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Innovative Service Plan


1. [bookmark: _Toc109423099]Introduction:

This research has the purpose of presenting an innovative service plan, more exactly the innovative candles made by Golden’s Moon. This research will analyse the critical factors that are determining an innovative plan. 
The first section will discuss the innovative service proposition, focusing on the innovative product (Innovation Matrix), competition (Porter's Five Forces), and customer targets and advantages.
The second section will cover project planning and execution, including finances, equipment and supplies, staff, and payment services.
The last component will discuss marketing, including the channels used to sell their products, customer targeting, and the customer journey.

2. [bookmark: _Toc109423100]Product innovation:

de Souza Marques, et al. (2020, pp.155) explain in their publication perhaps one of the most significant ways in which organisations may acquire competitiveness would be via innovative products. The definition of product innovation offered by (OECD, 2005) is the one that appears to be the most appropriate. According to this definition, product innovation is the development of a service or product that is either completely new or considerably enhanced concerning its aspects or the use to which it is planned.

2.1. [bookmark: _Toc109423101]Why is Golden’s Moon different?

The innovative products that will be introduced in this innovative service plan are the Golden's Moon hand made soy candles, that can be delivered to most corners of the world. The business is taking and dispatching orders 24/7. Next day delivery is available for U.K. customers. It is the only candle business that hides messages under the wax of the candle. There are at the moment three types of candles, that have a mysterious message hidden behind the top layer of the wax. An engagement candle with the message “Marry me.”, one that displays the happiest message of "I'm pregnant" and the gender reveal of the baby: "It's a girl"(light pink soy)  or “it’s a boy”(baby blue). 




2.2. [bookmark: _Toc109423102]Product Development:

New product development has been strongly researched and developed (R&D)-driven and industry-specific," (Serkkola, et al., 2010, pp. 415). 
Golden's Moon is embodied by a start-up company that identified and filled a gap in the existing market landscape. These days, there are a lot of brilliant people making candles, and they are introducing new products and ideas to the market all the time. Golden's Moon was invented by one of them after an obsession with scented candles.

2.3. [bookmark: _Toc109423103]Innovation Matrix:

Using an innovation matrix, a company may determine which area it falls in as well as what kind of adjustments it must do in order to innovate. Innovation Matrix focuses on four stages of innovation: Breakthrough Innovation, Disruptive Innovation, Basic Research, and Sustaining Innovation. 

Breakthrough innovation: 
Breakthrough innovation is an innovation that fundamentally changes the dynamics of a given industry or market.

Sustaining innovation: 
Sustaining innovation, according to (Campbellsville, 2017), enhances already established goods. It improves current markets and enables enterprises to compete with others using sustained improvements.

Basic research:
(Schetter, et al., 2019) argues that basic research is essential for generating the fresh understanding and knowledge that underpins innovation. 

Disruptive Innovation:
 “A disruptive innovation helps create a new market and value network” (Campbellsville, 2017). (Rasool, et al., 2018) argue in their work that in most cases, businesses can develop new products and services quicker than their customers' requirements change. 





Figure 1-Innovation Matrix 
(Satell, 2017)
[image: ]

2.4. [bookmark: _Toc109423104]Innovation Matrix Applied: 

From basic research to sustaining innovation:
The idea of Golden's Moon commenced with basic research, which took around 6 months. Many types of research and product testing were conducted during this time period. At the time, Golden's Moon was only a business concept.
Golden's Moon evaluated a variety of items and analysed the costs and products of rivals in order to achieve the best results in the manufacturing of scented candles. The company has achieved a sustained innovation position because it delivers something distinct and superior to its competitors. Golden's Moon candles are vegan, employ recycled flowers to create unique designs, and the candles are poured in recycled coconut bowls. Another distinguishing characteristic of the company is that it makes an effort to know its customers. Every purchase may be customised at no cost, and every candle can be personalised. Customers are able to show their uniqueness with the assistance of the candle designer. Customers may, for example, create their candle label, request a specific floral arrangement on the candle's top, or write their message on the candle's top.

2.5. [bookmark: _Toc109423105]Customer Target and Benefits:

A brief survey will be disseminated on social media utilising office forms to get a better knowledge of the customer target and its benefits. 
Figure 2-Potential Customer Gender
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Figure 3-Potential Customer Age[image: Chart, bar chart
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Figure 4- geographical reference
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Customers are the focus of questions 7, 8, and 9. The customer's gender, age, and country of residence are all addressed in questions 7 through 9.
The survey was completed by 30 people. Even though the poll was circulated on social media groups with both men and females, only 29 females and one male responded. There are 14 people interested in the handcrafted candles between the ages of 26-35, 5 between the ages of 36 and 45, 5 between the ages of 46 and 55, 4 between the ages of 18 and 25, and 2 above the age of 55. The United States has the highest proportion of residents, with 23 percent -7 interested in handmade candles, followed by Romania with 4 responses, Australia with 2 responses, the United Kingdom, Netherlands, etc. 
In conclusion, the target market would be women, over 25, as most of the candles are addressed to engagements and pregnancy gifts.




