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Executive Summary
This work presents the innovative service-solution HomeDigi – a platform for interior design and home decoration which incorporates an augmented reality software for ease of use and application into personal space. The work considers the service, its target customers, its competitors, as well as the digital marketing strategies which can be applied for its success. Privacy and data protection laws are considered and discussed in relation to HomeDigi’s responsibilities to its consumers, the law, and its ethics as a business.
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Introduction
The purpose of this work is the introduction of HomeDigi – an innovative service digital solution for individuals who are looking to redecorate and furnish their homes, whilst being able to see how each piece of furniture will fit into the space they have. HomeDigi is a project which aims to utilise the modern technology of the 21st century specifically digital business and augmented reality. According to Craig (2013) the augmented reality solution is an interactive reality which aims to engage customers in the experience which it provides, and generally augmented reality can be used in various industries including education, medicine, entertainment, and more. The core of the augmented reality experience, which makes it a lucrative addition to any industry, is the ability for the participant or in this case the customer to experience and engage in an activity in their own physical world, by adding digital information to their space which they can interact with in the same way they would if it was a physical interaction (Craig, 2013)
Hence, the choice of augmented reality implementation into HomeDigi is purposefully created for an innovative approach to customer experience and customer relationship management, together with an innovative approach to business launching and operations. Augmented reality is an interactive medium in which interaction plays a significant role in the user experience. (Craig, 2013) HomeDigi aims to satisfy the customer bases within the United Kingdom by offering them an innovative, easy to access, modern solutions for their furnishing and interior design problems.




Digital Interior Design Service
Concept and Background
Evans (2017) suggests that even though customer experiences are usually not only about the technological aspects of the journey, but foundational technology elements also play a key role in the contribution to the overall, integrated experience of the customers. The digital interior design service proposed within this work is one which uses augmented reality to show a prospective customer what their space could look like prior to making any changes. Chaffey (2015) states that the augmented reality solution is one where real-world data is blended with digital data, which is typically done through use of a digital camera on a laptop or mobile phone and is then used to develop a browser-based digital representation or experience which mimics the real world experience. The digital interior design service that uses augmented reality (AR) technology enables users to preview how their living or workspace would appear with various furniture, decor, and colour schemes before making any modifications. To use the service, users typically upload photos or videos of their space to the design platform and use AR to place 3D models of furniture, rugs, art, and other decor items in the room.
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(Vidojevic, 2023)
This technology can be utilized to offer a unique service to clients looking to redesign or furnish their homes or offices. Some ways in which this service can be provided include virtual consultations, customized design plans, and improved communication between designers and clients. HomeDigi can help designers and clients visualize design concepts together in real-time and make changes on the spot, resulting in a more personalized and satisfactory outcome. The digital interior design service using AR is a cost-effective and time-saving solution that can assist clients in making informed design choices. The COVID-19 pandemic brought about significant changes to the business landscape of digital interior design services, creating both challenges and opportunities for those operating in this industry. (Vidojevic, 2023) One of the most significant shifts has been the increased demand for home improvement services as people have been forced to spend more time at home due to lockdowns and social distancing measures. This has provided digital interior design services with an opportunity to offer their expertise to those seeking to transform their living spaces into more functional and aesthetically pleasing environments.
Another factor that has contributed to the growth of digital interior design services during the pandemic is the availability of advanced digital tools and software. These tools have enabled designers to create highly realistic and accurate 3D models of their designs, making it easier to showcase their work online and provide clients with a better understanding of their design concepts. This has been particularly important during a time when in-person consultations and site visits have been limited. The rise of social media platforms has also provided digital interior design services with an opportunity to reach a wider audience. (Jenkins, 2022) By using platforms such as Instagram, Facebook, Pinterest, and more, designers can showcase their work to potential clients from all over the world. This will enable HomeDigi to expand their customer base and reach a larger audience than would have been possible through traditional marketing channels.


HomeDigi Positioning and Sustainability
In addition to these factors, the growing awareness of sustainability has also had an impact on the digital interior design services industry. (Vidojevic, 2023) Clients are increasingly interested in eco-friendly and sustainable design solutions, and digital interior design services are well-positioned to offer these options. By using sustainable materials and incorporating energy-efficient designs, designers can offer their clients a more environmentally responsible approach to interior design. Also, there are no significant legal or regulatory barriers to selling digital interior design services online. This has made it easier for businesses to expand their customer base and offer their services to a wider audience. By leveraging the opportunities provided by these external factors, digital interior design services can continue to grow their business and offer innovative design solutions that meet the evolving needs of their clients. 
