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Introduction: 
The current COVID-19 pandemic situation forcing people to change the way of living daily life. Where various policies and restrictions introduced by the government making people to complete their day to day tasks from home wherever its possible. That’s why it is essential for the business organisations to innovate such product or services that can meet customers demand during this pandemic situation. Where, the concept innovation can be referred to developing or introducing something new which can be a product or service. According to Mention, A and Salampasis, D. (2017) ‘Concept innovation describes the development of innovations without direct application in a product. It is rather the development of topics, which are completely new to a company and need not to be connected to the current businesses.’ However, to fulfil the requirement of this assignment, in this report I am going to develop my idea of providing a unique service named ‘Your Personal Shopper’ which can meet the customer demand remotely. Also, in this report I will discuss the E-commerce as my selling platform, and I will analyse the marketing strategies for the business. 
Unique service proposition:
Because of COVID-19 there are a lot of restriction for people going out for shopping, also it is risky for vulnerable people who have weak immune system to go out of the house. Furthermore, there are certain people like elderly people living alone, single parent, or some people may be scared to go out for their essential shopping. Also, it is essential, and people must follow the social distancing role wherever they go, where some people find it very difficult. According to Crowley, F. Doran, J. and Ryan, G. (2020) ‘occupational social distancing and remote working have become widespread responses to the pandemic.’ Keeping those people and their demand in mind I developed the idea of providing the service of personal grocery shopping and contactless delivery to the customer door. Currently the service is available for the area Small heath, Yardley, and South Yardley.
The service includes:
1. Shopping service:  Completing the online shopping for people over the phone who can’t operate a computer, where the product can be delivered by the shop. 
2.  Delivering service: Delivering the product from the shop to customer’s door, where customer already bought the product.
3. Full service: Completing the shopping physically or online for a customer and drop it off at their door. 
Furthermore, this kind of service is highly competitive as almost every shop now a days providing the delivery of the product to the customer door. But not many or none of the shop going to the customer door or helping them to fill the shopping basket online who can’t operate a computer. That’s why our service will be different then others in here that we will be communicate with customer remotely like over the phone or sending somebody at customer door for those people can’t operate a phone. The personal shopper going at customer door will maintain the social distancing and will use all the necessary personal protective equipment to adhere the COVID-19 roles of meeting others,  and will fulfil the demand of customer by doing the online shopping for them or providing full service if necessary. Also, one of biggest benefit customer will get for using our service is completing the shopping from various shop with the cheapest prices available. 
However, the biggest competitors of our service are the home delivery offer by the almost every groceries shop like ASDA, Tesco, Morrison, Iceland etc. Also, there are various courier service available to deliver the groceries product to the customer. Like Costcutter using Uber and Delivaroo and Nisa using Stuart currier service.  But in here no company directly going to customer to complete the shopping on behalf of them, where our service can take the competitive advantage of offering the shopping and delivering to the customer. Where, our personal shopper can find the best product in the industry and can delive it to the customer straight away. Also, this service will be limited only three areas as mentioned before to meet and fulfil the demands as quickest as possible. But we will grow our business by including a new area every three months as we recruit more shopper. To sustain the business, I will start this service by recruiting people from my family and who have car. Also, the cost will be very less to start this business as there will be required a little amount of capital or money to invest. Where, I will be using my personal mobile and house Wi-Fi and the business will be operated from my house. 
E-commerce:
The demand of E-commerce is already huge, and with this current pandemic situation the E-commerce has become essential for day to day business. Where almost all the companies are using the E-commerce for selling the product. Also, people are now day prepare more to do online shopping not only for COVID-19 rather the technology driving them to choose the online shopping. However, E-commerce can be referred to the business over internet where buying, selling and transaction are completed over the internet or using the website. According to Botha, J. Bothma, C. Geldenhuys, P (2008) ‘The involvement in e-commerce is aimed at doing business or trading over the internet and there are two types of market involve such as B2B the business to business market and B2C the business to consumer market.’ Moreover, in this current pandemic situation E-commerce is providing the biggest opportunity for doing the business remotely. That’s why almost every business is choosing the E-commerce either creating their own website or choosing a marketplace like: Amazon, eBay, Facebook market and Instagram business as their platform for selling the product. 
 In the same way for my grocery service company ‘Your Personal Shopper’ will use three platforms such:
· 1. Own website: I will create my own website with all the service available where a customer can choose any above-mentioned service and pay for the service using PayPal, card and bank transfer.  
· 2. Facebook Market: Customer can find us on Facebook market by looking for ‘Your Personal Shopper’ and use the appropriate service they needed.
· 3.  Instagram Business: Same as Facebook customer can find us on Instagram business. 
· 4. Twitter: Customer will be able to use Twitter to choose their service and communicate with us too.
· 5. LinkedIn: As this site is used by more professional people that’s why there is chance of getting new customer through this site. 
With the available of this three-platform customer can request us to call them back where the customer can choose our service over the phone and payment can be made over the phone as well. Again, once the customer choose a service from us the website will direct customer to choose the available grocery shop for shopping click and collect where the website again automatically store the order details and collect the shopping to deliver to the customer. But as customer have option available to get touch with us to complete their shopping, they can provide the list through website or over the phone to complete the shopping and delivery to the customer. Also, the local groceries shop can be used as a platform like customer placing the order with the shop and we deliver it to customer door, where the shop make the delivery payment. 
However, to take the competitive advantages it is vital to offer a competitive price. According to the online web portal Lovemoney.com (2020) there are various delivery charges available at different range depending on mileage and the order size. Where, almost every company are providing delivery at a minimum order, and according to this web portal research the minimum order start at £25. That’s why setting a competitive price for our service is essential to stay in the competition. Where, our price will be depending on service the customer wants and there will be no minimum order to make but maximum will be £200. So the pricing strategy for ‘Your Personal Shopper’ as below: 
1. Shopping service £5. Where completing the online shopping only for the customer either over the phone or by going to customer location and maintain social distancing to complete the shopping. Where the shopper will use personal mobile or laptop to complete the shopping online by asking the customers the product required and give the customer all the order information and the order will be also tracked by the shopper until the customer received the order. 
2. Delivering service £5. But if the shop and customer address is within 3 miles radius form our location the delivery charge will be £3 for a single product like; 1 bottle of milk or drink or even a packet of bread. 
3. Full service £10 for a single shop including dropping off to the house, also there will be no charge for going to second shop but additional £1 for going to 3rd shop for looking for the product. 
Marketing:
Only introducing or innovating am unique product or service is not enough for the business success rather the success depends on consumer acceptance. That why it is essential for a company to let the consumers know about the product or service that they introduce. That’s why the concept marketing play vital role to make the product or service familiar to the consumer. So, the term marketing can be referred to the activities by a company or business to sell their product or services by promoting and advertising. To stay in the competition, it is essential for a company to maintain the relationship with the customer and off course there are no other option to see the success rather than creating a good relationship with customer specially for the business providing service. That’s why the relationship marketing get involved. According to Brink, A. Berndt, A (2009) ‘The objective of relationship marketing are to identify and establish, maintain and enhance, and, when necessary terminate relationship with customer and other stakeholders at a profit so that the objective of all parties involved are met, this is done by mutual exchange and fulfilment of promises.’ That’s why choosing the medium of marketing the product is essential where the customer can easily get the message that the business wants to provide and medium can help the company to maintain the relationship.
However, now days in the era of social revolution where almost every single persons are connected with social media. Where some people are using more than on social media. That’s why choosing the social media for marketing is a good idea to promote a product or service specially during this pandemic situation it is more suitable. According to The Business Times (2020), If you get your approach right the social media is an inexpensive marketing place and the return of investment is great, where the social media play a vital role for all business sizes and for both B2B and B2C. Also, according to this news portal the usage of UK’s social media as Facebook used by more than 44 million, Twitter 13.7 million, Instagram 24 million, and LinkedIn 20 million. So, this  That’s why we will be using our marketing platform as all this social media such as: Facebook, Instagram, Twitter and LinkedIn. Because advertising on those social media is inexpensive and can get viral very quick as many of our friends, relatives, colleagues, and neighbour are already connected with me on the social media. Where, they can help me to share the page and make it viral. Also, not only those social media rather I will be using WhatsApp, Skype, and email whoever contact details I have and will ask them to forward my massage to their contacts.  
Furthermore, in here for my service first of all I need to identify my targets market. My targets markets are elderly people, vulnerable people, single parents, and working parents. Again, the question may arise that how can we reach to the biggest target market elderly and vulnerable people with the social media as they may not be able to use electronic device and as I mentioned earlier that the uniqueness of my service is to complete shopping for those who is not able to shop online rather only delivering the product. In here I will use the social media as medium to reach them by appealing to the people to provide me contact details of any one they knows as vulnerable or elder or may need assistance with shopping. Where, I will contact to those people and will ask them if they need assistance with the shopping and will offer them all service available by us.  
Conclusion:
COVID-19 forced the businesses to change the way day do their day to day business activities, where before the pandemic all business were busy to encourage customer to visit the shop and now during this pandemic the businesses are discouraging the customer to visit the shop. That’s why new platform of the business been created like wide use of online business and delivery business. With the help of technology and social media it will be much easier and inexpensive to open such personal shopping service business. Also, slowly this business can grow more by including more area within the service. That’s why it is vital to use the social media platform very carefully as its can make the business go viral very quick without even spending a single pence on advertisement. Furthermore, it is essential to keep in mind to promote and adhere the safety of COVID-19 at all the time by providing contact free service and delivery to the customers. Also, after this pandemic there will be always some people who may need this kind of service and  this business can be sustained as providing the same service to the people who needed.


