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[bookmark: _Toc132496041]Introduction
Creativity and innovation enhance the problem-solving ability of an organisation. Creativity and innovation help to develop a new product or services in the organisation which fulfil the needs and wants of the customer in an effective and efficient manner. Creative business ideas differentiate companies from their competitors and provide a competitive advantage. Without creativity and innovation, companies will follow the same business pattern and marketing strategies (Acar et al., 2019). Creativity encourages employees to think outside the box and find solutions to the problems of the organisations and develop unique ideas not only to increase the profitability of the company but also for the welfare of society. The development of new and innovative products helps the company to stand strong in the competition and help them to add value to the life of the customers. This report consists of the introduction of the innovative product or service and the identification of the potential customers for that product (Ye et al., 2022). This report will explain the approaches to selling the product or services in the market with the help of the appropriate marketplace and channels of marketing will be used in the promotion of the product or service. This report also identifies the importance of data privacy and data protection with the help of different acts introduced by the government. 


[bookmark: _Toc132496042]Details of the product
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A health tracker is an electronic device used to keep records and control statistics of healthy living and measure progress. A health tracker is a method in order to take all the data and combines them together to get a meaningful demonstration of an individual lifestyle, and it can be healthy or not so. Tracking health is a very important part of life because it promotes a healthy lifestyle and provides insights into the human body.  Because of the increase in health issues in people health trackers are becoming a crucial gadget for individuals (Aplin et al., 2020). Even young and adult people are dying of heart attacks. Health trackers will provide detailed information if the person is facing any irregularities in their body and if any situation arrives it can be taken care of as soon as possible. Health trackers also help to boost self-confidence in an individual because they record progress and provide an appreciation for the improvement in the body.  Health trackers can be devices which are connected to the mobile through an application with a user-friendly interface which is very easy to operate and help to measure progress in a very simple and convenient manner (Shin et al., 2019).
[bookmark: _Toc132496044]Customer
A health tracker is suitable for any type of person of any age. Some of the potential customers for health trackers are,
Old Age People- The majority of old people face health problems. They have to track everything in order to remain healthy, health trackers will help them to mark their daily routine and even it will notify them that it's time for medicines, and even the health tracker will also show how much they should walk and how much rest they should take (Baehre et al., 2022).   
Sports Person- Athletes and sports persons have to remain strict in their daily routines to be effective in their respective fields. Health trackers will provide them detail information about their daily routine. They just have to set a detailed program and their objective the health tracker will provide a health plan to achieve their objectives (Rust et al., 2021). 
People suffering from diseases-A health tracker is very important for people who are suffering from any kind of disease like heart disease or diabetes it will help them to track their daily routine (Rust et al., 2021). 
People want a healthy lifestyle – A health tracker will help to track the calorie intake of an individual. Some people who don't belong to any sports but want to live a healthy lifestyle can use these health trackers (Baehre et al., 2022). 
[bookmark: _Toc132496045]Distribution of the product
The product will be available in two modes online and offline,
Online- The product can be purchased online from some specific websites which are authorised and take responsibility for the safe delivery of the products like Amazon because these suppliers are responsible and guarantee the safe delivery of the products. Although the health trackers are strong and don't get damaged with small certainties if any big uncertainty happens it can damage the whole product. When the health trackers are delivered online the person will get call information from the company about how to install the trackers and how to set up the application on the mobile (Chetioui et al., 2021). 
Offline- The health trackers can also be purchased from offline markets from the personalised shop of the company and from well-known vendors like Tesco and electronic shoppers who are well-known for their services. When the customer will buy this product make sure to ask the vendors to explain its feature and to install the application of the device on the mobile. The application is available for both Android and IOS with a user-friendly interface (Chen et al., 2022). 
[bookmark: _Toc132496046]Name of the venture  
The name of this venture is Wizard Group of Electronics which deals in a number of electronic items like Mobile, refrigerators, Television, watches and now health trackers which are named after the venture itself. The health tackers are added to the portfolio of the company in order to provide a healthy lifestyle to the people. Due to the rise in health issues globally, this health tracker will provide helpful insights about the body and encourage the individual to keep it healthy in order to live a long and healthy life. The Wizard health trackers come with more features like notification of dehydration, and the number of calories that should be and calories that should be consumed which makes it different from the competitors. 
