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Executive Summary
This report discusses a proposal for a new business venture and examines the challenges presented by the current economic conditions. Because of increased flooding, higher prices for shopper products and energy, and events around the world. Focusing on smart ways to save energy at home, the chosen product meets the high demand for sustainability and energy efficiency, caused by the Coronavirus pandemic and global pressures. The report is carefully arranged to focus on important sections. It begins with a clear plan of the new product or helpful service idea, researching who will use it, how it will be delivered, and how it is different from other similar things. The next part talks about a strong strategy for doing business online. It uses platforms like Amazon and focuses on creating content, payment services, and following the rules. The advertising plan shows how the product will be promoted to environmentally conscious homeowners using online ads, paid search engines, and email marketing. Considering security and protecting information, following the rules of GDPR and using encryption, emphasize ethical and safe strategic plans. Based on theories about how things grow and change, like open and closed models, this report combines ideas with real-life experiences, to come up with a well-informed and practical plan. The main ideas are to increase sales, use fewer advertising methods, invest in research and development, improve customer service, and form important partnerships. Implementing these ideas helps the business to be ready for challenges, and ensures that it can keep growing in a competitive and changing market.
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[bookmark: _Toc153972020]Introduction
In today's business world, this report tries to help explain how to start a business by coming up with a detailed plan for a creative business idea. The cost of things this buy and energy is going up, especially because of things happening in other countries. This makes us think about old ways of doing business. Faced with the problem of higher costs for running a business, it becomes clear that it's important to be flexible and find new ways to grow, especially for traditional businesses like construction companies. The business idea is about smart home energy solutions (Ellis-Chadwick, 2019). This is a good idea because people are more interested in sustainability and saving energy after the Coronavirus pandemic and international tensions. This introduction describes a plan that looks to take advantage of new technology. This investigation is supported by development ideas, such as open and closed development models. These models help us understand the complicated processes involved in selling a smart product to the public. The rest of this report will talk about the new product/service idea, online business plan, marketing strategy, and security/data protection considerations. This method helps the report meet the requirements of the task and also gives a summary that connects theory to the real-world business.
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The business world is being greatly impacted by external factors such as the COVID-19 pandemic and the economic aftermath of the war in Ukraine. The new idea is a group of Smart Home Energy Management Devices, called "EcoSmart Solutions. " These devices use advanced technology to monitor and improve how much energy is used in homes, and give people real-time information and control over their energy use (Setiawan, 2010). The smart thermostats, energy-efficient lights, and intelligent fixtures in the product are all aimed at assisting homeowners in conserving energy and reducing costs.
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The current global events, including the spread of Covid-19 and the financial crisis in Ukraine, are impacting people's actions and preferences. Using parts of a PESTLE analysis helps us understand the important effects on the business environment.
Political: Governments all over the world are paying more attention to using energy more efficiently as part of their efforts to protect the environment. Government support for managing the environment and promoting green technologies can create favourable conditions for EcoSmart Solutions (Armstrong, 2018). Government support, funding, or rules for energy-efficient products can have a good impact on how many people use them.
Economic: People's buying habits have been affected by money problems, especially because of the worldwide COVID-19 pandemic and the war in Ukraine (West, 2006). Buyers want things that work well and use less energy, so they really like gadgets that are energy-efficient. Efforts to improve the economy and boost financial aid can change how much people can spend and invest in new products.
Social: The coronavirus pandemic has made more people start working from home and using smart technology in their homes. This change in culture makes home conditions and sustainability more important. EcoSmart Solutions focuses on helping people save energy at home, which is good for the environment and the planet.
Technological: Advancements in technology have made smart home devices more accessible and user-friendly. Energy management devices become better by using Internet of Things (IoT) and Artificial Intelligence (AI) technologies. EcoSmart Solutions can use new machines to make smart and creative products that people want to live better.
Environmental: There is a focus on using less energy, which fits with bigger environmental goals. EcoSmart Solutions' products help reduce energy usage, carbon footprint, and overall environmental impact (Teece, 2010). The organisation has to be sustainable to make customers who care about the environment like it more.
