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Executive Summary 

The Company 

DailyBaraka is an online interactive platform that will provide information services to 

Muslim consumers on a one to one basis. Designed to give each user a unique and 

personalised service to complement and improve their lifestyle. 

DailyBaraka will 

provide Halal 

manufacturers and 

Shariah compliant 

service providers 

with a strong, 

targeted and 

effective marketing 

medium giving 

them direct access 

to the Muslim 

consumer market. 

 

DailyBaraka will focus on big data on a local and global basis to become  "The Source" of trusted 

information on Halal and Shariah compliant products and services as well as trends and demands of 

the Muslim consumer market. 

DailyBaraka has been formed as the solution to recognised market needs in minority Muslim 

markets on a global basis. 

DailyBaraka will have independent Shariah Advisors to supervise its development and ensure the 

company adheres to Islamic laws and jurisprudence. 

DailyBaraka will fulfil its duty to educate and give Zakat to organisations for the betterment of the 

poor and needy. 

DailyBaraka is registered in England and is owned by its founding principal directors. 
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The founding directors have supported the initial research and development of the company’s 

strategy, systems planning and formulation and will continue to manage and develop the company 

on an on-going basis. 

 

DailyBaraka should be considered as a 

Business-to-Business-to-Consumer 

(B2B2C) internet marketing model due 

to the company’s interaction with 

manufacturers, service providers, Halal 

accreditation organisations and the 

consumer. 

DailyBaraka’s head office will be based 

in London initially with approximately 

835 sq. ft. of rented office space. Annual 

rental will be in the region of £19,440 

(£1,620 per month) plus ancillary costs. 

We estimate that this facility will 

accommodate up to 12 employees and 

will meet the company’s requirements 

for the first year. The purchase of a 

suitable property at the end of year 1 is 

planned and a commercial mortgage 

will be utilised. 

DailyBaraka will be an information 

provider and marketing medium 

serving as a conduit between Halal 

manufacturers and Shariah compliant 

service providers, retailers, 

accreditation organisations and the 

Muslim consumer. 
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Mission Statement 

DailyBaraka is an online interactive platform for Shariah compliant brands, retailers and 

consumers. It has been designed to help engage consumers & producers, as well as to develop 

insights about consumers so to advice producers where to invest and how to deliver more of what 

consumers want. 

" Giving brands direct access to the Muslim consumer…" 

" Giving the Muslim consumer direct access to Halal and Shariah compliant brands." 

DailyBaraka will provide Halal manufacturers and Shariah compliant service providers with a 

strong, targeted and effective marketing medium giving them direct access to the Muslim consumer 

market. 

In a world of uncertainties of what is or isn’t Halal or Shariah compliant DailyBaraka will give 

Muslim consumers access to a multitude of accredited products and services at their fingertips and 

by doing so will increase their level of choice and quality of life. 

DailyBaraka will give Halal brands and Shariah compliant services direct access to the Muslim 

consumer… on a one to one basis… and on a local; national and global level. 

DailyBaraka will invest back into the regional communities… will educate with Islamic values… and 

will be an influence in the global standardisation of Halal and Shariah compliancy. 
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The Market 

Whilst DailyBaraka enjoys a unique positioning that enables us to follow a solus pricing policy our 

pricing strategy will be based on annual subscription rates that are competitive. 

The reasons for this are twofold. Firstly, as a service to our users we want to sign up as many 

subscribers as possible, and secondly, by maintaining our cost structure at a competitive level we 

will discourage competition from entering the market. 
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CREATING BARRIERS FOR FUTURE COMPETITION 

The only real way to grow sales and profits is to create innovative offerings with 

some “must haves” that define new categories or subcategories for which competitors are not 

relevant. 

DailyBaraka offers that innovation in service, in marketplace and in audience benefits. 

DailyBaraka’s goal is to successfully introduce our services but also to create barriers that inhibit or 

prevent competitors from entering and becoming serious consumer options. 

Proprietary technology. Other than that listed below DailyBaraka does not enjoy the benefits of 

proprietary technology as we are using tried and tested systems. Our main point of difference is our 

business model and how we are applying our technology. Much marketing thought, and experience 

has gone into developing a Modus Operandi which will, in itself, create a barrier to any operator 

having an easy entry into a new market. 

