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[bookmark: _Toc152525482]Introduction 
In this report, an in-depth investigation of a creative company idea will be focused upon. The research explores the complexities of creating EcoEssentials Marketplace, an eco-conscious eCommerce platform, while embracing the future tense. The emphasis is on using innovation models, design thinking, and strategic analysis to create a solid company strategy that successfully negotiates obstacles in the unstable business environment. In addition to considering the significance of sustainable business growth and critically analysing models that shape innovation, the study aims to explore important aspects of the processes of creativity and innovation. This report's journey aims to provide a perceptive strategy for filling up market gaps and developing a long-term company plan.


[bookmark: _Toc152525483]Task 1: Written submission
A) The innovative product OR unique service proposition:
What innovative product will you sell OR what unique service will you provide?
EcoEssentials Marketplace provides a carefully chosen range of sustainable products, including eco-friendly clothing and reusable home supplies. With the help of their cutting-edge subscription service, clients can easily make the switch to a greener lifestyle by receiving monthly packages that are customised to their interests. In the midst of growing inflation and energy prices, the platform gives customers the opportunity to make decisions that are both easy and inexpensive while also promoting environmental consciousness (Virtanen et al., 2020).  
Who are your customers?
Customers looking for sustainable options for their everyday lives who care about the environment are catered to by EcoEssentials Marketplace. Customers of theirs are those who value being environmentally conscious, appreciate openness in the source of their products, and look for subscription-based ease. These are clients that are fully aware about the ramifications and environmental activities and want to make a change. They want to have a positive environmental and sustainable approach and want to purchase services from an organisation that have similar types of values. This need can facilitate in finding less expensive solutions that can be beneficial for the society.
Where and how will you sell your product OR provide your services?
Through its own eCommerce platform, EcoEssentials Marketplace will provide its sustainable goods and subscription services. Customers may browse and buy eco-friendly products with ease thanks to the user-friendly layout of the online shop, which is available worldwide. The website-customizable subscription service guarantees a smooth and practical experience. To reach a larger audience, EcoEssentials will make use of social media platforms, digital marketing channels, and strategic alliances. The eCommerce platform acts as the focal point for all business dealings, consumer communications, and the distribution of sustainable living information (Escursell et al., 2021).
Do you have a name for your venture?
Indeed, the business is called "EcoEssentials Marketplace."  This name symbolises the dedication to provide a well-chosen range of necessary, environmentally friendly items. While "Essentials" highlights the significance of these sustainable products in daily life, "Eco" highlights the items' environmental consciousness. In addition to expressing the company's mission, the name establishes the company as a leading source for those looking for necessities that support their dedication to living a more environmentally friendly lifestyle.
How do you intend to sustain your innovative business proposition?
EcoEssentials Marketplace intends to use a variety of strategies to maintain its unique business offering. Fostering consumer loyalty via constant delivery of sustainable, high-quality goods and customised subscription services is part of this. The platform will continue to be flexible, upgrading its product lineup on a regular basis to take into account changing environmental trends and customer preferences. Customer base growth will be facilitated by continued digital marketing initiatives and strategic alliances with eco-friendly companies (Scoones et al., 2020). To ensure long-term viability and success in the environmentally sensitive market, a commitment to clear communication on sustainability indicators will further strengthen consumer confidence.
Are there any competitors in this area?
o If so, what are they doing? How will your product or service be differentiated from these competitors.
EcoEssentials Marketplace recognises the competition in the eco-friendly product and sustainable living space from companies such as "GreenGoods Co." and "EcoSelect Emporium." These rivals highlight comparable ideals and provide a selection of green goods and subscription services. EcoEssentials prioritises cost without sacrificing sustainability in order to set itself apart from the competition with its carefully chosen product range. In contrast to rivals, EcoEssentials prioritises individualised subscription services, enabling users to customise monthly bundles to suit their needs (Barbier and Burgess, 2020).
o How do they sell their product OR provide their service?
EcoEssentials uses a complete eCommerce platform, while "GreenGoods Co." and "EcoSelect Emporium" rely mainly on retail relationships and a boutique model with limited product selection, respectively. This strategy guarantees a broader reach and serves a varied global audience. EcoEssentials wants to differentiate itself in a crowded industry by providing environmentally aware customers with a unique value proposition. To do this, the company places a strong emphasis on community development, transparency, and a smooth online experience.
