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INTRODUCTION

In this highly globalised and competitive world, it becomes important for type business to have a strong innovation and creativity in their business products and services. Being an innovative and creative helps the organisations to solve different types of business problems and develop unique solutions. Adopting creativity and innovation in the products and services helps in differentiating the products from the competitors (Gasparin,  et. al.,2021). This report is based on the new business plan ’No Dirt’, which is headquartered in the UK. The company will deal in providing different types of clothes such as pants, shirts, T-shirts and dresses, etc. This report's main aim is to focus on the new innovation that is ‘’Dirt-resistant fabric’’ in the company’s products. In this report, there will be a discussion about the description of the innovative product, the development of the online website, and the marketing of the product.
MAIN BODY

TASK 1 

A. The innovative product OR unique service proposition

What innovative product will you sell OR what unique service will you provide?


The new product will involve the dirt-resistant fabric of the clothes. With continuous improvement implemented on the fabric products, customers look for high-quality and dirt-resistant fabrics materials for clothes (Bacinello,  Tontini,  and Alberton,  2020). Taking account of the customer’s needs and preferences, ‘’No Dirt’’ is coming up with such dirt-resistant fabrics. The dirt-repellent aspect will be useful for the many customers that not wash the jeans and actually will help them to keep the jeans from fraying and fading. This innovation will help the customers to protect the fabric of their clothes safely and for a longer duration. Through this, the durability of the products can be maintained as well as the quality.

Who are your customers?


The targeted audience for the product will be the people of age group 18-55 years. The product will be both male and female in the UK as well as outside the country. The customers for the new product will be the people of both middle and high class as the prices of the product will range from low to high. 
Where and how will you sell your product OR provide your services?


The product will be selling in UK as well across the boundaries of the different nations. The physical stores will be used to sell the product in the market of UK and the online channels will be used to sell it at other locations. Also, the different types of marketing channels will be used to sell the product as it will be important to inform the customers about the product in order to make the sale. 
Name of the venture


The ‘’No Dirt’’ will be the name of the venture. The venture will be located in the UK and, involve a highly skilled and knowledgeable workforce. The workforce will be responsible for welcoming the customers at stores in the proper manner and providing them with good services at the time of purchase. The company mainly focuses on selling the products through physical stores and customers can visit the store in order to make the purchase.
 Innovative business proposition


The products of the ‘’No Dirt’’ business will be of superior quality and of affordable prices. Keeping the affordable prices of the products will be helpful for the organisation to attract the mass number of customers towards them and it will reduce the shifting cost of the customers towards the competitors. In addition to this, the company will make proper use of renewable resources, use eco-friendly packaging, and maintain loyalty toward its customers. 
Competitor’s analysis 


There are many competitors in this type of innovation line who sell stain-proof and dust-proof fabrics. The prices of the new product are low as compared with the other brands and the quality of the fabric is also good. The competitors sell their products with the help of both online and offline channels. The company provides services 24*7 to its customers which helps them in differentiating their brand from others. 
B. e-commerce (propose to set up an online website) 


In order to attain a high market share, it will be important for the organization to have a strong presence on the e-commerce platform. Setting up a website will be helpful for the company to educate the customers about its business products. The new business will set up the website by taking proper account of the different technology-based tools and techniques.  There is the following description about the different ways which will be helpful in setting up an online website:
SaaS: Saas will allow customers to access the company’s products over different online applications. This will reduce the IT budget of the new business by cutting upfront cost for information technology resources and maintenance costs (Mohammed, . and Zeebaree,  2021). For example- Shopify will be the best e-commerce tool where the new business can sell the product over this platform. The company will be able to eliminate the hassle of developing a website and will be able to sell quickly.
Using a marketplace: The ‘’No Dirt’’ business will able to sell the products over the online marketplace. This will help the organization attract a mass number of customers without putting in high efforts and financial investments. For example- Amazon, will allow the new business to sell the products over the online platform and attract the wider customer base (Knape,  2021). Through Amazon, it will become easy for the new business to enhance its own performance and gain high profitability. In addition to this, eBay is another online marketplace option where the new product will be sold to the customers directly. 
The website of the company will involve a description of the company like the domain, designs, a striking homepage, a shop page, an about us page, and different photographs of the products(Molinillo, S., et.al.,2021). There will be a description of the company, aims and objectives, product details, and sustainability contributions. Proper implementation of these types of practices will be helpful in developing the brand image in the minds of the customers. The quality specialist of the organization will be responsible for checking the availability of the products on the websites and will keep track of the customers’ needs. Also, the chat with us option will be provided to customers over the website so that the customers can ask any queries and problems related to the products and services over the online platform. In addition to this, payment services will be added to the website in which the PayPal and card system will be allowed the customer by which they can pay the amount to the brand. The employees of the organization will be given proper training regarding PCI-DSS compliance issues in case of card payment failure. 
C. Marketing