Software. Proprietary software will enable DailyBaraka to be the first to have a service that will 

integrate with online shopping portals offered by major retailers and the first to have a ‘share 

shopping list between friends and family’ facility. 

Ongoing innovation. Becoming a moving target as Apple did by following the iPod with products 

like the Nano, Shuffle, and iPad. With DailyBaraka we are committed to ongoing innovation in terms 

of updating and upgrading consumer services and benefits to our manufacturing subscribers. 

DailyBaraka will commence operations with a plethora of consumer and manufacturer services and 

benefits that have been developed over the past two years. At launch, the barriers to any 

competitors following DailyBaraka effectively will be substantial. 

Scale. IKEA, Starbucks, eBay, and Apple’s iPod all have scale economies often based on ‘first mover’ 

status that provide ongoing competitive advantages. DailyBaraka will enjoy ‘first in the market’ 

status and our intention is to build scale from that position quickly and effectively to dominate the 

market and deter any competitive incursions. 

Investment. A high investment protected brands like CNN and ESPN. The DailyBaraka website and 

App will, by virtue of the range of services, be sophisticated and highly developed. This will create 

an ‘investment’ barrier to anyone thinking of entering the market cheaply and quickly with basic 

services. Additionally, DailyBaraka will invest in a hard launch campaign program, developed by 

marketing and advertising professionals, that will establish the company as "The Leader" in Halal 

information and marketing. 
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Execution. We have already alluded to DailyBaraka’s executional strengths and unique range of 

services which we believe will more than meet the immediate and recognized need in the market 

from both consumers and manufacturers. Not only will our interactive website attract vast 

consumer  interest, but our unique App will provide an immediate and executional        barrier to 

competitive activity. 

Brand networks. Supporting networks such as the Apple App suppliers and the Pampers’ links to 

organisations involved in raising babies can be  hard to duplicate. From DailyBaraka’s perspective 

our networks will be international. DailyBaraka’s links with global manufacturers, associations with 

accreditation agencies in countries where Halal products are exported to the UK and, most 

importantly, our relationships with manufacturers in marketing their products will strengthen the 

DailyBaraka network. 

Customer involvement. Some brands can organise a community around the brand as Harley-

Davidson has done with their Trip Planner. Others associate with a common interest such breast 

cancer research (Avon). DailyBaraka has, maybe, the strongest of all customer groups, the Muslim 

consumer. We have researched the Ummah and the potential for DailyBaraka’s CRM program and 

this is destined to become one of the main strengths of our operation and one of the biggest 

barriers to competitive activity. 

Brand equity. Muji, Mars and Enterprise Rent-A-Car all have strong brands with visibility, 

associations, and a sense of authenticity. DailyBaraka will quickly establish its own brand identity 

based on the same attributes. A greater strength will be the level of trust which the Muslim 

consumer will  apply to our brand. 

Brand loyalty. If a brand can capture the customers most likely to value the  “must haves” and can 

keep them involved and happy, competitors will be faced with less appealing segments on which to 

build a business. As stated before DailyBaraka’s aim is to capture the Muslim consumer quickly and 

ethically and to involve them in ongoing communication that will improve their breadth of choice 

and, in doing so, will improve their quality of life and gain their loyalty to the DailyBaraka brand. 

Branded differentiators. A branded feature, service, program, or ingredient that will define a 

“must have” such as Oral B’s Action Cup, or Amazon’s OneClick can be owned by the firm. One of 

DailyBaraka’s strengths, and maybe it’s key and novel differentiator will be the App. which       will 

take our services ‘in store’ and engender spontaneous product trial and purchase. 

Exemplar status. If the brand represents the category such as Hoover or Land Rover, then other 

brands will have a difficult time getting considered. Daily Baraka has no direct competitors extant 

and will therefore quickly establish itself as "The Source" for trustworthy information on what is or 
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is not Halal. Thus, a barrier is created that will ensure that any new competitor 

will be seen as second best. 

These barriers will inhibit competitors from getting traction, becoming visible, and 

being perceived as authentic or gaining credibility. As a result, they may remain weak players or 

even drop out very quickly. Even better, they may be discouraged from entering in the first place. 

