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The global coronavirus crisis has had a devastating impact that caused tremendous challenges among industries to maintain their normal business activities. The global scope and complexity of covid-19 have introduced to unprecedented environmental changes. These unsudden environmental pressures have identified as the main driver for businesses to look for a creative and innovative solution to maintain a running economy (Congressional Research Services, 2020). Innovation is about establishing something new that adds value to customers. Creativity regarded as the fundamental stage of innovation the mental process, allow the generation of novel ideas and concepts. In businesses, innovation can occur by implementing and creating a new concept or bringing quick adaptation to product, services, processes and strategies. 
Identifying Opportunity for Innovation 

Innovation in the time of uncertainty considers as the surviving tool for business to retain in the marketplace. Drucker (2012) Identifies, Innovation can origin or triggered from diverse directions refer as the sources of innovation and considers as the determinants or supporter of innovation. Therefore, identifying and examining the right sources can direct business towards the right innovation journey. 
The market analysis identifies, online retailing as the core platform for business survival, extension even launching new market. Since the lockdown, the online tutoring services are in high demand by parent specifically with school-age students. The unprecedented demand has been reported by education channels and news publication (Batty, 2020). Therefore, focusing on the current market, the idea of interactive online tutoring service hold a strong business potential to accommodate this significant demand. 
A Business Model with Innovative Service Proposition
Innovation and entrepreneurship as the essential ingredients in building a successful business model (Śledzik, 2013). The aim is to design an Interactive Online Tuition (IOT) business as an educational, entrepreneurial project. As e-commerce, the services can be accessed remotely; therefore, it will launch in the UK nationwide targeting family with schools age children. The IOT business opportunity has stimulated in identifying the communicational need in the current online learning system. Through a cautious observation of adult online learning facilities, the IOT concept is ideated as an imitative innovation. The primary focus is to bring the affordable school learning environment in-home learning through the interactive online session from reception to GCSC student.  
Challenges of Innovation
The world economy has shifted from the industrial era to the knowledge era where information is considered as the primary sources of innovation. The rapid technological advancement placed the information sharing platforms more accessible than before that also challenged the idea to develop something new. Hence, it is significant to analyse current market scenario to understand consumer demand, buying preference, upcoming competitors, changes in law and regulations. Although the pandemic has increased the digital e-commerce purchased, it has also transformed customers’ expectation in selecting their digital retailer. Therefore, as the solution, the IOT business model will be designed with a customer-focused proposition that can be perceived as beneficial to the target customers (Tidd, Bessant and Pavitt,2005).
The IOT’s features are described below:
Face to Face Online Lesson- This is the most unique selling feature of the IOT company. Focusing on the schooling institutes the outbreak has caused major disruption. With the avaiability of Virtual Learning Environment (VLE) school communities made an effort to lessen the interuption. However the communication and interaction aspect are lacking. The idea of IOT concept has raised with the vision of face to face interactive and engaging online lesson.
Remote Services Provider- The complication of COVID-19 introduces new condition for innovation to both existed and new business firms to respond with the prevention control criteria. Therefore, the ideas of working from home and providing remote services have been considered as the necessitate and safest option To support the social distancing and self-isolation requirements IOT business model infrastructures for business promotion to services delivery will be designed as the remote services provider (McKinsey and Company, 2020). 
Digitalised Sustainable Business Model- As the e-commerce digitalisation is the core platform of the IOT concept that has been visualised as a sustainable solution in gapping the current environmental and economic challenges caused by Covid-19. With the sustainable vision, the company aim to create an ethical relationship with all the stakeholder through the better working condition and service delivery while maintaining financial achievement (Gregori and Holzmann, 2020). 
Flexible Price Setting- Business price-setting involves a cautious balance among several factors such as the uniqueness of the services, competitors’ prices and the own investment cost. Compare to the established tuition centres’ services offerings, along with high-quality in-class experiences; the company focuses on social interaction, physical activities, and mental wellbeing. Therefore, the pricing setting process will consider these differentiating attributes. However, as the small strut-up to win a potential customer segment, a flexible payment schema will be placed based on the individual family’s financial circumstances. 
Developing the proposed Idea with Stage-Gate Model 

The Stage-gate model is designed to guide the executive decision-maker to transform a  pre-develop idea into a launchable product and services. The efficiency of this model is recognised by tracking the innovation record of the leading market players such as Pepsi, Procter and Gamble etc. These businesses have proclaimed their revenue growth with the stage-gate model to create ideas and internalised that ideas to launce innovative product and services (Daniel et.al. 2016).
The diagram represnt the application of the stage-gate model to the IOT concept:
   
