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[bookmark: _Toc165045811]In a period of rapid technological development and shifting market conditions, businesses must innovate and adapt to succeed. Businesses must constantly adopt new technologies and concepts to meet changing client expectations and stay competitive in the digital age. Digital disruption is currently common in entertainment, retail, healthcare, and finance. Amazon, Netflix, and Tesla have rethought their business models and leveraged technology to give customers more value to survive and expand in this new world. 

A project plan for a new product or service that exploits current technologies to fulfil market needs is the main focus of this study. This strategy will employ design thinking and innovation models to provide a business solution for today's market and anticipate future issues and trends. This product (or service) offers unique features and superior functionality to stand out in its market. 

Task 1: Plan a product or service 

A) New ideas and offerings 

The product or service: 

The new idea is "GreenSpace," a smart home garden system that employs IoT technology to let city dwellers grow veggies and herbs in small places. This smartphone-controlled system watered, delivers nutrients, and adjusts light. AI analyses growth patterns and environmental conditions to determine the best ways to care for plants and maximise their potential. This makes home gardening possible for everyone, even beginners. 

Who to Contact: 

People who want to be sustainable and self-sufficient but don't have space for traditional gardening might join GreenSpace. This includes health-conscious folks, working professionals who want to simplify green living, and environmentally conscious millennials and Gen Zers who are thrilled about tech-based solutions to common challenges. 

Sales plan: 

GreenSpace will be available online through our e-commerce site and Amazon to reach more people. Pop-up installations in cities and partnerships with eco-friendly and home improvement companies will also make the project more visible and accessible. Smart online marketing and relationships with sustainability and home gardening professionals will increase sales platform traffic (Makri, M. & Scandura, T.A., 2010).

Name of Business: 

Business will be called "GreenSpace Smart Gardens." 

Long-term care: 

Eco-friendly GreenSpace uses solar-powered machinery and biodegradable plant pods to last. It will last longer with a seed and nutrient subscription and software updates that improve performance and extend the product lifecycle. Communities built through workshops and online groups will keep customers coming back and engaged. 

Competition analysis: 

Smart garden competitors include Click & Grow and AeroGarden, which make countertop gardens. GreenSpace is a more integrated system that alters care plans based on real-time environmental and plant health data, increasing yields. GreenSpace uses renewable materials and energy, making it a better choice. Marketing will highlight these unique selling characteristics to attract eco-friendly customers seeking the best and longest-lasting home gardening solutions. 

This holistic strategy to defining, targeting, and promoting GreenSpace highlights its creativity while considering the market and business model's long-term viability (Lee, D.Y. & Tsang, E.W.K., 2001).

B) eCommerce Plan 

Platform Choice: 

GreenSpace Smart Gardens should sell online via two channels. A completely branded e-commerce site will be created using Shopify. Shopify offers inventory management, analytics, and quick payment channel integration for small businesses. A corporation that requires powerful, scalable solutions will need these tools. We'll list GreenSpace on Amazon to utilise their massive consumer base and fulfilment network to promote and distribute our products. This two-pronged method ensures targeted and random traffic, helping us reach more people. 

Building content: 

You need effective content to attract buyers and demonstrate GreenSpace's value. The content plan will include: 

Product descriptions should be clear, entertaining, and full of valuable information on how the smart garden system works and its benefits (Lee, D.Y. & Tsang, E.W.K., 2001).

High-Quality Photos: Professional photos of the product in different situations illustrate how compact and nicely it fits in different homes. 

• How-to Guides: Step-by-step tutorials and videos on system setup, app use, and garden care (Mays, S., 1996).

• Testimonials from early consumers establish trust and demonstrate the product's efficacy. 

• Blog Posts: Write about urban gardening, green living, and new home gardening technology to increase traffic and SEO. 

Payment Processing: 

Payment alternatives include: (Onetti, A. et al., 2012) for a secure and easy buying experience.

Visa, MasterCard, and American Express are accepted. Due of their simplicity, these options are popular. 

PayPal is safe and easy to use for online payments, and many people trust it (McGrath, R.G., 2010). Check out without entering card information on our site.