B) eCommerce (propose to setup an online website) :
 Consider:
Using SaaS (Shopify): 
EcoEssentials Marketplace plans to build its eCommerce website using a SaaS (Software as a Service) platform, like Shopify. Because of its user-friendly layout, Shopify is accessible to both consumers and company owners. With the range of customisable templates offered by the platform, EcoEssentials is sure that its online shop will look good and match its brand (Hermundsdottir and Aspelund, 2021). Shopify's vast array of capabilities, such as order processing, secure payment gateways, and inventory management, complement EcoEssentials' goal of giving its clients a quick and easy method to shop. EcoEssentials may take advantage of Shopify's scalability by selecting it, which will enable the company to expand without having to deal with the headache of switching platforms. EcoEssentials will be able to improve its marketing tactics and product offers by gaining insights into consumer behaviour via the platform's analytics features. Shopify's strong security protocols also help it comply with PCI-DSS, which helps to allay any worries about card payments.
Using a Marketplace (Amazon or eBay): 
EcoEssentials may investigate the possibility of using well-known marketplaces such as Amazon or eBay given the possible benefits of quickly reaching a larger audience. These platforms have built-in trust factors connected with well-known companies and provide rapid access to a large client base. Exposure to millions of prospective consumers would result from listing EcoEssentials' sustainable items on Amazon or eBay, which would simplify the early marketing efforts necessary to draw visitors to a separate website. Reliance on external markets, however, comes with drawbacks, including heightened competition and possible trademark restrictions. These sites often charge fees for listings and transactions as well. EcoEssentials must carefully weigh the advantages of an existing marketplace against the long-term objective of developing a loyal client base via its own eCommerce platform, even if this strategy makes market entrance faster.
Creating Content (Photos and Copy): 
On an eCommerce website, consumer attraction and retention depend heavily on compelling content. EcoEssentials Marketplace intends to allocate resources towards crafting captivating content and superior photos that proficiently convey the brand's principles and the ecological advantages of its merchandise. The material on the website will tell a gripping story and highlight the difference that buying sustainable products can make for consumers (Žalėnienė and Pereira, 2021). Images will highlight the specifics of each product, emphasising its high calibre and environmentally beneficial qualities. To provide buyers a visual picture of how the items integrate into their everyday lives, lifestyle photos will be included. By fostering an emotional connection with the brand, this content approach seeks to uphold EcoEssentials' dedication to sustainability and promote thoughtful customer decision-making.
Using Payment Services (Card, PayPal): 
EcoEssentials will include secure payment services, such as PayPal and credit/debit card payments, to enable seamless transactions. Providing a variety of payment methods accommodates a wide range of consumer preferences and improves the entire purchasing experience. However, EcoEssentials recognises the need of PCI-DSS compliance while taking card payments. Protecting clients' sensitive payment information is a necessary step in ensuring PCI-DSS compliance. This covers encryption, frequent security audits, and safe data transfer. EcoEssentials prioritises the security of client financial data by conforming to PCI-DSS standards, which promotes confidence and trust in the online buying experience. By collaborating with respectable payment service providers, EcoEssentials Marketplace will become even more dependable, giving users the assurance that their transactions are safe and adhere to industry standards (Ruggerio, 2021).    
C) Marketing:
Promotional Plan:
To raise brand recognition and draw in its intended audience, EcoEssentials Marketplace will use a thorough promotional plan. The plan will use a variety of digital marketing platforms, with a focus on email marketing, sponsored search engines, and social networking. Furthermore, a pre-launch campaign will be implemented to collect email addresses and create excitement for the site.
Target Customers and Reach:
Customers that prioritise sustainable living and are ecologically concerned are the main target market for EcoEssentials. The marketing plan would target eco-conscious customers by concentrating on internet channels where they are likely to interact (Rume and Islam, 2020). Social media sites, especially Instagram and Facebook, will be crucial for connecting with and reaching the target audience. The eCommerce website will get traffic from paid search engine marketing, particularly on Google, which will guarantee presence when prospective buyers look for sustainable items.
Social Media (Facebook): 
EcoEssentials is aware of how social media may influence how people behave. The company plans to use Facebook as a vital tool for creating a community focused on sustainable living. A feeling of connection with the audience will be fostered by sharing engaging information, such as user-generated content, visually attractive product features, and instructive postings. EcoEssentials will use Facebook's customised advertising tools to connect with certain groups of people who are looking for environmentally friendly items.
Paid Search Engines (Google):