Digital interior design service businesses need to understand their customers and their needs to effectively sell their products or services. The STP model is a popular tool that businesses use to segment the market and tailor their offerings to different customer segments. (Allen, 2019)
Segmentation: In the first step of the STP model, HomeDigi segments the market based on various factors. For digital interior design services, these factors include the type of customer, their budget, their location, their design preferences, and more. By segmenting the market, the business can better understand their customers' needs and tailor their services accordingly. For example, high-end customers may be interested in luxury interior design services, while budget-conscious customers may prefer more affordable design solutions. In the case of HomeDigi, the ideal customer is between the ages of 30 and 50, is based in the United Kingdom, is also part of the upper class, and has an interest in culture such as architecture, art and design, and modern technology.
Targeting: Once the market has been segmented, the business can target specific customer segments with tailored marketing messages and product offerings. For example, a digital interior design service might target high-end customers with social media ads and develop high-end design packages specifically for this segment. Targeting allows businesses to focus their resources and efforts on the customers most likely to purchase their products or services. (Allen, 2019)
Positioning: The final step in the STP model is to position the product or service in the minds of the target customers. This involves developing a unique value proposition that differentiates the business from its competitors. For example, a digital interior design service like HomeDigi can position itself as a provider of sustainable and eco-friendly design solutions to attract environmentally conscious customers.
In terms of where digital interior design services sell their products or provide their services, the answer is mainly online. Digital interior design services can operate entirely online, offering their services remotely without the need for in-person consultations or site visits. They can sell their services through their own websites or through third-party platforms such as Houzz or Upwork. By leveraging digital marketing techniques and social media platforms, digital interior design services can reach a wider audience and offer their services to customers all over the world. HomeDigi has used the STP model to identify and target specific customer segments, tailor marketing messages and product offerings, and position the business as unique and valuable to their customers. By operating mainly online, the business can reach a wider audience and offer the services remotely, making HomeDigi more accessible and convenient for customers.
To sustain the digital interior design service business, there are several key factors that need to be considered:
1. High-quality design: The quality of the design work is essential for any digital interior design service business. Customers expect high-quality, visually appealing designs that meet their specific needs and preferences. A business must maintain a high level of consistency and quality across all their designs to build a strong reputation and retain customers. (Leboff, 2016)
2. Competitive pricing: In a competitive market, pricing is critical to a digital interior design service's success. The business needs to offer fair and competitive pricing to attract customers and retain them. Offering different packages at various price points is a good strategy to appeal to different customer segments.
3. Innovation and technology: HomeDigi needs to stay up to date with the latest design trends and technology. They should be able to leverage new tools, software, and technologies to improve their design services and increase efficiency. This allows the business to stay ahead of the competition and deliver better designs more efficiently.
4. Strong marketing strategy: To succeed in a crowded market, HomeDigi must have a strong marketing strategy that effectively targets its key customer segments. Digital marketing, social media advertising, and search engine optimization (SEO) are essential components of the successful marketing strategy.
5. Excellent customer service: Providing exceptional customer service is crucial for building a loyal customer base. HomeDigi should have a team of professional and responsive designers who can communicate effectively with customers and address their concerns in a timely manner.
6. Referrals and reviews: Referrals and reviews are essential for building a positive reputation and gaining new customers. HomeDigi must prioritize customer satisfaction and encourage the customers to leave positive reviews and refer their friends and family to their services.
Overall, a HomeDigi can sustain itself by offering high-quality design, competitive pricing, staying innovative, implementing a strong marketing strategy, providing excellent customer service, and leveraging referrals and reviews. By prioritizing these factors, a digital interior design service can build a strong reputation, retain customers, and attract new business.
Innovation is crucial for the success of any business, including a digital interior design service. However, there are several innovation models which can be used by HomeDigi during its start-up phase, and they will now be discussed.