[bookmark: _Toc132496047]Intention to sustain the innovative business proposition.    
Top talent- Health Tracker is an electronic device which requires top and expert talent in order to maintain its effectiveness and efficiency. Health tracker is designed according to the convenience of the customers and it can be easily worn all day without feeling and weight on the body. Effective employees will help the device to be more innovative (Lüdeke‐Freund, 2020).
Operational efficiency- The product will already become a success when the activities within the organisation are aligned appropriately. The workplace culture should be supportive and positive in order to ensure the efficiency of the operations. Fostering a healthy environment will automatically encourage operational efficiency (Shakeel et al., 2020).  
Targeting the right audience- By targeting the right potential customers business can automatically sustain its operations. They also create a positive perception in the market if they are satisfied with the products. Health tracker will gain popularity if it accurately measures the health of the customers and is able to provide appropriate solutions to their problems (Shakeel et al., 2020).   
Priority to customer satisfaction-Fulfilling the needs and wants of the customer should be the first priority of the business. The health tracker should add some value to the life of the customers by improving their lifestyles and providing solutions to their health problems (Lüdeke‐Freund, 2020). 
[bookmark: _Toc132496048]Competitor analysis
Threats of new entrants- The health trackers require a large amount of investment and sometimes it is not appropriate to take risks in the competitive industry because it is hard if the customer changes their preference of brand in electronic devices (Aplin et al., 2020). 
Suppliers' Power- The supplier's power in this industry is low because of the presence of large competition and the presence of products with similar pricing and specification decreases the bargaining power of the suppliers (Shakeel et al., 2020).
Customer power- The bargaining power of the customer is comparatively high in this industry because of the presence of similar products. Although customer finds it difficult to acquire the product according to their need for health that's why sometimes they need to stick with the same brand (Dinh-Le et al., 2019).
Substitute products- The threat of the substitute is normal because the product is sometimes expensive and it gets hard for the customer to switch the company because of the needs and wants of the health (Aplin et al., 2020).
The intensity of competition-The outburst of Covid-19 has increased the awareness of the healthy lifestyle, which has also increased the competition among the business that deals in lifestyle products and services, many big players like Apple also deal with health trackers and has a large market share (Dinh-Le et al., 2019).  
Health Trackers are different from competitions because it provides a more critical evaluation of health and makes changes in lifestyle. It provides detailed information about what the individual has eaten in the day d how many calories he has consumed.  These health trackers will even tell the individual to drink water and send messages on the mobile application if the body is dehydrating. 
Competitor method of selling
The competitors follow both online and offline methods of selling their products because it helps them attract and gain large amounts of customers even from different regions. Both online and offline approaches are convenient for the customers but the customers have to make that they are dealing with a genuine vendor. 
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Software as a service also known as SaaS is a software distribution model in which the provider of cloud hosts applications and makes them available for the end users over the internet. For example, Shopify is an eCommerce store solution for the entire retailer who is interested to sell their products online. Shopify was launched in 2006 and has earned more than $4 billion. The rise of SaaS with the rise in cloud-based computing. Cloud computing provides technology through the internet which includes accessibility to the storage of data, servers and networking (Jagli et al., 2020).  
Health tracker will also be available on the personalised website which will provide a user-friendly interface to the customers and provides all related information about the product. A personal website will be more helpful for the product because it will the customer to connect more and reduce the third barrier between the customer and the product (Loukis et al., 2019). 
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Expanding an e-commerce business on an international level has got easy in the 21st century if the business is ready for the next step. Marketplaces like Amazon and eBay are generally the biggest marketplaces for online expansion and the majority of retailer tries to involve with them. Although the online world is getting highly competitive and it is not safe to depend on only marketplaces for products and services. Amazon and eBay are both one of the best marketplaces to sell health trackers but if the business wants to choose one of them it must be difficult to pick one (Altrad et al., 2021). 
The audience of Amazon and eBay are very loyal to them but on each platform different types of audiences reach. Although Amazon tends to win the competition because they are focused on acquiring and maintaining the trust of customers that are involved in the vision, mission and values of the company. Amazon also provides an easy return policy which increases the satisfaction level of the customer and eBay is a little more complicated when it comes to returning the products and receiving full refunds. Amazon is much more careful about the delivery of its product and pays special attention to its packaging. Amazon fees are higher for their FBA program to complete the orders but after the calculation of package, store cost and product shipping they go down significantly (Gahlot et al., 2019).  
