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[bookmark: _Toc109121642]Introduction 
Entrepreneurship is a field of business that tries to figure out how opportunities can make something new (like new products and services, new markets, new production processes or raw materials, or new ways to organise technologies that already exist) come about and are found or made by certain people, who then use different methods to utilise or create them, causing a range of effects (Frederick, O'Connor, and Kuratko, 2018)
· Ambition: It's simple to quit up when things become difficult, but the greatest businessmen keep going because they are determined. They have a strong desire to succeed, and it brings them great joy when they achieve intermediate objectives that get them closer to their ultimate objective.
· The desire to learn: Some people think that learning stops when they finish college or get a special certification, but this is not true.
· Being able to listen: You can't lead a great team or provide great customer service if you can't talk to people well.
· Creativity: An entrepreneur needs to be creative, the person should have an idea to do things differently and then commonly as well (Johnson, et al 2015)
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[bookmark: _Toc109121644]About the Product
Saname (healthy me in latin) It is a supplement product that will be used by individuals between the ages of 25 and 50 as a part of their day-to-day life as an addition to overcome lack of protein, vitamin, carbs, fats, and so on. These people will be between the ages of 25 and 50. Either one of them is gluten intolerant, lactose intolerant, highly lactose intolerant, or diabetic? These things can fulfil all needs, regardless of the age of the customer, so long as they are purchased together. 
· The product is required as in busy life people miss out important supplements as they grow older, they need it. 
· Since it fulfils all the needs most people will want to make it part of their life. 
[bookmark: _Toc109121645]4Ps of marketing
· Product Life Cycle: The stages a product goes through between the time it is first produced and the point at which it is taken off the market are included in its life cycle. For the health product the essay is working on will also have similar aspects. There are four main stages in the cycle: growth, advancement, maturity, and deterioration. Each stage builds upon the previous one. At first, we will be able to see certain growth and then people will suggest our product and we will advance. However, at certain point we will have similar growth. And at far time when there are more substitute in market of this product will decline. 
· Place: Health items, no matter how cheap, must be accessible to everyone to work. People overlook out on the items if the services are only offered in areas or at times when they cannot be easily accessed. New sites can be sought, working hours extended, walk-ins or same-day appointments offered, and outreach to local communities are all options for providers looking to expand their reach and differentiate themselves from the competition (Yusiana, Widodo, and Hidayat, 2020)
· Price: Amount the customer are willing to pay. Sellers need to consider supplier costs, seasonal discounts, competitors prices, and retail markup when setting a product's price. As the business decision-makers may enhance a product's price to make it look luxurious or exclusive. They cut the price to attract more customers and give the discounts. A discount might attract additional buyers but make the goods seem less appealing. This product's pricing should cover all age groups and economic levels as it covers basic needs area. 
· Promotion: Even though it's critical, promoting a health care product is all too frequently disregarded. Many major health care providers advertise their products and services in the media. Social media and email marketing are examples of these mediums. If you're a small business, you may reach out to your customers directly. It's critical to make use of both digital and traditional media (Dubey, 2017).
[bookmark: _Toc109121646]Feasibility Of the Idea
[bookmark: _Toc109121647]SWOT Analysis 
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Figure 1 (Source: By Author)
[bookmark: _Toc109121648]VRIO Analysis 
Valuable: Is the resource useful for the people using it? Regina E. Herzlinger, the author of the says that the firm's most important resources are money, people, marketing knowledge, and the ability to run operations well.
Rare: If on the market it is necessary to find out if the resources it needs are hard to get or cost a lot of money. If they aren't rare, both existing competitors and new ones will find it easy to get their hands on them and join the competition.
Innovation: Most industries are facing more and more threats of disruption right now. Based on the information in the Innovating in Health Care-Framework, it seems that the main thing that sets apart is hard to copy. On a larger scale, this product can be copied in two ways: the company's own products can be copied, or competitors can make similar products that change the way the market works.
Organizational: It shows how well a company has been able to use the rare, valuable, and hard to copy resource in the market. There are two ways to look at the extortion level of health care product that is being discussed. Is the company able to fully use the resource's possibility, or does it still have a huge upside?
Often, the level of exploitation depends a lot on the project manager and strategy of the firm. So, the level of profiteering is a great way to gauge the quality of the organization's employees. Over time, a company's abilities tend to grow as it takes actions that build on its strategic resources (Sheng, and Kodono, 2014)
[bookmark: _Toc109121649]Porter Analysis
New competitors: If new healthcare products offer innovation, new ways of doing things, and have reduced pricing, cost reduction, and new customer value propositions. Then it must handle these problems and establish effective barriers to stay competitive.
Suppliers' Negotiating Power: Health care products obtain basic materials from several sources. Dominant suppliers might reduce the market margins. Powerful healthcare vendors negotiate higher pricing with hospital corporations. Higher supplier negotiating power reduces profitability.
Buying power: Buyers are picky. They want the greatest products at the lowest price. This hampered product long-term profitability. Smaller and more powerful HCA Healthcare, Inc. consumers have greater negotiating power and may request additional reductions and incentives.
Substitute products/services: Whenever a new product serves comparable client wants differently, profitability of the industry declines. If a replacement product or service delivers a distinct value proposition, it's a threat.
Competitor rivalry: If industrial competition is fierce, prices will fall, and profit will drop. Competition hurts the company's long-term profitability (Porter, and Heppelmann, 2014)
[bookmark: _Toc109121650]Market Research 
[bookmark: _Toc109121651]Primary Research 
To understand the people’s perspective on the product we did the survey with people in which we asked them few questions based on their experience with the health products. 
Experience after Using our product for someday
	Age Group 
	Better 
Health 
	Better 
Fitness 
	Better 
Nutrition 
	Better 
Appearance 
	Better 
Sleep 
	Better 
Mindfulness 

