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[bookmark: _Hlk131325718][bookmark: _Toc131428062]Executive Summary
This report is about E-Manage; it is a company that has been made for the sole purpose of selling home energy management systems in the UK. This report will give an analysis and discussion of how E-Manage will sell the product, who will be their main customers, and who are their competitors. Additionally, the report also highlights what is SaaS, and which SaaS platform will E-Manage will choose how they will set up their payment methods. Furthermore, this report will give full details of what the target customers are for E-Manage and how they will promote the product to potential customers. Lastly, this will introduce and discuss what GDPR and DPA as well as PECR are, and how all these laws will affect E-Manage in conducting business.



[bookmark: _Toc131428063]Introduction
E-manage is a startup venture that specializes in providing a Home Energy Management System for businesses and individuals in the UK. The company has identified a gap in the market for a product that can help individuals and businesses manage their energy more efficiently and effectively. To achieve its goals, the company has developed a product that can help customers to manage their energy consumption from start to finish. The report will explore the various aspects of E-manager’s business proposition and provide more information regarding the company's future.
[bookmark: _Toc131428064]Home Energy Management System
In the UK there has been an increase in the cost of living since 2021, not only that but inflation is 11.1% which is a record high in 41 years. Inflation affects the prices of goods and services, goods such as foods, clothes, and other necessary items needed in day-to-day life, and services such as electricity, water, and gas. With the increase in all this happening it became hard to open a “Brick & Mortar (B&M) business model” in the UK currently (Chan, and Pollard, 2003). As I have seen the scenario, I have produced a product that can help people manage their energy usage in this crisis.
Home Energy Management System, this is a product that will monitor, maintain, and control of the usage of electricity in the house or even in the office (Zhou, et al., 2016). This tool monitors the use of energy used in the house and notifies the users how much is being used and which appliance is using it the most. This tool can also be monitored using devices such as smartphones and computers using Apps and software. Finally, this product will have a feature that will allow the users to set automatic turn-off appliances, when an appliance is using too much energy it will either turn off the appliance or notify the users. This tool will use the latest human detection technology to turn off fans or lights if nobody is in the room to save energy.
[bookmark: _Toc131428065]Primary customers
One of our primary customers will be households across the UK who are looking for ways to reduce the usage of energy in their households. Of course, these include landowners, renters, and even homeowners. These three are primary customers but their other types of customers as well, one is consumers who are environmentally conscious and want to use as little energy as possible to reduce their carbon footprint as low as possible. and other sets of customers are small business owners who are looking for ways to keep their energy usage as low as possible, so it does not crats extra costs in their business. 
There are several this product will be sold to the consumers, one of the most common ways is selling it on Amazon, amazon is one of the largest retailers of online shopping in the world (Debter, 2022). They have a far reach towards consumers than most other online retailers in the world. Not only that but they also have reliable and fast shipping, making it possible for consumers to obtain their products fast. Another online platform that will be used is eBay, they also have a wider reach to the audience, and they provide sellers with various tools to help them find customers for their products. Social media such as Facebook has a Facebook marketplace which is an online market within Facebook to sell products to customers. Facebook marketplace is perfect for finding local customers as the site has a feature that allows finding what products are being sold nearby. Another way to reach potential customers is through using Google ads, as Google ads run targeted ads on consumers who are looking for ways to reduce their energy usage and monitor them without any hassle (Google.com, 2019). Partnering with local influencers who make eco-friendly content on platforms such as YouTube, Facebook, and TikTok. Partner with them and promote the products to their audiences. Another partnering opportunity is to partner with home improvement stores or similar stores such as Home Depot or Lowe, by partnering with them the product will have access to a larger customer reach.
The name of this venture will be E-Manage. He stands for Energy and manage indicates managing energy. The name is easy to remember, concise, and conveys the product's main benefits and main purpose. The name position manages energy consumption, which could appeal to consumers who are interested in reducing their carbon footprint and saving money on their energy bills. This name is also quite straightforward, this can easily help the customer identify what the product does and the benefits of the product.
The mission statement of the new venture will be to “help consumers save money on energy bills and consumption.” This mission statement highlights the company's full mission and brings it into the daylight. By reading our mission statement consumers will understand what product we are trying to sell and what the company's goal is.
To sustain such a business proposition, there are several strategies that can be employed here. Such strategies will be analyzed and discussed further:
1. Continues innovation: E-Manager can sustain its business in the long term by simply continuing innovation on the product. By introducing new features and finding ways to reduce the price. New features such as temperature control, human detection in the room, or AI-powered energy optimization algorithms.
2. Marketing and Branding: E-Manager can create a strong brand image and market share by engaging social media content, running targeted ads, building an email list, and participating in trade shows. The company can also leverage customer reviews and testimonies to build trust and credibility among its customers.
3. Diversification: E-Manager could diversify its product offerings to appeal to a broader range of customers. For example, E-Manager could develop complementary products such as smart plugs, energy-efficient appliances, or renewable energy solutions. This could help E-Manager capture a larger share of the home energy management market and provide customers with a comprehensive solution for reducing their energy consumption.
4. Partnerships: E-Manager could form strategic partnerships with other companies to expand its reach and offer customers additional benefits. For example, E-Manager could partner with utility companies to offer discounts for customers who use the product. E-Manager could also partner with home builders or contractors to install the product in new homes or during renovations.
5. Customer Service: Providing excellent customer service can be a key factor in sustaining a business proposition. E-Manager could invest in a resolute customer support team that can help customers troubleshoot issues, answer questions, and provide technical assistance. By providing exceptional customer service, E-Manager can build trust and loyalty among customers and even obtain new customers.