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Content creation is one of the ways by which companies reach their sales target and it is one of the methods by which the companies can differentiate themselves from their competitors. Content creation helps companies to cover every stage of the customer journey and allows the retailer to create a deep and authentic relationship with their audience. Good content creation can give a competitive advantage and boost the sales of the company for products or services (Pandey et al., 2022). Creating a great required four steps,
Research- The first step is to identify what type of content the company has to produce and how they can engage the customer with them for health Trackers Company can create something related to health and how human health is decreasing on the daily basis. Research can be done about the disease so the company can be relevant to the audience (Pandey et al., 2022). 
Brainstorming- The next step is to decide what to be created and how it should be created. The content should be based on the research which will help the content to be relevant to the audience and feel connected to it (Ansari et al., 2019).
Planning- The next is to shape the content according to the audience to make a good impression. The content should engage and be able to hook the audience to it instantly and it can be video, podcast, blog etc (Pandey et al., 2022). 
Creating- The last step is to create and connect with the audience with the content. But it should be kept in mind the content should be flexible and able to change the data if required. This will encourage the customers to find the company and make business with them (Ansari et al., 2019). 
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E-commerce websites collect payment using electronic systems it also refers to a paperless monetary transaction. It has been able to reduce paperwork, cost transaction and labour cost. The electronic payment system is friendly and consumes less time than the traditional process. Some of the payment services are,
Credit card- One of the most commonly used e-payment systems. It includes a magnetic strip which is linked with the unique number of accounts. This is one of the most convenient methods which can be used by the company (Caceres-Santamaria, 2020). 
Debit card- The debit card is also convenient for the user but unlike the credit, the amount is directly deducted from the bank account and the buyer won't have to pay any money to the bank later for the transaction. A debit card is also accepted by offline vendors and helps customer to track their spending (Caceres-Santamaria, 2020).
Smart Card- Smart card is similar to credit and debit cards in appearance, but their microprocessor chip is smaller. It is capable to store the work-related and personal information of the customer. Visa cards and Mondex are some famous examples of smart cards (Polasik et al., 2020). 
Electronic Money- It is a very popular and the most used method of payment in the 21st century. In this payment system, the amount is directly transferred to the account of the vendor just like the card but this card is not required it can be done with the help of the mobile application. Paypal and Google Pay are some of the common examples of this payment system (Caceres-Santamaria, 2020).
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The Payment Card Industry Data Security Standard (PCI DSS) is a collection of requirements planned to ensure that all companies that use cards as one of their sources of payment maintain a secure environment. It was introduced on the 7th of September in 2006 to control the PCI security standards and enhance the security of the account throughout the process of the transaction (Stevens et al., 2020). There are some concerns included in PCI-DSS Compliance,
All requirements are mandatory- The PCI-DSS standards involve more than 200 requirements and it is important to achieve all without any exception. The entire requirements have to be maintained during the 12-month certification otherwise fines or disqualification will be applied (Mahmud et al., 2020). 
PCI-DSS is very technical- PCI-DSS requirements are much more technical than other industry standards like ISO 27001. When choosing a PSI-DSS security consulting firm to validate your company, compliance that has an integration services system (Stevens et al., 2020).
Competency Gap- This concern is associated with the latter major companies looking at compliance with PCI DSS is influenced by demand from third parties in which they indulge without any notification which creates the competency gap (Mahmud et al., 2020). 
The pressure involved in certification- It is common to look for the companies which seek to validate their compliance with PCI-DSS because of the contractual need or the pressure put by the company that operates the payments cards (Stevens et al., 2020). 
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The process of promotion will involve both online and offline approaches because it will help the company to cover a large customer segment. For online approaches, digital marketing will be used. The company will hire experts to promote the health trackers which will cover major young and middle-aged people and old-aged people traditional marketing like newspapers, templates and television will be used. This will help to cover all types of target audiences to spread awareness of the company and the product. 
[bookmark: _Toc132496057]How to reach the target customer
Define target audience- The first step is to identify who will be the potential customers for the product for health tracker old aged people and sportsmen are best for the product because they need to track their daily routine (Lehnert et al., 2021). 
