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Introduction
[bookmark: _Int_SZVycP0M]This report examines an innovative product/ service needs or wants that has either changed or emerged because of the current economic climate, we will be looking at ways on how to innovate new or existing product or service, which attends to the identified customers' needs and wants. We will also be looking at how these products or services will be sold and ways on how to promote the product or service. Porter (1985) argues that understanding how your company creates value, and looking for several ways to add more value are critical elements in developing a competitive strategy and how a value chain is a set of activities that an organisation carries out to create value for its customers
What innovative Product or Service Will You Sell?
SBToDiWorl’s boutique is an online business that sells T-shirts, bags, hoodies with inspirational and spiritual quotes written on them to promote awareness through fashion for woman who have gone through several types of traumas I.e., domestic violence, child abuse and sex trafficking. According to the charity WHAG 2 million people in the UK (United Kingdom) alone suffer from domestic abuse & 1 in 5 children have been exposed to violence and REFUGE charity says 2 women a week are killed by their current or former partner in England and Wales. This is a product and service that will not only bring awareness through fashion, but it will also bring a community of woman closer together as they share related stories. 
[image: ][image: ]
Figure 1: Sample T-shirt, Source: Author.
Where and How Will You Sell Your Products or Services?
With social media being one of the biggest platforms SBToDiWorl’s boutique will be selling their products online and promoting them via Instagram, Facebook, and all social media outlets. Not only will they be sold online, SBToDiWorl’s boutique will also be selling and promoting them at workshops, carnivals, and going into schools to talk about abuse, while getting the customers to take photos to promote the product and tagging us on their social media pages to spread the word about SBToDiWorl’s boutique.
What Customers' Needs and Wants Will Your Products or Service Attend to in the Present Economic Climate?
According to Jorge (2015) business is one of the fundamental parts of marketing it is to help understand and address the needs, wants, and demands of your target audience. Needs are the things that satisfy the basic requirements, and the wants is a direct request to specific types of items.
When it comes to the needs of the customer’s there is two types, the first being the physical need and the second being the psychological need. Both needs are needed for SBToDiWorl’s boutique because they need to know their customer’s, they need to make their customers feel good, they need friendly empathetic agents for their customers, they know their customers need clothes. Once those basic physical needs are met, they then can focus on the psychological need where there is an emotional reason behind the purchase. For example, each garment purchased the business will donate to domestic violence services like Womans Aid and Refuge and that would align with their personal values. 
What customers want is to feel a sense of belonging, they want to know the latest information, they want a fair price when purchasing products, they want great value for their money, they may want to know if they can bulk buy, they want to know that they can afford the products as so many victims are suffering financially due to being in debt, or being homeless and with the present economic climate of the cost of living they want to know what remarkable offers the business offers if our materials are recycled etc as things are changing everyday due to the present economic climate changes.
What is Your Unique Selling Point?
SBToDiWorl’s Boutique is innovative because it reaches out to a different market a market for just woman who can feel a sense of belonging as they all have something in common. The name alone is a unique selling point as it means She’s Beautiful to di world.
Many years ago, woman would not talk about their abuse as they felt ashamed and was looked down on and still to this day many women and children are still afraid to talk about what is going on behind closed doors. SBToDiWorl is innovative as it stands out from other competitors because not only is it showing awareness through fashion, but it helps the individual to heal while looking and feeling good about themselves and letting others know that they did not let their past define them despite getting told they could not do and that alone is inspirational by itself. 
Another unique selling point is customers can customise their own products by producing their own inspirational or spiritual quotes that have helped them get through some tough times which allows them to express themselves. And what makes us unique is that we will be using some of our customers in the photos whether its them sending us pictures of themselves wearing the garment or the business doing photoshoots with these women to build confidence, and not just hire models from an agency like some of the other fashion brand companies do.
Is There Any Competitors in This Area?
