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Introduction
The report will look into an innovative service that attends to the customers’ emerging needs and wants. It will create a Brick-and-mortar store (Photo Studio). The report will use SWOT Analysis and Competitors Analysis. The photo studio shows an innovative service geared at promoting customer satisfaction by meeting their needs. The studio will be a collection of photographs and images used in the background to meet the customer demands. Target marketing and stock photography should meet the promotional needs and the service parameters. With the owners' competence in photography, the business should dominate the market. Passion and excellence in photography will be the focal point for the business establishment. 
[bookmark: _Toc108727804]Innovative service idea
The photo studio sector remains a challenging avenue for an entrepreneurial venture. With photography expanding to the mass market due to Smartphone accessibility, it has become crucial to engage in innovative approaches. With the emphasis on aesthetic forms and it being regarded as a socio-cultural practice, it is apparent that photo studios will continue to be a face of society (Villares & Sheringham, 2020). As the photos materialise, they become an essential feature of the customer life, with the experiential implication evident. Hence, the dominance of photo studios has led the corporate transition into a competitive landscape. (Wilken and Humphreys, 2019). From digitalized photos to applications that expand on the quality of the photos, it has become crucial to transition into a professional setting in the sector. Therefore, across Birmingham, the sprawling photo studio arena presents an open structure whereby entrepreneurs can carve out their source of core competence. Independence and creativity are within the concept of decision making which should influence dominance. (Nickels, 2018) recognises that the photo studio market has been accounting for over £1 billion annually, which is an enabling platform for the UK market. With significant revenue produced from Birmingham, it is a viable market that continues to attract possible entrepreneurs. 
[bookmark: _Toc108727807]





Categories of innovation 

Figure 1: Retrieved from: (Stavraki & Anninou, 2022)
Product innovation
Product innovation at the studio should denote the creation and dynamic introduction of a commodity or service. Arguably, within the business mandate will be the development of an improved version of how people take photos. Ensuring immediate impact prevails within the mandate of decision-making. (Quartier et al., 2021). Transitioning into a Event photography platform, it will be adopting a creative photo studio product geared at creating a long-lasting impact on the customer.
Service innovation
Situational awareness of photos' role will be crucial in-service innovation. Creating beautiful memories is an important aspect and objective of service development (Villares & Sheringham, 2020). Clients' participation in decision-making will be crucial to recognising their input in developing the final product. Framed portraits and digital options will be the service offerings that appreciate the dynamism in technology. (Stavraki & Anninou, 2022).
Process innovation
Central to process innovation is developing new and enhanced production and delivery methods. Modification within the techniques, software, and equipment will be prudent in ascertaining the quality of photos delivered on diverse occasions (Usenyuk et al., 2021). The purpose of innovative competence is to enhance production and minimise the costs of operation (Villares & Sheringham, 2020). Developing a positive effect through regular photography enhancement should translate into successful implications. 
Business model innovation
The innovative approach denotes the combination of several sectors and discovering new modes of executing a task. For the studio, the model innovation is the profit formula that will be crucial for successful implications (Quartier et al., 2021). The specialisation will be prudent for the organisation by investing in a library of photographs (Villares & Sheringham, 2020). Marketing the photographs and ensuring they take a central place in the background of the photos will be crucial for organisational success. 
Unique selling point
The photo business's distinguishing feature is that it is both a service and stock photography. The unique selling point of the business will be the Artificial Intelligence Deep Nostalgia Tool. This tool converts old pictures into colour and with animation allows the picture to smile and move it eyes. This tool will be unique as many competitors do not sell or have this product available. Marketing and taking photos are possible combinations that will play a central part in revenue access. The techniques will ensure that the work is within the avenue of the personnel's photographic competence. (Villares & Sheringham, 2020).
[bookmark: _Toc108727808]Emerging Customer Needs
Some emerging customer needs are that they require a fast service, to meet this need the business will have Self-service photo printing kiosk, this will allow customers with already photos taken on mobile devices or saved in USBs to print and process within minutes instantly.  The approach will be crucial to the development of timely photographs and conformity to the customer expectations. Identifying the best photos to meet the customer needs will be impeccable for expanding profitability. Through market analysis, insight into the features that will necessitate profitability will prevail. Identifying the customer expectations will be vital for decision-making and a profound framework. (Stavraki & Anninou, 2022).
[bookmark: _Toc108727809]Customer Target
Customer targeting will be crucial and in line with identifying the portions of the customers who are diverse from one another. Effective customer segmentation should assist the organisation in satisfying the needs of the target customer. Hence, adopting demographic and behavioural approaches should highlight the millennials as the target customer. (Stavraki & Anninou, 2022). The customer features should centre on between 25 and 35 years old, married or single, working and with vibrant social life. Investigation into the demographic statistics should develop an enabling platform to capture individual expectations. Interviews and questionnaires to the potential target market should present vital information on their expectations. 
[bookmark: _Toc108727810]SWOT Analysis
	Strengths 
-Provision of unique service specific to the customer with an emphasis on an artistic direction. 
-The artistic context behind the photograph should capture the customers tastes and preferences. 
-A Strong sense of purpose focuses on the personnel’s innovative features. 
	Weaknesses 
-Extensive competition in the photo studio sector and the considerable investment into advertising will impact the profitability. 
-Technology change is a concern with the need for enhancement in the techniques. 
-Financial problems may emerge due to the steady evolution of technology. 