Apple and Google Pay are fast and secure alternatives for mobile customers to pay without entering their credit card information. 

PCI-DSS compliance: 

Protecting client financial information is crucial. Because we care about security, we shall follow PCI-DSS for all payment processing. Lee, D.Y. & Tsang, E.W.K. (2001) will reach this accord.

Use only PCI-compliant payment platforms like PayPal and Shopify Payments. 

Regular security reviews and modifications to ensure all payment systems and procedures follow PCI-DSS's rigorous regulations. 

• Encrypting all transactions to protect data during transmission. 

This comprehensive eCommerce plan aims to deliver the finest purchasing experience and ensure safe and secure transactions to increase customer confidence and loyalty (Lee, D.Y. & Tsang, E.W.K., 2001).

C) Marketing plan 

Methods of promotion: 

1. Social media marketing: 

• Pick a platform: Home gardeners and those who like a nice life like Instagram and Pinterest. Facebook will also be employed due of its broad reach and excellent ad targeting. 

• Regular posts with product usage examples, customer reviews, gardening advice, and live Q&As to engage readers. Partnering with eco-friendly lifestyle influencers will boost your visibility. 

• Targeted ads will promote GreenSpace's latest goods, promotions, and greatest features. These commercials will target city-dwelling environmentalists. 

2. Paid search ads: 

• Google Ads: Target home gardeners and sustainable living enthusiasts with Google Ads. Keywords include "smart home gardens," "urban gardening kits," and "sustainable home products." 

• Retargeting Campaigns: Repeat GreenSpace's benefits and current sales to attract first-time visitors who didn't buy anything (Onetti, A. et al., 2012).

3. Email marketing: 

• Newsletters: Encourage website and social media newsletter signups. Give a discount on their first purchase or a city gardening guide to encourage signups. 

• Content Distribution: Sending regular newsletters with fresh blog entries, product updates, gardening tips, and special bargains to keep readers interested and drive repeat purchases. 

• Segmentation and Personalisation: Use consumer data to divide the email list into groups and send messages based on hobbies and prior purchases (Lee, D.Y. & Tsang, E.W.K., 2001).

Goal-setting and customer journey: 

• Target Customers: City dwellers between 25 and 45, especially millennials and Gen Zers who are tech-savvy, environmentally conscious, cook, and stay healthy. GreenSpace's simplicity and environmental friendliness may appeal to these customers. 

Create a client journey map: 

People who might buy from GreenSpace hear about it through word of mouth, social media, or internet marketing. 

Interested parties visit the website, read blogs, view how-to videos, and sign up for the mailing. They compare GreenSpace to other market potential. 

After reading ads and maybe contacting customer support, the customer buys (Messick, S., 1996).

• Retention: Buyers receive follow-up emails, refill offers, and tickets to private webinars or community forums. 

Pre-launch activities: 

Landing Page: Create a pre-launch landing page that introduces GreenSpace, lists its merits, and collects email addresses (March, J.G., 1991).

Social Media Countdown: Build excitement with a social media countdown that reveals product sneak peaks and clues at release. 

Influencer Collaborations: Use influential people to promote your product before it launches. Influencers can review products and offer early-bird discounts to their followers. 

Participants can win a GreenSpace unit by connecting with the brand and alerting their friends about the campaign. This will boost popularity and enrollment. 

These programmes aim to increase GreenSpace's popularity and customer base. This will help the product debut and maintain interest. 

D) Privacy and Information Freedom 

Regulation compliance: 

Since GreenSpace's eCommerce platform is digital, GDPR, the Data Protection Act 2018, and PECR are crucial to protecting client data. 

1. GDPR is the General Data Protection Regulation. 

• Clear permission: Users will consent to data collection and use. Anyone who granted permission can readily revoke it. 

Right to Access and Erasure: Users have the "right to be forgotten," which allows them to view and delete their sensitive data.

• Data Minimization: We shall only collect and analyse data needed for service. 

2. 2018 Data Protection Act: 

• Data Protection Principles: These guidelines ensure fair, legal, and unambiguous data use. Loss, theft, and unauthorised access will be prevented. 

• Accountability: GreenSpace will demonstrate data security compliance. 