If you look at other competitors like T-shirt Print and JD Sports who are selling t-shirts and other merchandises their target market is different to SBToDiWorls boutique because they cater to a different audience. JD Sports sell their products/ service via Stores streams I.e., apparel & product licensing, and mobile content, retail, merchandising's.
Even though they may have a broader range of products or services and 38 years of experience in the fashion and sportswear industry as well as a huge social media following SBToDiWorl boutique has an advantage because the business has the knowledge and expertise and can relate to their customers' because they have gone through domestic violence and can relate to these women and knows what kind of quotes will help them through because these quotes have helped shaped her into the woman she is today. 
Not only that but we have the competitive advantage to reach out and collaborate with other services like Refuge, Womans Aid, NSPCC as they cater to woman who have suffered from trauma. These organisations have provided a positive service which has left a positive effect on these survivors as they have helped families and individuals to be confident, to know their worth, and have helped them gain strength so they can grow and change and to let them know that there is light at the end of the tunnel. 
The business needs to sustain its value proposition by focusing on a community of woman who have been traumatised physically and emotionally, the business will sustain its value proposition by giving these women a fresh start In life which will help them to heal as well as helping them to believe in themselves and not to let their past define them by looking and feeling good by rasing awareness through fashion, we intend to sustain our value proposition by working with only female manufactures as it’s about woman empowerment. 
To be able to sustain a value proposition you must know how to analyse the value chain for example, inbound planning is where purchased inputs such as raw materials are taken care of, and with this type of function the business is able to be in contact with external company's such as suppliers. 
Value Chain Analysis
Inbound Logistics
The value chain of the business SBToDiWorl they would first receive raw materials like t-shirts, bags, hoodies which would come from manufactures overseas, equipment such as printers, press machine, computers, tables, chairs would all be supplied by other suppliers and if something does not work the business can always send it back to the supplier. 
Operations
once the required materials have been collected internally, we can then convert the inputs into the desired products I.e., making sure the packaging is right, the product is assembled properly and the words are spelt correctly on the garments, and making sure the equipment is in good working condition and has had the correct maintenance check before anything goes out. Making sure we select the right staff who shares the same values and beliefs as the business and its customers.
Outbound Logistics
The outbound planning is all about the finale product and how it will get to the customers so, SBToDiWorl will be collecting, storing, and physically distributing its finished products to its buyers for example collecting and processing orders, having the right transportation for shipping garments whether its UK (United Kingdom) based or overseas and storing the garments in a warehouse. 
Marketing
SBToDiWorl plans on marketing the business through social media by building a social media following, sending out newsletters, advertisements via local radio stations and printing out flyers to put into local shop to help spread the word of the business, providing exclusive offers for our customers. it is the marketer's job to make sure potential customers are aware of the product that is to be sold. 
Service
The business plans to provide excellent customer service which will enhance and maintain the value of the product once it has been sold, we will be concentrating on keeping our customers up to date with regular fun content on our social media platforms. We will also be providing a safe place for our customers to talk to use about anything they may be going through so we can help point them in the right direction to speak to a professional service I.e., womans aid. We now customer service is particularly important to the business because the service is often seen as the extension of the product itself and the price customers are willing to pay so we will be making sure we offer excellent customer service.
Mind Tools (2022) determines that value is at the heart of every business and the more value an organisation creates, the more profitable it is likely to be.
[image: ]
Figure 1: Porters Value Chain
E-commerce
This business will be providing a SaaS via Shopify where we can create an email so that customers can contact us, we will also be providing a service via social media platforms i.e., Instagram, Facebook, Whatsapp as there all free platforms for customers to use once they have access to the internet to download the app. Customers can contact me via these apps either by directly messaging or by calling me for further information. With having an E-commerce website, we can easily list our products so that potential buyers can buy the products hassle-free while sitting anywhere in the world. Customers can also leave comments on products that have been uploaded to the designated platform. 
