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[bookmark: _Toc45994838]Introduction
Females suffer with various health issues e.g. menstrual flow, oedema, and menstrual cycle etc. Introducing products e.g. Yoni Bar Shop, Yoni Liquid Wash in the market helps the females to overcome these health issues is the main objectives of my business. For the purpose of introducing products in the market by addressing these health issues of the women, I collected information by conducting primary research as well as secondary research. In this report, I am going to discuss the goals & objectives of my business, collecting data, marketing strategies, marketing channel, marketing activities, issues & gap, and action plan etc. 
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Goals for short term: Making profit by selling Yoni Steam Blend, Wholesale products, and Yoni Bar Soap is my goal for short term.
Goals for midterm: Making profit by selling Yoni Liquid Wash and Yoni Bath Bombs additionally is my goal for midterm.
Goals for long term: Growing my brand as well as selling products in the supermarkets of high street is my goal for long period.
Objectives: Females suffer with various health issues e.g. menstrual flow, oedema, and menstrual cycle etc. Introducing products e.g. Yoni Bar Shop, Yoni Liquid Wash in the market helps the females to overcome these health issues is the main objectives of my business (Mager, 2015).
[bookmark: _Toc45994840]Data collection
Primary research: In order to introducing these products in the market, first of all, I contacted with a lot of females and collected information about the problems they faced in their life. They said to me that they faced these types of problems and they wanted solution for overcoming these health issues (Bodden and Smith, 2013). For collecting qualitative data, I took interviews of a lot of woman. I collected in-depth information about the health issues that women face. I also collected information what they feel when they suffer from these health issues. 
Secondary research: For the purpose of introducing products which aids the woman in order to heal these health issues, I conducted secondary research. I collected information from various websites (Ford, 2017). I found that there are no products are available in the market which addresses these health issues of woman. I also found that most of the women are unaware about it which inspired me to introduce these products in the market.
[bookmark: _Toc45994841]Comparison
For taking decision about introducing products in the market, I collected data by conducting primary research as well as secondary research. I think, data which I collected through conducting primary research is more credible to me than secondary research (Ford, 2017). Conducting primary research also helps me to acquire in-depth data about these health issues which will help me to improve the quality of my products. By the comparison of these kinds of data analysis, the primary research method can be effective to identify the actual scenario of the market and tend to undertake the effective approach. 
[bookmark: _Toc45994842]Marketing strategies
STP analysis:
Segmentation: An organisation can segment its markets based on various types of segmentations e.g. demographic, psychographic, geographic etc. For introducing my products, I segmented market based on demographic segmentation (Basak and Croitoru, 2016). I target the female buyers basically for selling my products to them at affordable price. Women face a lot of health issues in their life. I didn’t make any age restriction at the time of segmenting market because almost every woman faces these health issues.  
Targeting: There are various types of market targeting strategies e.g. differentiated, mass, and micromarketing etc. (Myers, 2014) I will follow mass marketing strategy because I target female buyers for my products and I offer same types of products e.g. Yoni Steam Blend, Wholesale products, and Yoni Bar Soap for women. The targeting to the ultimate group of customers can increase the sales of the orgasnaition in the high extent. 
Positioning: It is known that there are no products are available in the market which addresses the health issues e.g. menstrual flow, oedema, and menstrual cycle etc. of women. For this reason, I think that I will get best support from the buyers and they will help me to expand my business and improving the quality of my products (Hochrein, 2014). I will follow more for less positioning strategies which means providing better products at lower price. As I am new in the market, it will help me to grab the majority share of the market.
[bookmark: _Toc45994843]Marketing channel
Marketing channels plays an important role in case of transferring ownership of the products. It will help me to reach my products to the consumers. As I will conduct my business through online, I think that intermediaries are the best option for me (Venugopal, 2015). I make planning about selling my products through intermediaries who help me to reach my products to the consumers. I have to pay commission to them.
[bookmark: _Toc45994844]Marketing activities
Conducting research: Conducting research in the market helps me to get accurate information about the demand of the buyers which will help me to produce products for those buyers (Owen, 2017). It also helps me to improve the quality of my products. Collecting complaints from the buyers helps me to properly understand what customers want from my product and sell products to them which will fulfill their expectation. Hence, the valid research can be useful to identify the needs of the customers to the market and undertake the appropriate actions. 
Promotional activities: Without those women from whom I collected information by conducting primary research, majority are unaware about my products. For this reason, they may not buy my products which can demotivate me not to sell products (Ortiz, 2017) Promotional activities help the buyers to get the information about the products. With the help of promotional activities, buyers can know the feature of my products. By the application of different promotional tools, the attractiveness of the products can be enhanced in the significant manner that can increase the sales of the products to market.
Collecting reviews: Collecting reviews is important for improving products. After buying products, buyers give reviews about the products. Their reviews can be positive or negative (Huxley, 2014). At the time of giving negative review, they complain about different features of the products. I hope I will get positive review from buyers which will help me to expand my business.
[bookmark: _Toc45994845]Issues & gaps
I have faced a lot of problems at the time of collecting information. When I collected information through conducting primary research, some woman didn’t want to share their health issues for various reasons e.g. they were shy, they hadn’t mood for sharing those information, they thought these are common issues, and issues of leaking personal information etc. But when I assured them, I will try to my best for keeping their personal information secret then they share their information (Lorber and Fladell, 2018). I couldn’t collect information from some woman due to these issues which are mentioned. I also faced problems at the time of collecting information from secondary sources. As I used my personal email id, I didn’t get access to different popular website. I think that if I got access to those websites, I can acquire better information. I also can design my products in a better way if I could collect information from those women.
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The action plan which is taken for my business is given below:
	
Events
	2020
	2021

	
	Aug
	Sep 
	Oct 
	Nov 
	Dec 
	Jan 
	Feb
	Mar
	Apr
	May
	Jun
	Jul

	Market research
	
	
	
	
	
	
	
	
	
	
	
	

	Designing products
	
	
	
	
	
	
	
	
	
	
	
	

	Prototyping
	
	
	
	
	
	
	
	
	
	
	
	

	Test marketing
	
	
	
	
	
	
	
	
	
	
	
	

	Improving quality of the products
	
	
	
	
	
	
	
	
	
	
	
	

	Selling products at small scale
	
	
	
	
	
	
	
	
	
	
	
	

	Conducting campaign
	
	
	
	
	
	
	
	
	
	
	
	

	Collecting reviews
	
	
	
	
	
	
	
	
	
	
	
	

	Selling products at large scale
	
	
	
	
	
	
	
	
	
	
	
	

	Advertising
	
	
	
	
	
	
	
	
	
	
	
	

	Communicating with buyers
	
	
	
	
	
	
	
	
	
	
	
	


Source: (Fox, 2016)

	No activity	Regular activity

	Moderate activity	Maximum possible
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I have faced a lot of problems at the time of collecting information. When I collected information through conducting primary research, some woman didn’t want to share their health issues. But when I assured them I will try to my best for keeping their personal information secret then they share their information. I also faced problems at the time of collecting information from secondary sources. As I used my personal email id, I didn’t get access to different popular website. In this report, there are discussions on goals & objectives, STP analysis, action plan, marketing activities, marketing channel etc.
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