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This project is focused on presenting an innovative idea that was implemented in a business to help it grow the sales and profit. The stages that help generating the idea, the whole process of choosing the right idea and also a reflection, along with a recognised reflection model to demonstrate its accuracy and how well it worked.


















In this menswear shop, selling in general men suits, shirts, occasion wear and some summer articles, the manager thought it is time for a change and tried to challenge the team in generating some ideas that could bring in more customers or satisfy the needs of the existing customers. 
First, he (the manager) asked all the employees to talk more with the customers to try to find out what exact needs they have, he reviewed the customers reviews to make sure that everything is covered and then he asked the employees to think about it and then he set up a meeting to find out what these new concepts and ideas are. This way he managed to create a beautiful brainstorming (Mansfield, 2021) session and the ideas were more than he expected.

Made to measure suits.
Kids suits.
Bringing in new product, such as women’s wear (bridesmaid dresses).
Discounts.
Offers.
Loyalty cards.
Posts on social media.
Flyers in people’s mailbox.
How to improve sales and profit?

After carefully analysing all the ideas, the cost involved and after listening to the customers voice, the manager decided to make a really big change and apply the idea of bringing in new stock, such as bridesmaid dresses. Because this shop honours wedding orders, such as 10 identical suits for the groom and the groom’s men, they are always looking for a colour to match the bridesmaid dresses. Because it is hard to impossible to do that, they than decide to buy a neutral colour and then to go for a tie to match the ladies’ dresses. To make it easier for them, we decided to contact a very good dresses supplier who can make the dream dresses the same colours as our suits. Unbelievably cost effective, were not expected that, but it worked so well.
Before changing the whole store, the manager thought to apply the prototyping process to make sure that the new idea will work so he decided to bring in just 2 models of bridesmaid dresses to see if they sell, if the women are interested and want to see new models in store soon. As the customers are so powerful and we need their opinion, their feedback is very important for us because this will help us make the next move and go to the next level. According to Big Think (2014) “feedback sits at the junction of two core human needs.” And it is very well said, and it applies so good to our business in this moment. As John Izzo (2014) is teaching us how to accept the feedback, we implemented his idea about always thanking people for the feedback and ask them to please give us more information about what was wrong or how can we improve, and it always seems to work very well. 
When we say innovation, we think about the improvements that should be done to a business to keep it updated and make is rise and shine at all times. Trying to implement our new idea, we needed a “mantra”, as Guy Kawasaki calls it in his ted talk video (TEDx talks, 2014), something to represent the store and to shout out loud what it stands for, so we chosen “The perfect match- by Skopes” because this is what we are trying to do, to match the suits with the bridesmaids dresses for a perfect wedding.
If we think about The seven habits of highly effective people, we can well remember the sixth habit called win-win. We can think about it two ways, the first one being win-win for the business and the employees, because if the idea works the company will make more money and the employees will get bigger bonuses, or also win-win for the company and the customers, because the company will increase the sales and the customers are happy to be able to find a suit and a dress in the same place so they save money on fuel and do not waste so much time shopping in different stores, “all parties feel good about the decision and feel committed to the action plan.”
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As a model of reflection for our creative idea we are going to use Gibbs reflective cycle.
According to the research, (University of Edinburg, 2020) we can determine that this reflective model helps us, by being designed as a cycle, learn and plan. When we say learn we talk about both, good and bad experiences, because this is how we learn to do things better. 
The six stages of this model are:
-description (introducing new product in store to attract more customers, our idea was to bring women wear as well, such as bridesmaid dresses)
-feelings (we feel it is a good idea and well worth investing in it) 
-evaluation (it can only go two ways, brilliant and bring many new customers and incredible sales or not so good and we will still have our loyal customers)
-analysis (if we analyse the cost to put it in practice, the purchase cost, and the merchandising cost, the final price per product sold will be convenient for the business)
-conclusion (after putting the idea in practice the result was 100% satisfactory and we would not change anything)
-action plan (for the future, we will be happy to embrace any creative ideas that might help the business grow)
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According to Freeman (1984/2010) stakeholder was the term “meant to generalize the notion of stockholder as the only group to whom management need to be responsive. Thus, the stakeholder concept was originally defined as “those groups without whose support the organization would cease to exist.” The list of stakeholders originally included shareowners, employees, customers, suppliers, lenders, and society.” In regards to our stakeholders, if we consider our employees as stakeholders than definitely we value their opinion and appreciate them for all the hard work they do, we motivate them and try to keep them happy so they can deliver the best customer experience, the suppliers are also a very important part of our group of stakeholders because thanks to them we can function and have all that we need to sale to our customers. Our new supplier provides us with the beautiful dresses, and he is high power and high interest so we must keep him updated about the stock remaining so he can send us more dresses, and also, he has to keep us informed about his stock, sizes, colours and new models, as well as the suits supplier, of course. And for the question “who do we want to create value for?” (corporateethics, 2009) the answer is, our customers, because they are the most important stakeholders, they pay for our product and also help us by recommending it further to friends and family.
The reason why we value our stakeholders is because they are essential to our business; “Without employees, customers, suppliers, funders, supportive communities, and a life sustaining ecosystem, there is no business.” (Maund, 2018) 
According to the research (TEDx Talks, 2013) in any type of networking, it is very important to meet, listen and adapt. We are all different but in an organisation we all work together to reach the same goal, even if we might think differently, most of the times new ideas and concepts, even if crazy or unusual, must be heard and analysed because these might be brilliant. Like the idea of converting the menswear shop in a unisex shop, including the bridesmaid dresses, even if the success was not guaranteed it was worth giving it a try.

