


[bookmark: _Toc154138933]Executive Summary
An economic crisis has become a topic of discussion of the day. The War between Russia and Ukraine have created a complex situation for businesses all over the world. Several political decisions have proved as the cause of imbalance over supply and demand. This report discusses the whole discussion by creating an innovative product that focuses on energy efficiency in the world of limited energy production so that energy can run long by providing efficient use. 
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[bookmark: _Toc154138934]Introduction 
This report is developed to analyse and gather information about the development of innovative products and unique service propositions. To complete this assignment there are four parts discussed in this report. In the first part, there are descriptions of innovative products or services based on the analysis of the current situations in the world. In the second part, there is a plan to perform an online presence with the innovative product. The third part describes a marketing activity where communication and marketing strategies, this report involves some rules and acts defining data protection measures. This business is aimed at selling products that help in the efficient use of energy through using eco-friendly home energy efficiency kits that are Smart home devices like energy-efficient electric bulbs, smart thermometers, and smart plugs that help to automatically save electricity. 

[bookmark: _Toc154138935]Section 1: Products or Service Innovation 
[bookmark: _Hlk151393988][bookmark: _Hlk151394076]During these circumstances of global economic crisis, a business selling “Home Energy Efficiency Kits” will become profitable considering the “efficient” mindset of customers (Nijssen, 2006). This business is aimed at selling products that help in the efficient use of energy through using eco-friendly home energy efficiency kits that are Smart home devices like energy-efficient electric bulbs, smart thermometers, and smart plugs that help to automatically save electricity (Shelton, 2009). 
As per the consideration of environmental situations, Efficiency has become the contemporary practice of the years because of environmental hazards. This has created a huge opportunity and market for Home Energy Efficient Kits in the global market. As the increase of was between Russia and Ukraine is evolving, its effect on global resources like food, gas, and oil is increasing and because of it, a tremendous price hike has hit the economy of the world (Storey, 2016).  
[image: ]
[bookmark: _Toc154138936]Offerings and Innovative Difference 
This business is aimed at selling products that help in the efficient use of energy through using eco-friendly home energy efficiency kits that are Smart home devices like energy-efficient electric bulbs, smart thermometers, and smart plugs that help to automatically save electricity (Shelton, 2009). This business can also sell solar power gadgets, water-saving fixers, and educational resources.  
This innovative service is different from the existing products that give giving energy efficiency experience because of its smart and supportive nature. (Yunna and Yisheng, 2014) Energy efficiency Kits for home use like energy efficiency bulbs that the business is innovating will have an energy reserve system that allows users to use these bulbs while the energy supply is limited. Smart thermometers will serve in a smarter manner They will involve a smart system to automatically turn on heating and cooling activities when while temperature reaches a desired level (Bolon, 2018). 
[bookmark: _Toc154138937]Six Thinking Hats 

Six thinking hats[image: ]Figure 1: Six hat module, Source: (marketing91.com)

White hats: The white hat component of the is hat model is for the factual level of thinking. This level this energy efficiency kits business will gather information about the current users and their uses and patterns of energy efficiency in the UK. As per several research studies, people and households in the UK are focusing on using energy efficiency kits as energy supply is found at a smaller level due to the war situation in Russia and Ukraine (Bolon, 2018). 
Red hat: The red hat component The Six hat module states the emotional component of the existing situation. In this level, Energy efficiency list identifies that people of the UK are very interested in the use of energy efficiency kits (Yunna and Yisheng, 2014). 
Black hats: Black hat highlights the thinking of background analysis of innovative ideas. As per this analysis, the Energy efficiency kits business identifies that there are several challenges that can be disadvantages for the business  (Portillo Pizana, 2018). 
Yellow hat: Yellow hats represent the effectiveness of innovative products, from that point of view, energy efficiency kits have a great demand in the UK market as they will save 60 per cent of energy in daily use. People are more concerned about saving energy as there is almost a 40 % reduction in energy supply in the country. 
Green Hats: Green hats are for innovative ideas to make the product different and the way a product can be made marketed, Energy efficiency kits business will provide smart features and it will use both online and offline ways for making the product marketed (Yunna and Yisheng, 2014). 
Blue hat:  The blue hat represents the conductor's level of thinking while innovating a new product. Energy efficiency kits will have a plan of 1-year duration. The first 3 months of this time frame will be used to initially make the trial marketing and analyse demand. The 6 months will be used to industrially produce mass production  (Portillo Pizana, 2018). 
[bookmark: _Toc154138938]4 Key concepts in the digital age 
Ecosystems: An ecosystem for an innovative organisation refers to the process of creating and developing an interconnected network among several participants in the market so that more integrated products or services can be offered (Trott, 2017). For example, in the digital age, Energy efficiency service providers are creating an interconnected ecosystem by engaging energy efficiency kit developers, users and digital platforms like Amazon and eBay to collectively do business to minimize operational costs (Portillo Pizana, 2018). 
Co-operation: In the digital age cooperation is the system of working together and assisting others to perform more effectively (Portillo Pizana, 2018).  In this situation of resource scarcity and increasing cost situation, cooperation can be a greater tool to perform business in the UK to minimize the cost and utilize each unit of resources (Trott, 2012). 
Co-creation: It is the process of jointly creating values for the organisation to avoid the digital crisis and building an environment of greater effort in business. Jointly creating or helping to provide more value in the product has brought this concept of creation (Portillo Pizana, 2018). 
New work culture: A new work culture in the business organisation refers to the process of working with a digital attitude and practices (Portillo Pizana, 2018). Organisations are now following a digital work culture with more collaboration, flexibility in the purchasing and delivering approach and focusing on the digital ways of doing business rather than the traditional buying and selling of goods and services (Trott, 2017). 
dividing the total customers some similar characteristics are matched and so every segment is approached differently based on their distinct needs (Igliński, 2016). 