To paraphrase Bruce Henderson, the founder of BCG, “the essence of strategy is to convince 

competitors not to invest in areas of strategic importance to you.” It really is a different way to look 

at strategy. Don’t try to beat competition but, rather, make them irrelevant and discourage them 

from even competing. 

 

 

The Company's Services 

A. Corporate Page and Product Listing. 

All Halal manufacturers (Subscribers) will have a Corporate Page which will be a vehicle for the 

manufacturing company or Shariah based service provider to list all the company’s Halal products 

and to present their credentials to the Muslim consumer. 
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B. Individual Product Pages. 

Subscribers will be able to apply for any number of product pages on the basis of one per Halal 

certified brand or product group. These listings will be broken down by Sector with a further sub-

classification by Product Type. 

They will show pack sizes, ingredients, distribution, availability and the certifying organisation. 

C. User Search Options. 

Consumers are able to search the listings by sector, product group, manufacturer or brand. If the 

manufacturer has subscribed for product pages the consumer will be able to view product 

information that is relevant to the Muslim audience.  

D. Halal Accreditation - Free App. 

Consumers using smart phones and other mobile devices can download the free DailyBaraka App. 

which contains a database of accredited products each linked to its barcode. 

When the consumer scans a product’s barcode with the mobile device the software will confirm 

whether that product is registered with DailyBaraka and has been certified as Halal and, if so, by 

which accreditation organisation. 

In this way consumers will have increased product choice in-store, in real time, and manufacturers 

will be able to confirm their product’s accreditation and generate increased sales. 

  

E. On-line retailer shopping facilities 

For those consumers who wish to shop online DailyBaraka will also be able to identify those 

products that are not marked as Halal; but are listed on the retailers’ shopping sites and that have 

subscribed to DailyBaraka as certified Halal products. This will allow Muslim consumers, for the 

first time, to fully utilise online shopping facilities. 

F. User Dashboard/Feed/Content. 

A first for the Muslim consumer and the focal point for Muslim lifestyle choices…branded widgets 

are installed from third parties according to user preferences; fashion…. cooking… charity… videos, 

etc. This content will enable user retention and help develop on-going user interaction. 
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G. Accreditation Organisation Listing. 

The Accreditation Organisations certifying the products will also be listed on the website. Each 

organisation will also have a page on which they can include details on their ‘standards’ policy and 

will give contact details where consumers can obtain further information. 

H. ‘Classified’- Your Local Halal Amenities - Search. 

For a small annual fee, local Halal retailers, Shariah compliant service providers, Mosques and other 

appropriate locations will be added to a classified database. Consumers will be able to click on the 

listings button and, using GPS/postcode systems, the feature will show a map of the user’s local 

area and will flag the positions of the nearest registered Halal stores, Islamic banks, Shariah based 

Accountants, Halal Restaurants, etc. to the user’s location. In this way DailyBaraka will also support 

local businesses. 

I. Website and App Advertising. 

Halal product manufacturers and Shariah compliant service providers will be able to book 

advertising space on the DailyBaraka website; as well as on the App. A special feature of this 

medium will be highly targeted advertisements that will appear when a product from the same 

sector is scanned. For example, if a consumer is scanning baby foods this will 

trigger, in real time, an advertisement for, say, nappies or baby wipes. 

A further feature will be promotional sales offers. Manufacturers will be able to communicate a 

promotional offer via the App. To participate, a barcoded coupon will be shown on the consumer’s 

phone screen that can be scanned at checkout. This will be an ideal vehicle for price promotional 

offers, two- for-one offers, etc. 

J. Opt-In ‘News and Special Offers’ Database. 

Website users will be encouraged to register their details and opt-in to receive news updates on 

new products and special offers. This vehicle will allow DailyBaraka to maintain regular 

communication with the consumer which, in turn, will create loyalty and encourage ‘Word of 

Mouth’ marketing coverage. 

Registered users will be able to access an array of services... from following branded contents via 

our ‘User Feed’ and push marketing features, to saving coupons and consumer offers in their ‘User 

Profile’ to be redeemed at checkout thereby actively promoting trial and repeat purchase. 
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The Benefits for Subscribers 

By subscribing to DailyBaraka, Halal manufacturers and Shariah compliant service 

providers’ brands will be associated with, and presented by, a medium that has been specifically 

created as a product and service guide for the Muslim consumer. 

