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Executive Summary
The report is a proposition for a new business idea involving an integrated system of food retail and processing. The venture has been named “Fresh and Farming Processors and Distributors” which is going to be located in the U.K. primarily. The introduction explains the rationale behind business innovation and new propositions being launched in any market. The idea is then delivered with critical inputs on the need to evolve the business in the current retail market. Based on the justifications, the target customers and potential competitors are speculated. Next, the e-commerce channel and mechanism for Fresh and Farming are discussed including Website creation. Focus is laid on content creation, SaaS systems, payments, and marketplace development for the business. The marketing approaches are also speculated for the new product. Here, the focus is laid on social media effectiveness and search engine marketing tactics alongside consumer journey profiling via competitor analysis. 7Ps and STP analysis help to understand the needs for Fresh and Farming in the market. Lastly, the data protection and security aspects are speculated for Fresh and Farming. It is justified that data operations are planned to be initiated online which requires this strategic planning and security development for preventive purposes.
	
Introduction: 
The innovation and culmination of ideas for any product or service is the need of the hour given the rising technological usage (Beitzen-Heineke, Balta-Ozkan, and Reefke, 2017). However, with increasing technological advancements, brands of most industries have been facing concerns about energy consumption, price hikes, and waste-related concerns. For these purposes, new and unique ideas have become necessary to standardise and advance business utilities. Additionally, companies have been compelled to explore innovative developments owing to the rising competitiveness in the markets. It has been a vital consideration for the longevity of brands via retention of client demands and goodwill. 
Food and edible sales and consumption are one of the most promising product and service combinations evolving in the market.  Therefore, the report would focus on the idea of launching a new technological support system that advances food processing and waste management within the retail business (Rastogi, 2020). It would also list out the most effective e-commerce channel that would enable the brand to market its deliverables to small and large mediators and customers for end purchases. It would further explore the effective marketing strategies that could help to grab the attention. Also, the report would consider the data privacy aspects to secure the idea effectively.

 A): The innovative product and service proposition: 
· The innovative Products and services to be provided: 
Edible food items have gained a lot of attention over the years with the integration of technological systems in mainstream processing, storing, and distribution. The tools have advanced the ways of processing solid and liquid food alongside the inventory and sales of the items to the end consumers in every country (Beitzen-Heineke, Balta-Ozkan, and Reefke, 2017). However, one of the most questioned areas in the processing and distribution of edibles, particularly processed food, is the safety and standards of consumption codes. It is a major concern that has been worrying people around the United Kingdom given the pandemic and its implications on societies since 2020. Statistics have reported a rise in consumer awareness regarding the processing and distribution of liquid and solid food (meat and dairy products) as noted in the following (Figure 1):
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Figure 1: Consumer awareness regarding processed food safety in the UK. Source: (N.C.P., 2020)


Given the statistics, it is reiterated that the people in the economy prefer detailed information on sources, nature of the processing, and supplies for proper verification of the food being bought. Keeping this notion in mind, the business idea to be delivered to the U.K. population is a unique retail chain that has its processing infrastructure and independent supply chains to source only local and fresh meat and dairy products. The name of the venture is going to be Fresh and Farming Processors and Distributors. In the field of services, the company would offer doorstep deliveries to the local buyers and a visual tour to all interested customers to the processing units to document their work. The company would also serve as a chain that sources fresh fruits and vegetables from the Middle East and Mediterranean countries, ensuring optimal inventory management. The processing system would use forward modern technology to ensure quality consistency for fluids.
· Potential Customers: 
Studies have highlighted that a large diversity of customers take interest in healthy food consumption at present. The Guardian reports that health experts in the U.K. have divided food into four groups, the maximum percentage of purchases being based on unprocessed food items like fruits and vegetables is 28.6 per cent , yet only 10.2 per cent of the purchases in the U.K. are based on processed meat and dairy products (The Guardian, 2018). The reason behind this minimal purchase level is the lack of credibility of the products being sold. Several canned and frozen items do not turn out to be healthy as processing systems are ineffective alongside improper storage systems. 
Overall, the demand flow is less but also expected to rise if quality processing and distribution is ensured in the retail system. Keeping this in mind, Fresh and Farming Processors and Distributors would focus on the 10.2 per cent of the buyers excluding any demographic segmentation to gain attention and support (The Guardian, 2018). The customers include maximum from the youth and working generations. The reason is that these buyers have a strong tendency to explore meat and dairy items. However, product consistency can assure brand loyalty from these groups simultaneously.