[bookmark: _Toc153911933][bookmark: _Toc154138939]STP analysis 

Segmentation: In approaching the market gap found through market gap analysis first step is to segment or divide the whole market into different parts based on some distinct category. In dividing the total customers some similar characteristics are matched and so every segment is approached differently based on their distinct needs (Igliński, 2016). Based on income, uses and other demographic criteria Home Energy Efficiency Kits will divide the customers of the UK into some parts and will develop an appropriate product and distribution mix so that efficiency in both industry and customer levels can be attained. 
Targeting: In Russia and Ukraine, people are more conscious of using limited energy more time so that normal life expectancies are met (Achinas, 2019). In selling Home Energy Efficiency Kits our business targets heavy users of electric energy customers having moderate income levels to afford energy efficacy kits. 
Positioning: to attract the attention of the customers of the UK by communicating advantages and information regarding the energy efficient kits through several mediums.  Advertising on social media like Facebook, YouTube and Instagram will be used for this purpose (Christodoulou and Cullinane, 2019).  In positioning Home Energy Efficiency kits will focus on exhaustive customers' need for efficiency effort.

[bookmark: _Toc154138940]Open innovation and close innovation model 
Open innovation: Home Energy Efficiency Kits follows an open innovation business model in which it collaborates with other business partners, and business operators that are used to operate businesses (Glass, J., Dainty, A.R. and Gibb, A.G., 2018). For example, Home Energy Efficiency Kits will collaborate with other online shopping platforms like Amazon and E-bay to take orders and distribute ordered products to the ultimate customers. 
[bookmark: _Toc154138941]Porter's Five Forces model 
Competitive rivalry: There is evident competitive rivalry in Energy efficiency practices in the UK. However, the companies are at the entry level and thus Home Energy Efficiency Kits will have a great opportunity to do business in the UK market (Bolon, 2018). 
Bargaining power of the buyers: As the supply of energy efficiency kits is comparatively low in the UK market, the bargaining power of the buyers is low at this moment.  
Bargaining power of the suppliers: The bargaining power of the Home Energy Efficiency Kits business will be high as the market of the UK currently possesses a small amount of energy-efficient product producers.  
Threats of new entry: Threats of New entry are high as there is an open market for energy efficiency kits in the UK (Yan, Y., Chen, Z., Yue, J. and Fu, Z., 2016). So, Home Energy Efficiency Kits business hall be more careful in continuous innovation so that it can create a competitive advantage to get over the competition and enjoy profitability. 
Threats of substitution: Threats of substitution in the UK market are moderate as there are some big and small companies already present (Zulfikar, R. and STp, M.M., 2018). So, prici