	Opportunities 
-Capturing the new trends in photography should be an enabling factor in expanding visual appeal. Willingness to invest in research and development should establish a profitable setting for enhancing performance 
-Diverse markets in photography will be vital with its flexibility in print ads, portraits, fashion, and events, presenting multiple frameworks for profitability. 
-Ease in accessibility to new lenses, filters, apps, computers, and software can be adapted to enhance the quality of work. (Quartier et al., 2021).
	Threats 
-Evolving classes in photography is a concern which presents a competitive ground for operational success. 
-Changing trends are an obstacle to maintaining dominance in the sector. 
-The constant requirement to update technology is costly. 



[bookmark: _Toc108727811]Competitors Analysis
Max Spielmann Photography stores & services are an established organisation that has been in operation since 1950. The organisation comprises the original studio specialising in stunning hand-made and framed wall art. Throughout its operations, the focal point has been the creation of stunning and beautiful photos with unique portraits. The framed portraits that capture the client's expectations are central to the performance mandate. (Max Spielmann, 2017).
On the other hand, MARMS Photography stock is a straightforward competitor that adopts a diversity of pictures in the development of final photos. Specialisation in stock photography is within the business model that will establish the basis for customer product and service access. A review of the photo records mostly centred on wedding pictures is a differentiating facet that makes the organisation unique in the service delivery. (Villares & Sheringham, 2020).
[bookmark: _Toc108727812]Innovative service and its value proposition
The combination of product and service delivery makes the Birmingham photo studio unique from its immediate competitors. The maintenance of stock photography while meeting customer demands will be central to service delivery. The need to specialise in specific subjects will be prudent to maintain a unique selling point. Specialist photographers in the business will fully comprehend the subjects that the clients expect. (Suxin et al, 2019).  As opposed to discovering images within the general photographic libraries, the business will undertake additional efforts to customise the customers expectations. Technical needs, individual specialist photographs, and conformity to the innovative expectations will form the foundation for substantial differentiation. (Wilken & Humphreys, 2019).
[bookmark: _Toc108727813]Innovative business proposition
Tourism activities are memorable event that plays a central position in the clientele's life. Hence, leveraging reduced travel and developing unique photos will be vital in the business product and service development. Creating impressive photos and providing satisfactory services to individuals, families, or couples will be the business's lifeblood (Quartier et al., 2021). Considering that tourism will take a significant period to recuperate and ensure extensive revenue access in the UK, the business model will be vital for sustainable outcomes (Wilken & Humphreys, 2019). Integrating multicultural elements and environmental features across the globe will be a dynamic aspect that will expand revenue access. Emphasis on different features will play a central part in developing well-designed albums that conform to customer expectations. 
[bookmark: _Toc108727814]Brick-and-mortar store (Photo Studio)
[bookmark: _Toc108727815]Location of store
The business will be situated in Birmingham City Centre at the Tesco Superstore. The location is between numerous connecting roads, access to Birmingham businesses, Universities, public transport and shopping centres. (Nickels, 2018) emphasizes that the business district will be profitable since access to the target customers will be vital for regular operations. The selection of the store inside Tesco’s will expand the business visibility and promote accessibility to possible customers. Promoting customer response and ensuring convenience in product or service access should generate a comprehensive setting for revenue. (Stavraki & Anninou, 2022). Regarding the store, commercial leasing will be the best way forward for the business development. The store will also have the necessary shop space of 1250 square feet that will be sufficient to meet the requirements of the store and storage of equipment. Sufficient open space will be integral. Ensuring access to lighting will be crucial, especially in the physical space. The studio setting will be vital in attracting customers and in the smooth operation of the store. The partnership with photographers will entail an expansive space for the photography equipment (Stavraki & Anninou, 2022). 
[bookmark: _Toc108727816]Financing
[bookmark: _Toc108727817]Start-up expense worksheet 
	Purchase fixed assets 
	£50,000