· Location and ways to sell products and services:
The targeted location as mentioned earlier is going to be the United Kingdom. However, regional specifications would be critical to initiate the process of factory development, supplies, and processing respectively. In this case, the preferred location would be the countryside of England from where farmlands within and outside the economy would be easily accessed (Beitzen-Heineke, Balta-Ozkan, and Reefke, 2017). Additionally, a virtual presence would also be initiated to ensure the online sales and distribution of products and services within and outside the U.K. Once the market in the U.K. is stable, Fresh and Farming would start to expand in other locations in Europe since the UK government is eager to re-join the European single market.
The main idea to sell the products to the concerned locations is going to be direct trade approaches. It would include direct interactions with the potential customers to know their interests and needs in processed edibles. It would also focus on the digital marketing approaches that are currently popular for the rapidness of acquisitions and promotions. Robust supply chains and distribution networks would be included at Fresh and Farming to ensure that products are immediately despatched throughout the economy. The focus would be laid on the ethics and values related to food safety and health standards in the U.K. The reason is that the customers chosen to take a strong interest in the internal aspects and efficiency of the retail chain in offering fresh items regularly (Beitzen-Heineke, Balta-Ozkan, and Reefke, 2017). Moreover, ethics in production like employee management, work standards, and supply codes have become major concerns in the globalised retail market presently. 

· Ways to sustain the innovative business proposition: 
There are several associated considerations that Fresh and Farming Processors and Distributors would have to consider in order to sustain the innovation in the U.K. yet, this report includes three main aspects: 
1. Packaging and shipping: :
There is a strong need to consider the packaging materials and design of the packages as these generate the first impression for the brand and its products (Insights, 2019). The customers and the intermediary retailers would determine the quality of food based on the packages being used for delivery either in bulk or smaller amounts. Automatically, the use of eco-friendly alternatives to plastic and non-biodegradable items used commercially is necessary to improve the company’s environmental sustainability goals.
2. Waste:
 Another important consideration when integrating processing and inventory operations in the retail system is food waste and pollution (Insights, 2019). Fresh and Farming could easily get customer acquisition if the brand has a transparent background for food wastage and disposal. Both areas are vital in the retail business for edibles as they affect the nearby resources and the larger environment. The waste level at Fresh and Farming would also reflect the effectiveness of forward osmosis process in resource usage (Rastogi, 2020). Ineffective technological implementation would strongly affect sales leading to financial performance development.
3. Sustainability of ingredients: 
Several farming practices have a direct link to environmental concerns like deforestation, habitat loss, and resource exploitation. These products have to be abstained from Fresh and Farming to ensure the focus on sustainability. Even if the products like cocoa and coffee are processed, the company would have to ensure that the items are not causing such issues with clear reporting of the annual performances and issues  (Insights,  2019).

· Existing potential competitors in the industry:
Given that Fresh and Farming would be primarily focused on food processing, a strong competition among food processors and manufacturers are noted in the United Kingdom. Companies like Diageo PLC for alcoholic beverages, Unilever, Mars, and ABP Food Group for general drinks and solid food tend to compete against one another (BizVib, 2019). Even global food processing chains exist like BB Foodservice, Food Seekers Limited, and Sing Kee Food. A strategic competition exists from Lakeland Dairies for milk products. Among retailers, Tesco, ASDA, Lidl, and Sainsbury's are some common names who can try to take over the market for innovation. Therefore, an effective strategy must be implemented to ensure the firm gain competitive advantage against these large companies. 

· Function of competitors and ways of differentiation: 
Tracing the performance of the rival brands at large, it is clear that Fresh and Farming would face a strong market dominion from the brands as they are financially stable and flourishing steadily. Maximum brands identified previously have their independent store-based and online presence in the U.K. (BizVib, 2019). Thus, it is expected that the companies would impose a strong need for differentiation from Fresh and Farming. In the case of the brands in retail and food processing, differentiation is mostly based on the technologies used and the quality of goods being sold or distributed. For example, Diageo PLC has the largest alcoholic beverage distillation system in the world (BizVib, 2019). Similarly, Unilever segments the products and services, segmenting items like soups, sauces, readymade meals, noodles, instant snacks, ice-creams, and fat-based and fat-free products (Chang and Allen, 2017). Again, Lakeland Dairies sells their products offline and online with direct approach techniques to offer quality experiences to the buyers in milk and dairy items. 
Coming to the differentiation process that Fresh and Farming would undertake, forward osmosis is a new and upgraded technology to compress and concentrate liquids. It is a promising membrane technology that finds its application in preserving heat-sensitive compounds in milk and juices even when concentrating these fluids (Rastogi, 2020). The idea has not been tested effectively in the U.K. market by the rivals which would make Fresh and Farming unique. Moreover, the inventory technology to be used here would be a mixture of cryopreservation and fresh stockpiling in limited volumes. It would help the company in distributing fresh fruits and vegetables sourced from nearby economies.