Open Innovation Model: This model involves looking outside the organization to generate ideas and develop new products or services. (Jarmai, 2020) In the context of a digital interior design service business, this could mean collaborating with external parties such as furniture and home decor suppliers, and even competitors, to generate new ideas and develop innovative solutions. The business can leverage the resources and expertise of external parties to develop new products and services that meet the needs of the customers. This model encourages knowledge-sharing and can lead to the creation of more customer-centric solutions. (Jarmai, 2020)
Closed Innovation Model: This model involves developing ideas and solutions within the organization without seeking input from external parties. (Jarmai, 2020) In the case of a digital interior design service business, this could mean relying solely on the internal design team to develop new ideas and solutions. While this approach may lead to more control over the innovation process, it can also limit the range of ideas generated. The business may miss out on opportunities to learn from external parties and leverage their expertise to create innovative solutions. (Jarmai, 2020)
Design Thinking Model: This model is a human-cantered approach to innovation that focuses on understanding the needs and preferences of customers. (Jarmai, 2020) In the context of a digital interior design service business, this could mean using a variety of techniques to gain insights into customers' challenges and preferences, such as conducting surveys and focus groups. The business can then use this knowledge to design solutions that are more likely to meet the needs of their customers. This approach encourages empathy and collaboration and can lead to more innovative and relevant solutions. (Jarmai, 2020)
HomeDigi could potentially use a combination of these innovation models depending on the objectives and resources. For example, the business could use open innovation to generate new ideas and solutions, design thinking to ensure that those solutions are customer-centric, and closed innovation to protect their intellectual property. Analysing competition is critical for the success of any business, including a digital interior design service. An analysis of the competition can be done by using three strategic frameworks:
Value Chain Analysis: This framework helps to identify the activities that create value for customers and the business. In the case of HomeDigi, the primary activities include market research, design, virtual rendering, and customer service. Secondary activities include procurement, technology development, and human resource management. By optimizing these activities, the business can gain a competitive advantage.
Porter's Generic Strategies: This framework suggests that businesses can choose from three generic strategies to gain a competitive advantage: cost leadership, differentiation, and focus. In the case of HomeDigi, cost leadership may not be the best strategy, as customers may be willing to pay a premium for high-quality design and service. Differentiation, on the other hand, could be a good strategy, as it allows the business to stand out from its competitors by offering unique design solutions. Finally, focus involves targeting a specific market segment, such as high-end customers or those with specific design preferences.
Porter's Five Forces Model: This framework analyses the competitive forces that shape an industry. The five forces are the bargaining power of suppliers (e.g., furniture and home decor suppliers), the bargaining power of customers, the threat of new entrants, the threat of substitutes, and the intensity of competitive rivalry. To gain a competitive advantage, HomeDigi could focus on providing high-quality design solutions, building strong relationships with suppliers, and leveraging technology to improve the customer experience. According to Evans (2017) the strongest of the five forces is considered to be the bargaining power of the buyers or consumers, because the biggest driver of digital business is coming from the expectations and needs of the customers and consumers. So, the bargaining power is the one which lays out the expectations for the HomeDigi customer experience and it demands continuous organisational innovation across the business model, its processes, operations, and services. Evans (2017) continues that customers possess much more bargaining power due to the Internet and their instant access to information, such as reviews and feedback on social media, price sensitivity, similar products and services, and more. Hence, this leads to easy access to service substitutes, as well as bigger competitiveness within the industry. 
Overall, analysing competition using these strategic frameworks can help the HomeDigi service to identify opportunities for gaining a competitive advantage. By optimizing its value chain, choosing the right generic strategy, and understanding the competitive forces that shape the industry, the business can develop a winning strategy that meets the needs of its customers while maintaining profitability. And as suggested by Vidojevic (2023) the e-commerce boom has been influenced by the pandemic, and it has driven furniture and design business to make engaging online shopping experiences a priority. Vidojevic (2023) continues that some of the biggest furniture companies in the industry such as IKEA have already began introducing augmented reality solutions, which allow their customers to insert virtual furniture into their homes and see how the piece would look and whether it satisfies their need. So, it is important to note the important role which technology has in the transformation of retail, but also to note the advantages of using innovative technologies like augmented reality in a business. 