[bookmark: _Toc154138942]Section 2: E-commerce
Marketplaces that will be used to sell the Home Energy efficiency Kits are Amazon and E-bay. Amazon is one of the world's largest online selling platforms for the brick-and-mortar business.  Home Energy Efficiency Kits is a Brick-and-mortar business which means that it will sell its energy efficiency kits in both online and offline stores to rapidly sell its products to more customers (Yunna and Yisheng, 2014). 
Amazon will help the business as it provides opportunities to take a portion of online shopping places and show its products on the website. People will analyse products and read descriptions and then order products to make a transaction. E-bay can also be a good online platform to sell Home Energy Efficiency Kits as it will help to display goods on its website and initiate selling. Notes and photographs will be used to include in the online selling website to attract an audience and customers (Laudon, K.C. and Traver, C.G., 2020). 
Home Energy Efficiency Kits will use and accept PayPal while completing a transaction as a part of the payment system. This will have advantages and disadvantages. PayPal is the international exchange platform in which money can be exchanged and converted from one currency unit to another (Manzoor, A., 2010). 
With a partnership with PayPal and Amazon, the energy Efficiency kits will try to make the businesses electronically. PayPal will be used as a payment platform for both the buyer and seller of Energy efficiency kits. From the financial transactions  (Portillo Pizana, 2018), The business will accept payment through PayPal. PayPal is the international exchange platform in which money can be exchanged and converted from one currency unit to another (Manzoor, A., 2010). 
[bookmark: _Toc154138943]Section 3: Marketing mix 
[bookmark: _Toc154138944]Communication Mix
Advertising: Advertising is the work of communicating product or service information taking payment and using multiple advertising media like billboards, television, posters, and others. Home Energy Efficiency Kits will use advertising as a communication mix element by running paid messages through Facebook, YouTube, Instagram, billboards, and posters so that people encounter the advertisement and become customers (Gupta, A., 2014). 
Personal Selling: Personal selling is the work of selling products and services having a personal touch while selling. Home Energy Efficiency Kits will sell Its products in the physical selling stores and influence the customers personally by giving information about the product directly (Dominici, G., 2009). 
Sales Promotion: Sales promotion is a nonpaid communication plan by the organisation to share information regarding products.  It involves satisfied customers spreading their positive experience using the products. 
Public Relations: Public relations is another communication Mix, and it turns brand messages into stories that can best influence customers to make buying decisions (Constantinides, E., 2016). Home Energy Efficiency Kits will use public relations in a way that makes stories of products reliable and relevant such as its stories of energy efficiency initiatives. 
Direct Marketing: Direct marketing is the more personal attempt to communicate marketing messages to customers (Storey, 2016). Directly messaging the customers by mail, messages, phone calls and other Home Energy Efficiency Kits will try to communicate its product information to customers. 
[bookmark: _Toc154138945]Marketing Mix
Product: As products Home Energy Efficiency Kits there will be energy efficiency light bulbs that save energy and lasts a longer time consuming less energy, Smart electronic and energy regulator that smartly monitor energy uses and saves energy like electricity, gas, and water (Regulation, G.D.P., 2018). 
Price: The price of Home Energy Efficiency Kits will be moderate as these products can be sold to a broader customer base. In this case, a product penetration strategy will be used to capture more market and thus the price of Home Energy Efficiency Kits will be moderate (Bhaimia, S., 2018). 
Place: Place stands for distribution plan for the Home Energy Efficiency Kits. Home Energy Efficiency Kits will follow Brick and Mortar’s distribution strategy to capture more customer base as Brick and Mortar provides an opportunity to sell both online and offline (Shelton, 2009). 
Promotion: For promoting Home Energy Efficiency Kits will use advertising, Personal Selling sales promotions and direct marketing. Using social media and online selling platforms Home Energy Efficiency Kits will give visual information to the customers. 
[bookmark: _Toc154138946]Social media and search engines 
Facebook: Facebook is the world's most popular social media platform. It can be used as a tool to promote products of Home Energy Efficiency Kits on social media (Miles, 2010). Our Energy Efficiency Kits will use Facebook reels for product portions as it involves more and more customers.
Instagram: Through Instagram, we can also promote Home Energy Efficiency Kits. In this case, Instagram advertisements can be used (Shelton, 2009). Direct message opportunities on Instagram can also be used to reach potential customers. 
YouTube: YouTube is the largest growing multimedia platform for online advertising for products. Home Energy Efficiency Kits will use ads in the YouTube videos as they reach every customer of YouTube (Storey, 2016).  
Google: Google is the world's largest search engine. Here Home Energy Efficiency Kits can use search engine optimization to promote Home Energy Efficiency Kits search results. When one searches for energy efficiency home kits it will show ads for Home Energy Efficiency Kits at the top and as a result, people get messages about Home Energy Efficiency Kits earlier and make buying decisions. 
[bookmark: _Toc154138947]Section 4: Privacy and data protection 
[bookmark: _Toc154138948]GDPR rules and Data Protection Act of 2018: 
GDPR stands for general data protection rules that are imposed by the UK government to protect customers' data from being used in multiple media (Miles, 2010). Out Home Energy Efficiency Kits will operate its business following its general data protection rules so that no legal violation happens, and Home Energy Efficiency Kits can run its business fairly (Storey, 2016).  Some GDOR or general data protection rules are described in the below:
Need for consent: It stands for companies using data of customers who should have consent or no problem statement from the customers (Shelton, 2009). Home Energy Efficiency Kits will use customers' data by taking customers' consent and Home Energy Efficiency Kits will use websites like Amazon, eBay, and PayPal that take customers' permission while logging in. 
The necessity to fulfil a contract: General data protection rules state that companies must complete a contract with the customers to use customer information. 
Necessity to fulfil an obligation by law: Everyone must obey the rules and laws imposed by the UK government (Miles, 2010). While using personal data, companies can not violate general data protection rules thus Home Energy Efficiency Kits will fulfil all obligations. 
Necessity to protect the vital interest of another individual: it stands for the protection of other individuals' interests (Christodoulou and Cullinane, 2019). ‘It means by the operation of one company, the interest of another third party should not be hampered. 
Necessity to perform tasks of general interest. 
The necessity for the purpose of the legitimate interest pursued by the controller: the data controller can process personal data without the consent of the subject (Storey, 2016). 
Provision for customers to opt out of marketing communications: This stands for legal permission to approach one customer (Miles, 2010).  Home Energy Efficiency Kits will follow these rules and will take previous permission before direct marketing efforts like direct messaging, making phone calls, and making emails. The use of your personal data by companies, governments, and organisations is governed by the Data Protection Act of 2018 (Shelton, 2009). 
[bookmark: _Toc154138949]Data security measures 
Data encryption: Data protection measures are the steps that are taken to ensure security (Christodoulou and Cullinane, 2019). Data encryption is the task of changing the original messages or data into encrypted data using passwords, word changing and others.  Home Energy Efficiency Kits will follow data encryption as is security for both the company and customers (Nijssen, 2006).  