A key element of EcoEssentials' marketing plan will include paid Google search engine marketing. EcoEssentials may draw in customers who are actively looking for eco-friendly and sustainable items by posting advertising when consumers search for such things. This strategy increases the possibility of conversion by making sure the brand is visible to prospective buyers at the pivotal point in their purchase experience.
Customer Journeys: 
EcoEssentials' marketing strategy is based on an understanding of customer journeys. The customer journey will be mapped out by the brand, including everything from awareness to post-purchase interaction. At every level, clients will be guided through the decision-making process with seamless deployment of tailored information and advertising. By keeping the customer at the centre of the process, marketing initiatives are made to better meet the wants and preferences of the target audience at various stages throughout the customer journey (Von Hippel, 2016).
Email Marketing: 
In order to foster client connections and encourage repeat business, email marketing is going to be quite important. EcoEssentials will create customised email campaigns to provide information on new product releases, eco-friendly projects, and special offers. During the pre-launch stage, the brand will urge consumers to sign up for newsletters, building a useful email list for focused outreach. To remain at the forefront of its audience's minds and cultivate enduring devotion, EcoEssentials sends out emails with material that is both current and interesting.
Pre-launch campaign: 
EcoEssentials will conduct a pre-launch campaign in order to create excitement and cultivate an initial clientele. The plan entails setting up a special landing page for early sign-ups and luring prospective clients in with deals or early access. To protect people's privacy and choices, EcoEssentials will make sure that promotional emails are only delivered to those who have specifically opted in. The company recognises the significance of following to email marketing standards (Zukin, 2020). This pre-launch campaign builds anticipation and lays the groundwork for a devoted consumer base right away. 
D) Privacy and Data Protection:
Be aware of:
GDPR/Data Protection Act 2018
In complete accordance with the General Data Protection Regulation (GDPR) and the Data Protection Act of 2018, EcoEssentials Marketplace places a high priority on privacy and data protection. EcoEssentials has put strong safeguards in place to guarantee the legal and open processing of personal data since it understands how important it is to protect consumer information. The platform only gathers data that is absolutely required and has an easily readable privacy policy in place to let users know what happens to their data and why, as well as their rights (Thomas and Autio, 2019). In order to prevent unauthorised access or security breaches, EcoEssentials employs encryption and secure protocols in addition to a proactive approach to data protection. 
Before processing a user's data, permission is proactively sought from them, and the platform offers simple ways for users to modify and withdraw their consent.  Frequent evaluations of data protection procedures are carried out via audits and assessments, guaranteeing ongoing adherence to changing privacy laws. EcoEssentials has put in place a prompt and open communication process to alert impacted parties and appropriate authorities in the case of a data breach. EcoEssentials Marketplace seeks to reassure its clients that their privacy is a top priority in all aspects of their interactions with the platform by adhering to the principles of privacy by design and default.
Privacy and Electronic Communication Regulations (PECR)
EcoEssentials Marketplace understands the value of protecting people's privacy in electronic communications, which is why it complies strictly with the Privacy and Electronic Communication Regulations (PECR). The platform makes sure that all electronic marketing communications—including texts and emails—are carried out in a way that fully complies with PECR regulations.
o the need for consent
Getting consumers' express and informed permission before sending them electronic marketing messages is very important to EcoEssentials. The platform politely and clearly asks users whether they would want to receive marketing materials. This proactive strategy respects consumers' liberty in choosing not to receive commercial information and complies with regulatory standards (Saunila, 2020).
o Provision of facility to "opt out" of marketing communications
In keeping with PECR standards, EcoEssentials offers customers a simple and convenient way to "opt out" of receiving marketing messages. The platform demonstrates its dedication to consumer choice and privacy by honouring users' wishes and making opting out an easy procedure.
o Need to support rights such as "the right to erasure"
EcoEssentials acknowledges and upholds the rights granted to persons under the Partial Encryption Convention (PECR), which includes "the right to erasure" or the right to be forgotten. Accordingly, the platform makes it easier for consumers to request that EcoEssentials remove their personal information from its systems in a clear and effective manner. The platform's focus to upholding user rights and preserving a safe and moral approach to data management is furthered by its commitment to data deletion (Ridley, 2020).
Security and the importance of:
o secure access to your cloud provider
Secure connectivity to the cloud provider of EcoEssentials Marketplace is of utmost significance. Strong authentication controls, such multi-factor authentication (MFA), improve the platform's security against unwanted access. EcoEssentials' dedication to protecting sensitive data kept in the cloud is further reinforced by the frequent upgrading of access credentials and the implementation of strict access restrictions.