Vidojevic (2023) suggests the main advantages for this type of business innovation are try before you buy, product customisation, and in-store engagement. The augmented reality of HomeDigi allows customers to enhance physical objects through digital content without the risk of paying for something, which does not fit into the space. Moreover, customers will be capable of not only visualising their product, but also modifying its colour, size, or placement in the space, before they make the purchase. This benefits the company by decreasing the stress which customers can experience when shopping for furniture and providing them with the ability to test and customise their products. The innovative augmented reality solution which HomeDigi provides is a great way to keep customers engaged and satisfied, without having to leave the comfort of their own homes.
Digital Marketing Strategies
Chaffey and Ellis-Chadwick (2012) define digital marketing as the achievement of marketing objectives by application of digital technologies. Nevertheless, digital marketing can be applied by the company in various ways such as by using email marketing, social media marketing, blogs, and more. However, since the focus of HomeDigi is in the interactivity and engagement of consumers during their shopping experience, it is only natural for the marketing strategy to take into account the interactivity of the services. Anderson and Kerr (2002) state that the success of interactive marketing depends on the development of application which reward the business and the customers, through added convenience, saving money, or even being enjoyable. As most companies, HomeDigi will be aiming to build a relationship with their customers, since better results can be generated when the customer base is managed for the identification, acquisition, satisfaction, and retention of profitable customers, which are the key goals of customer relationship management. (Buttle and Raab, 2009) 
One of the first explanations of the importance of interactivity in digital marketing is by Deighton (1996) who explains that interactivity is necessary for the enabling of the business’ communications with their customers. The difference between the digital and traditional marketing approaches is that in traditional media, the company broadcasts its messages to its customers, whereas digital media invites for enhanced interaction with customers, since the customer is usually the one to initiate contact and seek information on the company’s website or social media. Chaffey (2015) states that the customer is active in their interaction with the companies in their active search for information or entertainment on the company’s website or social media through use of search engines. Hence, the development of a website and social media for HomeDigi are inherently important for both the immediate and the long-term success of the business. The development of the website will be the main contact between the business, its services, and the consumers, whereas the social media will be used for the development of a relationship with potential customers, as well as for the showcasing of the existing services to new customers and individuals looking to design or furnish their homes. 
Chaffey (2015) states it has become increasingly important to engage customers on social media, as the creation of quality, interactive content for HomeDigi will be part of the customer engagement strategy aiming to deliver effective content across the customer journey and life cycle. The necessary tools which will be applied in the social media strategy for HomeDigi include the quality, compelling content which will be previously planned and executed in accordance with a content calendar to be followed by the marketing department of the company. Moreover, following the initial launch HomeDigi will research and possibly invest in software tools which can help ease and facilitate the process by setting up content to be posted on specific dates, at specific times. Customer research will also be invested upon for the determination of the reactions of different public members to the content shared by HomeDigi and to understand their behaviours and needs. 
On the other hand, an increasingly popular marketing strategy for solely digital businesses is the augmented reality marketing, which allows businesses to have the power to put products into the hands of the users, while also creating an innovative approach for customers to engage with the brand, its services, and its designers. (Marshall, 2012) Augmented reality marketing has been seen to provide promotional and experiential value to the customers, and to the business, however the overall impact which the approach has on businesses is still unknown, which can create uncertainty on whether it can be used to contribute beneficial customer outcomes. (Owyang, 2010) Moreover, as most new media formats, augmented reality marketing might seem tempting prior to analysing the realistic value of the outcomes, so it is important when applying the strategy to HomeDigi, to also consider the core of the message the format is aiming to convey to old and new customers. (Leslie, 2016)
The social media strategy which will be implemented for HomeDigi will involve the two main platforms used by individuals in the target segment – mainly Facebook and Instagram. Safko and Brake (2009) state that social media is referring to activities, practices, and behaviours of people who go online to share information, opinions, and knowledge through use of conversational media which is a web-based application that makes creation and transmission of content easy and possible through words, pictures, audios, or videos. Jenkins (2022) defines social media as a dynamic space where people enter and exit depending on their own volition and needs, but when using social media in the strategy of a company, thought leadership is an important component. Jenkins (2022) continues that influence and thought leadership are the important concepts of social media, as they are responsible for the provision of value, information, and education in social media platforms. 
