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[bookmark: _heading=h.gjdgxs]1: Introduction 
In today's rapidly evolving business environment, it has become essential for companies to identify emerging consumer needs or wants and develop innovative products to meet those needs. A company that caters to the needs of its customers can easily attract customers by fulfilling their ever-changing demands. Therefore, in order to be competitive in the market businesses must adopt proactive approaches while constantly scanning for emerging market trends to keep themselves ahead of other market counterparts (Kennard, 2022). By properly understanding the shifting dynamics of consumer behaviour businesses can gain a significant comparative advantage and growth. This paper aims to explore the critical task of identifying emerging customer needs and propose a viable and innovative business idea that addresses those customer needs.




[bookmark: _heading=h.30j0zll]2: Background of the Business 
[bookmark: _heading=h.1fob9te]2.1: Innovative Products or Services to be Offered 
 ‘EcoNest Decor’ is an online personalized home decor business that is mainly used to provide its customers with innovative and unique furniture and decorations while also maintaining ethical and sustainable guidelines. The business mainly serves suburban UK households and commercial places like restaurants and hotels. The business provides eco-friendly and ethically sourced home decoration items that are tailored to unique customer demands and designs. At ‘EcoNest Decor’ customers can design their decorations based on their own preferences and choices. The business gives its customers a wide range of options to choose from which includes furniture, decorative accessories, textiles and so on. The service of the business will be provided through both offline and online mediums. The business will accept customer orders through its dedicated website, marketplaces, and physical outlets. Besides that, the business will also have ready-made furniture that caters to the demand of customers who are concerned about the ethical and ecological aspects of their products. The product range of ‘EcoNest Decor’ will include customizable wall art, eco-friendly textiles, upcycled furniture, sustainable lighting, and natural home fragrances. These products will help the business capture market share from customers who are concerned about the sustainability of the environment. Through its online portals, the business will provide personalized consultations to customers for their interior designing and provide customers with choices to personalize their required home decor.
[bookmark: _heading=h.3znysh7]2.2: Potential Market for the Product 
The potential market for EcoNest Decor’s sustainable and personalized products Is significant in the UK.  According to a study by MarketWatch (2023), The home decor market in the UK is expected to increase at a CAGR of 7.6% over the next 5 years and is expected to reach around 24.2 billion pounds by the end of 2027. This growth is significantly driven by the increasing consumer demand for eco-friendly and ethically sourced options.  According to a study by the Ethical Consumer Markets Report (2020) it was found that the market for ethical goods and services in the UK is expected to reach £63.3 billion by the end of 2030 which demonstrates the 3% average growth per year over the next 10 years. This indicates a growing consciousness towards sustainability and ethical practices (Guardian, 2019). Other than that, the market for sustainable home improvements in the UK is thriving. The UK Green Building Council (2021) reported that 53% of UK households reported that they are more likely to undertake sustainable home improvement if relatively cheap sustainable alternatives are available. EcoNest Decor will focus its products and service offerings on these segments of the market. By keeping up with customer demands EcoNest Decor can capture a significant market share in this growing market.
[bookmark: _heading=h.2et92p0]2.3: Unique Selling Point (USP) 
A unique Selling Point (USP) is a marketing concept that identifies the key aspects of a product or service that sets it apart from its competition while also attracting customers (Kotler et al., 2018). EcoNest Decor also has some unique selling points that give the company a competitive edge in the market. Firstly, the products of the company stand out due to their personalized nature. At EcoNest Decor customers could customize their home decor items allowing them to express their individual style and preferences. Another USP of the company is its focus and commitment towards sustainability and ethical sourcing. By providing eco-friendly and sustainable home decorations the company can appeal to environmentally conscious consumers who prioritize sustainable living and responsible consumption (Zuo & Zhao, 2017). EcoNest Decor Also thoughtfully curates its product thus ensuring each item meets high standards of aesthetics and craftsmanship. The company will also offer unique and handcrafted home decor pieces that cannot be found in mass-produced mainstream stores, adding to its unique selling point.  And finally, the company will give significant emphasis to customer engagement and community building. Through social media platforms and blog content, the company will encourage customers to share their home decorations, personal experiences and exchange ideas. All this will further add to the unique selling point of the company.