Legal: Legal things to think about may include following rules about the environment, being safe, and protecting ideas. Making sure that EcoSmart Solutions' products meet the rules and safety standards is really important for entering the market and staying successful. Also, it is important to protect new ideas by making sure people can't steal them.
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Understanding the different types of customers and deciding where EcoSmart Solutions should focus in the market is very important. The STP model helps with this.
Segmentation:
Demographic: The main focus of EcoSmart Solutions is on people aged 25-55 who are at a stage in life where owning a home and living in a sustainable way are important (Christensen, 1997). This part will likely have the budget and interest in investing in energy-saving solutions for their homes.
Psychographic: Studying the personalities and lifestyles of people, EcoSmart Solutions' best customers are described as being well-educated. These people want to use new technology to make their homes better. The company is focused on using new technology to make smart homes better. They are also interested in finding ways to save energy.
Geographic: The business sector focuses on cities for its infiltration strategy. The focus on cities is because there are many educated and environmentally conscious people living there (Chesbrough, 2003). The next steps will involve expanding into new areas to ensure a consistent and important investment in different business markets.
Targeting:
Prioritising Marketing Efforts: EcoSmart Solutions focuses on helping homeowners who care about the environment with their marketing efforts. By understanding and using the qualities and needs of this specific group, the organisation hopes to build a deeper connection with its target audience.
Utilising Online Platforms: The technique uses online platforms to communicate accurately and effectively. EcoSmart Solutions makes sure their message reaches the right people at the right time by using targeted advertising based on customer profiles (Chesbrough, 2003). This method increases the impact of promoting efforts and helps allocate resources more effectively.
Positioning:
Brand Positioning: EcoSmart Solutions is the top choice for simple and creative smart home energy solutions. This situation shows that the brand works hard to make products with the latest technology and easy for people to use (Armstrong, 2018). EcoSmart Solutions wants to stand out in a market known for complicated technology by focusing on making things easy to understand.
Emphasising Cost-saving and Sustainability: The brand's positioning strategy focuses on saving money and being sustainable. EcoSmart Solutions understands that their products are attractive because they help save money on energy costs and also promote a more sustainable and eco-friendly lifestyle. This emphasises the benefits of the target audience and positions the brand in the market.
[bookmark: _Toc153972025]1.4 Sustaining the Business
Continuous Innovation: EcoSmart Solutions always improves their products by using a special development plan and making regular updates with the latest technology. Customer loyalty remains important by regularly asking for customer feedback, so the company can quickly adapt to what customers want.
Sustainable Practices: EcoSmart Solutions helps businesses be more environmentally friendly (Setiawan, 2010). They provide eco-friendly services and look for ways to use sustainable energy. These sustainable practices follow natural standards and show the organisation's commitment to responsible business leadership.
Customer Engagement: EcoSmart Solutions wants to build strong relationships with customers by creating a loyalty program that encourages them to buy from us again and again. The brand is committed to making customers happy and being a leader in sustainable living. They do this by providing great customer service and helpful resources.Top of Form
[bookmark: _Toc153972026]1.5 Innovation Model
Open Innovation Model:
EcoSmart Solutions uses the Open Advancement model to develop and improve its innovative Smart Home Energy Management Devices (Haenlein, 2010). In a time when machines are improving fast, working together with outside partners is important for coming up with new ideas and staying at the forefront of progress.
Collaborative Product Development: EcoSmart Solutions works with other groups like colleges, research centers, and technology companies to develop new products together. The company gets new ideas and knowledge from partners who have a lot of information and skills. This helps the company to create new, advanced energy-saving solutions. This teamwork speeds up how products are developed and makes sure that EcoSmart Solutions can adapt to new technologies.
Customer Co-Creation: In the Open Development perspective, EcoSmart Solutions helps clients be part of the development process (Ellis-Chadwick, 2019). The organisation helps users have a say in their product by organising meetings, surveys, and testing programs. This method allows EcoSmart Answers to customise its products to the specific needs and preferences of its target customers by working with them. Customers become valued supporters of the project, creating a sense of pride and loyalty towards the brand.