References:
Botha, J. Bothma, C. Geldenhuys, P (2008), Managing E-commerce in Business, Juta and Company Ltd. 
Brink, A. Berndt, A (2009), Relationship Marketing and Customer Relationship Management, Juta and Company Ltd.
Crowley, F. Doran, J. and Ryan, G. (2020), The Impact of Covid-19 Restrictions on Workers: who is Most Exposed? University College Cork, Ireland.
Lovemoney.com (2020), Cheapest supermarket home deliveries: costs at Asda, Tesco, Sainsbury’s, Morrisons and more compared. Can be accessed at https://www.lovemoney.com/guides/3444/cheapest-supermarket-online-delivery-deals-asda-tesco-iceland-cost. Update on 22 September 202. Last access on 06 November 2020. 
Mention, A and Salampasis, D. (2017), Open Innovation: Unveiling The Power Of The Human Element, Volume 2 of Open Innovation: Bridging Theory And Practice. World Scientific.
The Business Times (2020), UK Social Media Statistics For 2019. Updated on 1st March 2020, can be accessed at https://www.business-times.co.uk/articles/news/uk-social-media-statistics-for-2019. Last access on 07 November 2020.


2

image1.jpeg
.Qn\z =
'@@Q‘\
@

s .“A

) ¥ f T “
BN &
=

@S,
& \@@ t
\x@l@‘!ﬁﬂ"‘@@ @





