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Innovation and Creativity 
The term innovation and creativity interchangeably use, but they are is a fundamental difference between the term creativity and innovation. Creativity is the foundation from which innovation emerges. Creativity is an idea and when it is executed it is an innovation, however until the product is commercially viable it is not called innovation (Hisrich and Kearney, 2014). Successful innovation and creativity must create new value for its consumers and customers and generate a return. Some creative ideas do not make it to innovation because it does not serve its purpose of solve problems that it promises to serve, rather return is not greater than its cost to of innovation. It is a norm that failure exists in innovation, about 50% of innovation projects fail, and therefore feedback from failure is vital for future innovation, because; learning from the mistake will increase the chance for successful innovation (Cozijnsen, Vrakking, and van IJzerloo, 2000). Hisrich, and Kearney, (2014, p.133), said: “If innovation is risky, not innovating is even riskier”! Innovation is a must for the current business environment, which is competitive before globalisation's need for innovation has no alternative. Online platforms as such made it very competitive for a firm to compete and outsourcing raw materials as well as manufacturing internationally (less developed country as such as Bangladesh, China, etc) reduce companies manufacturing cost. innovation can be costly, risky, and yet the organisation does not promote innovation is riskier for them because their rival or someone might come with a product or service that can put the firm out of business. 












The venture 
The venture I will be in part of is Meet Your Frozen Needs, where I will be delivering frozen meat, seafood, and vegetable to Indian and Bangladeshi restaurants in Birmingham West Midland (BWM) area which is very local to me. I have delivered frozen goods before and this time I will do it an innovative way which is the Just-In-Time method and I will trade as a sole trader since it is not as complicated as limited company registration. 

Just-in-time (JIT)is a Japanese management philosophy which was the practice in manufacturing firm, the characteristic of (JIT) is the right product, at the right time of a right quality has to be in the right place at the right time (Cheng, and Podolsky, 1996, p.2). The organisation must work as one body, external and internal environments must corporate and motivate toward one goal, other ways this system will not work. For example, if the product is not delivered to me at the right, I will not be able to deliver the product to my customers at right time. 

They are is 334 Indian and Bangladeshi takeaway and restaurant in BWM alone (Tripadvisor.co.uk. 2020). 
My strategic direction will consist List of doing and don’t, as Michael Porter said, a strategy must have to do and don’t, and he also said, it is very important for an organisation to identify what they do and what they don’t (Porter, 1996). Porter also suggested that an organisation will never satisfy everyone and therefore, it is important for an organisation to identify who are they aim to serve and what are the problems or needs they want to solve or fulfill. 

The do list will consist of, target niche market of Indian and Bangladeshi restaurant and takeaway in BWM area, and the product inventory will consist of, frozen meat, frozen seafood and also frozen vegetable, customers can get delivery twice a week if the demand is high, other ways once a week, the day of the week will finalise base on popular demand, customers must order two days in advance, all delivery vehicle will produce zero-emission (save fuel cost and environment). They don’t list will be no delivery without advance payment or cash on delivery, no collection point (only delivery, if customers want, I can deliver to customers home). 

I do not know how long I can stay in business, but I will make people think differently to put me out of business, they have to be more sustainable than me in term of using an electric vehicle, secondly, they have to find a way to synchronise their organisation with all internal and external forces for JIT. 
I believe a business model can change the environment, in a good way or bad way, I think if people get educated or share knowledge about sustainable issues they can understand and if they can see benefits of saving money when they buy from me, which add financial value and also environmentally friendly. 
Because doing something out of necessity is a must, but doing necessity and saving the planet at the same time is novel. I will take feedback and do internal (SWOT) and external (PESTLE) analysis regularly because the business environment keeps changing and by doing the analysis I can be informed of threats and opportunities (new technology).
My direct competitors will be Taza supermarket, Sheik Brothers Limited, and Bangla Station. Among these three competitors, only Sheik Brother Limited has an active website and others simply do not has one. They are focusing on retail consumers not too much on restaurant customers. I think It came from frustration overpayment and usually, the restaurant owners like to hold supplier’s money. My competitors are operating in the same traditional way, which is, taking customer's orders by phone, arrange, and deliver in return collect cheques which mostly bounce. 