o sensitivity about default access and frequent changes
EcoEssentials takes a cautious approach to default access settings since it understands that certain setups may provide security problems. The platform carries out exhaustive evaluations to find and fix any default access vulnerabilities as soon as possible (Kerzner, 2022). EcoEssentials places a strong emphasis on being proactive, regularly reviewing and updating access permissions to reduce the window of opportunity for any security breaches. By using a proactive management approach, the platform is protected from changing cyberthreats.
o encrypting traffic in transit and at rest
EcoEssentials gives priority to encrypting data while it is in transit and at rest, according to industry best practises. When transmitting data via networks, using strong encryption techniques protects against interception and unauthorised access. Furthermore, EcoEssentials makes sure that data kept in the cloud is encrypted when it is idle, adding an additional degree of security against any hacks or illegal data access. This thorough encryption approach demonstrates the platform's dedication to protecting the integrity and confidentiality of user and corporate data (Farida and Setiawan, 2022). 
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The market gap or problem and proposed solution (product/service)
The EcoEssentials Marketplace has discovered a market gap that arises from the growing consumer awareness of environmental concerns and the increasing demand for sustainable goods. Due to the present issues of inflation and rising energy prices, people are looking for reasonably priced, environmentally responsible options. Using its cutting-edge eCommerce platform, EcoEssentials offers a carefully chosen assortment of sustainable products, ranging from home goods to personal care items, as a solution. This platform fills the gap by giving people an easy and affordable way to choose environmentally friendly products without sacrificing price or quality (Costa and Matias, 2020). EcoEssentials acknowledges that customers are placing an increasing amount of weight on making purchases that are consistent with environmental standards. 
In order to address this, a product range that not only satisfies consumer demand for environmentally friendly alternatives but also supports a larger social movement towards greener living has been curated. It operates as a one shop website for all types of environmental pro products. The need for checking out subsidiaries is lessened because of this approach to solving problems. In conventional brick and mortar enterprises, inflation hits businesses much more badly in comparison to e-commerce enterprise is. This is owing to warehousing and people management costs that are increased in such enterprises (Benitez et al., 2020). To overcome these obstacles, EcoEssentials strategically makes use of technology developments and the internet retail environment. The suggested eCommerce system takes advantage of internet accessibility and adjusts to the present economic climate, giving its sustainable product offers a worldwide audience. This puts EcoEssentials at the forefront of satisfying the changing requirements of environmentally concerned customers and is consistent with the larger trend of digital change in consumer behaviour.
Highlights of market and competitive analysis
After completing a comprehensive market study, EcoEssentials Marketplace found that there is a strong market for sustainable goods, which is indicative of the expanding worldwide trend of eco-conscious consumerism. Growing consumer knowledge of environmental problems is driving this trend, as they look for businesses that share their beliefs. A significant and unexplored market exists for an eCommerce site that curates and delivers environmentally friendly items straight to customers, according to the market study (Morkovkin et al., 2020). The sustainable living market is populated by a number of companies, including well-known names like "GreenGoods Co." and "EcoSelect Emporium." Although these rivals provide comparable product lines, EcoEssentials sets itself apart with a deliberate focus on affordability without sacrificing sustainability. EcoEssentials wants to appeal to budget-conscious people who want to live environmentally responsible lives by establishing themselves as a cost-effective option.
EcoEssentials recognises the impact of social media and digital platforms on consumer behaviour. The report emphasises how crucial it is to use social media platforms—Facebook and Instagram in particular—in order to successfully interact with the target population. The goal of EcoEssentials' community-building and targeted advertising efforts on these platforms is to create a strong online presence and a feeling of community among environmentally aware customers. One of the most important ways EcoEssentials may increase exposure and connect with prospective clients who are actively looking for sustainable solutions is via paid search engine marketing, particularly on Google. 
This approach is in keeping with the competitive environment, as well-known firms use SEO to increase online discoverability and attract organic visitors. Furthermore, the competition and market research emphasises how important customer journeys are in influencing choices to buy (Joly, 2019). From awareness to post-purchase interaction, EcoEssentials understands that marketing strategies must be customised for each point of the consumer experience. The goal of this customer-centric strategy is to improve client happiness and loyalty by delivering a smooth, customised experience.
Summary business (product/service) concept and model
