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1. Introduction 






In today’s business world innovation play an important fact. If companies are not innovating as fast as possible, they will be shut down in a blink of an eye. Innovation represent the process that involve idea generation, the development of technology and manufacturing combined whit marketing of a new/improved product or maybe process (Asimakou, 2009). 
The process of innovation improve the company`s performance. The more a company is focused to innovate their existing processes or products, create new ones through innovation that company’s productivity will increase (Rao et. all, 2011). 
This report is based on innovation at Pets at Home Warehouse based in Stoke on Trent. The managers and suppliers are looking for ideas to innovate their booking in system for deliveries. The idea that was suggested was to create an online system for bookings where suppliers have the option to see what time and what day they can deliver and to choose from there without having to send emails and try to catch someone on the phone. 






2. Innovative process for bookings Pets at Home Warehouse
The company Pets at Home represent the top UK Company that provides to its customers everything they need to take care of their animals (Record, 2018). 
The customers can buy the products they need either from one of the 523 shops or from their website (the items will be delivered by post). Suppliers deliver the items to Pets at Home Warehouse and then they are sent to the shops or directly to the customer. Every supplier is required to ring or send an email to “goods in team” in order to receive a slot to deliver their goods. At the moment there are two persons in charge of booking the deliveries. The both employees are working 37.5 hours per week, paid at 11.25 £ per hour. 
In the picture below you can see the current excel spreadsheet that employees are using to log in manually all the information that they require to track the deliveries that are coming to the warehouse each day. Supplier name, haulier, time, number of pallets, time in/out, vehicle registration are all inserted manually by them two employees. 
[image: ]
The picture below shows like the end of the shift looks like. The lines coloured in yellow represent the successful deliveries and the one in red are the ones that did not showed up. 
[image: ]
As a manager for goods in department, developing in innovating online booking service for our suppliers is more than necessary. The name of the program will be “direct booking” and the main customer will be Pets at Home Warehouse. 
On the market there are already other online booking services provided by “Fit Small Business”, “The UK Domain”, etc., but “Direct Booking” will be created custom made for Pets at Home and they will be able to transform it when and how many times they want to in order to adapt with their business needs. 
Pets at Home own three big warehouses. If they are happy with direct booking, they will implement their system in all three warehouses and then a couple of changes will be made to adapt the online system to the other 523 shops. 
3. Development process of “direct booking”
Grant Chart
	Task name
	Duration
	Start date
	Finish Date