Diagram 1: Stage- Gate Model                                              Sources: (Daniel et.al. 2016).
Stage 1: (Defining the idea and scoping) – The preliminary assessment mainly focused on the market demand to determine the potential service acceptance by the customer and the availability of technical aspects for services manufacturing and designing. Looking at the rise in the daily demand, the IOT business proposition can be structured as an online can provide excellent stability to this industry.  
Stage 2: Building the business case - The entrance in the second gate solidifies the IOT business proposition and required more in-depth information. Schumpeter (1939) identify the modern economy as the knowledge-based economy that requires well corporation among internal and external actors to offer an innovative economic solution. In considering this view the activities in this stage will focus on the effectivity of all the internal resources such as teachers, computer/ laptop, online friendly teaching material, management, and leadership are well- adjusted to satisfy the customer needs. 
Gate 2: Feasibility Review- Utilising all this information suggests a positive collaboration among internal and external resources; therefore, a go decision can be taken to enter the proper development phases. 
Stage 3: Actual Services Development- Once the actual plan has been formulated with a clear vision, the next activities will aim at transforming the plan into the launchable e-commerce business website.  In developing the website, decision will be taken in prioritising the following subjects:
· Interactive Website- As the education platform, the website will be presented in an inspiring and professional manner that can be accessed in any devices, offer brand loyalty and user friendly. 
· Complying with the GDPR- The UK GDPR requirement will be followed not just a legal requirement, but also as the excellent business sense. These will include firm privacy policy, well-informed tich box during subscription as well as easy unsubscribing option. The GDPR requirements, also effectively integrate other digital activities such as customer feedback, email marketing, social media promotion etc. 
· Secure payment solution- One of the main objectives is to make this service accessible to everyone, specifically, families who have been financially constrained due to this pandemic. Therefore, Direct debit been considered as the most appropriate payment methods through the GoCardless direct debit management provider. This provider ticked all the facilities IOT prioritises such as flexible payment collection date, option for one of payment and free set up with highly secure online processing. 
· Obtain Credible Secure Sockets Layer (SSL) security- IOT company will take full responsibility to protect customers against fraud, identity theft and hacker by safeguarding customers’ sensitive information such as card numbers, logging details etc. Therefore, they will use a reliable SSL provider to assured customer that they are entering a well-protected website.  
The features in the stage three identified as the main supporters for quality maintenance and customer protection for developing IOT as an innovative educational solution, therefore, consider as the fixed deliverable elements.  
Stage 4: Testing and validation- The objective of this stage is to ensure the detailed version of this start-up business innovation fit for the market demand. To analyses, the effectivity of this innovation process trusted relationship with potential prospects could contribute to obtaining honest feedback and recommendation before making the full investment to the project. The activities will includes:
· Offer experimental discovery- As brand recognition, customers will access 14 days free trial session of the programme. This information can support to evaluate customers (student and carers) response to identify if the right teaching methods been followed, the speed of broadband connection, sufficient online teaching material and other discretionary features that are associated with business offers.  
· Develop networking – The IOT company will participate in remote industry networking activities with associate organisations and individual to examine the implemented service quality are in line with the national tutoring standard requirement as well as for the price design.  
Gate 4 (Future action) –Once data has been collected from all aspects of business associations, it needs to be evaluated to understand the performance of this strategic direction. The further plan will be implemented as a corrective measure or setting a new objective to take the plan to exit this gate. 
Stage 5: Launching- Once the company feel confident with a satisfactory business plan, the next focus is designing an efficient marketing strategy.  In considering the prevention control criteria, online marketing has been considered as the necessitate tool for promotional activities.  As the digital start-up conducting online marketing activities has become more complex than ever before and rely on the mix of knowing and know-how abilities. Therefore, a specialised modern marketing team who understand the unique features of the IOT company and integrate it through the relevant online marketing strategies. The team will be guided to undertake following the marketing platform: 
· Search engine marketing- The marketing team needs to create a SEO (Search Engine Optimised) friendly website in targeting customers behaviour and thinking pattern. By doing so most relevant search terms, keynote, title even meta description can be created to reach out to the relevant customer in the tutoring industry.  
· Promoting the business through affiliate marketer- Popularised by Jeff Bezos in 1997 affiliate online marketing is one of the most powerful methods in promoting business through online affiliates (the business sponsors) with the exchange of sale and click base commission. Approaching the right affiliates with relevant distribution channel such as educational and parenting blogger, youtuber, teaching material suppliers etc. the business can reach to its specified target audiences. 
· Email and social media marketing- Email and social media connect as the multichannel marketing campaign a powerful way connecting with customer through the personalised brand image, message, and offer. Therefore, IOT marketing team will be advised to design a cross-connecting marketing connection that refers customer from one channel to another (Schwarz, et. al. 2014).

