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[bookmark: _Toc117517503]Executive Summary 
The report discusses the online store which is going to be innovated for the purpose of people comfort and ease. The concept has been refined to the point where it can be implemented by addressing the complexities of online services and job. The potential of an idea is evaluated using a number of innovation frameworks, such as Amazon, eBay, and AliBaba.com. An e-commerce website's value and significance are examined closely. Information about techniques and tools for using digital media, such as search engine optimization (SEO) and electronic mail (Email), is also provided. The report's middle section discusses the purpose to setup an online website or store. The final part of the report will discuss the marketing techniques and tactics which will illustrate how our website or store is going to be common among the people of the world.
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[bookmark: _Toc117517504]Introduction 
The plan is to build a website where people who sell things like groceries (both raw and cooked), ready-to-eat meals, house cleaning services, electrical, mechanical, and plumbing work, taxi rides, and virtual doctor appointments can sell their services directly to customers without having to run and promote their own websites. The name of our website is ‘Justone.com’. This name also implies that customers do not need to install or upload different websites, they just have to download Justone.com and whatever their basic need would be, it will resolve from this website. From a business perspective, there are two distinct groups of potential buyers for this offering. The first is the community of retailers or service providers that will utilise features including the platform's website and social media channels as well as digital media and marketing management software. Those that actually purchase the goods are the second type of customers. 
[bookmark: _Toc117517505]	Innovative Service Proposition 
The name of our website is Justone.com. In this website, multiple retailers and service providers are present who sell their goods and services. These include; Grocery retailers, restaurants, house cleaning service providers, electrical, mechanical, and plumbing workers, Cab service providers, and doctors who sell their services and products to the customers or clients. The "Web Management Team" would be in charge of creating and updating individual seller and service providers websites, where vendors may post images and information about their goods and services for potential buyers to review. Sellers and service providers will be sent an invitation to meet with the 'Digital Marketing Team. The group can assist retailers and service providers in determining the optimal distribution of goods, or in digitally promoting selected goods while monitoring overall performance (Konietzko et al. 2020). When it comes to purchasing decisions, type B customers or clients are the ones that matter. Roaming or picking up an order will also need them to visit the website. Items will be sorted into categories based on their monetary worth. Customers can also conduct a search for certain websites by owner name. The website must have all the standard features of modern websites, like a shopping cart and a private messaging system where users may communicate with selected vendors or service providers. Improvements to the user interface and the overall experience of surfing the web will be the primary goals. This innovative idea not only cut off multiple websites but it also provides quickness and comfort to people who needs this basic and necessary services and products. As compare to other online stores like Amazon or eBay, Justone.com provide its customer variety of services along with the products. This is our unique selling point as people do not want their mobile space fill with different websites or applications. Through this website people will remove all the unnecessary application or websites and attract toward our online store and use this store on daily basis. The emerging customers of our website would be normal people who would be in need to fix their issue or buy necessary products. From children to older age all will be our customers. Like virtual doctor consultancy is for everyone so here they will facilitate with the virtual appointments and checkups. 
A simple product description on a blog is no longer enough to attract readers. Visuals (graphical artwork, photographs, vector clippings, vector art, infographics, etc.) and professionally produced video clips are effective tools for introducing and enticing potential customers to a product or service (Nußholz, et al. 2019). The credibility and presentation of the site contents are crucial to the success of an e-commerce business that relies entirely on online sales. In order to assist e-commerce projects with this aspect of the deal, digital marketing agencies are stepping forward. That is why a "Micro-seller" needs to join forces with an appropriate digital marketing firm. It is tough for a newcomer to build a trustworthy marketing team from scratch. There are many competitors in our way and all include multiple stores websites. As Justone.com is a platform where people can look for multiple products services, different websites or store are only specific for specific for specific product or services. So, these online stores will be the real competitor of Justone.com. Due to the fact that modern businesses are becoming increasingly decentralised and the trading system is also becoming increasingly holistic, the major e-commerce giants such as Uber, Visiba care Amazon, eBay, and Alibaba are likely to be competitors. Micro-sellers, on the other hand, are trying to build brand awareness through social media platforms like Facebook and Instagram because they lack the means to create a fully functional website.