	25-30

	Yes 
	Taking time but their 
	Yes 
	Not sure 
	Getting there 
	Yes 

	30-35

	Somewhat 
	In process 
	Taking time 
	Not yet 
	Yes 
	Yes 

	35-40

	Yes 
	Taking time but can see difference 
	Yes 
	Yes 
	Not yet 
	Yes 

	40-45

	Yes 
	Yes 

	Yes 
	Yes 
	Taking time but on peak 
	Not sure 

	45-50

	Somewhat 
	Yes 
	Taking time 
	Not sure 
	Not yet 
	Yes 


Based on local Survey 
[bookmark: _Toc109121652]Secondary Research 
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Figure 2 (Source: By Global Wellness Institute)
Based on the secondary data we can say that globally many people are health conscious, and they are willing to spend a good amount on heath products. After Covid people are facing a lot of physical and mental issues and it is important to overcome them. Many health care products made for day to day use still lack them, so this is the opportunity to work on these aspects as well. 
[bookmark: _Toc109121653]TASK 2
[bookmark: _Toc109121654]Gibbs Cycle
[bookmark: _Toc109121655]Description
After seeing the current pattern in which individuals are not as healthy as they should be and are deficient in a variety of nutrients, the idea for this product came to mind to bridge the gap between healthy eating and simple health eating. After observing how hard people work, this product was developed as a low-cost alternative for reducing fat using natural products and healthy products. It is designed to cater to people of all age groups and economic levels, ensuring that everyone can achieve a healthy lifestyle with minimal effort.
[bookmark: _Toc109121656]Feelings 
During the process of developing the concept for the product, the overarching goal was to design something that would make it simple for people to incorporate healthy behaviours into their day-to-day lives, including their eating habits, so that they could avoid unnecessary complications and save time. The goal was for this product to appeal to the widest possible age range while remaining cost-effective; there are a number of food products that are pricey, and this product was intended to serve as a high-quality alternative for those other options. Even though there are a lot of health products on the market, this is one of the many that can be consumed by everyone, regardless of whether they are vegetarians, vegans, gluten intolerant safe, lactose intolerant highly, or diabetic. However, there is a lot of competition, and as a result, you need to put a lot of effort into product marketing (Kim, and Nelson, 2017)
[bookmark: _Toc109121657]Evaluation
At this point in time, the product is at the "work in progress" stage, which means that all the raw materials have already been purchased. The investors are on board with the proposed company strategy. Numerous divisions, including those in charge of operations, finances, and marketing, are concurrently working on all the essential facets that must be addressed in order to ensure that the brand can expand in a manner that is both positive and satisfactory, taking into account all of the relevant factors. The primary issue that we have is whether or not customers would choose our product over other items that are available on the market that are quite comparable to it.
[bookmark: _Toc109121658]Analysis 
1. Communication: It is necessary to make use of both verbal and nonverbal clues when talking about the product in order to ensure that both staff and customers have a complete understanding of the goals and intentions of the product. The use of the 7Cs is important throughout conversation in order to achieve improved clarity in communication. The seven 'C's' are as follows: clear, correct, complete, concrete, concise, consideration, and corteous. 
2. Leadership: The assumption behind the contingency theory of leadership is that the efficacy of a leader is reliant about if or not the management approach is appropriate for the context in which they are operating. By this hypothesis, the same person may be a good leader in one set of circumstances and a poor leader in another set of circumstances.
3. Creativity and innovation: The final output need to be something that may be considered creative in some way. Regardless of whatever option you choose with, our product will resolve all your issues. In addition, the packaging will be designed in such a way that it is recyclable and contributes to the achievement of the sustainable aim (Potter, 2015)
	Team 
	Priority 
	Activities to be taken 
	 Control 
	Time bound 