Customer Journey Mapping (CJM) and Services Innovation
CJM is the visual representation of the sequential events that customer experienced during their entire purchase process. It is clear that the pandemic has made people to spend more time on internet therefore every online marketing channel can influence customer buying decision. However, the efficiency of the CJM still rely on company’s capabilities in understanding customer behavior. IOT company’s leadership and management are responsible for facilitating employee with the right resources and technique to perform their role efficiently. 
The following diagram will be used to support the marketing and customer service teams’ awareness towards customer emotion and buying patterns:


Diagram 2: AIDA Model                                 Source: (Schwarz. et. al. 2014).    
With this graphical representation the team can identify the most used advertising channel that’s been used for complete buying journey. This analysis can support in prioritizing and selecting customer experiences measures to support the services innovation process (Schwarz. et. al. 2014).   
The Possible Economic Growths with IOT Business
Cagil, (2017) explains innovation and knowledge are both drivers of economic growth but once combine are more influential to the advancement. The foundation of the IOT idea is enriched through identifying the regional demand and readiness to create market-oriented services. The knowledge-intensive contributed to defining own initial resources that match with IOT’s offering to meets the needs of the customer, therefore, hold high potential as a launchable business model.
The process of an idea to transform into a prominent business model mostly advance through economic activities. Before business establishment, entrepreneurs need to involve themselves in various activities. These include extensive industry research, product and services development, following the legal requirement and setting up fees. These activities not only help with business set up but also contribute to the running economy in generating revenues.  
The recruiting and employment aspect also contribute to economic growth. One of the major economic impacts of covid-19 is the job disappearance where unemployment is at the highest level. The non-reliance on physical locations and working from home as the mandatory option will encourage high motivated teacher and support staff to join the IOT company. This will progress the UK’s economy to recover as the essential services like teaching and learning will continue to be delivered. 
The remote working solution will minimise the risk of infection spreading; therefore, NHS hospitalisation will reduce. Both adult and childhood mental health problem is on peak due to self- isolation, inactivity, and uncertainty. The IOT company establishment will ensure employment opportunities, students can access their education with social interaction, and parent/ career are reassured with their child future. This will enhance the mental health wellbeing in a broader context and lowering the over budgeting of the NHS (Durcan, O’Shea and Allwood, 2020).

IOT’s Innovation Management Strategy 
Innovation is not just about opening new markets it also relays on the ability to sustain the innovation achievement. Moreover, The Product Life Cycle (PLC) theory also includes the declined stage explaining the possibilities of market lose coupled with sales and profit reduction (Mariachiara et al. 2016).  To minimise these risks the company’s management and leadership decision will be supported in a system thinking manner. With system thinking an effective PLC management can be implemented as this technique is efficient in identifying the root causes of the problem and spot opportunities (Visser, 2020). The main enablers of IOT’s innovation management are described below:
· Promoting Employees Creativity- The application of creative ideas is one of the main ingrediencies of competitive advantage (Kremer, Villamor & Aguinis, 2019).  Rogers (1995) identifies innovation leaders as the changes agent who encourage the appearance of novel ideas. Therefore, the company’s leadership will play a critical role in creating a social environment that encourages diverse perspectives that can be codified in assimilating something profitable. Employees’ creativity will also be nurture through facilitating training and development opportunity, reward and recognition.  

· Invest in Research and Development (R n D)- As a privet education institutes with competitive environment R and D has been considered as the essential investment. The activity may include monitoring the e-learning platform, simplifying the process for learning session for the continuous improvement of the services. 


· Use SCAMPER Technique – The designated Quality Improvement (QI) team will be trained to use SCAMPER technique to increase their creativity and think outside the box. This will allow the team to better deliver the existing process or to create a new one (Moran, Armbruster and Vosel, 2014).
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         Diagram 3: Possible SCAMPTER diagram. Sources: (Moran, Armbruster and Vosel, 2014).
· Patent Protection – Although the IOT concept is the imitation of the online adult learning system; however, for the school-age tuition market, this concept is radical with the differentiating process. This fulfils all the criteria to offer market suitable value proposition (Lindic and Marques, 2011). Therefore, before market entry, the business model will be protected through the Intellectual Property (IP)right. 
Conclusion	
Managing innovation is about extending the life of the product/ services for the business continuance and profit-making. The immediate impact of the outbreak varied in different industries; however, online tutoring industries all over the world are in huge demand due to the fear of infections spreading. The broadband system, technological advantages and the online retailing platform also cooperating well enough to transform the proposed idea into an actionable business model.  Thus, IOT’s unique offering would bring innovative expertise to the industry with high-profit potential. 
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