[bookmark: _Toc117517506]	E-commerce 
If the suggested service is to perform as intended, it will need to have its own website. As our website is not only beneficial for the customers but it also facilitates retailers and service provider to sell their services or products to the target customers. So, on the websites retailers and service providers make their portfolios and pages. Modern web languages including HTML, CSS, Python, PHP, and SQL will be used in the website's design and development by a reputable software company or web designing & development team. Therefore, popular e-commerce platforms like Shopify, Wix, WooCommerce, and BigCommerce cannot be used in any way during the development or upkeep of the website. However, for some businesses that need an all-in-one digital maintenance solution, employing such a platform for e-commerce solutions could be the best option. Building consumer loyalty and responsiveness for an online-only firm is highly dependent on the quality and presentation of its web content. To assist e-commerce projects with this aspect of the deal, digital marketing consultants are stepping up to the task. It is for this reason that a service providers and retailers would need to join forces with a suitable digital marketing firm. It is tough for a newcomer to build a trustworthy marketing team from scratch. The correct marketing techniques and approaches can only be determined after working with a seasoned marketing team to design and evaluate a number of options. The research can then be used to build a "Justone.com" marketing group. Companies are under pressure to negotiate with current processes and develop better web contents in order to retain and attract clients as demand for these materials continues to rise (Hollebeek et al. 2019). To keep up with the growing demand for high-quality media, producers will need to improve their photographic and cinematic techniques as well as their ability to choreograph scenes and snippets. 
[bookmark: _Toc117517507]	Payment System 
The payment procedure is one of the most time-consuming aspects of an e-commerce site since customers prefer a fast, easy, and safe method. In practise, however, it can be challenging to uphold both requirements simultaneously. When it comes to how they like to make purchases, many demographics have varying requirements and preferences. Not everyone uses traditional banking services; some prefer digital payment systems, while others are open to switching to mobile payment methods. It is possible to lose important consumers if you cannot cater to their payment preferences and avoid chargebacks. Google Pay, PayPal, Skrill, Payoneer, and Stripe are just a few of the global digital payment systems that are adeptly serving client demand. Also meeting the needs of their respective markets, Propay, Bluesnap, and Payline are popular payment methods (Konietzko et al. 2020). Conversely, international commercial banks offer a convenient service that fits well with their other offerings. However, the growing complexity of the cyber world comes with an increase in both interim inconvenience and security worries. 
When it comes to accepting credit card payments, modern e-commerce projects face challenges in adhering to PCI-DSS regulation criteria. However, many businesses fail to fully comply with the 12 standards of PCI-DSS, which ensures the safety of customer information and the integrity of financial transactions (Cooper, 2019). This incompatibility in cybersecurity causes a misunderstanding of security and performance management problems. Compliance with PCI-DSS and other regulatory enforcement standards must be included into overarching security objectives. Your company will encounter a growing number of cyber dangers that must be addressed. It must be related to the overall objective and not treated separately. An important goal should be to provide the maximum level of security possible, which includes things like complete encryption and many levels of fraud prevention software. Finding a reliable payment platform that supports both payment processing and security features might be difficult (Ranta et al. 2020). 
[bookmark: _Toc117517508]	Marketing 
For promotion, online marketing, including promotion via social media and other digital channels, is what we have in mind here (Hollebeek et al. 2019). Nonetheless, offline marketing tactics such as cold calls, word-of-mouth, print publications, networking gaps, etc., have room to grow as well. There is no difference between traditional and digital marketing in terms of the primary outcome: branding. Although there are some broad strokes that may be used with regards to marketing strategies, the complexity of modern business practises necessitates the development of more nuanced, individualised plans of action. Every online website wants to do everything they can to increase digital engagement with their customers by delivering extras like eye-catching images, graphics, and entertaining videos to their site visitors and social media followers. In this case, Justone.com relies heavily on the digital content creation team. 