B): E-commerce presence to setting an online presence: 
The development of an e-commerce channel is vital given that Fresh and Farming has the intention to evolve services in the digital era. It is also vital for the brand to evolve its online presence as the company has to face strong competition from both food processing companies and retail brands in the U.K. Thus, the initiation of the e-commerce unit would require several considerations like the creation of a digital marketplace, sales channel, contents, payment systems, and secure programming channels (Nurcahyo and Putra, 2021). There are some convenient third-party applications and channels that Fresh and Farming should explore to maintain the budget and initial brand recognition needs. It would also assist the development of internal features. This can include: 
· The use of SaaS: 
The priority that emerges when initiating the digital presence of a brand is the need for a software system. This system enables the development of coding and programming necessary to evolve the websites and pages in virtual media. Thus, software-as-a-service companies (SaaS) are vital to assist the total process of compilation and website development.  This system can be best explored using a third-party application that is cost-effective (Nurcahyo and Putra, 2021). The third-party systems are known for their specialisation in the field which is vital for Fresh and Farming to avail IT insights and expertise for marketing (Patrizio, 2023). Given this case, the brand would have to collaborate with popular technological companies offering SaaS services  to creatively build and implement the firm’s website by following these criteria:
The website would be called “Fresh & Farm” having www.FreshnFarm.co.uk as address. its purpose is to provide consumers with easy access to fresh, locally grown produce and other farm products. The website's target audience is individuals who are interested in supporting local agriculture and prefer fresh, healthy, and organic food. One of the website's main features will be an online store, which will allow customers to purchase a wide variety of fresh produce and farm products. The store will feature categories such as fruits, vegetables, dairy, meat, and poultry, and customers will be able to filter the products based on their preference. Another feature of the website will be a subscription service which will allow customers to receive regular deliveries of fresh produce and other farm products. Customers will be able to choose the frequency of their deliveries and customize their orders based on their preferences. To further promote the importance of green strategy, The website will also have a section dedicated to education and advocacy which will feature information about sustainable agriculture practices, the benefits of eating locally grown produce, and ways to get involved in supporting local agriculture movements. Finally, a section will list upcoming farmers' markets, food festivals, and other food-related events will be dedicated in the contents of the website.
In fact, fresh and farm considers collaborating with Shopify for this purpose. Shopify is one of the most popular technological firms which is known for programming independent websites and for offering a sales platform (Patrizio, 2023). Considering the retailing sector of Fresh and Farming, Shopify would be an effective choice to market the products and services to the local and global customers. Not only that, but the company could also invest in a distinct website programming unit like Xero which would create and maintain the online operations in the exclusive sites (Patrizio, 2023). A blend of these two channels would help to initiate the online presence.
· The use of marketplace: 
Another important element that has to be explored by Fresh and Farming in the virtual space is the marketplace. The digital marketplace is far more different than that of stores and commercial outlets. Intense competition is noted alongside the presence of rapid takeovers and rivalries. Some popular online sales platforms are used for conventional promotions and brand links. Amazon is a well-known marketplace that has been globalised to serve international retail services (Chang and Allen, 2017). The convenience offered by Amazon is undeniable which is why many of the rival companies like Unilever have collaborated with the platform. A prominent feature that Fresh and Farming could use in Amazon is the Amazon fresh channel which sells only groceries and processed food regionally. It can be an effective choice as the concerned idea requires a strong online conviction to initiate transactions and referrals.
Furthermore, eBay marketplace would be another alternative to sell goods and products. Fresh and Farming would try to integrate the services in both channels for an enlarged market awareness (Chang and Allen, 2017). It could also specialize the product availability in different channels to make it irresistible for customers in buying items from both channels whenever needed.
· Creating content: 
Content creation and sales are two prominent stages that are interlinked with one another. Content creation is highly appreciated in the field of online sales and acquisitions as it enables a strong brand attention and loyalty generation process. The contents uploaded on different marketplaces and SaaS systems help brands to make products lucrative to potential customer groups. Additionally, the U.K. customer groups take a keen interest in product information, sourcing, and other aspects of defining product descriptions (Burckhardt, 2017). Therefore, copies of the product details have to be steadily maintained and upgraded in association with the actual product upgrades. The reason is that these copies would enable Fresh and Farming to acquire the client's interests in future sales. 
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Figure 2: Sample content for online business. Source: https://unblast.com/free-grilled-dreams-food-store-web-ui-template-xd/.