Open Ecosystem Integration: EcoSmart Solutions understands that having an open and inclusive environment is important for making progress. By working with other smart home gadgets, platforms, and apps, the company makes sure that everything works together smoothly and is more useful for customers. This way of doing things not only makes its products available in more places, but also creates a complete and smart home experience. The open environment allows EcoSmart to use outside improvements to make sure their products stay up to date with technology.
Technology Transfer and Licensing: EcoSmart Solutions looks for good opportunities to use new technology and partnerships to succeed (Jones, 2009). Working with new technology suppliers allows the company to add specific features to its products. This method helps quickly show off new features and supports EcoSmart Solutions' commitment to providing the best solutions.
Innovation Challenges and Competitions: EcoSmart Solutions use creative ideas from people all around the world to make things better. The company asks for new ideas and solutions from different places to help with energy efficiency and smart home improvements. This method adds energy and competitiveness to the development process, making sure that EcoSmart Solutions stays quick and open to new trends.
[bookmark: _Toc153972027]1.6 Competition Analysis
Porter’s Five Forces Model:
Threat of New Entrants: There is a medium level of danger because the business relies heavily on the money invested (Marshall, 2019). In any situation, new people may join the competition because improvements in technology are making it easier for them to get involved. This means that current players need to be careful and pay attention.
Bargaining Power of Buyers: Buyers have a lot of options and can negotiate for a good price because they have a lot of power. EcoSmart Solutions needs to make different products to please all kinds of customers who want smart home gadgets.
Bargaining Power of Suppliers: The ability of the provider to negotiate is medium (Pettitt, 2013). Many important organisations work together to improve their ability to negotiate and promote sustainable practices, ensuring a reliable and ethical supply chain for EcoSmart Solutions.
Threat of Substitutes: The danger from other choices is low because there aren't many advanced energy options for smart homes. EcoSmart Solutions is in a very good position in the market because they have unique products that don't have many other options.
Intensity of Competitive Rivalry: Intense competition in business is won by being quick to use new technology. Prepared competitors need to keep improving and find ways to stand out in order for EcoSmart Solutions to succeed in a tough market.
[bookmark: _Toc153972028]Section 2: eCommerce Strategy for EcoSmart Solutions
EcoSmart Solutions needs to choose the right eCommerce website in order to do well online. The organisation wants to use a popular online marketplace like Amazon for selling their products.
[bookmark: _Toc153972029]2.1 Introduction to the Marketplace
EcoSmart Solutions has decided to make use of Amazon as its online store due to the numerous benefits offered by this global company. Amazon has lots of customers and strong operations that help EcoSmart Solutions reach a big new audience interested in smart home products. EcoSmart Solutions wants to use Amazon's platform to connect with homeowners who like using technology and are between 25 and 55 years old (Chesbrough, 2003). Furthermore, Amazon's reputation for being trustworthy and having easy-to-use interfaces reflects EcoSmart Solutions' commitment to providing accessible and innovative smart home energy solutions. This important partnership makes EcoSmart Solutions' products easier to see and also benefits from the trust and convenience of the Amazon brand. This creates a good environment for EcoSmart Solutions to successfully promote and sell their advanced products in the competitive online business world.
[bookmark: _Toc153972030]2.2 Content Strategy
Product Descriptions: EcoSmart Solutions makes sure to describe products clearly and effectively on the online store. Each item is carefully listed, showing its parts, how it saves energy, and any user-friendly features (Teece, 2010). Using simple and clear language helps people understand the benefits of a product quickly. It helps convince them to buy it.
High-Quality Photographs: The EcoSmart Solutions website uses high-quality photos to make it look really good. These pictures show off how well the products are designed and how they work (West, 2006). Different types of pictures from different angles and use cases are shown, giving online shoppers a detailed and visually appealing look at EcoSmart Solutions' creative products.
Customer Reviews and Testimonials: Pursuing trust-building, EcoSmart Solutions successfully encourages customer reviews (Singh, 1998). Positive comments on the website make the products and brand seem more trustworthy. They help show that the products are good. EcoSmart Solutions can use the content created by users to convince more people to buy their products and make their company look good.
Educational Content: The business website becomes more helpful when EcoSmart Solutions adds educational information (Barney, 1991). This could include blog posts, pictures, or videos explaining the benefits of smart home energy management. Helpful tips for using items in the best way and understanding how to live in a practical way enhance the customer's experience and provide helpful guidance for independent living.