3.PECR: Privacy and Electronic Communications Standards 

• Cookie Management: Users must agree to the use of unnecessary cookies after receiving clear and thorough information. 

Users must opt in to receive business emails, which feature an unsubscribe link (McGrath, R.G., 2010).

Data Safety: 

Data security is crucial for business and customer safety. GreenSpace will preserve data privacy and security with the following technical and organisational measures: 

1. Encrypting: 

All data exchanged between users and our services will be encrypted using SSL/TLS. 

• Data At Rest: Our servers will use the latest encryption standards to protect data from unauthorised access. 

2. Guard cloud services: 

• Cloud security: We shall only use reputable cloud service providers. Cloud environments will be set up and maintained using business best practices (Makri & Scandura, 2010).

Strict access restrictions will ensure that only authorised users can view private data. This includes MFA, RBAC, and daily access log checks. 

3. Regular security and compliance checks: 

• Security and compliance will be monitored regularly. These audits will examine all data management and security techniques. 

• Any security gaps or noncompliance issues will be rectified immediately to ensure maximum security and compliance. 

GreenSpace wants to give customers a safe, lawful online area that protects their privacy and data and builds brand loyalty by following these criteria. Further Analysis: (March, J.G., 1991).

1. Market Trends and Behaviour: 

• GreenSpace must conduct extensive market research to understand how customer preferences and trends effect smart home gardening. Market demand and growth potential can be determined by city population, age, and purchase habits (Morris, M. et al., 2005).

2.Competitive Scene: 

• By constantly monitoring competitors' strategy, products, and market positioning, GreenSpace can stay ahead. SWOT analysis and competitor benchmarking can help you make strategic decisions and start creating new goods by improving and differentiating your firm. 

3. Feedback from customers and continuous improvement: 

• A strong means for customers to leave GreenSpace reviews is crucial. GreenSpace can meet consumer needs by reviewing product performance, user interface, and customer service reviews (March, J.G., 1991).

4.Expansion into foreign markets: 

• By expanding abroad and reaching new clients, GreenSpace may grow. You can locate attractive markets and plan growth by looking at worldwide trends in urbanisation, environmental efforts, and home gardening. Regulators, regional disparities, and implementation issues must be considered. 

5.Teamwork and partnerships: 

Why By developing strategic partnerships with complementary firms, groups, and powerful people, GreenSpace can reach and influence more people. Co-branding, cross-promotion, and joint marketing can maximise your networks and resources to accelerate growth and market penetration. 

6. New inventions and tech: 

• GreenSpace must keep up with smart home gardening technology to stay ahead of the competition. Monitoring IoT, AI, sustainability, and farming technologies can assist plan new items and stand out (McGrath, R.G., 2010).

7. Sustainable business practices and CSR: 

• Sustainability and corporate social responsibility (CSR) activities can boost GreenSpace's reputation and attract environmentalists. By examining how operations, sourcing, and product lifetime management affect the environment, firms can improve and meet sustainability goals. 

Researching these areas can help GreenSpace enhance its tactics, take advantage of opportunities, and solve difficulties. This will ensure the company's smart home gardening industry success and influence. 



Chances and challenges exist. 

Pros and cons: 

1. Full markets: 

• Too many smart home gardening products may make it challenging for GreenSpace to distinguish out. 

• Address: GreenSpace will stand out if it maintains innovating and focuses on its strengths, such AI optimisation and sustainability. Regular market research helps us track trends and customer preferences. 

2. Tech issues: 

• Smart garden system bugs could upset customers and damage the brand's image (Lepak, D.P. et al., 2007).

• Address: The product will undergo rigorous testing and quality control before selling. With friendly customer care and a clear guarantee, issues will be resolved fast. 

3. Data security concerns: 

• You risk legal difficulties and customer distrust if you don't protect client data and privacy. 

Strict data security measures, GDPR compliance, and clear data handling information will reassure customers. 

4. Supply chain issues: 

• Supply chain issues like logistics or part shortages could make it tougher to procure products and finish orders. 

• Spread sellers and talk to partners ahead of time to plan for and reduce issues. Keeping enough supplies on hand and exploring additional sources will also reduce supply chain risks (Ma, J. et al., 2021).