There are several other aspects making content appealing. Following the above figure, photographs and videos are other contents that add visual relevance to the information being uploaded (Burckhardt, 2017). In every marketplace, Fresh and Farming would include photographs and videos, if possible, to quantify the items being sold. Clear resolution of the shots is elementary as they drive the taste aesthetics of clients. Even packaging and aesthetic designing have to be looked after when pursuing content marketing (Burckhardt, 2017). Amazon has a distinct review section integrated with product information where customers would upload the items delivered to give credible feedback about the product quality.
· The use of the payment service: 
The selection of payment services is elementary in the evolution of online transactions and e-commerce solutions. The process is dependent on the payments and transactions which have to be carried out digitally (Dudin et al., 2018). Also, the brands have to take care of the online securities to ensure that payments are encrypted and intervened by malpractitioners online. The convenience of online payments can only generate when Fresh and Farming creates a range of payment options. These channels would ease access to products by customers within and outside the United Kingdom (Dudin et al., 2018). It would also ensure that payments are saved for future reference.
The most effective payment system in use is card payment with a secure one-time password forwarding to finalise the transactions (Shen et al., 2020). Fresh and Farming would allow the use of both credit and debit cards, visas, and other popular card types active in the U.K. (Shen et al., 2020). Independent transactions via sharing of pay links can be done for the items ordered at the exclusive website. However, for this convenience, PayPal would prove effective. The system is a holistic platform where card payments, internet banking, third-party payment applications, and crypto payments are handled simultaneously (Shen et al., 2020). It would also give the brand access to seamless record-keeping. 
Most importantly, Fresh and Farming must ensure a consistent execution of the policy guidelines under the PCI DSS certification (Cole, 2017). The policy claims that all payment systems would secure the details of cards, net banking, third-party payment accesses, and application IDs to avoid misuse of these details. The reason is that any form of misuse would lead to open access to such private information which can cause cyber-attacks and brand concerns. The compliance checklist is a vital consideration that would help Fresh and Farming to retain clarity in online marketing services (Cole, 2017). Antivirus software needs to be installed and run in these channels to handle loopholes in data access. Failure to comply with the policies of PCI DSS would impose a breach of data security and rights on the brand, even cancelling licenses (Cole, 2017).

C): Marketing:
· Ways to promote products and services: 
The marketing process requires the understanding and alignment of several aspects including understanding the target buyers, their segmentation, and ways to approach them for effective promotions. It also needs the ascertainment of the marketing approaches that a brand should be using in any market situation and context. Therefore, the STP analysis is a valuable tool which can help Fresh and Farming understands the customers’ existence in the U.K. before initiating operations.
STP analysis: 
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Figure 3: STP Framework. Source: https://martechlive.com/stp-marketing.