Target active audience- The next step is to identify if the target audience is active on social media or other platforms. In the case of young people, there is a high chance that they are active on online channels like email and social media in the case of old people traditional marketing tools in television and newspaper can be used (Mogaji et al., 2021). 
Digital and traditional marketing channels- A large number of audiences nowadays used social media and spend a significant amount of time on it. It can be used to engage people with the products not only a youngster but some old people are also on social media which will help to cover the major customer segment for the health tracker (Mogaji et al., 2021). 
Take referrals advantages- After the company has reached the audience the last and the important step is to ask the audience to refer the health tracker to their friends and family who need them. This will can be done by providing the best customer service which will create a positive perception of the products (Lehnert et al., 2021). 
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AIDA Model for Instagram and Facebook
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Awareness- Brand awareness can be created by posting content to which the customers can relate. In order to spread awareness on social media different strategies can be used like paying social media experts to promote health trackers on social media platforms. Videos can be created which demonstrate the importance of this health tracker which will help to engage the viewers (Abdelkader and Rabie, 2019). 
Interest- To create interest in health trackers in the people company can demonstrate the importance of a healthy lifestyle. Various research can be done about the target audience those who are engaged in sports can be targeted because it will help them to record their progress and make necessary changes in their routine (Sriram et al., 2022).
Desire- The main and most important step is to convert interest into desire. This can be done by collaborating with small influencers or small celebrities and hiring them to promote the health trackers on social media platforms.  Influencers can benefit to promote the health tracker in the mind of the youngster and their followers (Abdelkader and Rabie, 2019). 
Action- The ultimate and final goal is to influence the people to initiate the action and buy the product or services. By collaborating with influencers and small celebrity companies can already secure perfect sales for health trackers. It will help encourage the end users to buy the product and start taking care of their health (Sriram et al., 2022). 
Retention-One of the steps in this model is customer retention, the company needs to increase loyalty in their customers. Providing well after selling services to the customer like explaining the health tracker critically will help the company to create a positive perception (Abdelkader and Rabie, 2019). 
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Customers are the top priority for any business and it takes hard effort to secure the customer before and after they make a purchase from the brand. If the business failed to care for the customer then the customer will consider doing business with the competitors. The customer journey map is an instrument that supports people to understand and buy into the benefit and solutions of products or services. According to the marketing spiral model, there are six steps in the customer journey,           
Interaction- Interaction with the customers is very important in the journey because it will help the company to spread awareness about their products, it can be done by different online platforms or offline approaches like templates, newspapers etc (Kozinets, 2022). 
Engagement- Then the company will try to engage the customers with their product or service like what changes their product will bring in their life and how it will add value to their lifestyle. The health tracker will help to remain healthy and promote the lifestyle (Mukhsinov, 2022).
Participation- To encourage the customer to participate in the customer journey the company have to connect with the customer on a personal level like if they want health trackers then they have to demonstrate what benefits will this tracker provide in their life (Mukhsinov, 2022). 
Conversation- Having a conversation with the customers will help the company to know their needs and wants and what they expect from the product. Companies can make products according to the needs and desires of the customers (Kozinets, 2022). 
Affinity- Then the company have to create an attraction point of the product which will boost the desire to purchase the product. This can be done by hiring some small celebrities or influencers with a large number of followers and collaborating with them in order to increase the positive perception of the product (Mukhsinov, 2022). 
Community- The Company have to target potential customer by them in different community by age or by needs and wants by this it gets easier for them to sell and market the products according to their needs and wants (Kozinets, 2022). 
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Email marketing is one of the highest used marketing tools by organisations. In email marketing, they send emails to customers in order to promote their products and spread awareness about their brands. 
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The Data Protection Act 2018 manages how personal information can be used by organisations, the government or any business. The Data Protection Act 2018 is the UK's application of the general data protection regulation (GDPR).  Everyone responsible for using personal information has to follow the rule which is known as "data protection principles".  It is the act which got updates on data protection law in the UK.   The Act present new offences that consist of knowingly and disclosing personal data without consent (von Grafenstein, 2022). The act ensures that the data is used fairly, transparently and lawfully, used for specific and explicit purposes and used in a way that is appropriate, related and only used for a necessary purpose.  Under this act, the individual has the right to find out what type of information the organisation or even the government has stored about the individual. This act includes the rights to get informed when the information is used, when the personal data is accessed, when the data is eased, portability of the data and object on data is processed and under this law, the individual can also restrict to use the of personal data (Badii et al., 2020). 