Online Platform 
I have used Shopify to set up my online business, you don’t have to be a computer expert to set your online store (Newport, 2017), the process of opening the e-commerce website was easy and the outcome was professional. I have used Shopify because, I can sell online and offline and Shopify will also have the option to communicate in a different language, since I will sell my product to Indian and Bangladeshi restaurant I can translate it into Hindi and Bangla language for communication Howe-Patterson and Schuiling, 2020). Shopify will help me to communicate with my customers in real-time in uncertainty brought by COVI19, the delivery time. Shopify has different functionality base on monthly price, I think I will go for the $29 monthly plan (Meet-your-frozen-needs.myshopify.com. 2020), which will allow me to add two employees and myself access for editing and all the corresponding that may need for selling my product.  
People can buy my product from Google, Facebook, Amazon, and Instagram without coming to my website, they can buy it from where they see my add, and I will get notification of the sale on my Shopify website and I can arrange the delivery immediately or the day delivery date proposed or set. I can attract customers using many marketing techniques after complete my Shopify’s Facebook channel setup. The marketing techniques will consist of, Facebook audience building add, Facebook dynamic retargeting ads, and Facebook page post (Shopify Help Centre, 2020). Those marketing activities will help in increasing people come to my page, existing customers will know about upcoming products and any promotions in my shop. 
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Figure 1: Shopify Website 
Source: Meet-your-frozen-needs.myshopify.com. (2020).
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Figure 2: Shopify Website 
Source: Meet-your-frozen-needs.myshopify.com. (2020).


[bookmark: _Toc54311912]Data Protection 
The payment card industry (PCI) and data security standard (DSS) are vital for any organisation whether large or small will not have any different treatment for PCI and DSS. The UK General Data Protection Regulation (GDPR)  has many guidelines on how people should treat people data, one of the major aspects of it is that without the customer's consent company cannot distribute customers' data to a third-party company (Data Protection Act 2018; Information Commissioner's Office, 2018.). 


The COVID19 pandemic has changed many small business transactions, especially in Birmingham, small businesses such as, chips shops, corner shops, and small restaurants and takeaway have adopted a new way, which is taking contactless payment or card payment to be more specific. During the Covid19 pandemic electronic payment has increased, so as harmful online activities. According to Pcisecuritystandards.org (2020), 41% of small businesses fined £50,000 for data breach and 29% of a consumer are not willing to purchase from the small business who were guilty of a data breach. So, it is vital that if we hold any information about the customers have do handle carefully, the same article of PCI security standards (2020), advised how people like me can avoid the data breach, and most of the time it can happen unintentionally, with some sort of awareness and knowledge can prevent organisation of being guilty of the data breach.

The PCI DSS introduce six methods to help small business to avoid a data breach, built and maintain a security process network, by keep updating software will prevent hackers from stealing date from the personal computer.
I can prevent data breaching by holding as little information as possible from the cardholder. For this venture, I will use PayPal because it required only an e-mail address for taking the transaction. There is more requirement imposed by PCI SSC, one of them is that employees must have a unique ID for computer access, and that can easily identify the employees who have breach the data (Boese IV, 2020).

It is better not to open any suspicious e-mail because it can have a virus in it, and the virus can take all the information that I hold of my customers. Having a strong password, regular software update and antivirus software can help keep customer's card information and delivery information which is saved for future buy, securely. I will use PayPal for the payment and if any cost involved will be observed by my company, if the company has cant observe the cost, I will tell my customers how much additional charge will be added and perhaps tell them benefits of using PayPal, cash on delivery, visa debit and credit card. I will practice guidelines set by PCI security standards and also taking their advice such as not to click before analysing or unknown link send by e-mail. 

[bookmark: _Toc54311913]Marketing 
Marketing is very important; through marketing, I can reach out to my customers. The Stage-gate model is really useful before innovating something or doing a task, in this instance I will like to use the Stage-gate model to find out the platform I am going to use for marketing is going to give a high return on my investment or no. Figure three will show an overview of the Stage-gate model or system. 
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[bookmark: _Toc54313280]Figure 3: stage-gate model
Source adapted from: (Cooper, 1990).
If there are complicated innovation or big innovation the stages and the gate will be more and for less complicated one the stages and gate can be fewer, gates act as quality controller checkpoints control future development (Cooper, 1990). It seems very logical because each stage will be more expensive than the previous one, so it’s better to stop if phan is not going to add value, sooner organisation realise is better. If the innovation has no future, then it better to use the resources elsewhere where it can add value. 
My initial idea is to use Facebook for my marketing campaign because I can make my business page and put all the content by myself. I can do that with very little cost and will give a greater return on my investment in marketing. The social media influencer (SMI) can form emotional bonds with the followers, more effectively they will buy my product (Cuevas, Chong, and Lim, 2020). That has opened my second gate of detail investigation as I have only four gates on my marketing process. At this stage, the detailed investigation has shown that I can connect with a potential buyer by live streaming and if customers want to ask me something, they can do that. 
A social media platform positively influences how people buy online and electronic word of mouth (eWOM) or comment that made on social media can increase or decrease my company’s reputation and sale (Dwivedi et al. 2020). 
Stage three trial of the marketing, Facebook was effective, and people have shown a good response to my product by comment and lots of like and share. 
The last stage is a fully functional Facebook page and the return will be greater than my investment, however, this is just an initial marketing platform, in the future, I will try local radio channel and ethnic Bangladeshi tv channels when my business can absorb the marketing cost. One other marketing channel will add value to my sale as a local restaurant jobcentre who has a direct contact number of owners and I think they can represent my company if I give them little commission. 




