Interactive Features: EcoSmart Solutions cares a lot about getting their customers involved through fun activities. Talking with clients and answering their questions makes them feel like they belong to a community (Grant, 1996). The main goals of this space are to make the customer experience better overall and to build a helpful user community. It's a place where users can share their experiences, ask questions, and give advice to each other.
[bookmark: _Toc153972031]2.3 Payment Services and Compliance
Payment Services: EcoSmart Solutions is making sure that customers can easily and safely pay for things by using trusted payment services like PayPal. This option makes it easier for customers to pay for their purchases, and it's a reliable way to do it (Armstrong, 2018). Furthermore, the Internet business platform allows flexibility by accepting major credit and debit cards, catering to the different preferences of the customer base. This focus on reliable payment options to build trust in our transactions and to create a user-friendly online shopping experience.
Compliance Issues: EcoSmart Solutions makes sure to follow the rules of the Payment Card Industry Data Security Standard (PCI DSS) to keep things secure. This duty includes making sure that payments are processed securely, using strong codes to protect financial information, and regularly checking to make sure everything is secure (Setiawan, 2010). EcoSmart Solutions promises to protect client information and make clients feel sure that their money is safe when they do transactions. The company is very focused on making sure its customers' information is secure when they buy things online. They follow the rules of the Payment Card Industry Data Security Standard very closely.
Data Protection Regulations: EcoSmart Solutions makes sure to follow strict rules to protect information, like the GDPR and PECR, because it's important for its work (Haenlein, 2010). The organisation promises to get permission to use your information, gives you easy ways to stop getting advertising messages, and supports your rights as a customer, such as the "right to be forgotten. " By following these rules, EcoSmart Solutions not only follows the law, but also builds trust and transparency in how it handles your information, showing its commitment to protecting privacy and respecting your rights.
Security Measures: EcoSmart Solutions makes sure that information is safe by using a complete method. This includes making sure that only authorised people can access data in the cloud, and keeping data safe when it's being sent and when it's not. They also regularly update how they keep data safe (Ellis-Chadwick, 2019). These simple parts of the organisation's way of doing things help to protect against possible dangers. Being quick to respond to default access and making constant changes improve general information security measures, making a strong and active security system. EcoSmart Solutions is committed to protecting important information by regularly fixing problems and staying ahead of security updates. They work hard to keep their customers' data safe.
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In the competitive world of home energy management, EcoSmart Solutions uses a strong marketing plan to promote its products to the right customers and make the most of digital platforms to reach more people.
[bookmark: _Toc153972033]3.1 Promotion Strategy
Communication Mix:
Advertising: EcoSmart Solutions knows how important it is to advertise to make people aware of the brand and increase sales. The company will run ads online and in person to show off the important features and benefits of its smart home energy devices. Digital marketing, like online ads and paid search engine campaigns, will be focused on reaching a larger audience.
Public Relations: EcoSmart Solutions needs to have a good reputation to do well. The organisation plans to participate in advertising activities like issuing press releases, teaming up with eco-friendly groups, and joining in important events and industry shows (Jones, 2009). This makes the brand easier to see and also shows that EcoSmart Solutions is a leader in sustainable living.
Direct Marketing: Creating incentives for potential customers is a crucial part of the marketing plan (Marshall, 2019). EcoSmart Solutions will offer deals like special packages, limited-time offers, and discounts to people who use their products early. These improvements are designed to encourage quick action and keep things moving.
[bookmark: _Toc153972034]3.2 Target Customer Analysis
Segmentation: EcoSmart Solutions uses a careful process to find its target customers. The main people who are interested in sustainable living are homeowners between 25 and 55 years old. In simpler terms, the focus is on smart and creative people who are looking for energy-efficient solutions for their homes (Pettitt, 2013). This method makes sure this understand the needs and preferences of the target market in a detailed way.
Targeting: EcoSmart Solutions understands its audience and focuses on marketing to homeowners who care about saving energy and being environmentally-friendly (Chesbrough, 2003). EcoSmart Solutions is the best brand for easy-to-use smart home energy solutions, according to their plan to attract customers. The brand wants to be the top choice for smart shoppers by matching their preferences and qualities.
