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In this pandemic situation which is being created due to COVID-19, The Grocery delivery service is facing a massive problem in the supermarket. The following my personal study of the innovative measures that the supermarket chain can take for tackling the various challenges that it faces in the market. In my opinion, this needs to be overcome by them so that they are capable of operating in a significant way possible. For this reason, the business firm in the market needs to come up with an idea so that they can flourish in the marketplace (Madsen et al. 2020). I think the idea needs to be unique in nature and should be able to grab the attention of ordinary people. This needs to be understood by the business firm so they are capable of adopting the strategy that will be beneficial for the growth of the firm in the marketplace. Suppose the company is operating in the retail business. In that case, they need to look after the matter properly so that they are capable of coming up with the new idea regarding a product or service (Shaker et al. 2020).
I believe that my new service idea which is called Just Grocery is a new and unique idea regarding about the grocery home delivery service so that the ordinary people can purchase the product from the e-commerce site and get their essential needs to be delivered at their doorsteps during this pandemic situation. This will ultimately assist the company in flourishing in the market and grabbing the attention so that just Grocery is capable of generating a massive amount of money from the marketplace in the process. Thus, proper care needs to be taken by the firm so that just Grocery can receive the goals.
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Just Grocery is looking after to provide customers with the grocery home delivery service so that they are able to sale their product with the help of the outlet across the United Kingdom from Tesco as well as Asda and Sainsbury stores. The service Just Grocery is providing will be delivered within the 3 miles from the store and possess some charge of £4.99 and the grocery items that the customer purchase from the website will be delivered same day within 30 minutes. This unique service that the Just Grocery is willing to provide during this pandemic situation will assist them to flourish in the market and let them gain the goals that they have set in the marketplace (Grashuis, Skevas and Segovia 2020). This type of service is critical as well as essential for the ordinary people, and they will readily avail the service from the firm as this is relatively safe and help them to get their grocery products to deliver at the end (Hobbs 2020). Therefore, the firm needs to look after the matter so they can adopt the appropriate strategy to grab the attention of the people and encourage them to avail the service in the process. 
Just Grocery is also providing menus that the customers need in their daily life so that they can select the items without any hassle and also the firm is willing to adopt the cashless transaction so that there is no human contact in the process. The online transaction that can be done with Paypal and also directly from the debit/credit card payment (Dannenberg et al. 2020). The firm is also intending to provide offers and discounts in the grocery items, and that will automatically let them grab the attention of the people. 
In my opinion, this idea will assist Just Grocery in expanding in the marketplace and in gaining the success that they are looking for in the market, also help them to become popular in the end. The company is also looking after the selling of the household essential along with the grocery items so they will be able to become the number one company who are selling Grocery as well as a household essential in the process (Sharma et al. 2020).
I also think that the company will take care of safety packaging. but eco-friendly packaging so that the delivery person does not come in contact with the items and provide full safety and sanitation of the products that the customers have ordered from the website of the company. This unique idea for the service will assist the firm to flourish in the market, and the people will be willing to avail the service even if they need to pay the delivery charge in the process. This is so as the people can get a helping hand and without going outside, they can purchase their grocery items and the essential commodities which is in regular use in the households. 
I think there is a need to be looked after properly so that just Grocery can market their service in the social media platform during this pandemic situation as the social media marketing is cheaper as well as faster. I have found that during the pandemic situation the people hardly going out of their house and that is the main reason there is no point for the company to bear the expense of traditional form of marketing (Pantano et al. 2020). But the company can invest in television commercials along with social media marketing so that they can reach to the people in less possible time and cheaper rate. Hence, this is the main reason the Just Grocery needs to look after the matter so they can grab the attention of the ordinary people and can encourage them to avail the service from the company in the process. This will ultimately let the company to acquire the profit and also help them to gain popularity among the consumers in the end (Baker et al. 2020). So, proper care needs to be taken by the Just Grocery so they can acquire the target that they have set in the marketplace and are assisting them in providing the best quality service to the ordinary people in the market where they will be operating. 
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In my opinion, when the e-commerce side of the business is concerned, the Just Grocery will look after the online business. I think for this reason they will develop an online website as well as a mobile application like Amazon and also needs to look after the online payment service like PayPal and transaction from the debit and credit card. This is important for the Just Grocery to looked after as they are providing the grocery home delivery to the customers and are maintain the social distancing during this pandemic situation (Gao et al. 2020). I think the Just Grocery also needs to include the delivery charge for the service that they are going to charge to the customers for providing their Grocery and the essential commodities at their doorsteps. This is necessary for the firm to looked after so that they can adopt the appropriate e-commerce strategy, which will automatically assist them in growing in the market and in acquiring the target in the end (Pantano et al. 2020). This is critical for the company to look after as they are adopting the strategy of zero contact, The payment needs to be done prepaid by the customers, and there should not be any option like cash on delivery as that will encourage the human contact during this pandemic situation. 
The Just Grocery will look after the safety of the staff who is going for the delivery, and that is the main reason proper precaution will be maintained in the process and encouraging the people to do online transaction during the purchase. The Just Grocery will look after the marketing process, and that should be done online so that they can reach to the customers in less possible time and at a much faster rate (Ota, Sangita Ray and Kumar 2020). If the company is unable to do so, then they will not be able to acquire the target that they are looking for in the market where they will be operating. The company need to develop their website as well as a mobile application like Amazon and eBay simple and customers friendly. The Just Grocery firm also needs to provide the customers with discounts and offers so that they can grab the attention and encourage them to purchase a product from the company.