	Raw Materials 
	Very high 
	Talk to various suppliers 
	Check updates every 15 days 
	6 months 

	Work in Process 
	Medium 
	Look for feasible machines 
	Check updates every 15 days
	1 year

	Warehouse
	Medium
	Look for safe place around the company to reduce transportation 
	Check updates every 15 days
	3 months 

	Budget 
	Very High
	Prepare various financial statement and future budget prediction. 
	Check updates every 15 days
	3 months 

	Marketing 
	High 
	Talk about the products at various social medium platform and traditional method. 
	Check updates every 15 days
	1 month 

	Packaging 
	Very High 
	It should be recyclable and firm 
	Check updates every 15 days
	1 month



4. Problem solving: The product addresses extremely significant problems that are associated with health, such as a deficiency of adequate nourishment in the body and the absence of supplements that are simple to take in. 
5. Business mind and analytics: As a leader the aim is to create a product keeping business aspects in mind. The primary objective of business analytics is to derive actionable insights from data in order to guide the decisions that an organisation makes, whereas the primary focus of data science is to transform raw data into actionable conclusions through the application of algorithms and statistical models.
6. Time management techniques: Prepare yourself. When you plan, you give yourself the opportunity to psychologically prepare for anything that may come your way. Prioritize Tasks as per requirement. Gain an Understanding of the Importance of Energy in Productivity. Utilize various forms of technology to automate tasks (Bassot, 2015)








[bookmark: _Toc109121659]Conclusion 
To get the desired result in the product the entrepreneur needs certain skills that will help them come up with the proper innovative idea, time management techniques and all-round results. 
Here are certain skills entrepreneur should have and to achieve them: 
[bookmark: _Hlk109051787]Action plan 
	Development objectives 
	Priority 
	Activities to be taken 
	 Control 
	Time bound 

	Autocratic leadership 
	High`
	Course on Management 
	Every fortnight review 
	3 months 

	Marketing 
	Medium
	Course on Marketing 
	Every fortnight review 
	3 months 

	IT
	Medium
	Course on Information Technology 
	Every fortnight review 
	3 months 

	Human Resources
	Medium
	Course on HRM policy 
	Every fortnight review 
	3 months 

	Sales techniques
	Medium
	Course on Sales pitching 
	Every fortnight review 
	3 months 

	People management 
	Medium
	Course on HRM and people management 
	Every fortnight review 
	3 months 

	Financial 
	Medium
	Course on finance and accounting 
	Every fortnight review 
	3 months 
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