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The objective of this report is to provide an understanding of how the Coronavirus pandemic and the lockdown has limited everyone’s ability to act normally. 
It will also explain a variety of factors which can help a business thrive. The business example I used was my own teaching Centre. This report consists of new product innivation and the principles which are laid out within this aspect. These have all been described within this report with examples given from my business. This report gave an insight to looking at competitors, how they offer their products and services and how they have adapted so they can continue providing their consumers with services/products. This report has also analysed how a business is able to make use of the global pandemic and adapt to fit consumer needs. An example of this is the proposal of setting up an online website. Allowing services to be provided in the comfort of homes. This also allows marketing to take the upper hand by allowing a businesses’ promotion to take place virtually reaching a much greater audience. 
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Covid-19 and Pandemic happened to be the reason for revolution in online usage of Internet for people around the globe. Be it the education sector, Businesses or health sector, everyone was forced to look for an alternative way to continue with their activities.
It has impacted on everyone including people’s learning in terms of religious education (RE). RE plays an important role in developing people’s ethical and social skills as well as teaching mannerism, which result in improving people’s social and ethical skills, (Amirudin, A. and Muzaki, I.A., 2019).
The services I provided prior to the pandemic and the lockdown were Islamic Education including Qur’an teaching, memorising and other basic knowledge that is required for the Muslim community. It is provided to the students between the ages of 4 and 18 years of age. Our students belong to a mix Muslim Community and majority of them have a Pakistani, Bangladeshi, and Indian background.  Since it was impossible to continue our services at the centre due to the lockdown, which is based in a busy area of Sparkhill in Birmingham, had to be closed. We had to introduce an alternative method as a result and as soon as possible to ensure students do not miss out on their learning and fall behind by forgetting what they had already learnt and achieved. There was also a danger of competitors pulling our customers away from us by providing a service that was not being offered by us at that time.
We decided to do survey to check what will be the best alternative that will keep our students happy. Based on the feedback from our customers on how they would like our services to be continued, we decided to move online and continue to provide and facilitate them accordingly. As it was an early stage to shift from physical to online teaching, we had to create a system to provide non-stop services of online lessons. For this we had to get a reliable connection, many people were not sure how they would like the services to be provided. It was a challenge for us as well to ensure our customers were happy and comfortable with these new methods. We did a survey amongst the parents of the children to get an idea of the demands and expectations of the parents and asked for suggestions for brainstorming purposes. We suggested Microsoft Teams, Zoom and social media platform to provide our services. Microsoft Teams and Zoom are cloud app digital hubs that bring conversations and meetings together and share files online as well as provide users with a chance to have live video/audio calls. Our Moto is, “Can’t come to learn? Let the learning come to you”. This became very popular and attracted many new parents to this system. Since majority of the parents were smartphone users, they chose to take advantage of WhatsApp video calling and to communicate through WhatsApp group chat, which was previously created to share content with the parents/students to ensure they stay up to date with latest information and progress of their children. Online teaching became popular with both, parents, and children as they were able to learn in the comfort of their homes and at their chosen times and days. Students were provided with required necessary material. Parents are happy as they can monitor their children’s progress while they learn. To improve our services for the students we ask parents for their ideas on a regular basis and ensure their happiness as it will not be possible for us to continue to succeed in providing our services without their feedback.
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Figure 1 (3D Printing is the Fast Track to Innovation, 2013)
Our centre is called Anwar-E-Madinah and our main aim is to spread positivity and prosperity across our community considering religious beliefs and morals without causing anyone harm. Anwar-E-Madinah is derived from the Arabic Language and holds the meaning ‘City of Lights’ providing the resting city of our Beloved Prophet Muhammad Sallalahu Alaiyhe Wassallam (S.A.W) is Madinah and the teachings from The Beloved Prophet S.A.W lit the way for us to become the best versions of ourselves for us, students of the future generation and the community around us. Hence why such an honourable name was chosen for this centre.
For our mission to continue, we aim to adapt according to society and overcome any problems that we face. Considering Covid-19, a technological based approach was analysed and used to ensure the cause wasn’t disrupted. Since face-to-face teaching was temporarily prohibited, online services were something our centre was able to offer. This provided those who were not able to reach the centre the ability to receive the same experience from the comfort of their homes. Henceforth, being able to choose what time they would like to attend and ensuring it would not clash with other responsibilities and other commitments. We aim to continue with online teaching even after the Lockdown is lifted and face-to-face teaching is permitted to be started again.  We will also conduct surveys to get ideas and opinions from the parents to analyse what the parents want and if they are happy to continue with online learning or face-to-face teaching. This new blended learning will help many parents to fit the children’s education in with their routine without having to compromise on their own responsibilities and commitments. Our aim is to expand this new eLearning system beyond the local area and into the other parts of the country/world so that more people/children can benefit from this facility.
In terms of competition, we did experience one other centre based locally attempting to start the online teaching but due to the lack of experience they failed. As a result of that we had some parents bring their children for online registration at our centre. This information was provided by few of the parents who tried to take their children to the other centre but realised it would be waste of time and money.
The quality and recognition provided at our centre makes it stand out from the rest and creates a leading example for the parents as well as other centres. We also introduced visits to other centres and mosques for our students to not delete just share their own experiences, but to also see watch makers learn from watching how other centres operate in terms of teaching Qur’an, Urdu, and other Islamic education. This was something that helped many students to not only improve their own confidence but also help many other students learn and understand that it is okay to learn at a different pace compared two other fellow students. Although due to the pandemic and Covid-19, we could not arrange visits for the children join the centres, we did however, introduce bringing other students from local centres online and creating conference call to introduce our own facilities. this helped many students and the parents to interact with others and not feel very lonely during the difficult times of pandemic and the lockdown.