[bookmark: _Toc154138950]Conclusion 
After analysing and completing the report it can be concluded that during economic fall doing business and operating business activities is more complex. Thus, every business shall have innovative products and services to offer to the customers and attain business objectives.  In creating a unique selling proposition, one can differentiate one's product from that of the competition. In the end, the businesses gave plans for businesses to adopt or change as per the environmental conditions and will have competitive advantages over others. 
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There are descriptions of innovative products or services based on the analysis of the current situations in the world. In the second part, there is a plan to perform an online presence with the innovative product. The third part describes a marketing activity where communication and marketing strategies, this report involves some rules and acts defining data protection measures.

































































































































In this presentation, we will see an analysis of innovative product development and unique selling position. there are descriptions of innovative products or services based on the analysis of the current situations in the world. In the second part, there is a plan to perform an online presence with the innovative product. The third part describes a marketing activity where communication and marketing strategies, this report involves some rules and acts defining data protection measures.
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This represents a imbalance between the energy supply and energy demand in the market. 

Prices for consumer goods and energy drove inflation up. There are consequences for the global economy in addition to the military, political, and humanitarian effects of Russia's invasion of Ukraine. Rising energy costs are one of the conflict's main economic effects on the United Kingdom. The United Kingdom has experienced an increase in vehicle gasoline prices and residential energy expenses. The cost of energy has gone up and is predicted to go up for businesses as well. 

Thus a huge market gap has been created in the area of energy consumption all over the world. As a result demand for energy-efficient products has increased and business has found an area of profitable investment. Thus we have brought the business plan of selling energy efficient Kits for use in both home and business use. 
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Prices for consumer goods and energy drove inflation up. growing inflation in 2021 and 2022 was a result of growing consumer goods costs, which were supported by robust consumer demand and supply chain constraints. Over the past year, food prices have also increased significantly; in April 2023, they were 19.0% higher than the previous year, only 0.1% behind the 45-year high of 19.1% recorded in March 2023. There are consequences for the global economy in addition to the military, political, and humanitarian effects of Russia's invasion of Ukraine. Rising energy costs are one of the conflict's main economic effects on the United Kingdom. The United Kingdom has experienced an increase in vehicle gasoline prices and residential energy expenses. The cost of energy has gone up and is predicted to go up for businesses as well. Agricultural goods like wheat and various metals are also exported and produced in significant quantities by Russia and Ukraine
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Efficiency has become the contemporary practice of the years because of environmental hazards. Thus a huge market gap has been created in the area of energy consumption all over the world. 





















This business is aimed at selling products that help in the efficient use of energy through using eco-friendly home energy efficiency kits that are Smart home devices like energy-efficient electric bulbs, smart thermometers, and smart plugs that help to automatically save electricity. This business can also sell solar power gadgets, water-saving fixers and educational resources. 