HomeDigi must continuously and sustainably gain the trust of its target consumers and communities and portray and expertise and influence in the furnishing and home design sector. Before an online conversation is began and a presence is visible, the business must engage the audience through the social media by engaging with customers, prospects, and other stakeholders. (Safko and Brake, 2009) This will be done by creating captivating and engaging videos and photos which will be posted on Facebook and Instagram as they can be used in the business for “networking, locating business leads, as a method of intercompany communication, as a platform to organize and track events, and as a medium to provide updates between organizations and departments.” (Safko and Brake, 2009) Facebook can easily be applied as a tool for the marketing strategy for the promotion of the new service as it is a popular friend for word-of-mouth marketing, and with a consistent and continuous posting strategy, the HomeDigi Facebook and Instagram pages can grow exponentially. 
The creative and economic benefit which the Facebook platform provides to businesses like HomeDigi are mainly due to its origin as a networking tool on college campuses where people would learn about the communities and organisations available on campus. (Safko and Brake, 2009) This makes the consumers who first began using Facebook in their 30s and 40s which is the exact demographic which HomeDigi is looking to promote its services to. Recent Facebook data confirms the popularity of Facebook for users over thirty, by stating that 11.2 million users, specifically based in the UK are in the age group between 25 and 34 and are the most active. Due to the popularity of the Facebook platform, HomeDigi’s Facebook page will be the main point of direct contact with the company, however an search-engine optimised website will also be created, where the service software will be interlocked and the service will be available for consumption.
Privacy and Data Protection
Privacy and data protection are part of the most important aspect of e-commerce and the setting up of HomeDigi – security. According to Wei (2015) without an appropriate security set-up the company may not stay in business for long, since hacking of personal and organisational data are one of the biggest risks of the Internet. Should hacking occur, the company’s brand can be seen as unsafe, which would be the case, and legal repercussions may follow. Hence, for the setting up of HomeDigi’s platform, privacy and data protection measures must be taken to avoid any issues in the long-term. Wei (2015) states that the best approach is encryption of all data which is being used within the platform, so that any information potentially captured by hackers cannot be read. For HomeDigi to be successful, the trust of online customers must be gained, since people will be sharing sensitive information, including their home address, and banking details.
According to the UK Government, the Data Protection Act 2018 is set to control how individuals’ personal data is being used by businesses, organisations, and the government. (Gov.uk, 2023) Therefore, HomeDigi must follow the data protection principles outlined in the Act to ensure that the operations of the company online are done in an ethical and lawful way. This includes making sure that customer information is used in a fair, transparent, and lawful manner, for specified purposes, and used in a way that is adequate, relevant, and limited to only what is necessary. (Gov.uk, 2023) Moreover, HomeDigi will ensure that customer information is handled in a manner which guarantees security, including the protection against unlawful and unauthorised access, damage, or loss. (Gov.uk, 2023) For the achievement of this, HomeDigi will install a network security device also known as firewall, which will monitor and filter both incoming and outgoing traffic, as well as establish Privacy and Data Protection Security Policies on which both the business and the firewall will be built. This firewall will provide the necessary barrier to protect customer and company information.
Conclusion
This work has presented the innovative service-solution HomeDigi – a service meant for individuals looking to furnish or re-decorate their homes and are wishing to see how a certain piece would fit into their chosen space. The service will have implemented augmented reality software which is a technology that allows people to use their phone or tablet and overlay virtual pieces over their physical space. As stated by the International School of Colour and Design (2022) such software is exciting for the interior design industry and people who are interested in interior design and technology. HomeDigi target segment of the community mainly include young adults in their 30s and 40s who are purchasing their own home or are interested in re-decorating their home. HomeDigi has strong competition in the face of furniture giant IKEA, however the platforms focus on design allows it to implement and engage various furniture providers, which will not only provide more choice, but also help the business grow. 
Overall, HomeDigi is an innovative and bold new business which encompasses both modern technology and traditional word-of-mouth marketing strategies for the most steady and sustainable growth within the United Kingdom. The business model allows for mainly technological investments, as well as marketing investments for the gathering of designer leads to present their services on the platform. Nevertheless, customers may hire a designer or choose to use the software on their own by choosing the pieces they wish from the furniture store they wish. This makes the HomeDigi platform an in-between business, which connects different businesses and designer to prospective customers and makes profits through the percentage designers pay per sale. The HomeDigi platform beta testing will ensure that the platform is running smoothly prior to launching it.
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