Resources 
I need Internal and external resources and some of the resources I can share with other entities within my business environment. The table below will briefly identify the key resources or elements that I will need for this venture. 
	Internal 
	External 
	Shared 

	Van (electric)
	Suppliers coordination 

	Competitor's inventory use. 


	Pickup location, where a supplier can drop the delivery legally and safely. 
	Customers coordination

	Information (customers and suppliers)

	Finance (need about £6000)
	Government guideline.
	Customers feedback.


	Capability and skills, since I have delivered frozen product before, I know how to do it properly. 
	
	Tacit knowledge, and also technical knowledge such as know-how from customers, suppliers, and competitors, can help me improve my delivery and buying process more smoothly and efficiently (Maskell and Malmberg, 1999).



A shared resource can enhance a company to manufacture is less time, since its share the cost will be distributed equally to other partners whether competitors or suppliers (Li and Geng, 2012). As a company, I can share the resources of my competitors and in return, I can pay them with goods or money. For example, if my delivery does not come on time, I can collaborate with my competitor for using their inventory, pay for the stock without any collaboration, if I do collaborate I can assure my competitor that I will not persuade his customer to buy it from me. 

Similar to a firm's internal resources, cluster-based shared resources can be valuable sources of sustained competitive advantage if they are also rare, inimitable, and non-substitutable (Barney 1991).
Business Ecosystem 
Those businesses who evolve rapidly, and effectively are the successful business, a business that relies on their internal resource and capability will not evolve, rather they must occur resources from players within their ecosystem (Moore,1993). The business ecosystem can be described as it wide network, which is the business or people (environment) that have an impact of the birth of the organisation and it can consist of, customers, suppliers, employee, government and environment that we live in (Moore, 2016). 
I am also in the ecosystem and within my system, the most important people will be my customers, suppliers, government, and my competitors. 
I can take customer's feedback electronically rather than just remembering or taking note of their complaint, paper base feedback can be a lengthy process to work on, especially when its feedback review time, and having no documentation would be even worse because I will most likely forger. Whereas if I take feedback electronically, I can save all the feedback on one page, and when it's time for feedback review, I can simply copy and paste and analyse the feedbacks and make strategic decisions accordingly. A customer’s feedback can direct me to the way of how they want to serve, this way we can co-create service that benefits my customers as well as my company. 
The most important entity of my ecosystem is my competitors, and because they have been in the trade for a long time, they have resources that can put me out of business if they want to. However, they are targeting different geographical locations, so that they do not have any direct competition with me. I can, rather I will use their resources of inventory because as I have a business model of JIT and I am almost new compare to them, there are chances of me getting delivery on time is questionable. So, I can ask my competitors to give me what I want in return when my delivery comes, I will give them my product plus handling charges of taking their inventory. Hopefully, I will get my delivery on time, as my company grows, I will have more say and control over my buying. So, co-opetition is the way to go forward for me at the moment and in the future, my company, a single company alone can do only so much, but jointly can achieve a greater goal, real threat to co-opetition is fragmentation which arises from the competition, the way forward is to keep shared vision (Moore, 2006). We are part of the ecosystem and we can make a difference as a whole not as an individual. As long as we have a share vision, as such environmental issues, so we can tell everyone who is in our ecosystem to produce sustainability or environmentally friendly and consider this vision from producer to consumer.
I can also help my competitor with delivery, Suppose if I am doing delivery in BWM and my competitors' customer want few items, and I am doing delivery in that area, I can drop them item for him, in this way I can save his time, like ways he could do same for me as well.
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