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Introduction
Business innovation is an organisational process that introduces new idea, workflows, and methods of conducting the operations and final products or services that the organisation is going to serve to the customers (Aghdam et al., 2020). The study aims at launching an innovative business, for the benefits of the customers and other stakeholders, who would be engaged with the organisation. The new business idea is about launching a medical shop through easy take away option. In the recent era of globalisation, there is high demand for the medical products, health and beauty and personal care products, and this business plan is innovative to serve the customers at their door steps within effective time. The study provides a scope to represent the business plan, target the customers and develop strategic planning for successful establishment of the organisation. The marketing plan will also be proposed in order to launch the medical services through creative promotional practices by utilising social media and also other traditional advertisement practice. 
Innovative service idea 
· Current context of the business and innovative service
In the recent pandemic situation, the demand for the medical products and equipment are increasing at a rapid rate across the globe. The numbers of people, suffering from diseases and mental illness is also rising tremendously and it is sometime difficult of the organisation to meet the needs of the customers at an emergency basis. The new business is related to launching a medial shop, where easy take away option is available for the customers. The clients can come to the shop and make their purchase easily within a very short time (Wolfe and McDonald, 2020). In the UK, there is NHS service that is useful for the treatment of the people living across the country. However, it becomes difficult for the NHS to meet the health needs and preferences of the diverse communities across the UK. Such new business venture of medical shop with easy take away option would be the best way to help the buyers and meet their needs timely. 



· Emerging customer needs
There is emerging customer needs for the health and beauty products. The organisation will serve the best quality medical products including health and beauty products, medicines, medical equipment so that the doctors and health care professionals can purchase the products for the treatment of the patients. The people can also make the purchase decision for their personal medicines and beauty products as per their needs. In the recent era of globalisation, the numbers of online customers is increasing where they try to purchase the products through online website and make payments online to get the products at home within effective time. However, this business focuses on serving the local people on an urgency basis, so that they can get their medicines, health equipment and other health and beauty predicts immediately as per their needs and preferences. 
· Target customers
The target customers are hereby conducted on the basis of demographic, income status, age group, gender and occupation. The organisation will target the old age population, where the requirement of medical products is high. They prefer to purchase the products from medical shop immediately, hence, this business would be helpful for them and additionally it also targets the middle aged person for meeting their needs of medicines and other personal care products (Garbuio and Lin, 2019). The medium and high income earners will be targeted, and the company also will aim at serving diverse community people in order to manage strong customer base in long run. 
· Ways to sell the products
The company will aim at establishing a medical shop which will be opened 24*7, for serving the community people. The medical shop will be established at central location, which would be accessible for the people across the country (Laurenza et al., 2018). On the other hand, by looking into the recent market trend of online shopping, the business will focus on selling the online customers, where the clients can make a list of products and contact with the organisational representatives for fast delivery of the products. 
· Name of the venture
The name of the venture would be ‘Med-Solution’, where the main vision of the business would be strengthening the customer’s base and providing the best quality personal care products for maximising the standard of living of the people across the social communities. 
· Unique selling point
Unique selling point is mandatory to be analysed for strategizing the business, and it helps the business to gain high market share as compared to other competitive firms. The Unique selling points are such as, highest quality of the medical products for the customers, availability of all the medical equipment for the doctors and nurses as well as low cost of the products and services  (Wang et al., 2018). The organisation will focus these three major selling points, where the company would be able to create values for the people across the diverse societies. The organisation will be looking forward to maximising the wellbeing of the individuals by providing the best quality medical products on emergency basis, so that the people can access the medicines, personal care and beauty products as per their preferences. 
· Competitive analysis
The Porter’s five forces analysis is effective to identify the competitive structure of the market. As per the model, there are five forces, such as threat of new entrants, threat of substitute products, competitive rivalry, and bargaining power of the customers and the bargaining power of the suppliers (Vogenberg and Santilli, 2018). The threat of new entrant will be moderate, as there is the scope of the new business venture to come up with an innovative solution in the health and social care industry of the UK. The threats of substitute products are high, due to availability of the NHS services in the UK. There is intense competition in the market due to other medical shops and NHS services, where the people can access the best treatment and get quality medicines (Moro Visconti and Morea, 2019). The bargaining power of the customers is moderate, due to existing competitive firms and government support in treatment and care in the UK. The bargaining power of the suppliers will be moderate, as the brand would be able to manage the suppliers by providing high return on investment and developing good corporate relationship with them.
Brick-and-mortar store
· Location of store 
Store location is at Central London, which is considered as a prime location for the people living across London. The organisation aims at serving diverse social communities immediately with the best quality medicines, health equipment and other personal, skin care and beauty products. There would be commercial licensing for running the business ethically. Medical licensing and ease are helpful for the business to establish the store legally in Central London. 
· Developing strategies in Financing 
Financial strategy is important to be developed. There is different financing option to set up the whole business process. Personal investment of the corporate leader is there to develop the organisation (Siefert et al., 2019). Additionally, there would be bank loans, which will provide a scope to the leader to arrange capital for further investment in different activities, such as store establishment, product management, warehouse and supply chain management and marketing. 
· Equipment and supplies
The store is being established in central London and there are interior decorations for managing the whole product ranges. There would be diverse products available in the store, and according to different product category, the staff members will be able to handle the stick of the products. There would be implementation of Information and Communication Technology, for managing all the stakeholders, who are engaged with the business. The cloud computing system and ERP would be beneficial to maintain stock of the products and handle the warehouse efficiently. There would be shared database management system, which is accessible by the management team for running the operations in a systematic way (Berry, 2019). The organisation will also aim at strengthening their supply chain and distribution network, by hiring experienced suppliers and distributors. They try to provide thigh return on their investment to all the suppliers and distributors for retaining them in long run and encourage them to perform better.