Segmentation :
The segmentation process involves the definition of the main buyer groups and their demographics to understand the needs of diverse population. Given that the U.K. retail market is open to a wide range of populations, Fresh and Farming would have to explore several considerations for effective customer analytics. In this case, behavioural and demographic segmentation would prove effectiveness as the company would avail insights into the needs of buyers for processed food and other items. Similarly, the behaviours and perceptions of different client groups would be recognised to predict the psychological needs of the customers for processed food items. 
Targeting:
Considering the target customer groups, Fresh and Farming would primarily focus on the working population and old age people in the U.K. The company would also focus on the youth who happen to take a keen interest in meat and dairy items. Following the demographic segmentation, the most potential demand is expected to come from the age group of 16 and 35 years. This group includes the working population and students who need a higher amount of protein in their diets. Other age groups would also fall in this category but the larger focus should be put on the middle- and lower-income groups. It is because the higher earners have a strong inclination towards veganism in the U.K. at present which can hinder the sales of Fresh and Farming's processed food (particularly meat and dairy items).
Positioning:
The brand has to position itself in the market as a cost-effective choice for the larger consumer groups existing in the U.K. In this respect, Fresh and Farming would have to standardise the operational expenses and total investments to great extents to control the farming tactics. The brand would also try to involve sustainability initiatives to master customer expectations in value-based marketing. These initiatives would resonate at processing and retailing levels which is crucial to master the sales eventually. 
· Marketing practices: 
Marketing choices and practices have a valuable role in the development of services in retail and processing industries, building a long-term competitive advantage (Dudin et al., 2018). In the case of Fresh and Farming, a mix of several approaches would be used to enhance the brand presence in the digital and physical spaces. For instance:
Use of social media marketing:
One of the most conventional marketing tools that all retail brands in the U.K. explore is social media. Over the years, social media platforms have become an effective choice to promote and even initiate business interactions (Kannan and Li, 2017). The most effective choice, in this case, would be Facebook and its Meta services. The strategy has been an effective channel to evolve the integration of website interactions with social media presence (Kannan and Li, 2017). Fresh and Farming could easily foster a strong brand presence using interactive posts and contents in the social pages. Moreover, Facebook is now linked to other platforms like Instagram and WhatsApp (Kannan and Li, 2017). It would help the brand in issuing big data analytics to understand the customer needs and preferences. 
Using paid search engines:
Another effective choice that Fresh and Farming could use in the marketing process is the strategy of search engine optimisation. The process involves a minimal payment of a brand to a popular search engine, Google at present, to encode the brand's name in the apex of search results. In this case, Fresh and Farming would have to invest in the AdWords sensing feature to enable faster search result delivery to any user online. Thus, the firm could easily access the clients and also review the insights on website views for improvements.
Understanding the role of customer journeys: 
The customer journey strategy involves mapping of the stages that customers go through when interacting with companies. It involves the entire process of initiating queries from buying products to accessing customer services for any complaints. Separate customer journeys help brands to create a 360-degree overview of the engagements. In this case, Fresh and Farming would need to map out the interactions with each of the customers to understand their tastes, expectations, and real-time responses. The journey would offer detailed feedback on the things that had gone good or bad in the sales process for further referrals. 


The use of email marketing:
Email marketing is an approach that has been strengthened with time to enhance direct marketing. The process involves sharing random promotional and launching advertisements to individual mail IDs to generate awareness and initiate communications. However, Fresh and Farming cannot just randomly mail anybody or even avail the mail contacts. Email marketing requires a thorough use of the big data to understand the nature of purchases done by the users. This analysis would help to forecast whether a user is worthy of the promotional mails being given. Search results, orders, shipments, and even wish lists would help Fresh and Farming to forecast the authenticity of users.
Use of pre-launch promotions to gather email addresses:
As mentioned earlier, the company cannot simply mail anybody for the products and services. Also, it cannot avail any mail contacts without proper research and interaction in the market. Therefore, the initiation of contact generation would be issued via social events like pre-launch promotions with a PR collaboration. The PR teams would do the job of collecting mail addresses of invitees and people interested in the products that the brand intends to deliver. The event would also serve as an initial sales step to make specific customers and analysts aware of the items they are to offer.