The EcoEssentials Marketplace is a unique company idea and strategy that is focused on offering a carefully chosen range of sustainable products via an advanced eCommerce platform. The fundamental idea is to respond to the growing demand for environmentally friendly substitutes in the context of a worldwide trend towards conscientious consumption. Offering a wide variety of goods, such as organic personal care products and reusable home items, EcoEssentials meets the market's need for easily accessible and reasonably priced sustainable living solutions. By adding a subscription-based service, the business model adopts a novel strategy that enables clients to get monthly packages that are customised to their sustainability preferences. This business strategy regularly delivers environmentally friendly items right to the customers' doorsteps, which not only makes them more convenient but also helps to establish lasting connections (Irani, 2019). With this subscription service, EcoEssentials is positioned as a progressive offering in the sustainable living space, meeting the changing demands of customers who care about the environment.
The eCommerce platform functions as the focal point of EcoEssentials' business operations, offering clients an easy-to-use interface for product exploration and purchases. The website, which prioritises user-friendliness, has elements like a personalised subscription gateway and instructional material on sustainable living, along with a carefully selected product catalogue. The creation of an engaging online experience that goes beyond transactional interactions to engage and educate clients on their sustainability journey is in keeping with the overall company idea (Chen et al., 2018). EcoEssentials intentionally offers itself as an affordable option without sacrificing sustainability in order to stand out from the competition. Its distinct value offer differentiates it from rivals and fills the need in the market for reasonably priced environmentally friendly solutions. EcoEssentials' business strategy involves using digital marketing platforms, strategic alliances, and a transparent approach to sustainability measures. This approach puts EcoEssentials as a leader in promoting sustainable living to customers during economic constraints.
Competition and Differentiation strategy
EcoEssentials Marketplace uses a differentiation approach to carve out a unique position in the market for sustainable living items while navigating a competitive terrain. Recognising rivals like "GreenGoods Co." and "EcoSelect Emporium," EcoEssentials deliberately sets themselves apart by emphasising price without sacrificing sustainability. With this calculated positioning, EcoEssentials stands out in a competitive field of sustainable companies and meets the market's need for affordable eco-friendly options (Bloom et al., 2019). The process of selecting products is a crucial component of the differentiation strategy. EcoEssentials guarantees a meticulous curation of eco-friendly products, prioritising accessibility, excellence, and alignment with the demands of the intended market. EcoEssentials sets itself apart from rivals with a broader product offering by providing a carefully chosen selection of goods that appeal to ecologically aware customers.
A subscription-based business strategy is another feature that sets EcoEssentials apart from its rivals. EcoEssentials capitalises on the expanding trend of subscription services, giving clients a personalised and easy method to regularly incorporate sustainable items into their life, while rivals may concentrate on conventional retail models. This creative strategy strengthens the brand's commitment to sustainability while improving customer loyalty and fitting in with shifting consumer behaviour (Afuah, 2020). An essential component of EcoEssentials' differentiating strategy is strategic alliances. Through partnerships with environmentally conscious manufacturers and suppliers, EcoEssentials guarantees a wide selection of superior products. These collaborations strengthen the platform's reputation and reaffirm its commitment to openness about the product's source and environmental effect. In a market where customers are more interested in authenticity and details on the environmental friendliness of the products they buy, EcoEssentials stands out from the competition because to its focus on clear sustainability measures.
Marketing Strategy
EcoEssentials Marketplace has developed a thorough marketing plan that supports its objective of becoming as a premier supplier of goods for sustainable living. Understanding the potential of digital platforms, social media—especially Facebook and Instagram—is given a lot of weight in the marketing plan. Through the creation of visually attractive product features and educational postings, EcoEssentials hopes to establish a feeling of community and connection with its target audience on these platforms (Saunila, 2020). Paid search engine marketing—especially on Google—is a key element of EcoEssentials' online visibility enhancement plan. This strategy makes sure that when prospective buyers actively look for sustainable alternatives, the platform's items are shown prominently. Using carefully chosen keywords and sponsored advertising, EcoEssentials optimises search engine results in an effort to draw in environmentally concerned customers at a pivotal point in their buying process.
[bookmark: OLE_LINK1]EcoEssentials recognises the importance of customer journeys and designs its marketing campaigns to correspond with the different phases of the decision-making process of its target audience. From brand recognition to involvement after the sale, the brand wants to provide a smooth and customised experience. This customer-centric strategy entails creating advertising and content that is specifically tailored to the audience's wants and preferences at various stages throughout their journey (Virtanen et al., 2020). Email marketing becomes evident as a potent instrument for fostering client connections and encouraging recurring business. EcoEssentials will create customised email campaigns to provide information on new product releases, eco-friendly projects, and special offers. 