· Staff 
The business Med-Solution is looking for experienced staff and managers in the shop, who can handle the while operations in a systematic way. The skilled workforce is going to be hired in the medical store, which can control the warehouse, review the availability of the medicines and other personal care products and service the customers efficiently with good communication and cooperation. There would be operational manager, finance manager and sales manager who collaboratively manage the whole operations of the business (Lerner and Nanda, 2020). The managers are cooperative and communicative with each other for better management and leading the staff towards achieving the brand vision. The structured salary and performance related payments will be designed for better performance and productivity. 
· Using Payment Services
The card and cash payments are acceptable in the store, where the customers can make their purchase decision and make their payments safely (Sendak et al., 2020). On the other hand, in case of online delivery services, the distributors can accept cash on delivery and there is availability of the online payments, where the customers can make through their debit or credit cards. 
Marketing
Marketing strategic planning is important for the new business venture named Med-Solution to promote their services and products in the market and retain the target customers in long run. The 4P marketing mix strategy is important here to describe the marketing tactics and renovate the advertisement process for better placement of the venture in the UK (Trivedi, Trivedi and Goswami, 2018). As per the 4P marketing mix planning, there are four factors including product, pricing, placing and promotion. 




· Product
Product is the main factor that helps in establishing the brand in the market. The product range and quality mainly satisfy the customers and thus the corporate leader of the business is concerned about the quality and standard of the medical products and services. The organisation will focus on product differentiation strategy, for maintaining availability of diverse products and medical services (Sadchenko et al., 2020). There are medicines, health care and medical equipment as well as skin care and beauty products available in the medical shop, situated in central London. The customers can access their services both offline and online, for getting the best quality products. On the other hand, the organisation will ensure paper packaging system, for maintaining its brand sustainability as well as protect the products for any hazardous situation. Hence, the product differentiation strategy and packaging system are helpful for delivering the best quality products to the customers and meet the diverse needs across the social communities. 
· Pricing
The company will focus on setting effective price so that the customers can afford the products as per their requirements. The organisation is able to provide the products at affordable price range to diverse social communities. Cost leadership strategy is being adopted by the business, through which it is possible for the organisation to make the products available and affordable in the market (Levkina and Petrenko, 2019). For retaining the people across the London, the company provides percentage offers on the purchase of the medicines and health equipment. 
· Placing 
Placing is important for the business to ensure brand visibility and retain the customers in long run. The company aims at establishing the medical shop in the central London, where the customers can access their services easily. The local people are being targeted so that they can avail the products and services immediately. The business will focus on strengthening their medical supply chain and distribution network in order to serve the customers within effective time. The warehouse management, cold storage management and Enterprise Resource Planning (ERP) are being controlled through technical innovation, so that the medicines and other equipment can be stored and managed well for serving the clients timely (Malik and Aggarwal, 2022). 
· Promotion
Promotional practice is important for the organisation to improve branding and make the company visible in the market so that the customers can access their services. In this regard there are different promotional activities adopted by the business will be evaluated further,
· Traditional advertisement
The company will aim at investing in televisions advertisement for launching their services in central London. It is effective or sharing the latest news and information elated to the available products and medical services in the market. On the other hand, there are leaflets that will be distributed through newspapers, which would also be effective way to share all the information related to the new business venture named med-Solution and target the customers, who has the demand for the medicines, health equipment and personal care products. 
· Facebook, Instagram, etc. and other social media promotion
The company aims at promoting their brand through social media advertisement, as in the recent era of globalisation; this is the best practice for community involvement and sharing the latest information with diverse people across the country. The company is willing to promote their brand through Facebook campaign and Instagram posts for attracting the audiences. There would be a Facebook page on the brand name, and the representative will be able to come on Facebook live to interact with the people and provide all the necessary information about latest medicines, equipment related to treatment and personal care products. Instagram pictures will be uploaded for attracting the flowerers so that it would be possible to retain the customers who are in need of medical products and services (Kim and Moon, 2021). 
Throughout the marketing tactic, the organisation would be able to assess customer journey which ensures client interaction in the market, where the organisation is able to acknowledge the actual needs and preferences of the customers. Facebook and Instagram post and social media campaign, client feedback and comments are effective for understanding their perception. The customer’s journey includes identifying their needs, searching for information, comparing the information with other competitive brands, sharing their experience and seeking information about the products and services and make final purchase decision. The whole journey is effective to be analysed well for identifying their requirements and serving them the best medical products as per their needs and preferences. 
Conclusion
[bookmark: _GoBack]The business venture is innovative for providing immediate care and services by delivering medicines, personal care, and health and beauty products. There is also availability of the health care equipment which is required by the nurses and doctors. In the recent pandemic era, the demand for the medic equipment and products is increasing tremendously and such easy take away option would be the best technique to serve the clients efficiently. The business would be able to serve the people through both offline shop and online services, where they get their products immediately. The promotional practice through social media posts and campaign would be beneficial to target the audiences and retain them for getting the best practice. 
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