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My idea is to collaborate with the student union of the University of the West Indies (Mona 
Campus) located in Kingston Jamaica to have in place a Used Book Room store. This service 
would be convenient and cost efficient to all students of the campus, as a handy tool for selling 
and buying textbooks on consignment. 

Customer Segments 

This service is offered to a mass market with the purpose of having access to cheaper textbooks. 
There are approximately 15000 students on campus that will be able to benefit from this store. 
Once they obtain a valid school I.D, students may use it to drop off their books to be re-sold, or 
present it when purchasing a book. The reason for the use of the I.D is to ensure that students 
from other schools will not be able to purchase the books, as they are intended solely for the 
U.W.I students. This is simply a way of protecting the students, to avoid a conflict of interest; as 
my idea would be a collaborative one with the student union of Mona.  

Value Propositions 

The store’s convenient location on campus would become an immediate solution to concern of 
the escalating prices of textbooks in Jamaica. The value that is being delivered would come in 
the form of lower prices, and the accessibility for all students. The ease on the prices that the 
students will experience would be the main reason for the store’s success. The favourable 
location also gives the store an advantage, because it will be the first and only of its kind on 
campus. This would make it much easier for students to be prepared for the new school year as 
they would know where their books could be found, and would not have to travel off campus— 
the books would be in their backyard. 

Channels 

Raising awareness about this service would be done in a cost effective manner through the 
influence of the student union over the masses. The union will simply communicate this through 
emails and placing posters around the campus. Customers would be able to evaluate the 
proposition through a suggestion/complaint box when they come in to the store and purchase a 
textbook. 

Customer Relationship 

The relationships that will be established are both personal and automative. The personal 
relationship will occur once the customer enters the store where he/she will be assisted in their 
quest for the required textbook. The automative relationship would occur once a book is sold; the 
original owner of the book will be contacted (via email) and informed of the recent sale of their 
book and given a date to collect their cheque. 
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Revenue Stream 

This store would primarily generate revenue through the sale on consignment. The student that 
brings in their book would offer a selling price between ranges (that are provided by the 
employee). Once that book is sold, the student would receive 75% of the price that they choose 
while the store would keep the remainder of that.  

Key Resources 

In this venture, there are quite a number of key resources that will add value and also gives a 
competitive advantage. Physically the location of the store,being in close proximityto the 
students, will create awareness and let the store become a “go to first” location in their minds to 
get a textbook. In regards to the intellectual aspect, the partnership that is made with the student 
union  will provide an advantage over the bookstore that is currently on the campus. This will be 
explained in the key partnership section. The reason for this is because students would know that 
this is for the students and partially operated by the students so purchasing from our book store 
would  

Key Activities 

Accepting books from students and alumni, and then acting as a medium to sell it for them at 
reasonable prices; where the owner of the books would collect a high percentage of the sales 
made. This shows how the used book room would solve problems for both types of students : the 
purchaser and seller. It allows students to be better off financially by either saving money by 
buying these books at lower prices or making money by getting a percentage of the money 
earned from the sale of the book. 

Key Partners 

As mentioned in the previous section, the strategic alliance with the student union is to show 
students that this store is for them and is created to satisfy their needs, thus relieving the pain that 
they go through of the ridiculous textbook prices. This will help reduce the risks of not being 
licensed and getting shut down by appeals of the competitors to the university administration. 
The union will also help in promoting the bookstore and notifying students of the benefits that 
they may gain when they make a transaction. Initially, our suppliers will be from other book 
stores and also from the students and alumni. 

Cost Structure 

This business model will experience the bulk of the cost in the start-up stages in getting the 
infrastructure and equipment/software in place. These costs will be fixed, once it is up and 
running other cost may come in the form of salaries for the employees, advertising and rent. 
However, this store will be cost-driven in its operations by offering low price value propositions 
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not spending money on all the books that will be sold and partnering with the union so that some 
of the responsibilities will be placed on the union, eliminating the cost from the store. 

Market Research 

In conducting the market research, the target market was segmented demographically and 
geographically. This target market would include individuals enrolled in the University of the 
West Indies (Mona Campus). After doing the research, we noticed that the prices are rapidly 
growing in an economy that is struggling with poverty (Luton, 2010). Students have been 
running into financial difficulty trying to pay for books let alone school (Miller). It was evident 
that there was a viable opportunity that could be exploited. With our store, we will now become 
the substitute for the main bookstore that sells these books at close to retail prices ("University 
of wi," ). The only completion similar to us would be JaBookBarter which is operated online and 
newly established. The advantage we have over them is that students will become more aware of 
our store much quicker, they will receive their books faster as the books won’t need to be 
shipped and may be less inclined to using a credit card online with JaBookBarter 
("Jabookbarter offers online," 2012).  
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