The goal of the pre-launch marketing plan is to collect email addresses in order to build a useful mailing list for focused outreach. EcoEssentials aims to cultivate a community of devoted clients and be in the forefront of its audience's minds with interesting and relevant email content. Furthermore, EcoEssentials recognises the possible influence of a pre-launch campaign in creating excitement and establishing a foundation of early clients. The platform intends to generate excitement around its debut by designing a special landing page for early sign-ups and providing special incentives. It is crucial to remember that EcoEssentials is dedicated to abiding by email marketing laws and making sure that promotional emails are only delivered to those who have specifically given their consent.
Privacy and Data protection
EcoEssentials Marketplace complies with the General Data Protection Regulation (GDPR) and the Data Protection Act 2018 in order to preserve user privacy and data. Acknowledging the importance of protecting consumer data, EcoEssentials takes strict steps to guarantee adherence to these regulatory frameworks. This commitment includes upholding each person's rights, such as the GDPR's right to erasure, which enables clients to seek the deletion of their personal information (Ridley, 2020). EcoEssentials places a high priority on obtaining customers' express agreement before sending them marketing materials in order to comply with the Privacy and Electronic Communication Regulations (PECR). During the subscription and checkout procedures, the platform incorporates simple and unambiguous opt-in methods, giving consumers the freedom to decide whether or not they want to receive marketing emails. Furthermore, EcoEssentials respects consumers' freedom to "opt out" of these messages whenever they want, guaranteeing an easy-to-use and convenient method for managing their choices.
EcoEssentials bases their approach to data protection on security. By restricting access to authorised individuals, the platform's strong authentication procedures enable safe access to its cloud provider. EcoEssentials takes a watchful approach to access management since it understands the vulnerability of default access and the possible dangers connected with frequent modifications. In addition, strict encryption of both in-transit and at-rest communication is used to protect client information using protocols like Secure Sockets Layer (SSL) or Transport Layer Security (TLS) (Kerzner, 2022). EcoEssentials' dedication to data privacy is based in large part on ongoing monitoring and compliance assessments. To determine possible vulnerabilities, analyse the efficacy of established security measures, and remain alert to new threats, assessments are carried out on a regular basis. Customers may feel secure knowing that their information is protected and private since EcoEssentials complies with ever-changing regulations and upholds the highest standards of data protection thanks to this proactive approach.
What have you learnt from this assignment and how will it benefit in the future?
Through this project a variety of aspects have been covered that range from strategic thinking to innovation to even business planning. Through the process of conceiving EcoEssentials Marketplace, my comprehension of the complex interplay of differentiation tactics, market analysis, and innovation has increased. I have improved my ability to apply design thinking ideas to a creative business proposal via this project, which has helped me to better manage the intricacies of real-world situations and market dynamics. This learning process has been greatly aided by Gibbs' Reflective Cycle. When I first started working on the project, I looked into my thoughts and emotions and acknowledged that there was excitement as well as difficulty in combining theoretical knowledge into a workable business plan. This self-examination was essential in establishing the framework for a methodical and deliberate approach to the assignment.
In the phases that followed, the market environment, competitors, and the complexities of creating a sustainable business strategy were all thoroughly examined. This analytical stage gave important insights on the significance of thorough research and the need for market adaptation. Acknowledging the importance of customer journeys and data security brought to light the connection between strategic decision-making and ethical issues. During the implementation phase, I was able to put theoretical principles into practise by outlining the different strategies and plans. I studied the subtleties of data security, marketing, and the strategic complexities of setting EcoEssentials apart in a crowded industry at this point. Through working in an organisation, it was shown to me how an organisation can achieve competitive edge is it is consistently providing value into the market.
In the future the knowledge acquired through this project will be leveraged in other work as well. Applying design thinking, doing in-depth market assessments, and creating elaborate business strategies are transferable abilities that may be used in a variety of contexts. Through this job I have become much more ethical in my work approach and have focused upon learning about data privacy. By focusing upon implementing innovation tactics, I have also been able to understand how smart decisions can be made quickly. 


