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[bookmark: _Toc137514872]1. Introduction
Innovation today plays a bigger role in competitiveness as a result of the expansion of the information economy, fierce worldwide rivalry, and incredible technological advancements. In order to be competitive in today's marketplaces and technologically developing settings, businesses must create new systems, processes, and products. Performance accomplishment has become significantly more difficult as businesses focus more on innovation. In order to maintain one's position and greatly raise one's competitiveness, one needs to demonstrate an increasing level of dedication to innovation. Innovation management has proven challenging due to its complicated and dangerous character (Gómez-Prado et al. 2022). This article focuses on herbal medicine, phytonutrients, and nutraceuticals are now often used in many national healthcare systems to address a wide range of health concerns, and their popularity is growing swiftly on a global basis. Interest in natural medicines has increased significantly over the past ten years in both developing and industrialised countries, as evidenced by the fact that these herbal remedies are now sold not just in pharmacy shops but also in grocery stores and supermarkets. It is estimated that up to four billion people reside in developing nations and that the majority of their healthcare needs are met by herbal medications.
[bookmark: _Toc137514873]2. Main Body
[bookmark: _Toc137514874]2.1 Innovative Service or Product Idea
As per Harada et al. (2021) discussion, in its search for COVID-19 treatments, the WHO is open to suggestions from all across the world, including those for the repurposing of currently available drugs, the use of conventional therapy, and the development of innovative pharmaceuticals. The many benefits that conventional, complementary, and alternative medicine all offer are acknowledged by the World Health Organisation (WHO). With a long history in Africa, traditional healers have a significant influence on the continent as a whole via their capacity to feed their communities. to assess the benefits and drawbacks of therapeutic plants being considered as COVID-19 treatments, such as Artemisia annua, to determine their efficacy. Africans should be subjected to the same standards for drug testing as those employed elsewhere. Hernandez-de-Menendez et al. (2020) noted that Rigid clinical research is required to demonstrate the therapy's efficacy and safety, even though it is based on traditional practices and natural sources. African states backed a resolution at the WHO Regional Committee for Africa's 50th session in 2000 asking that Member States provide testimony via their Ministers of Health about the efficacy, legitimacy, and safety of traditional medicine. Additionally, nations agreed to perform relevant research and demand that national pharmaceutical regulatory agencies approve medicines in line with international standards, requiring that the product adhere to a strict research methodology and pass testing and clinical trials. These studies, which are under the supervision of national regulatory agencies, might involve hundreds of volunteers and, if hurried, could take several months.
Sharma et al. (2021) argue that the usage of herbal medications is expanding quickly, and a massive number of new products are being released onto the market, posing risks to the public's health and safety that are being recognised more and more. Even though many of these herbal treatments are still in use and have not been thoroughly researched, some of them may show potential. The work of identifying the finest treatments that are the safest and most effective, while also promoting their judicious utilisation, is, therefore, more challenging. They are thus unaware of any potential drawbacks that these medications may have. It is also well acknowledged that poor manufacturing procedures, poor labeling, and a lack of essential patient information further compromise the safety of the vast majority of herbal remedies.
Akpan et al. (2022) state that to ensure that all drugs are secure and of an acceptable level of quality, it is now imperative to sufficiently inform the general public as well as medical experts. This will help people understand the risks associated with using these things. The investigation of safety difficulties, toxicity problems associated with the use of herbal medications, and supporting information are the sole objectives of this study. Certain critical issues associated with effective monitoring of the safety of these herbal remedies are also addressed, allowing key regulatory authorities to focus on the necessity for efficacy while simultaneously providing adequate public health protection and promoting safety.
The primary cause of problems with the use of conventional and herbal treatments, it has been reported, has been the classification of many of these products as foods or dietary supplements in many nations (Gachigo et al. 2019). Therefore, there is no requirement for evidence of the reliability, effectiveness, or safety of these herbal remedies before they may be sold. Similar to this, quality control processes and manufacturing standards can occasionally be laxer or less rigidly enforced, and conventional healthcare professionals might occasionally practice without the necessary qualifications or permits. Because of this, both the general people and the government's health organisations are currently highly worried about the safety of conventional and herbal treatments.
