an extensive market and a variety of consumer tastes. Participating in such a market is bound to reshape the art associated with the involved firm Salama, Wiedmann, and Ibrahim (2017) explains that the market model may have evolved from the effort of capturing both a traditional and modernized taste in artistry. Unmistakably, Summit Interior Design’s operational model stands a better chance to succeed in the Adliya market due to the impact of various elements, such as, its commitment to nature-based artistry and the inclusion of a touch of modernity in its output.
	Adliya is an emerging market with impressive spending prospects that are supported by the increasing population of expatriates and a change in the tastes of the local community. In particular, the improved economic status inspires the population to demand more luxurious products. Thus, the Adliya market offers ideal opportunities where the modeling of a successful business venture in interior design is expected to be realized. Companies interested in the Adliya market may focus on a specific clientele population or offer a blend of opportunities that lay emphasis on both the local and the expatriate population. Admittedly, both options favor prospective specialization with regard to the direction of the ideal elements that define the opportunities presented to the participating businesses (Berg & Vance, 2017). In the case of Summit Interior Design, the focus may be channeled to both the local and the expatriate population residing in the area. Most probably, interaction with the Adliya market would lead to a sharing of ideas that may be beneficial to the West Manama market.
	The Adliya interior design market may have evolved from the traditional Arab design that focused on the promotion of various religious themes when defining home interiors. In the case of the modern Adliya, the evolution of taste and preference has witnessed a quest to engage in external elements of art as well as the refinement of the traditional model. Players in the Adliya market have considered transforming traditional art into a distinct practice that presents a novel technique in the description of practices related to interior design. In some cases, the choice of appropriate pairing models for the different decorating methods seem to be depicted giving the impression of borrowed concepts where practices from other regions are blended in to create a fascinating piece of art (Ashour & Ghonim, 2017). Consequently, success in the Adliya market is an essential factor of both creativity and expertise, which is the hallmakr of the participating player.
The Effects of the Changing Art
	The Adliya market offers a different taste to Summit Interior Design. Succeeding in such a field involves the revamp of a number of practices associated with the operations of the firm. However, the Adliya commerce authorities offer assistance to aspiring foreign investors through the provision of ideal regulations that target the improvement of their performance prospects (“Commerce Affairs,” 2013). Apparently, the regulator considers a mandatory pairing of the investing firms with a localized partner in an effort to allow the growth of the local industry. Evaluating the regulation from the perspective of gain, assists in outlining the benefits to be extended to investors such as Summit Interior Design. Arguably, pairing Summit Interior Design with a local player would result in tapping into the local expertise. Hence there will be a comprehension of the traditional art of interior design associated with the region (Berg & Vance, 2017). Indeed, the area has a market that desires to blend a refined traditional touch with elements of modernity in style and preference. Consequently, incorporating a local player would allow the exploration of the conventional art while Summit Interior Design would be introducing the more modernized concept. 
	The participation of Summit Interior Design in the Adliya market is bound by the benefits captured from the expertise and are to be introduced in the target market. In essence, the firm would be involved in a mutual alliance where each party stands to gain from participation in the partnership. An appropriate element of the model would be the experience shared among the partaking players. In addition, the business will not be anticipated to change its recruitment model since it pairs with the interests of the alliance. Primarily, the Adliya market offers an ideal scenario where the management of the challenges faced by the firm will be achieved. Indeed, focusing on the Adliya market could lead to the integration of diversity in the practices associated with Summit Interior Design. The vast and diverse community associated with Adliya would lead to the attainment of improved output regarding the projects linked to the firm. 
	Furthermore, there is ideal room for the transfer of skills through participating in the Adliya market. In addition, the engagement of projects associated with the Adliya consumers would lead to the acquisition of unique skills that may improve the competitive nature of Summit Interior Design when applied at the West Manama studio. Arguably, the decision to participate in the Adliya market is a learning opportunity in relation to the lessons offered to the activity in West Manama. Besides, the promotion of a functional operational model inspires not only the design, but also the market approach for the West Manama outlet. The model may be looked at as an ideal attribute in the provision of the diversification sought by the enterprise towards the attainment of eventual growth in the international business arena (Gale, Duffey, Park‐Gates, & Peek, 2017). Currently, the success of Summit Interior Design is suggested to present an ideal opportunity for investment in the global arena due to the positive input of its operations in a metropolitan area such as that of West Manama.