In this situation, Our “ Home Energy Efficiency Kits” will help the customers to efficiently use energy, gas and oil so that the operational costs of homes and industry can be kept low.  By using our energy-efficient products, homes and companies can save up to some percentage of energy, gas and oil which are very costly in the global market but are essential. 
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4 Key concepts in the digital age 

Ecosystems: An ecosystem for an innovative organisation refers to the process of creating and developing an interconnected network among several participants of the market so that more integrated products or services can be offered (Trott, 2017). in the digital age, Energy efficiency service providers are creating an interconnected ecosystem by engaging energy efficiency kit developers, users and digital platforms like Amazon and eBay to collectively do business to minimize operational costs (Portillo Pizana, 2018). 

Co-operation: Energy efficiency kits will build cooperation with digital selling platforms like Amazon and eBay to sell both online and offline stores. Cooperation with PayPal, a digital payment gateway can assist in doing business more effectively. 

Co-creation: Energy efficiency kits will follow this concept and offer a more integrated product co-created by Energy energy-saving product producer, online selling platforms and an online payment gateway. 

New work culture: Organisations are now following a digital work culture with more collaboration, flexibility in the purchasing and delivering approach and focusing on the digital ways of doing business rather than the traditional buying and selling of goods and services (Trott, 2017). Energy efficiency kits follow these new practices and enable both online and offline selling of products. 
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Porter's Five Forces model 

Competitive rivalry: There is evident competitive rivalry in Energy efficiency practices in the UK. But the companies are at the entry level and thus Home Energy Efficiency Kits will have a great opportunity to do business in the UK market. Major rival companies of UK Markwt are Tokamak, Fast Light Fusion, Recycling Technology and so more. 

Bargaining power of the buyers: As the supply of energy efficiency kits is comparatively low in the UK market, the bargaining power of the buyers is low at this moment.  

Bargaining power of the suppliers: The bargaining power of the Home Energy Efficiency Kits business will be high as the market of the UK currently possesses a small amount of energy-efficient product producers.  

Threats of new entry: Threats of New entry are high as there is an open market for energy efficiency kits in the UK. So Home Energy Efficiency Kits business hall be more careful in continuous innovation so that it can create a competitive advantage to get over the competition and enjoy profitability. 

Threats of substitution: Threats of substitution in the UK market are moderate as there are some big and small companies already present. So pricing the products of Home Energy Efficy Kits will be sensitive and thus pricing decisions should be kept carefully for this business. 
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Summary Business (product/service)concept and model

The business will have objective of attaining profit by serving energy efficiency tools. In uses open innovation business model to create and innovate products. Brik and mortar business strategy helps it to sell both online and offline. By collaborating with amazon, eBay, PayPal it would imply its transaction and money exchange. 
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Marketing Mix

Product:, Smart electronic and energy regulator that smartly monitor energy uses and saves energy like electricity, gas, and water. Smart home appliances that save energy use and prevent wastage. 

Price: The price of Home Energy Efficiency Kits will be moderate as these products can be sold to a broader customer base

Place: Home Energy Efficiency Kits will follow Brick and Mortar’s distribution strategy to capture more customer base as Brick and Mortar provides an opportunity to sell both online and offline. 

Promotion: For promoting Home Energy Efficiency Kits will use advertising, Personal Selling sales promotions and direct marketing. 
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Communication Mix

Advertising: Home Energy Efficiency Kits will use advertising as a communication mix element by running paid messages through Facebook, YouTube, Instagram, billboards, and posters.

Personal selling: Its products in the physical selling stores and influence the customers personally by giving information. 

Sales promotion: Sales promotion is a nonpaid communication plan by the organisation to share information regarding products.  It involves satisfied customers spreading their positive experience using the products. 

Public relations: Public relations is another communication Mix and it turns brand messages into stories that can best influence customers to make buying decisions. Home Energy Efficiency Kits will use public relations in a way that makes stories of products reliable and relevant such as its stories of energy efficiency initiatives. 

Direct marketing: Direct marketing is the more personal attempt to communicate marketing messages to customers. Directly messaging the customers by mail, messages, phone calls and other Home Energy Efficiency Kits will try to communicate its product information to customers. 
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Privacy and Data protection

Some GDOR or general data protection rules are described in the below:

Need for consent

The necessity to fulfil a contract

Necessity to fulfil an obligation by law

Necessity to protect the vital interest of another individual

Necessity to perform tasks of general interest 

The necessity for the purpose of the legitimate interest pursued by the controller

Provision for customers to opt out of marketing communications



Data security measures

Data encryption 
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Thus every business shall have innovative products and services to offer to the customers and attain business objectives.  In creating a unique selling proposition, one can differentiate one's product from that of the competition. In the end, the businesses gave plans for businesses to adopt or change 
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