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                                                     Introduction 
In nowadays life, businesses need to increase their advantage and create more value, focus on innovation and creativity by activating a product, a business or a process to solve problems and run efficiently. If creativity helps to generate new ideas, innovation allows to accomplish them by introducing something unique and new. Vital for many firms, innovation and creativity give big opportunities to gain growth and profits in the marketplace. And at an individual level, abilities and imagination push certain people to solve different issues and situations in their close environment.
The aim of this essay is to find an individual project plan with an innovative service to help people facing the post-covid 19 pandemic. So, with many problems faced by households after post- lockdown, new ideas, new creations and innovations could help some people to reduce stress and gaining more time.
Thus, in the first part of this study a new innovative service will be presented. Then in a second part we will talk about a proposition to setup an online website and android application. And finally, before concluding we will relate how to promote this new service.




      


1- An innovative service post pandemic.
The year 2020 was hard for people facing in different ways difficulties in their daily life, and has transformed all the aspects of the world regarding family, communities, jobs, eating habits, childcare and also the sense of time. During that period people started to work from home due to lockdown, shortages of consummation product noted, remote learning for all schools, and an increasing mental health crisis…
One year later in 2021, life has changed again with the diminution of cases and people coming back to normal life and need more services without stress and by spending less time. And in this post- period pandemic, we want to propose an innovative service with the objective to link the households needs with some services they want. Back to normal , the same habits come back again. Offices and schools reopened, workplaces welcomed  employees and entertainment places started to open for public. This situation creates big  households needs from outside services to face problems related to work-life balance. 
Therefore, the service we will develop consist to give to households the possibility to find any service in one place instead of going on search through the network or struggling to find one with friends or parents. Those services could be finding painter, plumber, electrician…, to short out basic problems facing at home. It could be also being in touch with hygienists for a deeply house cleaning, and sometimes even taking the dog outside or the laundry or parcels at the post office. Finding an accountant a law or a mental counselling will be interesting for many households, without forgetting childcare.
In this adventure for creating a new service, our customers will be first the households which have more need to find in one place all different services without spending lot of time in stressing research on people around or in the network. In another way, services connected to family’s needs and wants will be our main customers. Indeed, the service is going to link those service providers to their natural customers without spending money on advertising or marketing.
For selling our service, a designed computer software will be created to help both users households and services to perform specific tasks. More simply, an online platform will be built where people and services can interact together with our facilitation. And for any transaction concluded in this platform our service will retain a certain percentage, allowing us to run better the service and making value. Previously all prices in the platform will be discussed with the different service providers and making sure that it rely on households purchasing power and reach the services targeting prices. Even flexible payments like small monthly rates could be developed to attract more customers with low budget.
The venture’s name will be Services Made Easy. Before we had thought to name it House link, but further researches gave us ideas to call it Services Made Easy in order to make it easy using for people and by giving the right impression to our future customers in their feelings and conveying a message.
Our service will be developed throughout an application and a website available by subscription in every moment and everywhere in the UK. Consequently, our business will be unique and our unique selling point will be different from competitors and should be considered as an one roof services which will provide high quality to our customers and could not be found elsewhere. Even it exists service providers in the market, our business will link a lot of services to households needs and therefore no more research online. Secondly our prices will be affordable and this is the focal point giving our customers to spend less with different service providers who accept to be in our application and giving best quality with the best price.
And finally, good support will be given regarding technical help, extensive online resources…to create an ongoing relationships with customers. So, to sustain this innovative service having high standards for the business, helping customers to solve problems with quality service, our unique point selling propositions will be in one place which could differentiate us from the competitors.
In this area of rivalry our business will face some indirect competitors like government or local authorities providing generally public services regarding care activities, assistance to the elderly, dependant or disabled…They recruit social workers with certain skills to support households to face those problems. Other competitors considered as direct competitors  give the same service but appointment is needed by calling or having personal meeting with them. Sometimes it is very difficult to get the appointment and the time required to fix the problem could be very long. There are also some advertising newspapers like “Yellow Pages” which give only contact address and phone numbers.
And to overcome all this, we will build a website and an android application where people can get solutions. Very easy to understand, those tools will provide all information and description about the problem needed to fix, and the customer can easily work on it and does not need to visit the provider’s office. He has only to book and pay a deposit online in a secure way and at a reasonable rate. The application will give also facilities on registration, map navigation, and password for security…Definitely, our service will remove any frustrations and stress and make customers getting services on time. This will be possible by doing very often a market research to understand better their needs.
2-Set up online website and android application
As we developed before, our scope is to provide a friendly environment and safe for online booking service for households in need for certain types of services and which in normal time they have difficulties to get from service providers of which are offline and not available for twenty four hours. 
That is why a direct access to our website or our android application will give solutions and responses to the customer who has for example electricity problem or cannot charge the batteries phones or electric devices in kitchen cannot work. The same with the problem of plumbing or car broken in the middle of the road at certain moment. 