There are other important aspects as well for the Just Grocery to look after is that they need to contact with the clients who will provide them with the resources and in this case groceries and essential commodities (Hashem 2020). The firm will target grocery store all around the United Kingdom so that they can provide the service to the customers all around the country and also to the grocery stores. This will also enable the grocery stores to reach to the customers with the platform that the Just Grocery is launching in the United Kingdom and that will assist the grocery stores to operate in an effective way possible and continue the business without thinking about the delivery of the products in the end. The delivery charges that have been added by the Just Grocery, i.e., £4.99 pound is the money that the company is making and also providing the discounts to the customers assist them in attracting more number of people to avail the service from them (Pan, Cui and Qian 2020). This will ultimately help the company to charge the grocery stores some nominal amount for providing them with the customers and helping them to sale their products during this pandemic situation. As per the General Data Protection Regulation, the Just Grocery will adopt security measures like uploading a firewall in the system and also appoint an engineer so that they can keep track of whether data is breaching or not. These will automatically enable the company to protect the data of the customers like name, address, and bank details as this are critical data that will be looked after properly by the company in the e-commerce. This strategy requires to be adopted by the company properly so they can acquire the target in the marketplace and are able to sustain in it in the process (Chaudhary 2020). The company will take proper care and able to adopt the strategy properly so that they are capable to acquire the target audience and also will be able to grab the attention of the clients who will let them operate in the market and to continue the business in an effective way possible in the end.
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Fig. 1: E-Commerce Growth in the United Kingdom
(Source: Created by Author)
[image: payment_methods_uk]
Fig. 2: Use of Payment Mode in the United Kingdom
(Source: Created by Author)
The eccomerce website link :

https://ai4088420.wixsite.com/justgrocery
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As per the Innovation idea the Just Grocery will look after the target audience who are mainly the parents and single adults or people who are living alone so that they can make the content as well as take pictures so that they can post it in the social media platform. This automatically assists the Just Grocery to flourish in the market as this is an era of technology and during this pandemic situation people are more into the social media platforms and to grab the attention the company will advertise their ads in a proper and attractive way possible (Grashuis, Skevas and Segovia 2020). If they are capable of grabbing the attention of the people in the market, then they will be capable of acquiring the target that they are looking for and will let them grow in the market where they are operating in the end. The Just Grocery will also look after the service and promote them properly in Facebook as well as in Instagram and Twitter by paying the influencers so as to gain the popularity, and the people get encouraged to avail the service from the company (Pantano et al. 2020).
The Just Grocery should be able to reach out to the customers in a significant way possible so that they are capable of grabbing the attention. As the company is providing a vital service in the market, they will be able to flourish in the end. For this reason, the firm will adopt the email marketing as well and if the company is able to provide the best quality service along with the best deals and offers they will automatically grab the attention of the consumers. They will become popular in the process (Hobbs 2020). So, this is critical for the growth of the company in the market, and they will be able to undertake the strategy that will assist them in operating efficiently in the market. The Just Grocery will also make promotion for the clients as well so that they can grab the attention of the clients on whose behalf they will be delivering the grocery items and essential commodities to the consumers in the market.
Marketing of the service or the product that the organization is providing is very much vital as this is the only way through which the company is able to provide the first-hand information to the consumers. This has to be attractive and catchy so that they can grab the attention of the people and encourage them to avail the service from the business firm (Roggeveen and Sethuraman 2020). This is the sole reason the Just Grocery will adopt the strategy as well as channels for the marketing process properly keeping in mind the needs and wants of the people. This will help them to acquire the success and let them grab the attention, and for this reason, proper care plays a vital role for the company to become popular in the market.
Therefore, this need to be looked after by the Just Grocery in an effective way possible and let them acquire the target that they are looking for. If the firm is able to grab the attention of the customers and the clients, then they will be able to acquire the target that they have set in the marketplace (Berry et al. 2020). This will also let them provide the necessary service to the customers during this pandemic situation, and this will automatically make them popular if they are able to market their service in an effective way possible. Hence, it can be said that the marketing is the vital factor that needs to be looked after properly by the company and make them popular among the consumers. During this pandemic situation, this kind of service is the only thing that is being required by the customers so that they are able to order the Grocery as well as essential items from the supermarket without coming into contact with anyone (He and Harris 2020). So, proper care should be taken by the Just Grocery in marketing the service through social media so that the ordinary people are aware of the unique service that the Just Grocery is providing in the marketplace. 
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Lastly, it can be said that the just Grocery has come up with a unique idea regarding the delivery service during this pandemic situation. This will assist them to grow in the market and to gain the success that Just Grocery looking for in the marketplace. If the business firm can provide the best deals along with the best quality service, then the consumers will avail the service even after the pandemic situation in the United Kingdom. This will make the organization popular among the consumers and also helps the society to remain safe and purchase their Grocery and essential products from Just Grocery. 
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Consumer Behavior: Payment Methods
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