[bookmark: _heading=h.tyjcwt]2.4: Competitor Analysis
To access the competitive landscape of the industry for innovative and sustainable home decor, EcoNest Decor first needs to make a competitor analysis.  Since the industry is growing day by day, the competitive pressure from other companies providing similar products is also increasing. The major competitors in the sustainable home decor market are IKEA, Wayfair Stores, DFS Furniture, and Bed Bath & Beyond. According to Mordor Intelligence (2022), IKEA holds the most market in the home decor sector with an estimated market share of 23%. Not so behind, Bed Bath & Beyond holds the second largest market share of 19.5% followed by 11.2% of DFS Furniture and 8.7% of Wayfair Stores. The market is therefore highly consolidated and dominated by these large market forces.  However, since the demand for sustainable home decor is rising rapidly in the UK and other European nations the market is ever-expanding and has significant opportunities for new entrants. By achieving differentiation through personalization and increased focus on sustainability credentials, EcoNest Decor can easily enter the market and serve the targeted customer segment.

[bookmark: _heading=h.3dy6vkm]3: E-commerce Platform Development 
[bookmark: _heading=h.1t3h5sf]3.1: Potential Platform Selection 
Since EcoNest Decor is a platform that utilizes online mediums for its operations and customer interactions It needs to select a viable potential platform for conducting the business. The business will develop its own website and mobile application using a SaaS platform like Shopify. The business will use a fully customized website that is sufficiently optimized. Other than its own website EcoNest Decor will also expand its business on other eCommerce platforms like Amazon, eBay, and social media marketplace. By selling through these established marketplaces the company candidate has immediate access to a large customer base (McIntyre et al., 2022).  Other than that, since the company is new to the market with budget constraints these platforms will be significantly helpful in attracting the first pool of customers.
[bookmark: _heading=h.4d34og8]3.2: Website Development 
For developing the website and the mobile application for EcoNest Decor The farm will first need to choose a web development Technology stack.  This may involve choosing a server-side programming language which includes Python, Java, JavaScript etc. The next step will involve choosing a web framework like Laravel, Django, or Node and ultimately deciding on a database management system like MySQL (Daniel, 2022). The website will be designed by outsourcing website structures from SaaS platforms like Shopify.  These website designs will then be modified according to the company requirements and preferred layout or user interface. The business will hire independent content developers to develop and organize the website’s content like videos, images, blog posts and other media. The business will also implement a content management system like WordPress to allow easy content management and update. The business will use an independent website hosting provider and configure the server environment. By setting up domain registrations, DNS settings and collecting SSL certificates from respective authorities it can provide another safe and secure browsing experience for customers.  The company will also invest some resources in SEO activities.  This will make the company pop up more often in customers' web feeds which will significantly improve the customer attraction rate. 
Setting up an online website or mobile application requires significant financial investment. Therefore, EcoNest Decor should consider the cost of domain registration, web hosting and other platform fees before committing to develop the website or mobile application. The company should Consider multiple vendors for designing and developing websites and select one that is most appropriate and within the budget the company.
[bookmark: _heading=h.2s8eyo1]3.3: Operation Plan 
To operate the business, EcoNest Decor will need to implement some essential equipment like computers, high-resolution cameras for product photography and reliable internet connectivity.  Other than that, the business will also request machinery and equipment to package and ship the product to customers.  The company will also have to integrate a comprehensive inventory management system into the operation of activities. Since EcoNest Decor is a small start-up with limited resources it will hire a total of 10 staff members initially to handle various aspects of the business. The company will utilize these employees for maintaining the website, creating content, producing, and shipping the products and managing the overall inventory and financial system. 
[bookmark: _heading=h.17dp8vu]4: Marketing Strategy 
The marketing strategy is a component of a firm’s comparative advantage.  It refers to the comprehensive plan that a company formulates to promote its product or services and reach the target audience effectively and efficiently (Kotler et al., 2018). By identifying the target market and understanding what customers want, a marketing strategy can help businesses tailor their products according to customer demand and preferences. To ensure the company has a proper marketing strategy in place the 4Ps of marketing, also known as marketing mix, need to align with the company's goal.  the following discusses the marketing strategy of EcoNest Decor using this 4P concept of marketing. 