[bookmark: _Toc79683293]Part 2: Ecommerce:

Once the decision of teaching online was made, it became inevitable to create a platform online for our business to continue successfully. By using a New-Product Development Strategy, we created a plan on setting up teaching online. It was quite a difficult task to begin with, simply because we're not sure how parents would react to getting the children to learn online rather than in person. It was a challenge within itself to ensure the parents knew the online system of accessing children’s learning/progress records by visiting the website as well as getting other relevant information regarding the children’s learning. although, most of the parents preferred WhatsApp video calling system, we still had to create Zoom account to ensure equal opportunities as some parents wanted to try that option too. 
New product development, which consists of many different factors, helped us in setting up online with our services.  Idea generation gave an understanding of internal and external sources. External being vital as this outline’s competitors, distributors etc. Idea screening helped in deciding what method would work best for us. Concept development and testing outlines new ideas/concepts for future products/services. In other words, giving our students and parents the opportunity to evaluate ideas in concept. Marketing strategy development was one of the most important factors that helped us to decide what the best strategy would be and what the business will depend on. Consisting of target market, delivery of teaching online, long-run services etc, and many other important factors. Business Analysis including cost, sales and profit projections which secures future decisions made by the business. This was an eye opener in terms of deciding our own business plan. Product development aims towards prototype development and testing to ensure the best product is created for consumer. Through using the Test Marketing, we tried and tested few lessons with some parents/students and based on the feedback we launched the services further.
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Figure 2 (8 Steps of New Product Development - DesignIQ, 2019)
Using a website builder, (Forbes,2019), Anwar-E-Madinah website was created and shared with the existing parents to explore what online teaching would be like. It also gave a chance to others who wanted to take advantage of online teaching and explore what learning facilities we have to offer for their children. They have the chance to share this with their friends and family by talking about their personal experiences and achieving their learning objectives.
[image: Text

Description automatically generated] [image: Text

Description automatically generated]
[image: A screenshot of a computer

Description automatically generated with medium confidence]  [image: A screenshot of a building

Description automatically generated with medium confidence]
[image: Graphical user interface, text, website

Description automatically generated]
Product Life Cycle (PLC), (Rink and Swan, 1979), is another important tool that helped us to determine how our online services will be. It helped in understanding the challenges we could face in terms of explaining to the parents about what online learning would mean in terms of Quran reading energy learning. Many parents were reluctant to try this new method until they were assured that it would be okay and will not impact on children’s learning. PLC helped in understanding how it will be difficult at the beginning and we were aware that the costs would be higher, and profits will be almost zero. However, we knew that beginning or innovation of any news or existing product is difficult and challenging. This did not stop us to start our online services to help all those we were not able to access they're learning otherwise. The PLC helped to understand how product is developed, introduced and how it grows as well as how it can decline if it's not monitored and managed properly.
In terms of payment methods, we introduced PayPal and Direct Bank transfer payments methods as it helped parents to rest assured that their credit/debit card details were secure and safe. Banks provide their own security for online payments, and we did not have to carry or save bank/cards details of the parents.

[bookmark: _Toc79683294]Part 3: Marketing:

The promotion of our service online began even before we started our online services. This was due to the fact that we had to ensure the parents of all those students would be happy for us to begin teaching online. Without parents support we would not get students to join online, and this would result in failure of our services. In order to get in touch with the parents we had to use the contact details which we already had from before going online. We also made use of the WhatsApp group to get feedback from the parents, provide information about online service, and answer any questions or queries that they might have had. Since our services we're limited to the local community within our area we did not have to use other search engines or social media to get the word out there. However, depending on the growth and popularity of our system of teaching online we are considering using social media such as Instagram, Snapchat, and Facebook as well as Google to introduce our services two people around the other areas of England as well as globally. This way our existing students are also able to share their experiences after learning journey and the successes they've achieved as well as overcoming any of the challenges that they faced. By using the social media, we would be able to provide our services to those potential students who would want to learn more or just to gain the knowledge without leaving their homes and which would be convenient and suitable to their own times. In terms of keeping on top of the competition be regularly arrange meetings with the parents every month to discuss children’s progress and any issues or problems which might be faced by the children whilst learning online.  Unlike other centres we introduced rewards, certificates, and other prizes to celebrate children’s success and achieving their goals and learning objectives. This provides children with motivation and will to not only just complete the tasks given, but also to try and compete against their fellow students to achieve further and beyond.
Because of these services our centre stands out from the rest even online as no other centre or mosque has this facility to provide children with prizes and other activities to improve their learning.
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