Getting chances: 

1. More people want long-term solutions: 

GreenSpace has a chance as more individuals care about the environment. People who desire to live sustainably and cultivate their own food may like our smart farming system. 

• Leverage: GreenSpace's green and sustainable marketing will appeal to eco-conscious customers and boost sales. 

2.Increasing market share: 

• As more individuals relocate to cities and downsize, GreenSpace and other tiny, effective home planting tools sell well. 

• Leverage: Strategic partnerships with urban lifestyle businesses, eco-friendly influencers, and home improvement stores can increase our reach and client base (Makri, M. & Scandura, T.A., 2010).

3.Technology integration and progress: 

• As IoT, AI, and green technologies advance, GreenSpace's features and functions can be updated to stay ahead. 

• Use: Continuously researching and developing new technologies to bring to GreenSpace, giving users new and intriguing features that set us apart from competitors (McGrath, R.G., 2010).

4. Community involvement and teaching: 

• GreenSpace communities can grow through online forums, workshops, and education. Brand loyalty and advocacy may increase. 

• Leverage: Sharing gardening advice, offering value to information, and letting users share their knowledge will turn clients into devoted and enthusiastic customers (March, J.G., 1991).

GreenSpace can lead the smart home gardening market by anticipating issues and seizing possibilities. 

Conclusion
However, GreenSpace Smart Gardens offer a great opportunity to address the growing need for eco-friendly and high-tech city solutions. We've covered this new product's design, target market, sales strategy, eCommerce strategy, marketing strategy, and data security in this study. 
GreenSpace distinguishes out because it integrates IoT, AI, and environmental care to increase performance. GreenSpace helps city dwellers grow their own fresh food quickly and easily, meeting modern customer needs and supporting eco-friendly living and self-sufficiency. 
The suggested online shopping plan ensures that many individuals can buy products, and strong security measures provide buyers peace of mind that their personal data is protected. The marketing campaign involves engaging clients, building a brand community, and teaching them eco-friendly gardening. 
We hope GreenSpace will transform the market and improve how city dwellers grow and think about sustainability. GreenSpace could boost community health and happiness by providing people autonomy and a connection to nature. It may also protect the environment. 
We plan to expand and improve the GreenSpace product line in response to emerging technology and consumer preferences. GreenSpace strives to lead the smart home gardening business by innovating, partnering, and prioritising customers. This will make cities greener and more sustainable. 
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Problem &
Solution

« Identified Market Gap or Problem: City life's restrictions make growing food difficult. The
primary issues are:
City flats rarely have adequate outdoor space for gardening.
Busy Lives: City dwellers rarely have time to plant.
Beginners may be intimidated by how difficult it is to track plants' light, water, and soil needs.
Environmental concerns: Poor city air quality might hinder plant growth.
Due of these issues, city dwellers require a simple, space-saving gardening choice (Ma, J. etal.,
2021).
A Possible Solution: GreenSpace smart gardens
The new features of GreenSpace Smart Gardens can alleviate several city gardening issues:
This compact and modular design maximises even the tiniest spaces.
Automation: loT automates watering, lighting, and nutrition delivery in gardens. This makes
the garden self-sufficient with little user input.
Al Optimisation: Al algorithms use environmental and plant growth data to recommend care
that keeps plants healthy and boosts yield (Makri, M. & Scandura, T.A., 2010).
User-Friendly App: A smartphone app lets you control the garden even when you're away,
which is fantastic for city dwellers.
Helps new gardeners learn by providing guidance and training resources.
GreenSpace makes urban gardening easier, more enjoyable, and more gratifying by using
these technologies (Mambula, C.J. & Sawyer, F.E., 2004).
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Market Analysis

* The most likely GreenSpace customers are:

Demographics: Targets city dwellers aged 25-45, including working
professionals, young couples, and small families. This generation is tech-
sawvy, enjoys simplicity, and is prepared to spend money on house
modifications and other life enhancements.

Psychographic customers care about health, the environment, and DIY. This
group tends to eat organically, be eco-friendly, and be self-sufficient.