Positioning: Key situating is essential for EcoSmart Solutions' market technique. The brand attempts to situate itself as a pioneer in brilliant home energy arrangements, emphasising key mainstays of cost-saving and maintainability (Christensen, 1997). The story spins around state of the art innovation, easy to understand interfaces, and a steadfast obligation to encouraging a greener way of life. This situating not just separates EcoSmart Solutions in a serious scene yet additionally reverberates with purchasers looking for cutting edge yet eco-cognizant answers for their homes.
Marketing Environment Model: EcoSmart Solutions operates in a special marketing environment and understands the importance of adapting to outside factors. It carefully studies how money moves, what people like, and new ideas to make sure our brand stays in line with what people want and with what's happening in the industry (Porter, 1985). This flexible approach helps EcoSmart Answers succeed, by allowing the brand to handle problems and take advantage of new opportunities in the constantly changing marketing world.
[bookmark: _Toc153972035]3.3 Utilising Digital Platforms
Social Media (Facebook, YouTube, Instagram): EcoSmart Solutions uses social media like Facebook, YouTube, and Instagram to persuade people about their products. They know that virtual entertainment can influence what people think about their brand (Teece, 2010). Facebook becomes a community hub where people share tips on saving energy and have meaningful conversations. Youtube is used to teach people about EcoSmart Solutions' products by showing videos that explain how they work and the benefits they provide. In the meantime, Instagram shows off the products in a cool way, making them look good and showing how people use them. This creates a fun and exciting brand experience.
Paid Search Engine (Google): EcoSmart Solutions uses Google's big advertising power to show up more in search results and reach people interested in smart home energy solutions. By carefully choosing keywords and creating specific ads, the brand makes its Google advertising campaigns more effective (West, 2006). This important method not only brings a lot of people to its online store, but also makes EcoSmart Solutions stand out in the digital world where people are looking to buy things.
Email Marketing: Email marketing is an important part of EcoSmart Solutions' digital plan and is at the core of it. The organisation collects email addresses before sending out promotions, so they can build a large and engaged group of subscribers (Singh, 1998). This send special emails with content made just for you, great deals only for you, and updates on our products. Following the rules for protecting information, like GDPR and PECR, is really important. It shows that the organisation cares about its customers' information and wants to build trust with them.
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In a time when keeping information safe is very important, EcoSmart Solutions is focused on meeting the highest standards to comply with the General Data Protection Regulation (GDPR) and the Data Protection Act of 2018. This part is about how the organisation will figure out the rules to protect client information and make sure they handle information in a fair and trustworthy way.
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Introduction to GDPR and Data Protection Act: The GDPR is an important rule that controls how personal information is used in the EU and EEA. It is very important for protecting people's data. GDPR has strict rules for collecting, using, and storing people's personal information to keep it safe. A new set of rules called the Information Security Demonstration of 2018 adds to and makes the GDPR's rules stronger in the United Kingdom (Barney, 1991). It introduces more guidelines and expectations for keeping information safe. These rules create a strong system that lets people control their own information. It also makes sure that organisations, like EcoSmart Solutions, keep information safe and secure.
Compliance Strategy: EcoSmart Solutions values getting permission before using customer information, to respect their right to privacy. The organisation tells clients exactly why they collect and use their information, being open and providing helpful advice. Before doing any work for our clients, EcoSmart Solutions always makes sure to ask for their permission and ensures that they understand how their information will be used (Grant, 1996). Also, the company makes it a top priority to give its customers control by easily including ways for them to choose not to receive certain communications. This important method helps people control their feelings, especially when it comes to communicating better. EcoSmart Solutions follows rules to keep information safe and builds trust with its customers when using their personal information.
Top of Form
Opt-Out Mechanisms: EcoSmart Solutions helps clients be more independent by combining easy and accessible tools for marketing communications. The organisation makes sure it's easy for people to withdraw by giving simple instructions in their emails (Armstrong, 2018). Furthermore, the eCommerce website's user accounts make it easy for customers to control how they receive messages. This commitment to using easy and uncomplicated quitting procedures shows that EcoSmart Solutions respects people's choices. It allows customers to decide how much they want to be involved in marketing efforts.