Some of the competitors in the UK market for E-Manager could include companies such as Tado, Nest, Hive, and British Gas (Guardian staff reporter, 2015). These companies offer home energy management solutions that enable users to monitor and control their energy consumption, like the E-Manager product (Britishgas.co.uk, 2013). To compete with them, E-Manager will need to differentiate itself by offering unique features and benefits that appeal to its target customers. This could include offering more advanced AI-powered energy optimization algorithms, a more user-friendly interface, or a more affordable price point. E-Manager could also leverage its commitment to sustainability and environmental responsibility to differentiate itself from competitors and appeal to customers who prioritize eco-friendliness in their purchasing decisions.
To differentiate E-Manager from its competitors, it can focus on offering unique features and benefits that address the needs of its target customers. For example:
1. Advanced and smart AI algorithms: E-Manager could differentiate itself by offering more advanced and accurate AI-powered energy optimization algorithms that can adapt to changing usage patterns and preferences of the users.
2. User-friendly interface: By offering a more user-friendly interface that is easy to use and understand, E-Manager could differentiate itself from others in the market, creating a user-friendly interface even for customers who are not tech-savvy.
3. Cost-effectiveness: E-Manager could differentiate itself by offering a more affordable price point compared to its competitors, without compromising on the quality or functionality of the product.
4. Sustainability: E-Manager could differentiate itself from other competitors by emphasizing its commitment to sustainability and environmental responsibility, using eco-friendly materials, reducing its carbon footprint during production, and supporting renewable energy sources. 
5. Customization: E-Manager could differentiate itself from the other competitors by offering 
6. a more customized solution that can be tailored to the unique needs of each customer, such as adjusting to different home sizes, types of heating systems, and preferences.
[bookmark: _Toc131428066]
Competitor's way of selling products
companies in the home energy management market may sell their products and services:
1. Online platforms: Many companies in this industry sell their products and services through their own e-commerce websites or online marketplaces, such as Amazon or eBay.
2. Brick-and-mortar stores: Some companies may have physical retail locations where customers can purchase their products or receive consultations on their services.
3. Partnership agreements: Some companies may partner with third-party service providers, such as utility companies or home service providers, to offer their products and services to their existing customer bases.
4. Direct sales: Some companies may employ a direct sales model, where they send sales representatives to customers' homes to sell their products and services.
5. Social media: Many companies in this space use social media platforms, such as Facebook, Twitter, and Instagram, to promote their products and services and engage with potential customers.
   