Muñoz-Pascual et al. (2019) suggested that before 2011, one of three regulated methods may have been used to distribute a herbal product to a UK client. Herbal remedies that are not registered are the most popular choice since they are exempt from laws governing consumer protection and requirements for quality and safety. After a seven-year transition period, the European Union (EU) recently implemented a directive to synchronise the laws governing the consumption of traditional herbal medicinal products across the EU and create a more user-friendly licensure system to help the general public in selecting options regarding the use of herbal products.
[bookmark: _Toc137514875]2.2 E-commerce OR Photo Studio
According to Costin et al. (2019), global e-commerce, according to eMarketer, will hit $5 trillion for the first time in 2022, accounting for more than a fifth of all retail sales. By 2025, total spending will exceed $7 trillion despite a low pace of increase. Through the use of an e-commerce platform, which is a piece of software, online merchants may manage their websites, marketing, sales, and operational processes. Strong e-commerce capabilities and integration with well-known business tools are provided by platforms including BigCommerce, enabling firms to centralise their operations and run their businesses as they see appropriate. Guiné et al. (2020) noted that code may be completely modified thanks to the procedures supporting open-source e-commerce. These e-commerce platforms are popular with businesses that make significant investments in IT and development and who need to be in control of their online presence. Currently, just 46% of the largest e-commerce companies are thinking about using open-source cloud-hosted e-commerce systems.

Figure 1: Launching eCommerce websites
Sources: (Techindiasoftware.com, 2021)
Cho and Linderman (2020) argue that the cost of open source can occasionally be misrepresented because the program is typically provided without charge. The total cost of ownership for open-source systems may be greater than for SaaS platforms since SaaS platforms can include expenses such as security, licensing, and maintenance fees in the monthly subscription fee. The use of SaaS e-commerce solutions simplifies running an online business significantly. They essentially rent the platform rather than developing and putting into use an open-source or tailored solution. Once development costs are considered, this option is by far the least expensive among those that are open-source. The SaaS provider is in charge of managing all parts of running their program, including hosting, PCI compliance, product updates, security, and other responsibilities (Branstad and Solem, 2020). The marketing and growth teams of e-commerce companies are frequently the internal champions for SaaS e-commerce solutions at companies. Using a SaaS solution will allow them to quickly and affordably join the market.
Hernandez-de-Menendez et al. (2020) state that while building a website from scratch, the procedures that must be followed include organising the online shop, constructing each component, and putting everything together. If people don't have a lot of free time and are unfamiliar with HTML, CSS, or JavaScript, hiring developers is an excellent choice. If they want to build a website entirely from scratch, then they should get in touch with e-commerce developers. In addition to programming responsibilities such as automating e-commerce processes, developers may also create original site components. Ponta et al. (2022) claimed to take the time to thoroughly review the developer's portfolios to determine their expertise and degree of competence if they want to create the website they want and use the best e-commerce software to do it. It is vital to present them with a test issue to resolve. A component of the e-commerce website may be used to test programmers' ability to solve problems. View the testimonials and rankings. Kiresci (2021) argues that a trustworthy e-commerce developer or company will be the subject of a plethora of online reviews and recommendations. Review websites might be useful to anyone as they provide insightful analyses and suggestions. A pricing range should be requested. Depending on the website's functionality and other aspects that specify in the project's specs, competent e-commerce developers must offer a full pricing breakdown.
As per Capurro et al. (2023) observation, because some website designers reduce the source code into metadata, a simplified version of the data, it could be challenging to transfer a website to a different server. In contrast to other systems that could find it difficult to fully interpret the data, the website builder platform efficiently controls everything. It's possible to completely build a website from scratch and make any necessary adjustments if people choose to start again. There are no limitations when it comes to enhancing the features presently offered by the business and tailoring them to a particular consumer experience. Khalid and Naumova (2021) noted that they have two options when choosing web hosting for a web page: spend a bit more money for a more competent service, or choose the straightforward and cost-effective option. Only the regular hosting option is available from site builders. An individual customer-tailored website generates less code than a platform does. As a consequence, the customised website could load more quickly and have lower hacker vulnerability. 
Jallow et al. (2022) noted that starting from scratch to create an eCommerce website is typically more expensive because of site builders' automation and the use of the same code for numerous websites as opposed to developers who create a website from scratch. Higher engagement may arise from using a bespoke website builder. They must work in concert with the developers to make adjustments and provide feedback.  Even though hiring developers might be expensive and time-consuming, it is always required if the goal is to make modifications to a website after it has been launched. A place that offers web hosting could be used to make the files on the website available to internet users. If it uses a website builder, customers won't have to worry about hosting as many platforms offer their hosting solutions and take care of everything from maintenance to website security.