Conclusion 
Ultimately, the analysis has revealed a strategy plan for EcoEssentials Marketplace. The road travelled—from conceiving a novel company idea to investigating market dynamics—is reflected in the past tense. An emphasis on sustainability combined with design thinking principles has created a unique eCommerce platform. In-depth market and competitive studies were covered in the research, with a focus on differentiating oneself from rivals. A carefully constructed marketing and data security plans matched changing customer preferences. The research emphasises how crucial it is for corporate strategy to take ethics and constant flexibility into account. EcoEssentials has a strong foundation in place and is well-positioned to succeed in the ever-changing market for sustainable consumer products.
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owing to warehousing and people management costs that are
increased in such enterprises (Benitez et al., 2020).
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HIGHLIGHTS OF MARKET AND
COMPETITIVE ANALYSIS

After completing a comprehensive market study,
\ EcoEssentials Marketplace found that there is a
AN ' strong market for sustainable goods, which is
3 indicative of the expanding worldwide trend of
eco-conscious consumerism.

Atve ®

— | advontoge] — = Growing consumer knowledge of environmental
problems is driving this trend, as they look for
businesses that share their beliefs.

A significant and unexplored market exists for an
eCommerce site that curates and delivers
environmentally friendly items straight to
customers, according to the market study
(Morkovkin et al., 2020).




image7.JPG
- EcoEssentials recognises the impact of social media and digital
platforms on consumer behaviour.

- The report emphasises how crucial it is to use social media
platforms—Facebook and Instagram in particular—in order to
successfully interact with the target population.

- The goal of EcoEssentials’ community-building and targeted
advertising efforts on these platforms is to create a strong online
presence and a feeling of community among environmentally aware
customers.
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SUMMARY BUSINESS (PRODUCT/SERVICE)
CONCEPT AND MODEL

The EcoEssentials Marketplace is a unique
company idea and strategy that is focused on
offering a carefully chosen range of sustainable
products via an advanced eCommerce platform.

The fundamental idea is to respond to the
growing demand for environmentally friendly
substitutes in the context of a worldwide trend
towards conscientious consumption.

Offering a wide variety of goods, such as organic < -
personal care products and reusable home items,

EcoEssentials meets the market's need for easily

accessible and reasonably priced sustainable

living solutions.
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- The eCommerce platform functions as the focal point of
EcoEssentials’ business operations, offering clients an easy-to-use
interface for product exploration and purchases.

- The website, which prioritises user-friendliness, has elements like a
personalised subscription gateway and instructional material on
sustainable living, along with a carefully selected product catalogue.

- The creation of an engaging online experience that goes beyond
transactional interactions to engage and educate clients on their

sustainability journey is in keeping with the overall company idea
(Chen et al., 2018).
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- EcoEssentials Marketplace uses a differentiation approach to carve
out a unique position in the market for sustainable living items while
navigating a competitive terrain.