2.6. [bookmark: _Toc109423106]Competitive Advantage-Porte’s Five Forces:

A variety of businesses are attempting to reach out to a variety of customers. This is critical information, since entering a saturated market increases the likelihood of a company's collapse (Fine, 2009). 

“In the long run, firms succeed relative to their competitors if they possess sustainable competitive advantage” (Porter, 1990, pp. 37). Utilizing Porter's Five Forces analysis is a simple way to evaluate a company's level of competitiveness in its industry. Competitive rivalry, supplier power, buyer power, threat of substitution, and threat of new entry are the primary elements to identify.

2.6.1. [bookmark: _Toc109423107]Competitors-Porter’s Five Forces-Applied: 

3. Figure 6-Porter's 5 Forces


[image: Diagram

Description automatically generated]


The threat of new entrants:

The threat of new entrants in this business medium. The candle business involves research, experience, innovation, and creativity and it can survive with the help of customers. Good reviews and happy customers lead to loyalty. What is important Golden’s Moon is to build up a strong relationship with its customers and continuously attracts them with new and one-of-a-kind products. This information is supported by the result of the survey, which stated that 63.9% of participants prefer to buy candles based on their experience with the product.

The bargaining power of suppliers:

The candle sector has little supplier bargaining power. The switching cost is little to non-existent since there are several potential suppliers. The only tangible obstacle is the change in material costs since Brexit has dramatically increased the cost of imports from China. Golden's Moon has developed excellent relationships with its suppliers, but it also has other backup sources.

The bargaining power of buyers: 

The bargaining power of buyers in the candle industry is high. The business depends on its customers. There are hundreds of candle businesses in the world, and there is no switching cost for customers.  One benefit that Golden’s Moon has is that delivers internationally and can reach more customers, thing that leads to customer loyalty, considering that the business delivers exceptional products and services.

The threat of substitute power:

The threat of substitute power is low, as candles related to engagement and pregnancies are unique and quite new on the market. There are existent substitutes that exist on the market, for example, the gender reveal balloons, but the candles are more complex. They serve as home decoration, relaxation products plus the gender reveal/ engagement proposal, etc. 

Rivalry among existing competitors:

The rivalry among existing competitors is high, as mentioned above there are many competitors on the market and the switching cost for customers is low. Golden’s Moon is giving emotions bundled in a candle, amazing customer service, exceptional quality of their products, and tempting bundles and offers for loyal customers and not only. These attributes are vital when it comes to competitiveness among existing competitors.
Even if Golden's Moon's products and services are of great quality, there are other powerful competitors. Yankee Candles is a dominant brand in the candle industry, but as the survey findings show, it does not pose a danger to handmade candle businesses, none of the 38 people that answered the survey chose Yankee Candles (see figure 7). Instead, small candle businesses like Golden's Moon are a threat because 37 of the 38 people surveyed said they prefer hand-made candles. Small candle business owners are creative and competitive, developing sustainable and innovative ideas to survive in business.
Figure 7-Survey-candle preferences[image: A picture containing chart

Description automatically generated]

[bookmark: _Toc109423108]3.1. Golden’s Moon- From Planning to Selling

[bookmark: _Toc109423109]3.2. Planning:
Figure 8[image: ]-Planning/RESOURCES/FINANCE

The company created a cost/resources Excel sheet to better disclose the Golden's Moon finances, the selling e-commerce platform, time allocation, supplies, and equipment.

[bookmark: _Toc109423110]3.3. Etsy-Golden’s Moon:

Etsy.com is being used by Golden's Moon to sell its products.
Etsy is an eCommerce platform for handcrafted items.” Etsy has built not only a system for the sale of crafts but has also encouraged a sense of community among crafting entrepreneurs and hobbyist.” (Abrahams, 2008, pp. 1).
Etsy.com has produced an app that is compatible with both the iOS and the Android operating systems. Both customers and sellers agree that the app is simple to use. It is simple to sell on Etsy since it is simple to set up the selling platform, upload the products, and add content. Customers may easily contact the company using their messaging option. Golden's Moon has activated notifications for the Etsy App, which makes it easier for the seller since every notification, such as a message, order, or if someone has favorited a product from the page, is shown quickly. This is helpful for the customer since the business will access their messages or orders instantly. Figure 9-Online Platform


[image: Graphical user interface, application
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Figure 10-Etsy
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As previously mentioned, the company designed a survey to learn more about its customers' demographics, and preferences, and to learn more about its competitors' advantages. According to the data, a large number of clients (18 out of 38) purchase their handmade candles via Etsy.com or the Etsy App.