	Analysing current problem
	7 days
	24/06/2022
	01/07/2022

	Project proposal
	3 days
	03/07/2022
	06/07/2022

	Project Planning
	4 days
	07/07/2022
	11/07/2022

	Analysis
	7 days
	12/07/2022
	19/07/2022

	Design
	10 days
	20/07/2022
	30/07/2022

	Testing
	7 days
	01/08/2022
	08/08/2022

	Implementation
	14 days
	10/08/2022
	24/08/2022

	Training
	14 days
	25/08/2022
	11/09/2022



To cut employee cost and create a better connexion between suppliers and our warehouse we decided to implement an online booking system for them. Direct booking will bring us, on top of that, a branded and customized booking page that will provide a clear, tidy structure. 
Some of the features we need are: 24/7 availability to access and book in deliveries, pop-up email when an delivery is booked to keep track, calendar settings to make sure the break times are clear and no bookings can be made during that period of time, intelligent reporting to be able to keep track with our kip’s.  
Creating “Direct booking”
To create direct booking, there are several steps that need to be completed:
· Business details: all the business details such as business name, contact details, descriptions, location, etc., should be entered in the system correctly. 
· Availability and services: Provide your working hours and bay availability: set up clearly your working hours excluding break times and when the employees are swapping shift. Specify how long a trailer should stay on the bay, how long they have to prepare and park the load on the bay. Another important fact to add in this section is to specify when your busy times are and what employee will be responsible for their specific load. 
· Pop up emails and SMS text: it is important to take the time to install this feature. Any cancelation from any supplier will be communicated to the administrator straight away, so the changes of having no show on shift are up to 15%. 
· Customize your product: personalize your booking in page. The welcome page represents the digital front door of your product. It needs to have the brand, high quality photos and simple but interactive items. 
· Integrate a sync calendar: in the warehouse all employees are using Office 365 so the online booking will provide through calendar sync or Microsoft Teams all the bookings by date to avoid double booking or scaling on the same time. Moreover, the suppliers will get a notification if a cancellation has been made and a new time slot become available. 
· Testing the product: before the product is launched it has to be tested by the provider first. Book a booking slot to check if it links with Microsoft Teams and if you are able to successfully complete it. After, reschedule or cancel it to see if the calendar is syncing. 
· Share and promote the new service: develop your own website or use any other existing platforms to promote your service. Videos on how to use the product should be incorporated in your webpage as well. 
Innovation Matrix 
[image: https://i0.wp.com/digitaltonto.com/wp-content/uploads/2012/12/Innovation-Matrix-w-solutions.png?resize=491%2C337&ssl=1]
(fig1-The Knowledge Innovation Matrix)
The process of innovation falls into four different categories based on the type of innovation. The four classes are: 
· Breakthrough innovation: it is also called “revolutionary science” and the innovation is very well defined but because something is blocking that process/idea to happen, the process itself of how to get there, it is unclear.
· Sustaining innovation: the best example to this type of innovation is Apple. The problem is clear and well defined, the way of solving it is clear and it is just a matter of time until it is resolved. 
· Basic research: some authors disagree that the products discovered by basic research are representing in fact innovation, just because usually they are discovered by mistake. The main idea of basic research is to find more about how some things are done and how can be improved. 
· Disruptive innovation: it refers to products or services that appeared suddenly on the market with no competitors, had a great impact and success, but just for a short period of time, and then, they disappeared.  
(Gregor, Hevner, 2014)
“Direct Booking” which represent an online booking system is part of basic research in the innovation matrix. Its role is to simplify the booking in system that is already in place in the company. 
4. Value Proposition and Competitive Advantage
The value proposition of online Direct Booking is: “providing a smooth transition” between warehouse, suppliers and customers. The advantage of Direct Booking is that is created for Pets at Home warehouse needs by a manager that is working for Pets at Home in the department where is needed the most.  
At the moment “Direct Booking” has no competitors because it is the only online booking system that was created for a certain warehouse. As mentioned earlier, in this moment, the goods in department is using employees to book in all the suppliers using emails, telephone and excel spreadsheets. Because the management is looking for solutions to improve the process and cut some of the employees, Direct Booking represent the perfect solution for them and it will be implemented as soon as is it ready to use. To make sure that the company will not start to look for alternative, Direct Booking is custom made for the warehouse and it will provide the company logo too. 
5. SWOT analysis for direct booking: 
This analysis represent a tool that help individuals to perform a analyse of a certain company`s strengths, weaknesses, opportunities and threats (Leigh, 2009). 
· Strengths: the numerous suppliers can book their slot anytime and from anywhere; from a finance point of view, the online booking system is cutting the spending in half; the website that is promoting the service is well explained and interactive.
· Weaknesses: the finance part where the warehouse is paying the supplier is not included; because is a new product it will not be as developed as other online bookings system because of lower budget; lots of competitors in this area; lack of human interaction between warehouse and suppliers. 
· Opportunities: Pets at Home is currently owning three different warehouses and 523 stores. If they will be happy with the service at NDC warehouse then the product can be used in all the warehouses and maybe create a different page for the shops; social media represent a very easy way to promote Direct Booking since everyone is all over it; technology can develop online booking that will provide to its users cost reducing; transport and suppling industry is growing, fact that will bring more work to the online booking.
· Threats: competitors of Direct Booking can develop their products faster than us; Brexit is also having an impact to the suppliers; new online booking system can be created very fast. 
6. Value Chain Analysis
Represent a business tool that help companies describe and identify the processes in their company (Kaplinsky, Raphael, 2000).[image: https://online.hbs.edu/PublishingImages/blog/posts/value_chain_blog_post_logo.jpg] 
“Direct Booking” will improve the inbound logistics from Pets at Home Warehouse`s Value Chain Analysis. 
7. Finance 
Website: to create a website for Direct Booking (small business website) the average cost is between 2000£ and 9000£ (Aggarwal, Elembilassery, 2018). 
· Design: 200£
· Hosting: 100£/ year
· Domain name: 1500£/ year
· Maintenance: 150£/ year
The website will have following features: videos that will explain different processes or will provide information (how to book your slot, what service the warehouse is providing, availability, busy hours, etc.); custom made and interactive design, query slider banner, online schedule, multi lingual, sing up area for suppliers that are interested to see our latest news, search bar, 100% ownership rights, connect to live chat, etc. 
The money to invest to develop Direct Booking will come from personal savings. 
Equipment: a computer/ laptop/ notebook with a very good connection at internet is more than enough. Personal laptop will be used to develop Direct Booking.
Staff: I, personally will develop Direct Booking and I will be the one that will promote the service too.
Payment for the service: because I am working for the company and at the moment Direct Booking is focused to complete all the requirements for Pets at Home warehouse the payment will be delivered directly to me, in my bank account through my payroll number. 

8. Marketing 
The marketing part of promoting “Direct booking” is very simple and straight forward. 
Pets at Home Warehouse (NDC) own their own group on Facebook, where all their employees are posting whatever they think it is warehouse related. So, the first step will be to post pictures about the process and explain the benefits and how it is working. 
[image: ]
“Direct booking” will be developed and promoted by myself personally with to links to any other paid search enginees. Working in the warehouse as a forst line manager, I will organize a private meeting with the general manager, finance manager, training manager and IT manager and I will present to them my innovative idea, what it involves and how much it will benefit the goods in department and how much money they can save by implementig this process. As a further resereach I will inform them that the service is creaded sppecially for them and a similar service can be created for their shops or groom rooms. After the warehouse will implement and become familiar with Direct Booking, all the supppliers will be informed of our new process of booking in deliveries. Our goods in administrators and me, will be more than welcome to support our suppliers over the phone/ emails if they will be stuck anywhere during the process.







9. Conclusion 





It is understood that the need for innovation is in every company no matter how small or big it is. Innovation is the key to a company performance in these day.
Pets at Home Warehouse was build 30 years ago and since then they used the same processes, but now it is the moment to improve things and innovate some processes. 
“Direct Booking” will bring to the company different benefits already mentioned, such as: cutting the level of work for goods in administrators in half, cutting the budget allocated for goods in administrators, reducing the amount of emails, a faster way of booking the suppliers, a smother and faster connection between the warehouse and suppliers, etc.  
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