Market Demand: Key trends support the growing demand for smart home
gardening tools like GreenSpace (March, J.G., 1991).

Increased urbanisation: More people live in apartments and houses where
gardeningisn't possible.

Health and wellness trends: individuals desire to live a healthy life and choose
organic and locally sourced foods.

Sustainability Awareness: Environmental awareness has increased interest in
eco-friendly products and approaches like producing food locally to reduce
carbon footprints and waste (Mayfield, M. & Mayfield, J., 2008).

Smart, linked products that make life easier and more efficient are in demand,
and technology use is rising.

These developments suggest a large market for GreenSpace, which might
target city dwellers who wish to live a greener, healthier life with technology
(McGrath, R.G., 2010).
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Competitive
Analysis

* Two major rivals in the smart home gardening
sector are:
Smart Gardens are Click & Grow's speciality.
Their pod-based method makes indoor herb and
veggie gardening easy.
AeroGarden is popular indoor garden setup.
They make models with automatic lighting,
watering, and fertiliser delivery for small interior
spaces (Messick, S., 1996).
A few significant aspects distinguish GreenSpace
Smart Gardens from Click & Grow and
AeroGarden:
Advanced Al Optimisation: GreenSpace
monitors plant growth and ambient parameters
to optimise care routines and output. This is
more advanced than competitors' automated
systems (Morris, M. et al., 2005).
Full IoT Integration: Users can operate and
monitor their garden from anywhere using a
smartphone app, offering them more freedom
and interaction than competitors.
Sustainability Focus: GreenSpace uses
biodegradable plant pods and solar-powered
options to satisfy environmentally conscious
customers (Munizu, M. & Hamid, N., 2018).
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+ Two major rivals in the smart home gardening
sector are:
Smart Gardens are Click & Grow's speciality.
Their pod-based method makes indoor herb and
veggie gardening easy.
AeroGarden is popular indoor garden setup.
They make models with automatic lighting,
watering, and fertiliser delivery for small interior
spaces (Messick, S., 1996).
Afew significant aspects distinguish GreenSpace
Smart Gardens from Click & Grow and
AeroGarden:
Advanced Al Optimisation: GreenSpace
monitors plant growth and ambient parameters
to optimise care routines and output. This is
more advanced than competitors' automated
systems (Morris, M. et al., 2005).
Full IoT Integration: Users can operate and
monitor their garden from anywhere using a
smartphone app, offeringthem more freedom
and interaction than competitors.
Sustainability Focus: GreenSpace uses
biodegradable plant pods and solar-powered
options to satisfy environmentally conscious
customers (Munizu, M. & Hamid, N., 2018).
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Business
Concept
Model

- GreenSpace Smart Gardens is a tech-
forward firm that integrates gardening
with the latest smart home technologies
to create a complete solution for city
dwellers.

GreenSpace's business model
incorporates several revenue streams to
provide a consistent cash flow and room
for growth:

Direct Sales: Aseparate online store sells
the GreenSpace system with reviews,
help, and product information (Onetti, A.
etal., 2012).

Subscription Model: Subscribing to
biodegradable planting pods, fertilisers,
and other products is convenient,
engaging, and profitable.

Online Platform: delivering webinars,
tutorials, and a location for users to share
their experiences on an online platform for
sales and community support (Lee, D.Y. &
Tsang, EW.K,, 2001).
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Product
Differentiation
Strategy

- GreenSpace stands out with its unique features:

Al Optimisation: Artificial intelligence can analyse and respond to
environmental and growth conditions, improving plant growth and human
contact.

Sustainable Materials: Solar power and biodegradable materials demonstrate
sustainability. This reduces environmental damage from traditional gardening
and aligns with environmentally conscious customers.

Solar power: Gardeners who wish to lower their carbon footprint and use
renewable energy can use solar power (Lepak, D.P. et al., 2007).

GreenSpace is the most eco-friendly and successful smart home gardening
option:

The marketing message emphasises cutting-edge technology and eco-
friendly approaches to attract tech-savvy, environmentally conscious
consumers.

Designed for urban clients who care about health, the ecology, and current
style, it shows how easy, efficient, and entertaining it is to grow your own
food without harming the environment (Ma, J. et al., 2021).