[bookmark: _Toc109423111]3.4. Financing:

The first budget that was allotted to the company was the amount of £1500. The budget was allocated from personal savings. After doing research, putting things through testing, and engaging in talks with suppliers, the company found that it required an additional 370 pounds. This sum of money was withdrawn from the savings account as well.
The company was given a total of £1,870, including £300 for testing the raw materials (essential oil, cotton and wood wicks, labels, and so on), £1,500 for raw materials (candle jars, wax, Cricut machine, Wax melting pot, printer, etc), and £70 for testing marketing strategies for the first week (Etsy Marketing, Instagram Ads, Facebook Ads).






[bookmark: _Toc109423112]3.5. Packaging: 

Royal Mail is being used by Goldens' Moon to carry out deliveries of their items. They are providing Next Day delivery for consumers in the UK for an additional fee of postage of £3, in addition to normal delivery, which is free for customers in the UK. The company also makes deliveries to locations outside of the U.K., including the United States of America, Europe, and the United Arab Emirates; the consumers pay for their deliveries.

The products used for packaging are all sustainable. The business uses different types of candle jars, including upcycled jars and pots bought from Facebook Marketplace, coconut shells, organic cotton wicks, made from recycled cotton, and biodegradable and recyclable wrapping paper. 

[bookmark: _Toc109423113]3.7. Equipment and supplies-finance and sustainable raw materials:

Most of the finances were allocated to the equipment and supplies.
The most innovative, expensive, and needed gadget that the business bought is the Cricut Maker (£300), which helps the seller design labels, thank you cards, business cards, candle instructions, etc. The printer is the second in terms of price, as the seller chose to purchase a cost-friendly printer (£180). 
The £1,320 is for the raw materials that were bought from B2-B companies like Candle Shack, Nikura, and Cosy Owl, or from Alibaba in large quantities. Also, Golden’s Moon is continuously trying to find interesting pots for candles for innovative projects on Facebook Market.
 Golden’s Moon is using a percentage of 90% of sustainable raw materials, as the candle pots are reusable. The business tries to buy used glass jars from Facebook Marketplace or reuse the glass jars from friends and from own use to protect the environment and to save money. The soy wax used for the candles is 100% vegan and environmentally friendly. Customers across the U.K. can send back some of the candle pots (coconut bowls) for a candle refill. 

[bookmark: _Toc109423114]3.8. Staff:

Small business, Golden's Moon has just one employee and recently went on the market. The person in charge of all things connected to creating candles, running a company, marketing, fulfilling orders, shipping, keeping track of inventory, and keeping the books.

[bookmark: _Toc109423115]3.9. Payment Services: 

Customers will find Etsy's payment options to be versatile. They may pay with Apple Pay/Samsung Pay, their card (Visa, MasterCard, American Express), PayPal, or in three interest-free installments with Klarna.

[bookmark: _Toc109423116]4. Marketing:

“Marketing is the process by which companies create value for customers and build strong customer relationships to capture value from customers in return.”(Kotler, et al., 2015, pp.21).
Golden’s Moon is using 5 different platforms to promote its products. The first platform is Etsy.com, which has its Marketing option. 
[bookmark: _Toc109423117]Etsy Ads
[image: Graphical user interface, text, application, chat or text message

Description automatically generated]Etsy has advertising options for businesses. Sellers can pay anywhere from $1 to $25 per day to promote their products. Sellers can also offer sales and discounts and share them on social media by generating a link. Etsy.com also helps you create a personal website. Figure 11-Marketing-Etsy

Golden's Moon pays $1 a day for ads on Etsy and uses the sales and discounts feature. For example, if individuals "favourite" one of Golden’s Moon's products, they'll get a 10% discount via email with the code "FAVORITE10." The same goes for people who put items in 
their carts but don't immediately place an order. Also, as a thank you, everyone, who buys something from their page will get a 10% discount after they check out.

4.1. Instagram/Facebook/Pinterest/Tick Tock Ads and Insight: 

The other four platforms used by Golden’s Moon are Instagram, Facebook, Pinterest, and Tik Tok. The one that is the most profitable to use of these three is Instagram, as most people moved from Facebook to Instagram and Instagram Ads are more affordable. The best way to promote their products it’s by creating reels. Creating the content and using the”#" is crucial when it comes to marketing your products via Instagram, Facebook, and TikTok.
The use of Instagram ads is useful for Golden’s Moon but more costly compared to Etsy, but it is generating more visits than the other social media platforms. 

4.2. [bookmark: _Toc109423118]Reaching Customers:

When compared to Etsy, which brought in 75 percent of Golden's Moon's consumer base, Instagram brought in just 25 percent. Still, both social media and Etsy are vital for the company. 