Promotion of the product 

In order to gain a high market share, it is important for the organization to attract customers to the brand first. The company will go for different types of promotional techniques in order to make a strong presence in the market of UK. There is the following description of the different methods of promotion:
· Direct marketing: The ‘’No Dirt’’ can reach people to inform them about the new innovative product. The company will make use of e-mails, phone calls, direct mail, and flyers to inform the customers and can provide them with the products in detail by which the customers can able to make their purchase decisions. 
· Sales promotion: The sales promotion will be used by the organization as a short-term initiative in which the company will give discounts, coupons, giveaways, loyalty rewards, and flash discounts by which they will able to engage new customers and sell them (Raji, Rashid and Ishak, 2019). The company will give like 50% discount to the new customers for their first purchase. 
· Digital marketing: Digital marketing will be one of the most effective promotional tools for the company in which social media marketing, content marketing, and affiliate marketing methods will be used (Denga, Vajjhala, and Rakshit, 2022). This will be the most accessible tool for the company to reach mass customers. This method will be very efficient as it can be operated at a global scale and does not require much time. 
Targeted customers 

The target audiences of ‘’No Dirt’’ are both males and females of the age group between 18 and 55 years. The people will be of a high and middle-income level that is more particular about the cleanliness and quality of the product. The business will reach the customers with the help of direct marketing channels in order to inform them about the new product and attract them to the organization. 
Use of social media

In order to gain a good position in the market, it is essential to inform the customers about the new products and their features so that they can make a purchase decision. Social media will be used by the organization to reach a wider number of customers. For example- Facebook is one the most accessible and useful platforms which is used by a high number of customers and it is accessible to all. The company will make use of the Facebook platform to promote the product and inform the customers about the brand. Through Facebook, customers will be allowed to reach the page and can approach the products of the brand at any time and anywhere. Such type of practices will be helpful for the organisation to gain good profitability growth.
Use of paid search engines

For marketing of the product, the search engine will be used by organisations such as Google. Google will allow the organization to create its own ads and promote its website by which the customers can approach the brand easily (Evans Bratton, and McKee, 2021). The business can create ads for customers who are interested in their products and showcase those ads to the customers with the help of Google ads. 
Role of the Customer Journey 

The customer’s journey is one of the most important tools that will help the business to know the experience of interacting with the brand from the customer’s point of view. The customer journey plays an important role in improving the relationship with the customers as well as the profitability growth of the business. Through the customer journey, the new business will be able to know about the tastes and preferences, behavior, likes, and dislikes aspects of the customers towards the brand. This will enable the business to modify its products and services according to the customers in the future. 
Use of e-mail marketing 

E-mail marketing is one of the most important tools that will help the organization reach customers through e-mail addresses and inform them about the products. The ‘’No Dirt’’ business will gather the e-mail addresses of the customers through pre-launch marketing. The pre-launch marketing will help the company to create excitement and buzz for the product before it launches in the market (Paralič, Kaszoni, and Mačina, 2020). Through this way, the customer's e-mail addresses can be gathered and it will become easy to reach the customers after receiving their e-mail addresses. 
D. Privacy and Data Protection

GDPR/Data Protection Act 2018


The new business will follow The General Data Protection Act, of 2018 in order to protect the data and information of the customers. The data of the customers will not be shared with others such as the e-mail addresses, phone numbers, addresses, and other information that the customers give to the brand at the time of purchase (Line, et.al. 2020). Preventing the data of the customers will be helpful for the organization to maintain good trust and loyalty among the customers by which the customers will feel valued and respected. 
Privacy and Electronic Communication Regulations (PECR)


According to this act, various factors such as consent, provision of a facility to "opt-out" of marketing communication, and "the right to erasure" will be taken into the business practices. The business will give customers specific privacy rights with respect to electronic communication. The customers can make requests for erasure in writing or verbally. The company will have one month to respond to the requests of the customers. Effective implementation of these types of practices will be helpful in developing a good image of the brand in the minds of the customers and protecting the brand from any illegal practices. 
Security and the importance of:
 
Any type of practices followed by the new business will be secure and comply with the legal frameworks. The services provided by the identity security platform offer secure and native access to the cloud consoles. Also, the data encryption will help prevent unauthorized users from reading associated data storage systems. The company will make use of the secure communication protocol that will help in ensuring authenticity and integrity in business practices. In addition to this, the company will take proper account of any changes in the market and security in their business practices. 
CONCLUSION