Through their inclusion these brands and services will gain credibility with the Muslim consumer. 

The confirmation of legitimate accreditation will underpin the consumers’ acceptance and purchase 

of the products, creating brand loyalty and extra sales. 

 

Subscribers will also receive free market research data and will also be able to purchase the 

biannual ‘Market Trends – Halal and the Muslim Consumer’ report based on the DailyBaraka 

‘Muslim Consumer Panels Research Programme’. 

 

Marketing Strategies 

DailyBaraka has budgeted £825,000 for marketing and advertising to the end of month 18 to 

support the launch and establishment of the website and App. 
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Activity for the three months prior to the hard launch date will form a teaser campaign to start 

building awareness and anticipation of something relevant that is about to be launched and will be 

designed to initiate word of mouth coverage. 

Strategy 1 -PR campains with relevance to DailyBaraka's website and App to the growing Muslim 

consumer’s needs. We believe that uptake of the DailyBaraka PR ‘story’ from Muslim consumer-

based print and broadcast media will be heavy. 

Strategy 2 – Advertising campaigns. The DailyBaraka PR campaign will be supported and followed 

by an advertising campaign in all Muslim consumer-based print and broadcast media. 

Strategy 3 – Web-based campaigns. Using banner advertising on Muslim targeted websites will 

increase DailyBaraka’s brand awareness and recruit those website’s audiences to our user base. 

Strategy 4 – Google AdWords campaigns. Google ‘Cost per Click’ AdWords campaigns will be used 

to target the Muslim consumer in a broad on-line environment with a link to the DailyBaraka 

website. 

Strategy 5 – Social Media campaigns. There are many local Muslim community websites. 

DailyBaraka will target those sites and other Muslim discussion boards and social media with 

comment and information on our service and the features of our App. 

Strategy 6 – Targeted Leaflet Distribution. A simple leaflet pack will be distributed to Halal food 

shops nationally. These will be displayed for each shop’s customers to pick up and take with them. 

Strategy 7 – Word of Mouth. Given the nature of the Muslim consumer and the Muslim 

communities which exist around the central roles of the Mosque  and the strength of the Ummah, all 

of the above campaigns will encourage  ‘Word of Mouth’ marketing activity on the basis of the social 

benefits  inherent in DailyBaraka’s services. Those benefits of increased choice,  education, 

information, clarity and application will feature heavily in conversations within Muslim groups 
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The People 

The Company's Management 
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Advisors 

 

  

Swiss Finance Partners Group is active on a worldwide basis as a consultant in the field of finance 

ranging from general investment advice; asset-management services to corporate finance, private 

equity to investment banking services dedicated to providing innovative and professional financial 

services to all kind of customers. 

 

The Financials 

Swot Analysis 

This is a technique for examining the environment within an organisation by reviewing its 

Strengths, Weakness, Opportunities and Threats. Based on our experience, the SWOT analysis 

reveals that there are a lot of strengths and opportunities for this type of business with some 

weaknesses that can be overcome and threats that can be minimised. The SWOT analysis can be 

summarised as follows: 
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Strengths 

Strong senior team with a range of cultural and management experience.                         

Sustainable business model to maximise profitability.  

Medium meets the needs of the UK Muslim consumer therefore developing loyalty and 

confidence.  

A unique and ideal medium through which Halal products and Shariah compliant services 

companies can directly reach the UK Muslim consumer. 

 

 ‘First in the market’ position will provide strong brand and consumer loyalty. 

Experienced staff will not be easy to source quickly. 

Establishing a new company and credentials will take time.                                                     

Maintaining workload from start-up will put a strain on existing staff. 

Sustained effort required to establish and launch within planned timescale. 

Opportunities 

UK government committed to support Islamic business activity. 

Muslim consumer market is one of the fastest growing sectors in the UK. 

No other medium offers direct contact with Muslim consumers to build 

brand relationships. 

DailyBaraka   will become "The Source" of marketing and sales information in 

relation to the UK Muslim consumer market. 

Targeted marketing will overcome the Halal manufacturer’s dilemma of 

overt communication to a broad customer base. 