4.3. [bookmark: _Toc109423119]Customer Journey: 

To attract customers, Golden's Moon uses the Etsy.com marketing option and always offers a 10 percent discount on all goods. On each package will be a business card with QR codes for the Etsy and Instagram accounts, and a thank you message with a recycled flower. Most of Golden's Moon's clients are repeat customers owing to the quality of its products.

5. [bookmark: _Toc109423120]Conclusion:

In conclusion, it is vital to comprehend the significance of innovation in organisation, given that consumers may purchase anything on the market nowadays. A survey will always aid in gaining a deeper grasp of market trends, competitors, and client goals. Additionally, it is essential to develop an original product, research the competition, and identify the target market. Also essential are the planning and marketing of the products and services.
Lastly, for Golden's Moon to continue its operations on the market and compete successfully with its rivals, the company must constantly be open to new innovative ideas to create its products.
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[bookmark: _Toc109423123]Appendix A

The following is the link to the survey that was developed in order to assist with the research of the innovative product.
https://forms.office.com/Pages/ShareFormPage.aspx?id=-REPTm4EBUWcuNshUjEeIYpEov541ehPj9qj-JVe7CNURUhBMUpUTEFPNFdPV0VVRDVYSUhWMkVTNC4u&sharetoken=yWmhcECIXjKQNa1CN06S
[bookmark: _Toc109423124]Appendix B

The following link displays the result of the survey.
https://forms.office.com/Pages/AnalysisPage.aspx?AnalyzerToken=NOPRgH5JcaC5P6pw7Wg2Zep3VzYrTI6M&id=-REPTm4EBUWcuNshUjEeIYpEov541ehPj9qj-JVe7CNURUhBMUpUTEFPNFdPV0VVRDVYSUhWMkVTNC4u
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ACTIVITY/ PROJECT Sub-activity Sub Sub-activity Number of  Weeks Cost



Etsy-Goldens Moon 1.1. INITIATION 1.1.1. Create the project plan 5 £0



1.2. PLANNING 1.2.1. Research the raw materials 14 £0
1.2.2. Research the best postage methods 1 £0
1.2.3.Setting up a budget 4 £0
1.2.4. Research the best e-commerce platform 4 £0
1.2.5.Find suppliers 2 £0



1.3. EXECUTION 1.3.1. Testing the products 12 £300
1.3.2. Defining suppliers 2 £0
1.3.3. Defining the postage methods 1 £0
1.3.4. Defining the platform 1 £0
1.3.5. Order the raw materials 12 £1,500
1.3.6. Create the platform



1.4.Controlling Update the project plan. 



1.5. Closing 1.5.1. Test the platform 1 £20
1.5.2. Test Marketing Strategies 1 £50
1.5.3 Establish the Golden's Moon page 1 £0
1.5.4. Apply the best marketing strategy 1 £0



Total of weeks Finance
62 £1,870










ACTIVITY/ PROJECT Sub-activity Sub Sub-activity

Number of  Weeks Cost

Etsy-Goldens Moon 1.1. INITIATION 1.1.1. Create the project plan 5 £0

1.2. PLANNING 1.2.1. Research the raw materials 14 £0

1.2.2. Research the best postage methods 1 £0

1.2.3.Setting up a budget 4 £0

1.2.4. Research the best e-commerce platform 4 £0

1.2.5.Find suppliers 2 £0

1.3. EXECUTION 1.3.1. Testing the products 12 £300

1.3.2. Defining suppliers 2 £0

1.3.3. Defining the postage methods 1 £0

1.3.4. Defining the platform 1 £0

1.3.5. Order the raw materials 12 £1,500

1.3.6. Create the platform

1.4.Controlling Update the project plan. 

1.5. Closing 1.5.1. Test the platform 1 £20

1.5.2. Test Marketing Strategies 1 £50

1.5.3 Establish the Golden's Moon page 1 £0

1.5.4. Apply the best marketing strategy 1 £0

Total of weeks Finance

62 £1,870


image9.png
TSy APP

TSy WEBSITE





image10.png
3. What platform would you choose to buy your candles from?

More Details

Social media

Etsy

Shopify
notonthehighstreet.com
Amazon

Direct referral from others
Website

Other

20

18

10

17

22

25

20

15

10

5

0

Il




image11.png
MARKETING

Search Beta
analytics
Etsy Ads

Sales and
discounts

Social media

Custom web
address




image1.jpeg




image2.emf



Breakthrough 
Innovation



Basic 
Research



Sustaining
Innovation



Disruptive
Innovation



W
el



l D
ef



in
ed



 
N



ot
 W



el
l D



ef
in



ed



P
R



O
B



LE
M



  D
EF



IN
IT



IO
N



IN
N



O
VA



TI
O



N
  M



AT
RI



X



Well Defined Not Well Defined