D): Privacy and Data Protection: 
Given that Fresh and Farming intends to initiate the total marketing and sales process online, privacy and data protection are two major areas which the company has to address. The reason is that technological integration with the internet services has made it prone to the risks of data theft, unwanted hacking, and many other cyber malpractices. Additionally, modern customers are focused and dedicated towards knowing the ethical operations and standards of brands. Thus, securing access is elementary for longevity. The following aspects would help the business model to standardise the services securing the ethics and values in the current market. 
· GDPR/ Data Protection Act 2018: 
The data protection act is aimed at securing the ways organisations use and explore personal information shared by customers and even the employees. Implementation of this regulation is vital as Fresh and Farming would be solely responsible for the use of data stored or shared by any of the stakeholders fairly and lawfully. The company is also going to be responsible for specific purposes that encapsulate the accuracy of the data storing system. Additionally, the brand would also need to inform the stakeholders on ways their data is used or shared to any other unit within and outside the company.
· Privacy and Electronic Communication Regulation (PECR): 
The Government of the United Kingdom has made it unlawful for companies to transmit any automated messages for direct marketing purposes. It is implemented to secure the interests of the population regarding the kind of messages they receive in texts, audios, or other formats without consent. Opt-in agreements have to be issued by all business organisations to initiate such marketing texts for larger dispersal (Petty, 2000). Thus, it is important for Fresh and Farming to collect only those contacts who voluntarily consent for the messages from the brand's marketing team. Additionally, it would need to consider the risks of complaints whenever breached.
· The need of consent: 
The idea of consent marketing is based on the principle of voluntary consent which brands are delivered with voluntarily by the users (Petty, 2000). It means that every customer, viewer, or a potential user has to agree to permit the organisations for directly communicating with them in the long run (Petty, 2000). It is a vital attribute in the digital sphere as companies can easily face the breach issue if users receive unwanted mails continuously from an organisation. Even Fresh and Farming would have to programme a digital drop-down to ensure that viewers agree to receive the newsletters, launches, or offer details via mails. The programme must include the following: 
1. Provision of facility to "opt out" of marketing communications: 
 It is also possible that a buyer or viewer may not eventually like the idea of being bombarded with unnecessary emails from the company The opt-out consent model is therefore an alternative that Fresh and Farming should use to serve default service and marketing emails for user logins and views. It would also give clients the power to close the option for receiving such mails without affecting the purchasing processes in the brand for sound relations. 
2. Need to support  "the right to erasure” rights: 
Article 17 of the UK GDPR has a provision which focuses on the right to erase personal data that is granted to the users sharing information. It means that users can opt to erase all personal datasets that they don't want to make available for the organisations. However, brands can initiate the process only when such requests are received from the end of the stakeholders. Erasing personal data from the access of companies is elementary to ensure that customers do not feel the insecurity of data breeches in the long run. Therefore, Fresh and Farming has to apply a similar conviction for the digital logins and operations with parties.


· Security and the value of secure access to cloud providers: 
The idea of cloud computing security involves a series of security measures which help brands to protect and encrypt a cloud-based infrastructure. The purpose is to issue a clear user and device authentication together with the application of data for secure analysis (Ayob, 2016). In the case of Fresh and Farming, the association of third-party IT teams and cloud computing SaaS would call for the issuance of security needs for encrypted flow of information. It is essential to avoid the compliance issues which could affect the relation of the brand with the teams (Ayob, 2016). Therefore, the following elements are essential for information security: 
Sensitivity on default access:
Given that the cloud computing teams and companies would ensure an all-around security of Fresh and Farming's internal and external operations, it is vital to give them a default access to the internal digital functioning (Achar, 2022). The default sensitivity label policy would help the brand in labelling accesses for the IT unit and users in different levels of the website or application. For example, labelling the user sensitivity would allow the viewers to access only the superficial levels of the application (Achar, 2022). Again, the employees would access their respective logins and information being exchanged within departments of Fresh and Farming.
Changes encrypting digital traffic in transit and at rest: 
Security of the data storage systems is the main reason why personal data needs separation via sensitivity labels (Ayob, 2016). Therefore, Fresh and Farming would need to secure the data flows within and outside the application and website with proper encryption. It is the measure that can help the brand from preventing any unauthorised reading of data from clusters of storage systems. Additionally, it would also guard the media where datasets are stored known as data at rest alongside the route through which data flows or works. The process would be most beneficial in payment and information filling systems.

Conclusion: 
Several important points come to the fore when exploring the innovative idea for the business. The principle that has been focused here to launch the proposition is unique as it would help the market to access a real-time product and service chain where liquid concentrates with retained bacterial and mineral values are distributed. Thus, Fresh and Farming is expected to attain a unique brand value in the United Kingdom. The report also highlights the independence of the retail chain which is vital to avoid any form of product manipulation and brand will issues. Additionally, the report highlights the use of e-commerce technologies to initiate the brand presence strategies via a mixture of third-party partnerships and independent website interactions.
Another interesting finding which has to be noted in this case is the use of independent marketing strategies via search engine optimization and social media channels to gain a local and global attention. This awareness is crucial in the long run to sustain the flow of new customers. Additionally, one cannot deny that data protection and privacy interests have to be acknowledged when issuing this channel virtually. Fresh and Farming could avoid virtual risks like idea theft by encrypting sales.
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