From the above report, it has been discussed that it is important for the business to have a strong sound business plan to take their business in the market. Innovation and creativity are tow core success factors for each and every business organization which is important to be followed by the organizations in their products and services. Effective implementation of promotional strategies is crucial such as directing marketing, personal selling, advertising and sales promotion, and many others. Also discussed is that the products and services of the brand must be developed according to the customers and it must be different from the other competitors in the market.  At the end of the report, it has been discussed the key legal frameworks that are important for business organizations to follow while conducting their business practices. 
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[image: image3.png]Market gap or problem

» In the current time people require best fabric so that they are able to use it for long
time. Regular washing of clothescauses problems and the fabric also get depleted

» Customersare not able to wear same clothesfor more time due to the fabric problem

» In order to solve this problem ‘No dirt” provides solutionand provides dirt resistant
fabric to their customers The products will be more durable and can be used by
customersfor more time.
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» There is a small market captured by this type of business .
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» The use of both online_and offiine chanrels will help the ANALYSIS
new business to establish a position . There & a need fo
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best to all customers .

» The other stain-proof businesses are akso there in market
of UK but they have high prices. “No Dit” business
serves the requied needs and wanis of customers at
affordable rates.

» “No Dit” business serves the required needs and wants
of customers at affordable rates. 1t become important o
provide better services to all the customers in order fo
gain kad over ofhers (Kliestk and et,al,. 2020).
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» No dirt business venture serves their dirt proof products around the market of UK.
Their aim is to provide such clothes that can be used for long tine duration. They
have made improvement in the product fabric and use high quality clothesand have
provided dirt resistantclothes

» The innovation is key to success and due to this reason they provide best quality
products that can be maintained by customers Also the use of effective marketing
toolsand techniques made them achieve success

» They maintain relationships with customers so that they are able to satisfy the
requirementsof customersand make them aware about their products.
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» Inorder to attain a high market share, it will be important for the organization to
have a strong presence on the e.commerce platform.

» Saas — will allow customers to access the company’s products over different online
applications.

» Shopify
» Amazon
» eBay



[image: image7.png]Competition and Differentiation
strategy

» As stated above, there are businesses that are working on similar concepts But the
innovative idea of dustproofclothesis new in the UK market.

» Effective research and innovation help to create a product that can satisfy the
requirements of customers The strategiesof competitorsare monitoredon a regular
basis by the company so that they are able to provide better services

» The USP of the business is to provide dust-proof fabric to all customers and keep
them loyal. The use of renewable resourcesis done by businesses and this helps
them to provide effectiveproducts.

» There is a key role in providing better quality products for each and every customer
at affordable prices that differentiate‘No Dirt” from other competitorsin the market.
The use of digital marketing strategies also helps them to serve the requirements of
customersand provide them best services.




[image: image8.png]Marketing Strategy

» Marketing plays a major rok in business of every business
and helps to serve the requirements of business by reaching
more business -

» The use of digital marketing such as social media on a
continuous  basis makes it easy for No Dirt to reach more
and more customers .

» The target customers of business are also attracted towards
social media and this helps them to comvert customers
effectively (Li, F., Larimo and Leonidou, 2021).

» Use of confent marketing and affiliate marketing is also used
by organization and will belp them to reach more customers
in an appropriate manner, The direct market such as sales
promotions involve a lot of money but wil also help in
serving customer needs. It has a good impact on customers
and thay are able to understand the concept of new business
properly.
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» The use data and privacy act will be done by ‘No
dirt” in order to keep the data and information of
their customers safe. The company must not share
any data of the customerspublically.

» Security of customer data is utmost priority of
business and will help them to stay in market for
long time duration (Team, 2020).
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Developing a business plan was quite interesting as well as the most effective learning opportunity for me.
There were various things that went well in the project and some things did not go well.

But from this assignment, I have learned various things that helped me throughout the project. At the start
of the assignment. was a itle difficut for me fo develop s plan“»%'fmum ety experience

There are various skills and knowledge which I have received from this assignment such as research
skills, analytical skills, communication skills, creativity skills, decision making skills, marketing areas
knowledge, and many others.

To develop the project, it was important for me to have good research skills for gathering information
about new marketing strategies, competitor positions, new trends i the market, and legal practices.
Conducting research on these areas helped me a ot to improve my areas of knowledge and improve my
own working style(Mils, Roper, and Cesare, 2021).

From the competitor’s analysis, I learned that it is important for the business to keep track of its
competitors which helps in developing strategies accordingly in order to obtain higher performance in the
market. Ako, 1 learned that the product should be developed according to the needs of the customers to
create value and marinate loyalty among them. In addition to this, I have learned that it is important to
analyze the internal and external business factors while formulating the business plan in order to mitigate
the risk factors(Cheah, Amran, and Yahya, 2019)
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It is concluded that there is key role of research and development in order to start a new
business. Selectingright product and then marketing the same properly helps organisation to
gain success The use of competitive analysis and innovative strategy helps to gain lead in
market. There is need of keeping data and informationof customerssafe and secureto operate
in market properly.
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