Threats 

Critical cash flow forecasts which require total committed funds at commencement. 

Threat of internet attacks requiring the latest security systems and IT management. 

Delays to development and operational start-up may be critical to maintaining market lead. 

Competitive start-ups trying to usurp our position in the market. 
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 EXECUTION RISKS 

In order to evaluate the projected success of DailyBaraka we have reviewed the areas of 

potential risk inherent in developing the project. 

These are outlined below. 

SOFTWARE DEVELOPMENT RISKS 

The software that will be employed within the various elements of DailyBaraka’s services is 

based on current and proven technology. All platforms will be adapted with bespoke 

software to meet our specific needs and applications. 

As part of our due diligence process we reviewed a number of leading software 

development companies and selected a shortlist of those companies that would be able to 

provide responsive and constructive support to strengthen our product offering. 

We ensured that DailyBaraka would retain the intellectual property rights for all elements 

and bespoke code developed as part of the DailyBaraka platform. 

  

SYSTEMS SECURITY RISKS           

DailyBaraka’s developers have followed a multi-layer security strategy. The design of the 

software is compatible with OWASP standards. 

To cover the possible loss of systems DailyBaraka performs the whole cycle of service 

development and operations according to ITIL V4 guidelines for service management. 

Software in production is deployed on a number of servers supporting a HA plan. A DR 

(disaster recovery) site is run in parallel with the production site, both of which are 

synchronised based on an Active-Active strategy. 

 PERSONNEL RISKS 

All DailyBaraka sales staff will be required to have in-depth knowledge and understanding 

of the Muslim market and consumer. They will be expected to have an understanding of 

what is meant and required for products to be Halal, and a basic understanding of Shariah 

law. 
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They will also have cross cultural experience and awareness. This applies to both in-house 

and outsourced sales teams. 

Given the above the main personnel risk is in identifying and recruiting suitable staff when 

needed.  

SALES EXPECTATION RISKS 

Sales projections have been formulated on the basis of known retail products that have 

already been certified. The companies marketing these products, together with the products 

themselves will constitute our initial subscriber lists. 

Constant evaluation of sales progress will highlight any timing shortfall and, if necessary, 

additional sales staff will be employed to boost sales performance to maintain targets. 

  

HOSTING SERVICES 

Currently the DailyBaraka services have been deployed on the AWS (Amazon) cloud. The 

required resources are allocated dynamically, so there is no limitation on capacity, and, with 

the nature of cloud hosting, the services are not country dependent. 

DailyBaraka has an on-going policy of reviewing hosting options and is currently evaluating 

AZURE. 

 USER ACCEPTANCE RISKS 

DailyBaraka has researched the appeal and likely usage of our website and App with very 

strong results. Use of the free App is restricted only by the ownership of Smartphones 

which is now at a very high level. As far as the website is concerned, we are projecting initial 

visitor rates of 15,000 in the first month very quickly rising to 50,000 by month three. 

Thereafter visitor levels should rise steadily to 150,000 per month and more. 

We believe that, given a total Muslim audience of 3,000,000, these projections will be easily 

achievable and, ultimately, our user base will constitute a major share of the total Muslim 

market. The main risk in relation to our user base will be user retention. 
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DailyBaraka will be producing and publishing regular content that will 

interest,educate, inform and entertain our users as a means of establishing and 

maintaining  user loyalty and continuity. 

 Help Desk support will be provided 24/7 in compliance with ITIL. 

All visitor rates and total Muslim audience relate to UK only. Numbers will be 

proportionate in other countries 

Financial Risks & Analysis 

The feasibility study for DailyBaraka has been made objectively using the principle 

of most probable expectations. Our figures have been formulated on the basis of realistic achievable 

sales targets and we have been diligent in avoiding any extremes of optimism or pessimism. We 

have minimised the financial risks through judicious planning and conservative expectations 

resulting in pragmatic, professional and reliable financial forecasts. 

As per the professional financial forecasts, pretax sales revenue of GBP 2,700,000, GBP 4,040,000 

and GBP 7,040,000 will be generated in the first, second and third years respectively. DailyBaraka is 

targeted to break even and generate trading profit in the 8th month of operation. 

Other details are presented in the accompanying financial report. 
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