[bookmark: _heading=h.3rdcrjn]4.1: Product 
EcoNest Decor Offers a range of personalized and sustainable home decor products which includes furniture, wall hangings, cabinets, artwork and so on. The company focused on providing unique and handcrafted eco-friendly items that cater to the growing demand for environmentally conscious customers.  The product strategy that the company follows involves sourcing high-quality aesthetically pleasing products that both remain within the reach of customers and resonate with their values. The company follows its cost leadership and differentiation strategy while designing its products.  By reducing costs through effective sourcing of materials and providing customers with all options to customize the products the company achieves these two strategic goals at once.
[bookmark: _heading=h.26in1rg]4.2: Price 
Pricing strategy is also an important component of the marketing mix since the customer values a product or service based on its price and the relative benefits it provides. While devising a pricing strategy factors such as the cost of material, production, customization, and competitors' price need to be considered (Barringer & Ireland, 2022). EcoNest Decor tries to strike a balance between affordability and the value proposition of personalized and sustainable products. Therefore, the company follows a cost-plus pricing strategy where the company tries to price its products as low as possible with a minimum profit margin. The company plans to transition to a value-based pricing strategy once it establishes itself as a market counterpart. This will help the company to maximize its profitability while remaining competitive in the market. This transition needs significant market research that the company is going to conduct to find the optimum price customers are willing to pay for their products and services. The company will also integrate secure payment services like credit cards and online payment options like Visa MasterCard or PayPal that will make it easier for customers to make their payments and experience a hassle-free purchase. EcoNest Decor will have a customized payment system installed inside the website of the organization. This system will be able to make use of payment gateways such as PayPal or Stripe to process credit and debit card transactions. To secure the payment information of customers, the company will guarantee that all applicable standards of the Payment Card Industry Data Security Standard (PCI-DSS) are complied with.
[bookmark: _heading=h.lnxbz9]4.3: Place 
The placement strategy for a product involves determining how it is going to reach the targeted customer base while also being efficient and profitable for the company. By properly identifying factors such as distribution channels and mediums to which the product will be reached to customers a company can easily identify whether serving the potential market is profitable or not (Barringer & Ireland, 2022).  EcoNest Decor Is mainly an online business with limited physical locations. Therefore, the company is considering partnerships with online marketplaces, sustainable lifestyle stores and local artisans' platforms to reach its target market segment. The company can expand its reach and tap into new customer segments using online marketplaces. Efficient order fulfilment and reliable shipping can be paired together with excellent customer service to provide customers with a positive buying experience.
[bookmark: _heading=h.35nkun2]4.4: Promotion 
The promotional strategy can be considered the heart of the overall marketing strategy of a firm. The promotional strategy aims to create awareness among the target market for the product and services being offered (Kotler et al., 2018). Since EcoNest Decor serves most of its customers through online and e-commerce platforms, the company should focus on raising awareness about its brand and unique value proposition through online platforms. A mix of digital marketing and Traditional marketing approach can be implemented by the company to promote its products.  By using social media platforms like Facebook, Twitter, and Instagram the company Can attract customers who are ecologically conscious and are looking for sustainable alternatives to traditional home decor. Other than that, the company will also engage in SEO and electronic advertisements to increase the reach of its product and its unique value propositions. Leveraging social media platforms, showcasing personalized setups, sharing customer testimonials, and emphasizing sustainability initiatives can help create a strong brand identity and engage with the target audience.



[bookmark: _heading=h.1ksv4uv]5: Conclusion
In conclusion, EcoNest Decor is an innovative and personalized online home decor business that aims to provide sustainable and unique home decor and furniture to customers while also adhering to ethical guidelines. Increasing demand for ecologically sustainable total throughout the UK and Europe has been the motivation for selecting this business. Despite having major competition in the home decor market, the company can carve out a significant niche by differentiating itself through personalization and increased focus on sustainability. To facilitate the operations the company will involve developing websites and mobile applications while also using established online marketplaces by Amazon, eBay etc. The company will also be involved in preparing a well-rounded marketing strategy and rigorously designing the marketing mix to reach the potential market and serve that market efficiently and profitably.
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