Furthermore, we will also look for the influencer who can market our website by boosting our post on their profiles. We may increase exposure for the goods and interest in your brand by collaborating with the right influencer (Ghezzi and Cavallo, 2020). To maximise the effectiveness of influencer marketing, it is essential that the influencer we choose has a fan base that includes the ideal customer. All virtual companies take possible measures to expand virtually by delivering more than usual to people who visit their website and who follow them on social media by providing lively photographs, engaging videos, and engaging illustrations. For 'Justone.com,' the role that the digital content generation team plays are extremely important and critical. 
Search engine optimization (SEO) is a process to optimize the website on the results of search engine (Vakulenko et al. 2019). When done correctly, SEO can help to improve overall performance. On the other side, search engine optimization (SEO) has the potential to bring about disastrous outcomes if it is not carried out correctly. When considering whether or not to use SEO, the Digital Marketing Team of 'Justone.com' vendors and service providers should keep a few points in mind. First things first: putting yourself in the shoes of your ideal customers and considering what it is they want from the products they sell. The second item that they should look at is whether or not they are paying attention to the on-page elements, such as titles and descriptions. The use of meta tags and title tags that are compatible with the algorithms utilised by search engines is another extremely important aspect of effective SEO (Chen et al. 2020). 
[bookmark: _Toc117517509]	Target Customers
Target customers of the justone.com are everyone. As in this website every necessary product and services are available. Customers who fall within the "Justone.com" category have been described in quite a few earlier iterations. The project is aimed at two distinct groups of potential clients. The group known as Type-A is the one that sells certain products by making use of the platform. The second category, Type B, consists of consumers who actually buy the products in question. Now, in order to attract both of these demographics, "Justone.com" needs to establish strategies. Customers who fall into the Type A category, who are also considered to be potential sellers of the website, most likely do not have a website of their own but rather conduct business through their various social media accounts, such as an Instagram Page, Twitter or FaceBook. This collection of clients can be found in a few different groups on Facebook. It is just a question of time before we can contact them and then sign a deal with them (Edvardsson and Tronvoll, 2020). However, getting their attention is the most difficult part of the process. Despite this, "Justone.com" is of the opinion that the credibility of its concepts and techniques is sufficient on their own to entice this particular group of consumers. 
An unusual method of getting people to try new platforms is through word of mouth. It is strange because these days most people do not learn about anything through direct interaction but rather through Google Adsense or other digital marketing methods. The best strategy to get merchants to start using the "Justone.com" platform is to give them with web content that exemplifies the services offered. Service providers and retailers have access to a variety of services, including as marketing materials and guidance from the company's in-house Marketing Department, a website for streamlined product promotion and information sharing, and an inventory management system. 
The retailers and service providers are the one who may attract the customers and clients towards Justone.com service. Type-B customers can also be attracted with the help of Google Adsense, social media influencers, a lively social media presence, etc. That is to say, the 'Strategies for Online Promotion' section contains the methods that would be most effective in luring customers. Building trust in the modern era with digital material and marketing alone is challenging, thus word of mouth might be useful in this scenario. In terms of gaining a customer's trust and loyalty, a practical review from a personal acquaintance is unrivalled (Konietzko et al. 2020). However, it is important to remember that bringing in new consumers and keeping existing ones are two entirely different things.
[bookmark: _Toc117517510]Conclusion 
Justone.com seems to be quite a good fit as a start-up idea that can be operated remotely not only for the services providers and customers. The concept makes use of the principles of innovation in a manner that is quite applicable. The most effective strategy for a modern business is to engage in online commerce. The usage of digital marketing is one of the most important instruments a modern commercial enterprise can employ in order to reach out to clients and keep a fluid interaction with them. After considering all of the aspects of a contemporary business venture, it is possible to claim that the concept of "Justone.com" is a workable one that deserves to be well cared for and nurtured by a management team that is compatible with it. 
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