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Crew Challenge #1|Privacy & Business Utility

Question 1: The areas data discussed in the preamble 
· Administration
· Personal, commercial, government surveillance
· Personal communication
· Commercial transaction
· Personal browsing
· Social media 

Question 2: 
By collecting data from customers, petGRO will create value for themselves by understanding their customers better than ever before. The type of data and amount that is collected is limitless, and it will present petGRO with a new way to understand their customers needs, wants, and behaviours, and thus target them in a better way. Information such as the customers favorite type of pet or previous pet food purchases, will help petGRO customize the experience and sell them a product they want. In addition, another value that this would add for petGRO is that they could potentially sell the data to other companies, which could be another source of revenue for them.

Question 3:
By allowing petGRO to access their information and activity history on petCENTRAL, the customers are most likely going to obtain goods and services specifically tailored to their needs and suggestions. Therefore, not only do the customers derive higher satisfaction from their consumption of goods and services from petGRO but they also have more influence on what the firm produces. 

Question 4: 
By letting petGRO collect their data, customers will have all of the value discussed above in question 3. petGRO will have a better understanding of their wants and needs as a customer, and as a result, the customer will receive a better overall experience. 
















Crew Challenge #2|Big Data

Question 1: 
The following is a list of 6 big data sources that petGRO should consider collecting:
1. Text, images, videos, and conversations from chat history and forums on petCENTRAL.
2. Past transaction history on petCENTRAL 
3. Customer service communications between customers and employees
4. Order history and seasons/time of the year
5. Data from customers’ and potential customers’ social media accounts, such as their likes and interests
6. Location based on transactions history

Question 2: 
From the list of 6 big data sources listed above, the following three will be discussed in the remaining 3 questions:
1. Text, images, videos, location from chat history-- unstructured, high volume, high velocity, high variety
2. Past transaction history on petCENTRAL -- structured data, normal volume, normal velocity, high variety
3. Data from customers’ and potential customers’ social media accounts, such as their likes and interests. -- unstructured, high volume, high velocity, high variety

Question 3:
1. Collecting data on past transaction histories give petGRO the ability to understand customer’s preferences which can be used to emailed recommendations, coupons etc 
2. Location history data will allow petGRO to determine where to make provisions for more shipping resources depending on where there is a higher volume of demand.
3. Social media data can help identify and predict trends and therefore, help in the research and development of new products.
     
Question 4:
1. PetGRO can use chats between customers for feedback on services and products. Forums can provide a wider variety and more specific customer suggestions than if a suggestions box was placed in a physical store. Images and videos shared among customers on the forum can provide petGRO with a better understanding of their customers interests.
2. Past transaction history can be used to provide suggestions for customers. It can also be used to determine if a customer is more likely to buy a product if its at a discounted price, which could be used to tailor prices to each individual customer.
3. Data from customers or potential customers can be used to determine the behavior and buying patterns. 









Crew Challenge #3|Digital Products

6 Digital Products that petGRO could sell:-Pet tracker?
· Monthly/biweekly subscription to receive pet food regularly
· Pet tracker app
· Pet E-Magazine
· Paid Nutrition E-book
· Pet Grooming Tutorials 
· Online Pet training videos

From the list of digital products above, we will select the first one to elaborate on in the rest of this report: Monthly/biweekly subscription to receive pet food regularly.

Question 1: 
The target will be our whole customer base. This includes any pet owners, particularly dog and cat owners, who want to save time and receive their pet’s food on a regular basis. In addition, it also could include businesses who wish to receive regular supplies of pet food and accessories that petGRO sells.

Question 2: 
Since petGRO is already implementing a direct business-to-customer (B2C) distribution channel through their new website, this digital product could also be served through this channel. In particular, this subscription would be offered to the customer on the website when they reach the checkout page. 

Question 3:
Customers will be able to save time by not having to repeatedly place orders online and will not have to worry about running out of food for their pets. The subscription would also give the customer the option of how frequently new food packages arrive depending on how quickly their pets consume the food, ensuring the customers have a steady supply of pet food. Customers who use subscriptions could also receive bulk discounts. 

Question 4: Other digital products will include pet e-magazines by email, notifications from the app regarding new products. In addition, petGRO could pair with FedEX to provide customers with tracking of their orders.













Crew Challenge#4|B2B

Question 1: Physical B2B opportunities
1. Animal Shelters
2. Pet hospitals
3. Pet Pharmacies
4. Pet Grooming Stores
5. Pet breeders
6. Pet events/competitions

Question 2: Digital B2B opportunities
1. Subscription for businesses to receive regular supplies of petGRO products
2. Charge businesses to advertise on petGRO’s website
3. Sell pet collars/accessories with GPS chips to businesses such as kennels and vets
4. Sell information exhaust collected from petGROs customers to other businesses who could benefit from info that petGRO may not use
5. Sell software for shelters/animal hospitals that stores information about each animal’s condition and feeding schedule.
6. petGRO can sell information about the preference of food for each breed of animal to assist shelters in providing better care for their animals

Question 3: Concentrator opportunities for petGRO

petGRO has established their website petCENTRAL as a place for all pet lovers. Currently petGRO primarily sells food and accessories, however their customers have many other needs for their pets that petGRO doesn’t make themselves. petGRO could act as a concentrator and sell other companies pet products. petGRO should concentrate on products such as pet accessories that they do not already sell.

Digital products can be supplied by petGRO directly to avoid unnecessary additional costs. However, if other similar companies do offer valuable digital products, then petGRO could also sell these through their website.

Question 4: Broker opportunities for petGRO
Suppliers in this market include businesses who are trying to buy and sell orders that are presented by an investor, which is this case is petGRO. Also, customers who have made purchases at petGRO. The physical product that petGRo would broker between suppliers and customers would be pet pharmacies. petGRO would connect with veterinarian clinic in provide medicine for pets. Since petGRO as the information of the pets including potential allergies, petGRO would be able to provide a better services to their customers.
Digital 
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