Data Subject Rights: EcoSmart Solutions focuses on protecting the rights of people's information as outlined in the GDPR. It highlights the important right to have information deleted. People can ask for their information to be deleted without needing to give a big reason (Setiawan, 2010). The organisation has set up ways to deal with handle demands effectively and be clear and responsible with how they manage information. EcoSmart Solutions is committed to handling information responsibly and ethically. They strive to build trust with their customers by respecting and protecting their privacy rights.
[bookmark: _Toc153972038]4.2 Securing Customer Data
Encryption Facilities: EcoSmart Solutions takes your information security seriously by using very strong encryption to keep your information safe. It uses the latest security technology to protect all client information, whether it's being sent or stored (Haenlein, 2010). This important way of doing things protects sensitive information, like personal details and financial transactions, from being accessed by unauthorised people. Encrypting information is a very important step in keeping client information safe and private, following the highest industry standards.
Secure Access to Cloud Provider: EcoSmart Solutions focuses on making sure it has secure access to its cloud provider and uses strict controls and monitoring (Ellis-Chadwick, 2019). Rules, checking in many ways, and controlling who can enter based on their job make up the basis of this process. By strengthening the security of its cloud platform, the company reduces the risk of unauthorised access and potential data breaches, providing strong protection against network security threats.
Default Access Sensitivity and Regular Changes: EcoSmart Solutions focuses on making sure that default access settings are very secure as part of keeping its data safe. The organisation makes sure to manage and control who has access to important information, so only authorised staff can see it at first (Jones, 2009). In a proactive way, EcoSmart Solutions makes a series of important changes to reach agreements. EcoSmart Solutions is making its security stronger to protect important information and make sure its data is safe. This will help reduce the chances of someone getting in without permission because of old credentials or permissions.
Continuous Security Updates: EcoSmart Solutions is very committed to keeping your information safe. They regularly update their security measures to make sure everything is secure. The organisation stays safe by regularly updating their security and doing thorough security checks (Marshall, 2019). If find any weaknesses, this will quickly take action to fix them and keep everyone safe. The company is very committed to keeping their customers' information safe by constantly updating their security measures. This shows that they take data protection very seriously and want their customers to trust them.


[bookmark: _Toc153972039]Conclusion 
In conclusion, EcoSmart Solutions has come up with a good business idea that matches the changing needs of customers. Smart home energy solutions are becoming popular because people want to save energy and be more environmentally friendly, especially because of events like the Coronavirus pandemic and the economic impact of the conflict in Ukraine. Using Amazon ensures that you can reach a large and diverse group of customers and cater to their different needs. The STP model focuses on selling to homeowners who care about the environment and want modern energy solutions (Pettitt, 2013). The eCommerce plan uses strong privacy rules and detailed product descriptions to make online shopping better and build trust. EcoSmart Solutions is a top company in the smart home energy market. They focus on saving money and being eco-friendly. The new plan is flexible and can be used in many different situations. It shows that the people who made it understand the market and have good ethical policies. Carrying out suggestions to expand sales, tailor advertising to specific regions, spend money on research and development, enhance customer service, and explore partnerships will make the business stronger as it starts this new project, helping it to be successful in a changing market.Top of Form
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Speaker’s Note: Introduction
EcoSmart Solutions offers a unique approach to controlling household energy while embarking on an incredible journey. The show helps us understand how the company deals with the challenges of making and selling products when prices for materials and energy are high (Rosenbloom, 2016). The audience can learn more about EcoSmart Solutions' place in the market and what makes it different from others. Together, they explore how the vision can make the future eco-friendlier and productive. This experience will provide insights into the creative core of EcoSmart Solutions, preparing for a sustainable and advanced technology.
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Speaker’s Note: The Market Gap or Problem
EcoSmart Solutions is trying to find solutions that can be supported in a market that is changing because of a turbulent economy. The prices of things this buy and energy are going up because of the coronavirus pandemic and the conflict in Ukraine. It's making life hard for shoppers. A usual course of action reaches a point where it has to deal with unexpected problems and higher costs. In today's economy, it is important to come up with new ideas because of a combination of global events (Ellis-Chadwick, 2019). Customers want choices that help reduce the impact of rising costs and also align with a bigger commitment to environmental sustainability. EcoSmart Solutions stands out in the changing world of smart home energy solutions as a creative guide, offering a new perspective. As it goes deeper, you can see how its creative way of doing things helps solve current problems and opens up new possibilities for managing energy in the future.