Unlike its competitors, GreenSpace offers more than home gardening.
Strategic positioning and differentiation make it a new urban agricultural
model.
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Marketing
Strategy

* GreenSpace successfully engages its audience
through multiple channels:
Marketing on Instagram, Pinterest, and
Facebook to highlight the garden's
characteristics and attract lifestyle enthusiasts.
Partnering with eco-friendly and lifestyle celebs
to promote the brand and reach more people.
Influencers will discuss their GreenSpace
experiences, giving the product more respect
and making it more enticing to buyers.
Social media and search engine ads target urban
farming, sustainability, and smart home
technology enthusiasts (Makri, M. & Scandura,
T.A., 2010).
Email marketing: Subscribing to newsletters
with tips, news, and special offers keeps people
interested.
Customer Engagement: Building GreenSpace's
community:
Online and in-person workshops on urban
gardening and GreenSpace benefits.
Online forums: Sharing GreenSpace opinions,
experiences, and tips will foster community and
loyalty (Mambula, C.J. & Sawyer, F.E., 2004).
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* Handling Data: GreenSpace follows the tightest data privacy rules:
GDPR Compliance: Compliance with the General Data Protection
Regulation for consumer data. This includes receiving clear
authorization to collect data and establishing clear data use
policies (March, J.G., 1991).

Prlvacy d nd Data Security: Encrypting data during transmission and storage,

Data regular security checks, and employing PCl-compliant payment
processors. ) ) )

Protectlon Earning and maintaining client trust is crucial:

Being truthful: Customers should simply alter their privacy
settings and understand how their data is utilised and secured.
Responding immediately to data privacy questions shows you care
about consumer safety and happiness (Mayfield, M. & Mayfield, J.,
2008).
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Lessons
Learnead
Future Benefits

My most essential lessons from planning the

GreenSpace initiative are:

Importance of Market Research: Product
development requires a detailed research of
customer needs and competitors (McGrath,
R.G., 2010).

Adaptability is changing and adapting based on
product tester input to improve it.
Sustainability Focus: Growing demand for eco-
friendly products drove the project's direction
(Messick, S., 1996).

Future Uses: These insights will aid project and
job growth by

Using market analysis to improve strategic
planning and stand out from competitors in
other projects.

Innovation involves using technology and green
trends to create new products (Morris, M. et al.,
2005).

Leadership and Management: Leading teams
and projects using community engagement and
data security measures.
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Conclusion &
Call to Action

* Key Points In summary:

Remember what makes GreenSpace Smart Gardens
special:

Innovation: It transforms city gardening with Al and
loT.

Sustainability: Promotes a green lifestyle through
eco-friendly products and methods.

Community and Education: It lets individuals learn
about urban gardening, share, and connect.
Feedback/Questions: Ask the INSPIRE team to:

Get feedback: Ask for suggestions and methods to
improve.

Ask for support: Ask your staff how they can support
GreenSpace or collaborate to grow and make a
difference.

In conclusion, GreenSpace Smart Gardens are a huge
advance in city living. GreenSpace uses cutting-edge
loT and Al technology to make gardening easy, eco-
friendly, and effective for city dwellers. This project
suits current health and environmental trends and
modern digital life.

Our commitment to sustainability sets GreenSpace
apart. It uses biodegradable and solar-powered
components to lessen its environmental impact. The
system's Al-driven plant care and sophisticated
smartphone software make planting easy for
everyone, regardless of experience or location.




image13.png
REFERENCES:

Lee, DY, and Teang, EW,
venture growth. Journa of

2001, The ffcts o eireproneural personlty,background and networ actvtes on
nagement Studies, 38(4), pp.583-602. hitps:/dol org/10.1111/1467-6486.00250

Lepak, D.P., Smith, K.G. and Taylor, M.S., 2007. Value creation and value capture: a multilevel perspective. Academy
of Management Reviow, 32(1), pp.180-194. hitps:/doi.org/10.5465/AMR 2007.23464011