[bookmark: _Toc137514876]2.3 Marketing
According to Abeysekera's (2021) report, the market, demand for herbal goods is rising. In modern culture, buyers typically begin their travels to the store at home, and herbal products are utilised more frequently than before. Herbal items, which are currently in style, are utilised in a variety of products, including pregnancy tests, body lotion, and toothpaste. Many individuals now think they are unregulated due to their natural origins and growing popularity. Herbal medicine is a traditional practice known as herbalism that uses natural remedies to treat a wide range of illnesses that are prevalent in modern culture. Altahat and Alsafadi (2021) argue that herbal therapy is a safe, all-natural kind of treatment in contrast to allopathic medication, which has a variety of drawbacks and occasionally is useless. This suggests that consumers of herbal products have the choice of utilising them as a dietary supplement or a means of treating their illness. The fundamental advantage of herbal goods is that they let users treat themselves with the level of care they value most while still using their herbal product.
Brozović et al. (2020) noted that among its most crucial components is the marketing mix. Customer satisfaction and value are significantly impacted. The marketing mix, or the 4Ps, in particular, plays a significant role in surpassing client expectations and developing lucrative connections with them. The unifying theoretical foundation that underpins how the marketing-management process is implemented revolves around the concept of the marketing mix.

Figure 2: Marketing Mix 4ps
Sources: (Neilpatel.com, 2020)
Product
The sale of tangible products including furniture and natural remedies is what is meant by "product marketing" in traditional use. Online services have largely replaced all tangible goods that were formerly the most popular. Along with purchasing digital items such as software and programs, consumers may still buy traditional things such as cosmetics and appliances (Nayernia et al. 2022). Technology also makes it possible for customers to use popular products after purchasing them. Knowing their target market is the first step in choosing the type of product they want to sell because their preferences, social networks, and financial situations are all important factors to take into account. Before choosing a certain commodity or service, one should be aware of the demands and preferences of their target market.
Place
Nowadays, most businesses have an online presence to help them spread their "place," as opposed to being restricted to a shop or other location that clients must physically visit. Because of online marketing channels, they are losing money in their physical business. Their London headquarters in the UK provide them access to a worldwide market, enabling them to do business with anybody (Kim et al. 2021). The only constraints that exist when it comes to online marketing are linguistic limitations and time zones. The target market is far larger than it would be otherwise since they no longer need to meet with every consumer in reality.
Price
Prices must be determined by a combination of factors, including the real and perceived value of a commodity or service, in addition to what competitors are offering. This is still the case as marketers continue to use time-tested pricing and promotion strategies such as punch cards and flash sales (Shen et al. 2022). The marketer of herbal medicines may also provide discounts to get additional customers to purchase the product. The marketer may also provide large discounts during times of the year when sales are more likely to occur.
Promotion
Self-promotion's main goal is to draw clients to the company so they can buy from there. However, things have changed, and public relations no longer has the same power to get people into the shop. Even though many of them are still in use today, they are now complemented by efficient content marketing strategies and digital alternatives. For publications, such as newspapers and magazines, online forms are accessible. Word-of-mouth advertising in the digital era is analogous to social media marketing (Porcu et al. 2020). For example, the marketer and advertiser need to collaborate closely to ensure the success of the Herbal Products campaign. The marketer is responsible for making sure that the campaign has a major display component. The marketer states that the exhibit must be created to draw in customers. 
[bookmark: _Toc137514877]3. Conclusion
Innovation aids individuals in problem-solving and provides them with creative insight that enables them to view things from a new perspective, whether they are developing a new product, reevaluating a company plan, or coming up with a unique strategy to outwit the competition. Given that both drugs and herbal products are widely utilised on a worldwide scale, the inclusion of both in pharmacovigilance systems is long overdue. Due to the sheer number of people who use herbal pharmaceuticals, it is essential to understand the risks associated with their usage. As a result, it is necessary for the public's health that these products be safe. It is without a doubt necessary to promote the safe use of these pharmaceuticals and protect the public's health that ongoing pharmacovigilance and detailed toxicity assessments be conducted.
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