At the beginning of the project we will not going to develop our own software which will cost a lot of money and need more skills we do not have. So, an accessed online software via a subscription like for example Shopify will help us to manage and forecast IT costs. Called also SaaS (software as a service), Shopify platform, with a monthly payment make available software over the internet and do not need to install in computers. Everything is online when log in throughout  an account given. This means in this specific service linking services providers to households, any stakeholder needs to have his account allowing him to access to the platform at any time and everywhere as long as there is an internet connection. So, we do not need to engage an IT specialist to keep the software up-to date, it is also taken care of in the cloud. With a fixed and inclusive monthly account fee, Shopify run to the maintenance and security services, but also having access to customer service and support along the way. And we know exactly how much the software will cost and can budget accordingly without worrying about hidden surprises (shopify.com,2021). 
Contrary if we going to build our own software which need more time to develop and maintain, it will cost. Indeed, developing a software suppose to have a development strategy in a process model which require first an analysis to understand what the customer wants and to document then properly, to gather the requirements and then analyse them, organise the requirement specification into a software (SRS), transform the requirements specified by implementing it in a programming language. And at the end coding the software development by translating into source code, test it, and running a maintenance of the software product which require more effort than the effort necessary to develop the product.
With Shopify, our service will need small staff with one personalised log in to access to the administration page and where the principal role will consist to follow customers’ needs and take reviews, and sometimes adding new providers or controlling work and payments done. Shopify allows also any kind of payments online such as credit cards, debit cards, PayPal, google pay…
Shopify is also a merchant platform that meet levels of protection and security while storing, processing and transmitting cardholder data. And as we know PCI DSS compliance is one of the most ongoing projects in any business that stores and saves customer’s private credit card data and represents good data security practices for any organisation to follow (Peters,2021). And the data should remained protected during all the transaction life cycle by having quality monitoring of PCI compliant data and having internal audits. This need to discover and classify sensitive data, determine who has access to what data by managing access control, and to monitor data, file activity and user behaviour.
Contrary to Shopify, if we going to build our platform, the users of the system can include an administrator considered as the super-user of the system. He can verify customer and service provider, add new advertisement, take payment from the customer and manage all the categories of service, send notifications to the service provider and to the customer.  He can conclude also with the service provider who after registration can have wider access to customers’ needs and location and then do his work. The same about the customer who after registration and log in can access to the list of services available, selects the service required and the provider to have the work done.
Technically Shopify as  an e-commerce platform allows to customise the design from over thousands of themes, and no design experience or programming skills required (shopify.com,2021). And to be technically feasible our platform of services needs an existing software, hardware and qualified staff capable of handling huge storage of data, and creating great interaction between services providers , customer and administrator. And finally Shopify give us large benefits in economic feasibility of creating and developing our platform of services for households paying only monthly or annually fees and allows to save time, minimise errors, and reduce costs.
3- Marketing
After creating and testing our service, the next step will be to develop a marketing strategy to promote it. As we know marketing includes advertising, selling and delivering products to consumers or other businesses .Therefore in this phase we will have contact with the services providers and discuss all about pricing and technical points, and sign an agreement. In another side, households as targeted customers, different ways of promotion should be used to reach them by using social media like Facebook or Instagram. Those products are not expansive and allow to reach the maximum of people wanted because available in any area in the world and accessible twenty four hours a day. Using also Facebook pixel we can remarket people visiting our website or contacting them using email addresses to find them. We will work also with some social media influencers using their dedicated audience to promote better our business, and customers will be kept informed through blogs and podcasts as we are going to make them ready for the launch and more likely to use it. Sponsoring an event through a charity or a business event, and having our service name and details mentioned in a brochure allows us to reach our audience and generate attractivity, buzz and lot of traffic.
Customers reviews about the launching service will be also a great way to collect and understand better how to promote the service and making certain changes for the future. So, understanding and using well the customer journey could help to achieve success in our marketing strategy. Indeed, as a model for organisations to implement changes, customer journey helps to create the marketing experience we want to provide, and make customers adapt our new business.
Throughout search engines like Google or some paid advertising supports like newspapers, customers with awareness will store our business in their memory by visiting the website and learning more about our brand. And being the first to learn about new products and signed our email list allows through acquisition to consider new future customer to an actual customer.
In the next phase, onboarding helps to consolidate more customer engagement, and making enjoyable throughout personalisation by using email, social media, messages to get customers to regularly use our service. At the end advocacy will be helpful, considering that happy customers will recommend our brand to others and consequently gaining new customers.
But having a brand name, a business concept and a new service do not bring customers to use it and appropriate it. That is why we will have few weeks or few months pre-launch marketing before the official launch. Pre-launch allows us to build up loyalty and reach our audience. For that we need to know what households want from our service and a good understanding of the marketing strategies working for our customers and our business, and what marketing supports to use.
In this phase of pre-launch, a landing page for marketing and advertising campaigns will help to capture leads and get visitors to sign up for a free trial. And to generate interest in our brand content marketing such as webinars, infographics, live video, YouTube video, social media and influencers collaboration…can provide free valuable resources by creating a need with our target market.
[bookmark: _Hlk88829541]Email marketing throughout email automation and by using tactics like personalisation and  geographical segmentation should introduce subscribers to our brand and encourage them to visit our website














                Conclusion
During all this essay we had tried to consider households needs after Covid 19 pandemic and ensure that the new and innovate service meet all of them regarding the price, the choice, the quality and the convenience. Also the new technology developed will make easy the connection  between households and service providers. At the end good marketing of the product will give the best promotion to launch it.
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