Evaluating the Adliya Consumer Base
	The interests of the Adliyai consumer revolves around attaining the global standards while preserving the attributes associated with its traditional practices. An ideal Adliya real-estate experience features a number of modernized facilities that include malls and contemporary recreation centers. Regarding expectations, the market is bound to manifest a taste for the items that had been traditionally termed to reside across the western economies. According to Berg and Vance (2017), the manifesting appetite for contemporary art allows an appreciation of the opportunities that are bound to be achieved through participation in the market, while there are an existing a number of prospects that manage the expectations of the consumers. Among them includes offering original art that may not be considered popular among the target market. As such, the improvement of the existing art may be seen as an ideal quality to satisfy the interests associated with the target market. Nonetheless, there is a need to consider the Adliya market as a means to attaining international visibility in the case of players such as Summit Interior Design.
[image: Image result for interior designs in bahrain]
Fig. 5: Ideal interior design models in Adliya homes.
	The market demand prospects of a number of Adliya consumers may pair with the activity of Summit Interior Design studio in West Manama. Themes inclusive of nature and contemporary art is exceedingly famous across the region. Therefore, the prospect of succeeding in the Adliya market seems favorable due to the numerous intersecting taste trajectories associated with the two regions. Further, there is an existing active demand for models that allow the exploration of the innumerable cultural backgrounds related to the region (Gale et al., 2017). Indeed, the promotion of a functional business model across Adliya would involve exploring the market mandate as well as the subsequent development of a product that ensures the attainment of the desired outcome. In the case of Summit Interior Design, the concept of market exploration may be interpreted as a business expansion measure since the existing model can be consistently acceptable across the Adliya market.
[image: Image result for interior designs in bahrain]
Fig. 6: An interior design of a luxury villa in Adliya. 
Market Entry and Exit Prospects
	When Summit Interior Design participates in the Adliya market, it will be guided by the market regulations availed by the ministry of commerce. Among the ideal regulations include the registration of the venture and the promotion of ethical operations. Also, the participating firm is bound to make disclosure of possible partnership shared, especially with global players. In the case of Summit Interior Design, such revelation are very critical, and the enterprise is anticipated to provide proof of investment potential through retaining a deposit of a sum determined by the market regulator. However, such struggles may be minimized by the consideration of entering the market with a prospective partner. An ideal market exit strategy for Summit Interior Design would include the disposal of the venture to the partner player. Other exit alternatives would involve selling the investment to a different player, as well as transforming the studio to a virtual alliance within the West Manama facility. In particular, a virtual coalition would allow the transfer of resources to the favorable market (Berg & Vance, 2017). As a result, it would lead to the termination of the operations in the unfavorable region.
Personal Experience
	I consider Adliya market as an appropriate opportunity for the Summit Interior Design studio due to the similarity associated with the region and the West Manama market for interior design. My suggestion is derived from the numerous opportunities linked to the market. Ideally, the Adliya market is comprised of a rising consumer population for the products of the real estate industry. Thus, the demand for services that fall under interior design seems to be on an upward trajectory. Experienced players such as Summit Interior Design stand to reap extensive benefits due to their ability to develop creative content as well as their exposure to the practices connected to the industry. Additionally, the prospective connection with the manifested demand may be a perfect factor for the approval of the suggestion (Ashour & Ghonim, 2017). Likewise, I consider the available exit options favorable for the investor.
	Conclusion and Recommendations	
	The entry of the Summit Interior Design into the Adliya’s market would involve the identification of a feasible partner who would allow the attainment of the desired local market experience. Further to this, the entry plan is anticipated to comprise of attributes that favor a reliable exit strategy. Thus, the realization of a successful entry plan should involve identifying the appropriate market niche and a reliable partner. In addition to the participation in a different market, I would recommend that the firm consider investing in viable marketing plans in an effort to ensure progressive improvement in market performance.
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