- Recognising rivals like "GreenGoods Co." and "EcoSelect Emporium,
EcoEssentials deliberately sets themselves apart by emphasising
price without sacrificing sustainability.

~ With this calculated positioning, EcoEssentials stands out in a
competitive field of sustainable companies and meets the market's
need for affordable eco-friendly options (Bloom et al., 2019).
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~ A subscription-based business strategy is another feature that sets
EcoEssentials apart from its rivals.

- EcoEssentials capitalises on the expanding trend of subscription
services, giving clients a personalised and easy method to regularly
incorporate sustainable items into their life, while rivals may
concentrate on conventional retail models.

- This creative strategy strengthens the brand's commitment to
sustainability while improving customer loyalty and fitting in with
shifting consumer behaviour (Afuah, 2020).
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MARKETING STRATEGY

EcoEssentials Marketplace has developed a
thorough marketing plan that supports its

- — \\ w | objective of becoming as a premier supplier of
T\, o ,/' " goods for sustainable living.
A ‘4
}3‘3\‘\3"‘ ?";f;vr ~  Understanding the potential of digital
& £ MARKETING frgf%' N platforms, social media—especially Facebook
STRATEGY _ ™ ~ and Instagram—is given a lot of weight in the
2 ,;‘uﬂc marketing plan.
’ \ &,
ey, & | Ao Through the creation of visually attractive

~~_ product features and educational postings,
EcoEssentials hopes to establish a feeling of
community and connection with its target
audience on these platforms (Saunila, 2020).
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- EcoEssentials recognises the importance of customer journeys and
designs its marketing campaigns to correspond with the different
phases of the decision-making process of its target audience. From
brand recognition to involvement after the sale, the brand wants to
provide a smooth and customised experience.

- This customer-centric strategy entails creating advertising and
content that is specifically tailored to the audience’'s wants and
preferences at various stages throughout their journey (Virtanen et al.,
2020).

- Email marketing becomes evident as a potent instrument for fostering
client connections and encouraging recurring business.
EcoEssentials will create customised email campaigns to provide
information on new product releases, eco-friendly projects, and
special offers.
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- EcoEssentials Marketplace complies with the
General Data Protection Regulation (GDPR) and
the Data Protection Act 2018 in order to
preserve user privacy and data.

- Acknowledging the importance of protecting
consumer data, EcoEssentials takes strict steps
to guarantee adherence to these regulatory
frameworks.

- This commitment includes upholding each
person's rights, such as the GDPR's right to
erasure, which enables clients to seek the
gglzeot)ion of their personal information (Ridley,
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- EcoEssentials bases their approach to data protection on security. By
restricting access to authorised individuals, the platform’s strong
authentication procedures enable safe access to its cloud provider.

- EcoEssentials takes a watchful approach to access management
since it understands the vulnerability of default access and the
possible dangers connected with frequent modifications.
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- Through this project a variety of aspects have been covered that
range from strategic thinking to innovation to even business planning.

- Through the process of conceiving EcoEssentials Marketplace, my
comprehension of the complex interplay of differentiation tactics,
market analysis, and innovation has increased.

I have improved my ability to apply design thinking ideas to a creative
business proposal via this project, which has helped me to better
manage the intricacies of real-world situations and market dynamics




image17.JPG
- In the phases that followed, the market environment, competitors, and
the complexities of creating a sustainable business strategy were all
thoroughly examined. This analytical stage gave important insights on
the significance of thorough research and the need for market
adaptation.

- Acknowledging the importance of customer journeys and data
security brought to light the connection between strategic decision-
making and ethical issues.

- During the implementation phase, | was able to put theoretical
principles into practise by outlining the different strategies and plans.
| studied the subtleties of data security, marketing, and the strategic
;:rtl)_mple_xitties of setting EcoEssentials apart in a crowded industry at

is point.
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- Ultimately, the analysis has revealed a strategy plan for EcoEssentials
Marketplace.

~ The road travelled—from conceiving a novel company idea to
investigating market dynamics—is reflected in the past tense.

- An emphasis on sustainability combined with design thinking
principles has created a unique eCommerce platform.
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DEVELOPING INNOVATION AND
CREATIVITY FOR BUSINESS
ADVANTAGE
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