	Remodelling costs 
	£20,000

	Installation fees 
	£20,000

	Fees and licenses 
	£10,000

	Legal fees 
	£15,000

	Insurance 
	£10,000

	Pre-opening labour expenses 
	£20,000

	Pre-opening training costs 
	£20,000

	Staff 
	£25,000

	Advertising 
	£10,000

	Other expenses such as slide pages, labels, printers 
	£15,000

	Lease expenses 
	£30,000

	Total expenses 
	£245,000


The expenses represent the financial requirements in the first year of operation. The financing will be done through a business loan of £145,000. Assuming that a stable economy is apparent with moderate growth will be crucial in the decision-making process. The steady decline in the loan interest rates will play an integral role in seeking debt financing. (Quartier et al., 2021). 
Personal savings and involvement of family members will contribute £100,000 and will be directly invested into the business. The involvement of family members in the ownership stake will be crucial in the decision-making process. The contractual process will translate into the members owning a 30% stake in the business. 
[bookmark: _Toc108727818]Equipment and supplies needed
Establishing a photo studio involves having different technologies and equipment available in the smooth running of the store and giving customers different options to choose from. Focus on situational awareness of the market dynamics will entail a regular assessment of the best equipment in the operational mandate (Suxin et al., 2019). Generally, the photography studio will have the following supplies and equipment. 
	Cameras and tripods 
[bookmark: _Hlk109683514]Self-service photo printing kiosk
Lights, light stands, light modifiers, and reflectors 
Backdrop and its holder
Software for editing the images based on diverse computers that will run the software 
External hard drives for saving the photos 
Computer peripherals and accessories 
Cleaning supplies for the equipment 
Apps for photo editing that require monthly subscription fees 
GoPro cameras that will be used by personnel



[bookmark: _Toc108727819]Staff 
The photography studio will depend on Staff for setting up equipment, styling the photo shoot, taking photos, developing photos, and editing. The multiple roles will require staff competence in the sector (Quartier et al., 2021). Additionally, the employment of customer service assistants x2 will be required on part time basis, especially on busy days such as weekends. Also, individuals involved in the project will also give time if needed in running the store.
[bookmark: _Toc108727820]Payment Services
Card and cash payments will be utilized in the organisation. Focus on cash payments will be geared at easing the operational dynamics and dealing with the possible challenges in using card payments. The security awareness for the PCI DSS will be crucial through the card schemes, which will centre on adherence to the protection of sensitive cardholder information. From the payment networks that facilitate the payment dynamics to the conformity to the possible threats that may emerge, it will be crucial to adopt ethics in decision making. (Nickels, 2018).
[bookmark: _Toc108727821]Marketing
Marketing will be crucial before the initial launch of the company. Emphasis on discounts for the customers and engagement will be important. Direct engagement with the customers will be crucial to developing insight into their expectations (Suxin et al., 2019). On Social media marketing will be critical for the company by adopting Instagram and Facebook within the operational mandate. The platforms will be essential since the company will manage to present its images and capture the customer's interest. Social media is important as it will allow the business to showcase its products and services that it provides. Further, paid search engines such as Google will be crucial in enhancing search engine optimisation. Reaching the millennials as the target customers will centre on their feature of social media interest and convenient buying. Also it will allow the business to be number one when a customer searches for a photo studio, this will promote the business and will be a form of advertising for the business.
The customer journey should be brief, ensuring flexibility in the product and service access. Recognition of the customer journey that will comprise the establishment of the targets, creation of the buyer persona, identification of the motivations, and maximization of the touch points will play an integral part in decision making. Discovering the moments of customer satisfaction will influence the final decisions on the product or service offering. (Wilken & Humphreys, 2019).
[bookmark: _Toc108727822]Plan the pre-launch or launch promotion
The promotional process will centre on raising awareness and building excitement for the brand. The pre-launch will be in store as customers will be shopping at Tesco, the business will hand out leaflets and have advertising outside the store to promote and allow customers to see what the business has to offer and its products. Using the social media, such as Facebook, Instagram and Snapchat the company will promote the launch to all customers. Focusing on the prime time to examine the mixed messages will denote using surveys and questionnaires as the way forward (Usenyuk et al., 2021).
[bookmark: _Toc108727823]Summary
[bookmark: _Toc108727824]Establishing a photo studio entails comprehensively assessing the environmental factors that shape decision-making. The SWOT analysis of the new business should highlight the diversity in factors that may enhance or dissuade success. Competitors analysis will allow the company to compete and stay up to date with its competitors. Regular investment in the customer expectations and technology will play a key role in achieving targets and customer needs. 
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