With social media being so big creating regular content is necessary whether it be a tweet, blog, or a newsletter the content should be informative, and entertaining as it updates the customers and keeps them intrigued, we will be doing this by creating reels on Instagram, making TikTok videos as well doing mini photoshoots. Due to the equipment needed such as printers, ink, laptops, press machine, etc for business we would use marketplace I.e., Ebay or Amazon to purchase most of our products. To be able to finance the business, we will need to start with an investment of £8,000 that will be necessary for the equipment, stock, copyright, advertising, and staff, we intend on getting the money by asking for a loan from the government.
We would only need about three employees for the business which would consist of one accountant to make sure all the finances are under control, one graphic designer to do all the printing etc, and one person to sort out deliveries. Our customers can purchase our products via PayPal, card payments, as a business we need to be aware of PCI-DSS compliance issues and stick to the requirements by installing and maintain a security system to protect the cardholder data as it will help prevent fraud and improve the security of payment card transactions. 
Marketing and Sales
Product
The product is T-shirts, bags. Hoodies with inspirational and spiritual quotes written on them in a range of styles and colours from small to large sizes for young girls from the age of 15-24 and women from the age of 25-55, who have suffered and are suffering from traumatised situations I.e., Domestic Violence, Child Abuse, Sexual abuse. The product Is there to help these women to overcome their terrible experiences by looking and feeling good about themselves and not letting the abuser win by having that control over them. Our products may be like our competitors in the sense of selling t-shirt etc, however our product is to bring awareness through fashion by uplifting our customers with inspirational and spiritual quotes as well as bringing a community of woman together to help each other heal as they all have related stories and to have a sense of belonging. The customers can also customise their own garments with quotes of their choice. The product is called SBToDiWorl which means she is beautiful, or she is brave to di world.
 Price
The price of the products Can vary depending on the size of the garment and what garment the customers are purchasing whether it's a T-shirt or bag etc for example the price of a small T-shirt would cost the business £5.25 each as the business would be purchasing raw materials from suppliers overseas i.e., Bangladesh, Sri Lanka  because it is cheaper over there than it is in the UK due to the high cost of clothing  manufacturing. The price for a T-shirt could cost £22 including packaging and shipping. However, we will be setting our prices according to what Our customers think of the products and when new Products first enter the market, we would investigate setting the price higher as well as promotional discount like 2 for the price one and giving our customers the option to bulk buy. 
Place
Buyers can look for our products / service Via Google search or social media i.e., Facebook, LinkedIn, Instagram as a lot of our younger targets use social media the most. Due to the business being a small business the company will be going down the modern distribution channel of selling our products online as it is easier for the business to distribute our products to the consumers. Looking at other competitors they have many stores all over the world as well as distributing their products /service online however our vision is to expand our business and to supply our products worldwide as well as collaborating with other services that help these victims overcome their trauma.
Promotion 
There are several ways on how to promote our products or service these days as the digital world has endless possibilities I.e., google search engines, social media channels, the local community, flyers, newsletters, and we as a business intend to reach our customers using these channels to promote our products and service. We will be promoting our products via website as it is the go-to for current and existing customers. We will be promoting the brand by advertising it on the local radio stations and by wearing the garments ourselves when out in public as that will draw more customers.
Our job is to consider where our target audience spends their time and how they communicate, because wherever our audience is that is where us as a business and the message were putting out there needs to be. Not only that but the customers journey with the business is important from the get-go whether they see an ad online or just by word of mouth for example a touch point is a form of interaction that might alter the way a customer interacts with the product, service, or business (Lahey, 2022). So, it is important that a business knows its customers from there needs to their wants MBO Partners (2022)     
Conclusion                                                                                                                               I have concluded that innovation is important as it helps businesses to make themselves unique in their competitive market and knowing what the customers' needs and wants are will help to sustain an excellent value proposition as well as using the value chain to help analyse the business in the correct manner.
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