SAAS is also known as software as a service. is a software distribution or delivery method where a third-party provider hosts the software remotely and offers it to customers over the internet. This means that users can access software applications through the internet without the need to download or install any software on their personal computers (Cusumano, 2010). Here, E-Manage can set up a website using SAAS platforms.
[bookmark: _Toc131428068]SaaS platform
Creating an e-commerce website for E-Manage can be a wonderful way to reach a wider audience and sell its products online. Here are the steps to create an e-commerce website using a SaaS platform and a website template:
1. Choose a SaaS platform: For E-Manage, Shopify can be an excellent choice for an e-commerce platform (Shopify, 2022). Shopify is a popular and easy-to-use platform that offers a range of features specifically designed for online stores.
2. Sign up and set up your store: To create an e-commerce website on Shopify, sign up for an account and follow the prompts to set up the store. This includes adding products, configuring shipping and payment options, and customizing the design of the store.
3. Choose a website template: Shopify offers a range of customizable website templates that are specifically designed for e-commerce stores. Choose a template that suits the branding and design of E-Manage and customize it with the relevant content and images. The template can be simple or complex depending on the user preference.
4. Add product information: Add product information such as images, descriptions, and pricing to the store. This can be done through Shopify's product management system, which allows anybody to easily add, edit, and organize their products. This feature is quite easy to use and user-friendly.
5. Configure payment and shipping options: Shopify offers a range of payment and shipping options, including credit card payments, PayPal, and shipping integrations with major carriers such as UPS and FedEx. Choose the options that work best for E-Manage and configure them through the Shopify dashboard. Here we will choose PayPal.
6. Customize the design: Customize the design of your store to match the branding and design of E-Manage. This can include adding logos, changing colors, and customizing the layout of your pages. Logos are important and require care as logos help customers to identify the company and distinguish it from the rest of the competition.
7. Test and launch: Before launching your e-commerce store, test it thoroughly to ensure that all features and functions are working correctly. Once everything has been checked for then launch the website.
Other things to note when creating an e-commerce website include search engine optimization (SEO), customer service options, and analytics and reporting. By using a SaaS platform like Shopify, E-Manage can quickly and easily create an effective and professional e-commerce website to sell its products online and reach its customers much faster and cheaper making it cost-effective.

[bookmark: _Toc131428069]PayPal
When selling products online, accepting payments from customers is of closure important. In order to do this, businesses like E-Manage need to use a payment service provider (PSP) that enables them to accept credit and debit card payments, as well as other forms of electronic payments such as PayPal ‌ (Williams, 2007).
Here we will use PayPal One of the most popular PSPs, which is used by millions of businesses worldwide. To set up a PayPal account, businesses will need to create an account on the PayPal website and link it to their bank account. PayPal offers a range of payment options, including credit card payments, debit card payments, and bank transfers.
When accepting card payments, businesses need to be aware of the Payment Card Industry Data Security Standard (PCI-DSS), which is a set of security standards established by major credit card companies (PCI Security Standards Council, 2023). Following PCI-DSS regulations is important to ensure that customer data is protected and secure. To become PCI-DSS compliant, businesses need to follow a set of guidelines that cover areas such as network security, access control, and data protection (‌Clapper, and Richmond, 2016). If PCI-DSS is not followed through, then there may be negative effects such as jail time or shutdown of the business.



[bookmark: _Toc131428070]Content Sample
The sample website design for the company and the prototype for the product are something like this:
[image: ]
 

[bookmark: _Toc131428071]Marketing 
E-Mange needs storge marketing and branding to reach its, customers, otherwise, its competitors who have been established in the market before E-Manage will grow. Marketing is critical for any business to grow as it informs customers of what the business is selling whether it is a product or a service. For a new company, it is important to create a strong and unique brand image that will distance us from the competition.

[bookmark: _Toc131428072]The target customers
Finding the target customer is critical for new business as this helps to identify and prioritize the customer's many fasters (Choi et at.,1998). The target customers for this product are UK residents who are looking for affordable and high-quality household and personal care products. Customers who are on a tight budget. The primary target customers are individuals or households who are on a budget and are looking for cost-effective solutions for their everyday needs. They may be price-sensitive but still value quality and eco-friendly products. Additionally, eco-conscious consumers who are looking for sustainable and environmentally friendly products will be targeted. These individuals place a high value on using products that are ethically and sustainably sourced, and the product offered will reflect this preference. Furthermore, busy professionals who value convenience will also be targeted. These individuals may not have the time or inclination to shop for household and personal care products in-store and will prefer the convenience of ordering online and having products delivered to their doorstep.

[bookmark: _Toc131428073]Promoting
Promoting a new product or service is crucial to attracting potential customers and generating sales. There are several effective ways to promote a product or service:
1. Social media marketing: E-Manage can use social media platforms such as Facebook, Twitter, Instagram, and LinkedIn to promote the product or service through sponsored posts, ads, and. This can help to increase brand awareness and reach a wider audience (Tsimonis and Dimitriadis, 2014).
2. Search engine optimization (SEO): Optimizing the website for search engines such as Google can help to improve the website's ranking in search results, making it easier for potential customers to find the product or service when searching online (Ramya Terrance et al., 2018).
3. Content marketing: Creating high-quality content such as blog posts, videos, and infographics can help to attract potential customers and establish the business as an authority in its industry (Lieb, 2012).
4. Email marketing: Email marketing can be used to promote the product or service through newsletters, promotional emails, and personalized offers to subscribers (Kaur, 2005).
5. Affiliate marketing: Partnering with influencers and affiliates can help to promote the product or service to a wider audience and generate sales through commissions (Dwivedi, Rana and Alryalat, 2017).
6. Public relations (PR): Building relationships with journalists and media outlets can help to generate press coverage for the product or service, increasing brand visibility and credibility.
7. Events and sponsorships: Hosting events and sponsoring relevant conferences or industry events can help to promote the product or service and increase brand awareness among potential customers.
8. Referral marketing: Encouraging existing customers to refer friends and family to the product or service can help to generate new sales and increase customer loyalty.