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The Privacy and electronics communication Regulations is a United Kingdom law which considered it unlawful to transmit any automated recorded message for the purpose of direct marketing through telephone without the consent of the subscriber. One of the main principles of this act tells that it is a legal offence to send some direct marketing if they have not been granted permission specifically. The organisation cannot simply add details of the people to their database of marketing and start sending direct marketing (Shi et al., 2020). 
The need for consent- Consent is the foundation of privacy protection in the world. Data protection laws across the world secure the privacy of personal data subjects by insisting that someone who collects personal information must only do so with the consent of the other individual to whom the data belongs to. Most companies take the consent by providing a form online which comes when we install an application on mobile or on computers or laptops. That's why it is important to read the demands which come with the installation of the application on the mobile (Srinivas et al., 2019). 
Provision of the facility- The term data privacy and data protection are considered as same but there is a crucial difference between the terms. Data privacy refers to access to the data on the other hand data protection offers instruments and policies to restrict access to the data. Compliance regulations assist to make sure that the privacy request of the user is addressed by the companies and they take responsibility to provide protection to the user data. The companies should have appropriate tools and technologies which help them to provide great protection to the data of the users. Through data protection, companies can prevent damage to reputation, and data breaches and meet regulatory requirements (Srinivas et al., 2019). 
The right to erasure- Under article 17 of the GDPR Act individual have the right to erase their personal data. Although, the right is applied in certain circumstances. This is implemented in organisations that are using personal data and following rules and regulations regarding the usage of personal data. If the individual requests to erase the data than the organisation or the controller need to respond to the request in 30 days. According to the GDPR, the controller has to erase the data without any charges. The short response means the organisation have a strong process of working (Shi et al., 2020). 
[bookmark: _Toc132496064]Security and its Importance
Secure access to cloud Providers- Cloud security is important because the majority or organisations are already using cloud computing in one way or another. IT professionals remained concerned about shifting more data and applications to the cloud because of the security, compliance issues and governance when their content and information are stored in the cloud. Businesses are worried about business information and intellectual property that may get exposed by accident leaks which can lead to an increase in cyber threats. Health trackers will have more personal information about the customer which is needed to remain safe (Al Nafea and Almaiah, 2021). 
Sensitivity about default access- Sensitive data is crucial information that demands a higher level of security of data in order to prevent access from unauthorized sources like hackers or malware. If some third party get access to this personal information it may be used negatively and might harm the individual to whim the information belongs to. In order to secure this information some serious steps needed to be taken like providing protection settings that involve encryption and marking of the information. Protecting sensitive information is very crucial for companies too because the third may be able to hack into the company's confidentiality which is needed to protect at any cost (Badii et al., 2020). 
 Encrypting traffic in transit and at rest- Encryption in transit refers to encrypting data that is transferred among two ends of the networks. The data may be collected in an unencrypted manner at the sources and storage system at the destination. Encryption at Rest refers to the encryption applied to the data which is stored in this encryption may be applied at the source, where the data is created and collected at the origin. Data can be exposed at both and demand protection in both states. There is various method to data in both approaches like implementing a robust security network on the network to protect the data in transit. Proactive measures of security can be to protect data at rest (Al Nafea and Almaiah, 2021). 


[bookmark: _Toc132496065]Conclusion
To be concluded is the best device in order to record daily routine and to live a healthy lifestyle. Due to the increase in health issues around the world, it is getting important to take care of the body and health trackers can provide crucial assistance in that. There are two approaches by which the product can be sold effectively and efficiently which are online and offline. In the online method product will be delivered and all the specifications will be explained by the company through video and other means by offline methods all the information about the product will be provided by the vendors. The industry of electronics is immensely competitive and it is hard to sustain a customer for a longer period of time. There is a certain marketplace where the product can be sold like Amazon and eBay which provides a guarantee about the secure delivery of the products at the right place and the right time. Companies have to give importance to the personal information of the user. There are certain acts which force the company to take consent of the user in order to use their personal information and if the user wants he can ask the company to erase the data and the company is obligated to do so and respond to the user within the duration of 30 days.  
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