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Speaker’s Note: Proposed Solution (Product/Service)
EcoSmart Solutions is leading the way in helping people manage their home energy usage. They have created smart solutions to help people deal with rising consumer goods and energy costs. The new product includes high-tech devices and services that help homeowners have efficient, affordable, and smart energy solutions. This technology includes smart home devices that use advanced technology to help people monitor and control their energy usage easily. EcoSmart Solutions takes care of modern families' needs with smart thermostats, energy-efficient lights, and automated appliances (Brynjolfsson, 2017). The need to be responsible and take care of the environment is clear in every aspect of the product design, making sure it is comfortable for the customer while also being good for the environment. EcoSmart Solutions fills a gap in the market by offering customers a product and a system to manage their energy efficiently. By giving homeowners helpful information and easy-to-understand tools, the arrangements help them make smart choices that save money and reduce their environmental impact. People can join EcoSmart Solutions on a journey to change how this manage energy at home. They are offering a solution to problems and a vision for a smarter, more affordable future.
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Speaker’s Note: Market and Competitive Analysis Highlights
EcoSmart Solutions worked really hard to understand the market and its competitors. They found important information that will help the brand be very successful. The results show that the area has changed because energy and consumer goods are more expensive. This means this need to find smart and affordable ways to deal with these changes. The difficult environment provides an opportunity for EcoSmart to stand out by being different. One of the great discoveries is that more and more people all over the world are focusing on using less energy to live in a way that helps the environment. Buyers today want to find deals that are good for the environment without giving up on comfort (Belk, 2019). EcoSmart Solutions is a top company with advanced technology and easy-to-use products that are also good for the environment. The novel promotes not only the smart home energy solutions of EcoSmart Solutions but also the overall environment it provides. EcoSmart Solutions offers more than just devices - it provides a complete energy management experience, which sets it apart from its competitors. From always trying new things to making personalised offers, the company is committed to making sure that every customer saves money and helps the environment. EcoSmart Solutions is doing well in a tough competition, thanks to its ambitious dreams that go beyond the usual. Join the company in improving home energy management and embracing a future where innovation meets sustainability.
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Speaker’s Note: Summary Business Concept and Model
The presentation discusses EcoSmart's Business Blueprint, a novel concept centered on creating user-centric, sustainable products using cutting-edge technology. EcoSmart Solutions envisions a future where every home becomes a hub of energy efficiency, using smart technologies to save resources. EcoSmart offers great ways to save energy at home. They have more than just regular devices. They give clients everything they need to manage and improve their energy use. EcoSmart's incentive is focused on giving clear benefits to customers. The products save money, help the environment, and are important to people who want to live greener lives (Harris, 2007). This make sure that using our devices helps our clients in their everyday life. EcoSmart has a business plan that focuses on being sustainable and growing. The organisation will now sell more products and offer membership services with advanced features, as well as form important partnerships. This hard method makes sure EcoSmart makes money regularly and can be flexible in a fast-changing and competitive market. EcoSmart Solutions is a leader in changing how people manage energy in their homes. They use creative ideas, natural awareness, and designs based on what clients need.
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Speaker’s Note: Competition and Differentiation Strategy
In order to be the best in the market, EcoSmart Solutions is sharing its strong strategy to stand out and be a top competitor. EcoSmart Solutions is different because it uses the latest technology while also promising to be sustainable. EcoSmart helps people manage and improve how much energy their home uses. It does more than its competitors to help people save energy. Our products fulfil customers' practical needs and also reflect their desire for environmentally friendly living. EcoSmart is a brand that cares about how their products look and work. They focus on making things easy to use and making them look good (McAfee, 2014). EcoSmart is different from other companies because it's a leader in smart home energy products. By meeting the demand for sustainable living, this can attract environmentally aware customers who want new and complete solutions. EcoSmart wants to become more well-known and successful in the market by working with important groups, advertising, and making improvements. This want to offer something special that our customers will like.