[bookmark: _Toc131428074]The customer journeys.
The customer journey is the sum of all the experiences a customer goes through while interacting with a company or brand. The journey starts from the moment the customer becomes known or aware of the company and ends when they complete a purchase of a product or service from the company (Lemon and Verhoef, 2016). Understanding customer journeys is critical for businesses to create effective marketing strategies and to provide a positive customer experience. By mapping out the customer journey, companies can identify weaknesses and opportunities to improve the customer experience (Lemon and Verhoef, 2016). This allows them to develop targeted marketing campaigns and create personalized experiences for their customers.
There are four main stages in the customer journey, however, these can vary depending on the nature of the product or service. the four common stages include:
1. Awareness: The customer becomes aware of the company and its products or services. This can happen through various channels, such as social media, advertising, or word of mouth. For example, customers become aware of E-Manage through advertising on social media platforms such as Facebook.
2. Consideration: The customer starts to research the product or service and evaluates different options. They may read reviews, compare prices, and seek recommendations from friends or family. Here the customers read existing reviews of customers who have already purchased the product from E-Manage.
3. Decision: The customer decides to purchase the product or service. At this stage, they may need more information or reassurance before making a final decision. For example, they directly contact the company to ask about the product. 
4. Post-purchase evaluation: After purchasing the product or service, the customer evaluates their experience and decides whether to continue using the company in the future. They may also provide feedback or share their experience with others. For example, after purchasing the product from E-Manage they use it and see if they like it, after that based on their experience, they write a review on the company's webpage or on their social media page.

[bookmark: _Toc131428075]Email marketing 
Email marketing is a highly effective way to promote a product or service as well as communicate with potential customers. Before launching a product, it can be useful to gather email addresses from interested individuals so that they can be notified when the product is available for purchase. But it is very important to be aware of email marketing laws and regulations otherwise one might find oneself in a legal problem (Hartemo, 2016).
One way to gather email addresses for pre-launch promotion is to create a landing page on the website or the social media page of the company that describes your product and invites people to sign up for updates (Hartemo, 2016). This can use social media such as Facebook, Twitter, other platforms, and other marketing channels to drive traffic to this landing page. When people sign up, it is important to make sure that it clearly states what they can expect to receive mail from the company (such as updates on the product launch), how often they will receive emails, and how they can unsubscribe if they choose to do so.
Once the list of email addresses has been gathered, you can begin to craft email marketing messages that promote your product and encourage people to make a purchase. It is important to make your emails engaging and informative and to provide real value to your subscribers. Avoid using spammy tactics like using all caps or excessive exclamation points and be sure to comply with regulations like the Privacy and Electronic Communications Regulations (PECR) of 2003.
One of the most effective approaches to email marketing is to create a series of emails that are sent out over time. For example, E-Manage might start by sending an initial email that introduces the product and offers a special pre-launch discount to subscribers. Then, E-Manage can send a follow-up email a couple of days later that provides more information about the product and includes testimonials from satisfied customers. Finally, the company can send a final email just before the product launch that reminds subscribers of the special discount and encourages them to make a purchase.