Conclusion

Sometimes the craziest ideas might be surprisingly well worth trying. After having in store the two dresses to introduce to our customers and make them aware about our new idea, the massive amount of feedback was overwhelming and we started bringing in more and more beautiful dresses to match the colour of the suits and it worked so well. We have now doubled our sales and our employees are very happy with the increased amount in bonuses.

[bookmark: _Toc140869451]References
References
Big Think. (2014). The Science of Receiving Feedback: Mentor Workshop Introduction. In YouTube. https://www.youtube.com/watch?v=wnojHbEBGqU
corporateethics. (2009). Strategies for Managing Stakeholder Relationships - R. Edward Freeman. In YouTube. https://www.youtube.com/watch?v=MlK6582g700
Covey, S. R. (1989). The 7 habits of highly effective people : powerful lessons in personal change. Simon And Schuster.
Freeman, R. E. (2010). Strategic Management : A Stakeholder Approach. Cambridge University Press. (Original work published 1984)
Izzo, J. (2014). 5 Words That Will Improve Your Ability to Receive Feedback. In YouTube. https://www.youtube.com/watch?v=4BpPtjKpJZM
Mansfield, D. (2021, August 20). 15 Creative Exercises That Are Better Than Brainstorming. Blog.hubspot.com. https://blog.hubspot.com/marketing/creative-exercises-better-than-brainstorming
Maund, A. (2018). BA in leadership and management : skills for the workplace. Student yearbook, 1st year. Sage.
TEDx Talks. (2013). Networking is not working: Doug McColgin at TEDxIndianapolis. In YouTube. https://www.youtube.com/watch?v=reCX9LDQVKw
TEDx Talks. (2014). The art of innovation | Guy Kawasaki | TEDxBerkeley. In YouTube. https://www.youtube.com/watch?v=Mtjatz9r-Vc
The University of Edinburgh. (2020, November 11). Gibbs’ reflective cycle. The University of Edinburgh; The University of Edinburgh. https://www.ed.ac.uk/reflection/reflectors-toolkit/reflecting-on-experience/gibbs-reflective-cycle#:~:text=One%20of%20the%20most%20famous


image3.png
N\

X

’

)

I
|

1
'
¥
‘
A S




image2.jpeg
PRIFYSGOL CYMRU ———
S Y Drindod Dewi Sant
UNIVERSITY OF WALES

Trinity Saint David