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Speaker’s Note: Marketing Strategy
EcoSmart Solutions is trying to make their brand more well-known and get customers more involved. They have a big plan to use many different ways of advertising to catch people's attention. EcoSmart uses social media platforms like Facebook, YouTube, and Instagram to create an active online community. Facebook is a place where people come together to talk and share tips about saving energy. It helps people connect with each other and get involved in their community. EcoSmart Solutions devices have videos on YouTube that explain all their features and benefits in detail. At the same time, Instagram shows off attractive content that highlights the sleek design and real-life use of the products. EcoSmart uses different stages to create a special online presence, connect with customers, and build a community focused on sustainable living (Schneier, 2015). The company increases its visibility by paying for ads on Google's search engine. This makes sure that people can see the company when they search for smart home energy solutions. Making the phrases shorter and giving special deals make Google Ads work better and bring more people to our online store. Email marketing is a key part of EcoSmart's digital strategy, building a loyal group of supporters through promotions before sending emails. The next emails will have special content, exclusive deals, and product updates. EcoSmart promises to protect customer information in a way that follows the rules, like GDPR and PECR, to make sure it's treated in a fair and ethical way. This special way of doing things helps people connect with the brand right away, which keeps them coming back to buy more. EcoSmart Solutions is really good at reaching out to people and getting them interested by showing how they are a strong and active company in the market for smart home energy solutions. They do this by using a good marketing plan.
[image: ]
Speaker’s Note: Privacy and Data Protection
EcoSmart Solutions is focused on protecting client trust by using strong security measures. This are dedicated to following GDPR and the 2018 Information Security Act. The organisation cares about being honest and fair with the client's information. They start by asking for permission to use the data. Customers are well-informed about why this collect their information and this make sure to get their permission before this use it. Components of quitting are always matched across communication methods, considering people's preferences and ability to participate. Easily choose options like read receipts and account settings to help manage your messages and communication preferences (McAfee, 2014). Despite following the rules of GDPR, EcoSmart uses strong encryption to keep data safe when it's being sent and when it's not being used, so that sensitive information is protected. Strict rules for safely accessing the cloud provider, like verification steps and role-based restrictions, improve overall data security. Careful management of default access settings and ongoing changes reduce the risk of unauthorised access, showing EcoSmart's strong commitment to high standards of information protection and security. The pictures on this slide show how EcoSmart is committed to building trust in its customers by using strong security and consistent measures.
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Speaker’s Note: Lessons Learned and Future Benefits
EcoSmart Solutions gained valuable insights from the project when they reflected on the trip. The careful study and organisation process showed the importance of being flexible in a special business environment. A better understanding of how people buy things and what's popular in the market was gained by learning about the challenges caused by big events and changes in the economy. This information will be important in shaping the future of EcoSmart Solutions. The need to keep improving, be sustainable, and keep customers happy became the main focus for business flexibility (Harris, 2007). Identifying ways to sell products differently, focusing on certain advertising methods, investing in research and development, improving customer service, and exploring partnerships are seen as important suggestions. Implementing these examples helps the business prepare for challenges and puts EcoSmart Solutions in a good position for growth and success in the constantly changing market. The experience gained from this task helps us navigate and plan well, making sure EcoSmart Solutions can adapt and respond to new opportunities.
[image: ]
Speaker’s Note: Conclusion
In conclusion, the PowerPoint shows how EcoSmart Solutions is coming up with new and creative ways to improve smart home energy solutions. It smartly deals with problems caused by money movements and global events, and offers a clear vision for the future. The market and thorough research show how a business is different from others, and what its idea and model are. The opposing system separates EcoSmart Solutions, while the marketing process aligns with a diverse audience for a wide visibility (Belk, 2019). The disagreement system splits EcoSmart Solutions, but the advertising process matches with a diverse group for a big visibility. String protection methods and following GDPR rules show the importance of earning the trust of customers. The show ends with thinking about important lessons learned and how these experiences will help EcoSmart Solutions succeed in the future. This awesome feature helps you move forward and plan for the future in a way that is easy to manage.
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