Ma, J., Chen, S., Wu, Y.J. and Shu, M., 2021. The role of experience and gender in founders' business planning
activities: a meta-analysis. Frontiers in Psychology, 12, p.689632. hitps:/idoi.org/10.3389fpsyg.2021.689632

Makri, M. and Scandura, TA., 2010. Exploring the effects of creative CEO leadership on innovation in high-technology
firms. The Leadership Guarterly, 21(1), pp.75-88. hitps:/idoi.org/10.1016, leagua.2009.10.006

Marbula G o Sawjr . 2004 Acts ofsicopronrl oty fr businos growts and sl o
constrained e of a small manufacturing firm (SMF). nterational Journal of Social Economics,
ST o 3025, Mo serorgho.1108,030685904105 75403

March, J.G., 199 fon in organizational learning. Organization Science, 2(1), pp.71-87.
hitps:/ido.org/10. Sy " (e

Mayfield, M. and Mayfield, J., 2008. Leadership techniques for nurturing worker garden variety creativity. Journal of
Management Development, 27(10), pp.976-986. hitps:/dol.org/10.1108/026217 10810901318

McGrath, R G., 2010. Business models: a discovery driven approach. Long Range Planning, 43(2-3), pp.247-261.
hitps:/doi org/10.1016/11p.2009.07.005

Messick, S., 1996, Bridging cognition and personalty in education: the role of style in performance and development.
European Journal of Personaity, 10(5), pp.353-376.

Morris, M., Schindehutte, M. and Allen, J., 2005. The entrepreneur's business model: toward a unified perspective.
Journal of Business Resoarch, 58(6), pp.726-735. https/doi.org/10.1016/} jbusres.2003.11.001

Munizu, M. and Hamid, ., 2018. Mediation effect of innovation on the relationship between creativity with business
performance at fumiture industry in Indonesia. Quaity - Access to Success, 19(163), pp.98-102.

Onett, A., Zucchella, A. Jones, M.V. and McDougall-Covin, PP., 2012. Intemationalization, innovation and
entrepreneurship: business models for new firms. Journal of | and . 16(3),
Pp.337-368. hitps/doi.org/10.1007/510997-010-9154-1





image1.png
Prifysgol Cymru
Y Drindod Dawi Sant

" University of Wales
Trinity Saint David





image2.png
Introduction

* This presentation introduces and highlights the GreenSpace Smart Gardens project, a cutting-edge
solution for city dwellers. In today's bustling environment, city dwellers struggle to find space. In
densely populated cities, green places and eco-friendly solutions are scarce. Small, effective, and
technologically advanced, GreenSpace Smart Gardens solves these problems. It lets anyone cultivate
veggies and herbs at home, regardless of space or gardening experience.

Looking at GreenSpace

New loT and Al technology in GreenSpace's smart home gardening system changes how city dwellers
cultivate. GreenSpace's key qualities and goals:

Design for small urban spaces like a modest apartment balcony, window sill or kitchen corner. Its
sleek, modern appearance suits modern metropolitan dwellings (Lee, DY. & Tsang, E.W.K., 2001).
Technology Integration: GreenSpace connects the garden system to a smartphone app via loT. This
enables users monitor and adjust their plants' environments remotely. The Al uses plant growth trends
and environmental data to provide each plant customised advise on water, nutrients, and light. This
boosts plant health and yield.

The system is straightforward and quick to use, making it ideal for busy workers, tech fans, and first-
time gardeners. The automatic features make gardening easy for everyone because you don't have to
do it by hand daily.

GreenSpace emphasises sustainability and durability with biodegradable plant pods and solar-
powered units. This meshes with customers' rising desire to live more sustainably and makes
traditional farming less damaging.

Educational Value: GreenSpace helps individuals grow and educates them about sustainable methods,
food sources, and health (Lepak, D.P. et al., 2007).

Community link: GreenSpace provides online chat rooms, workshops, and learning tools to connect
urban gardeners. Urban gardening is more fun when people feel connected and share a common
purpose.

GreenSpace aims to improve city dwellers' quality of life by bringing nature into their homesin a
sustainable way. It aspires to empower individuals to manage their food supplies, protect the
environment, and reap the mental and physical health advantages of farming.