[bookmark: _Toc131428076]Privacy and Data Protection
[bookmark: _Toc131428077]GDPR & DPA
Privacy and data protection are critical considerations for any business that collects, processes, or stores personal data. Such as E-Manage. The General Data Protection Regulation (GDPR) is a European Union regulation that governs how personal data must be handled. In the UK (Tankard, 2016), the GDPR is supplemented by the Data Protection Act 2018, which sets out additional rules and requirements for companies to follow and maintain (Lovell and Foy, 2018).
The General Data Protection Regulation (GDPR) and Data Protection Act 2018 (DPA) are designed to protect the personal data of individuals and set out strict rules on how data is collected, processed, and stored. As a result, it is essential that E-manage is fully compliant with these regulations to avoid any legal or reputational issues (Spencer and Patel, 2019).
GDPR and DPA can affect E-manage and their product in relation to the collection and use of customer data since the product E-Manage is selling requires gathering some information for the users for a long period of time (Spencer and Patel, 2019). The regulations however require that companies only collect data that is necessary for a specific purpose and that they obtain explicit consent from individuals before collecting and processing their personal data. E-manager will need to ensure that their website and any other channels they use for collecting customer data such as social media like Facebook or Twitter or email marketing are fully compliant with these regulations.
To comply with the GDPR/Data Protection Act 2018, E-manage can take the following steps:
1. Understand the legal basis for processing personal data: E-manage needs to have a lawful basis for collecting, processing, and storing personal data. This could be consent, legitimate interest, or contractual obligation.
2. Obtain explicit consent: E-manage must obtain explicit consent from individuals before collecting their personal data. The consent should be freely given, specific, informed, and unambiguous. For example, E-Mange notifies customers through email or stating on the website about collecting user info.
3. Provide privacy notices: E-manage must provide privacy notices to individuals that clearly explain how their personal data will be used, the legal basis such as which law allows for processing the data, and how long the data will be retained. 
4. Implement security measures: E-manage should implement technical and organizational security measures to protect personal data from unauthorized access, disclosure, or loss. If failed and the data was hacked the company will face legal troubles from the government and the public.
5. Support data subject rights: E-manage should support individuals' rights under the GDPR/Data Protection Act 2018, including the right to access, rectify, erase, and restrict the processing of their personal data.
6. Data breach notification: E-manage should have processes in place to detect, investigate, and report personal data breaches to the relevant authority and affected individuals within 72 hours of becoming aware of the breach. This helps to retain some trust and loyalty among the customers.
7. Training and awareness: the company should provide regular training and awareness to employees and contractors on data protection and privacy best practices.



[bookmark: _Toc131428078]PECR
Privacy and Electronic Communications Regulations (PECR) are regulations that govern the sending of marketing communications through electronic channels such as email, SMS, social media, and phone calls. These regulations complement the GDPR/Data Protection Act 2018 and aim to protect individuals' privacy and personal data (Ico.org.uk, 2023).
Under PECR, businesses must obtain explicit consent from individuals before sending them marketing communications via electronic channels. The consent must be freely given, specific, informed, and unambiguous (Ico.org.uk, 2023). Businesses must also provide individuals with the option to opt out of receiving marketing communications such as unsubscribing from the service, and the process for opting out should be simple and clear like a single click.
To comply with the Privacy and Electronic Communication Regulations (PECR), E-manage can take several steps. Firstly, they must obtain explicit consent from customers before sending any marketing communications via electronic methods, such as email or SMS. This consent must be freely given, specific, informed, and unambiguous. E-manage should also provide customers with a clear and uncomplicated way to opt out of receiving marketing communications in the future. They must honor these opt-outs as soon as possible. Additionally, E-manage should keep accurate records of the customers who have opted-in or opted out of receiving marketing communications. The company should implement technical and organizational measures to ensure the security and confidentiality of customers' personal data. Furthermore, E-manage should regularly audit their data protection policies and procedures to ensure they remain compliant with the PECR to the government. Lastly, E-manage should educate their employees on the importance of data protection and their role in ensuring compliance with PECR.
.
[bookmark: _Toc131428079]Security 
Security is of utmost importance for E-manage, especially when it comes to secure access to their cloud provider (Ibm.com, 2019). It is crucial that E-manage implements strong authentication measures such as two-factor authentication and access controls to ensure only authorized individuals can access their cloud provider (Ibm.com, 2019). Additionally, E-manage should monitor access logs and review them on a regular basis to detect any unauthorized access attempts.
Default access is another aspect that requires sensitivity. E-manage should avoid using default usernames and passwords for their cloud provider accounts, as these are easily exploitable by attackers. Instead, they should create unique, strong passwords that are frequently changed to prevent unauthorized access.
Encrypting traffic in transit and at rest is also critical for protecting sensitive information (Google Cloud, 2023). E-manage should use Secure Sockets Layer (SSL) or Transport Layer Security (TLS) to encrypt traffic in transit to prevent interception or eavesdropping. They should also encrypt data at rest using encryption algorithms to protect it from unauthorized access in case of data breaches (Google Cloud, 2023).

[bookmark: _Toc131428080]Conclusion
In summary, this report highlights a new innovative product that can be launched in the market, who are the primary customers, and who are the competitors. The report also shows how E-Manage can use eCommerce to reach its potential customers and how it can set up online payment methods. Additionally, the report discusses how E-Manage can use marketing to promote their product, who are their main targeted customers and how they will use email marketing. Lastly, the report will discuss GDPR and DPA as well as PECR, laws regarding online data and privacy, and how this can affect E-Manage.
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