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EXECUTIVE SUMMARY 
This comprehensive overview effectively captures the core elements of the Hydroclear bottle business proposition by a company called Prosperitas, including market analysis, product development, marketing strategies, and legal considerations. The application of SCAMPER techniques was explored in the improvement of an ordinary gym bottle into the hydro clear bottle. And a conclusion was made.
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[bookmark: _Toc172879903]1. INTRODUCTION
[bookmark: _Toc172879904]There are still clear signs of how innovation and creativity have changed the modern workplace in every part of business. Companies can create environments that are good for adaptability, problem-solving, and getting ahead of the competition by encouraging a mindset of creativity. Those characteristics are important for surviving in today's energetic and complicated business world (Dhondt and Van Hootegem, 2015). Additionally, globalisation and the combining of technology have increased the need for new and creative solutions, making creativity an important skill. In the end, workplaces change to value teamwork, employee freedom, and taking risks, all of which are important for innovation (Hotho, and Champion, 2011). 
This report explores a new idea from the company Prosperitas. The company's goal is to turn a regular gym bottle into a more modern, clear Hydroclear bottle that offers benefits like a more stylish and healthier way to stay hydrated.

2. BUSINESS PROPOSITION: Hydro clear gym bottle by Prosperitas
Prosperitas is proposing the development as well as production of the revolutionary gym bottle, called the Hydroclear. By building on the existing ordinary gym bottle technology, incorporating a more innovative clear material, the Hydroclear bottles will redefine the hydration experience for their consumers. The business proposition below explains the product development, existing market opportunity, manufacturing, and marketing for this business idea (Payne, and Frow, 2014).
2.1 Market Analysis
Globally, the bottled water market is experiencing huge growth, due to the increase in health consciousness as well as consumer demand for more convenient hydration solutions combining aesthetics, functionality and durability (Parag etal., 2023). Through Hydroclear, prosperitas intends to meet this demand by providing a product meeting these criteria and providing that unique visual experience.
2.1.1 Market research: Gym Bottle Market Forecast 2024-2028
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The global sports bottle market size is estimated to grow by USD 901.15 million between 2023 and 2028 exhibiting a CAGR of 4.45%. This market growth is based on factors like the
increasing health and fitness awareness, a spike in the demand for eco-friendly sports bottles, and the increasing popularity of personalized hydration tracking. (www.technavio.com, 2024)
2.2 Competitors for a Hydroclear Bottle Business
As for prosperitas, the main potential competitors for the Hydroclear bottle are categorized into direct and indirect competitors.
[bookmark: _Hlk172804311][image: ]
To gain a competitive edge in the market prosperitas’ Hydroclear bottles need to be differentiated by placing more emphasis on their unique selling points like style, durability, and environmental friendliness (Dean and Pacheco, 2014).
Potential Competitors for Hydroclear Bottles in the UK
Because hydro clear is manufactured in the UK, geographically this becomes its first market. However, the UK market is saturated with many water bottle brands. Some of the main competitors for prosperitas’ Hydroclear bottle include Mainstream Brands (Chilly's, Hydro Flask, Klean Kanteen, and Thermos) and Niche Brands (Lifestraw, Bobble, HidrateSpark)
2.3 Product Development
The Hydroclear is proposed to be a high-quality gym bottle made from food-grade stainless steel that has both durability and a clear body. Such an innovative design will allow consumers to see through the bottle and encourage healthier hydration choices and experiences. 
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2.4 Ordinary gym bottle modification into the hydroclear bottle
Prosperitas applied SCAMPER technique to convert an ordinary gym bottle into a hydro clear bottle by doing the following. 
a. Substitute: Prosperitas replaced the ordinary bottle’s opaque material with a transparent one.
b. Combine: Prosperitas integrated additional features such as a built-in filter, and thermal insulation.
c. Adapt: Prosperitas adjusted the bottle's shape to fit different lifestyles i.e. wide for gym workouts and slim for running, 
d. Modify: Prosperitas changed the bottle's surface finish for improved grip.
e. Put to Another Use: Prosperitas created a multi-functional bottle to serve beyond water storage for example it could work as a snack container, pill compartment. 
f. Eliminate: Prosperitas removed unnecessary features such as complicated opening mechanisms, excess weight to simplify the design.
g. Reverse: Prosperitas considered a bottle that cools rather than insulates.
Using SCAMPER principles, Prosperitas was able to generate the hydroclear idea an improvement in the design and functionality of an ordinary gym bottle as suggested by Idek (2016).
2.5 Target customers
As for prosperitas, the target customers for its Hydroclear bottle are mainly:
a) Health-conscious individuals:  Such people tend to give healthy living and hydration priority.
b) Fitness enthusiasts:  These include the athletes, Gym-goers, and active individuals.
c) Eco-conscious consumers: People with more preference for reusable products in comparison to the ordinary single-use plastic bottles.
d) Fashion-forward individuals: Individuals who are interested in stylish and functional products.
e) Office workers: People who seek a practical and more stylish water bottle for use while at work.
2.6 Regional market for the hyrdoclear bottle.
The unique blend of style and functionality, that the hydro clear water bottle offers comes with a global or broad potential market. Some key regions and countries with potential market include:
Developed Markets:
a) North America: Canada and the United States
b) Europe: France, UK, Germany, Spain, Italy 
c) Asia-Pacific: South Korea, Japan, New Zealand Australia
The above regions are known to represent a strong consumer base interested in fitness, health, and sustainable products.

Emerging Markets:        Brazil, India, China, Middle East



[bookmark: _Toc172879905]3.ECOMMERCE
E-commerce is known to fuel innovation through the creation of a demand for unique customer experiences, drive digital transformation, and encourage creative solutions for product development, supply chain management and marketing (Faccia etal. 2023).


3.1 Setting Up an eCommerce Website for prosperitas’ hydroclear bottle
As for Prosperitas, the ecommerce website can showcase the Hydroclear bottle, using very high-quality product images and followed by very detailed descriptions. The site would emphasize the hydroclear bottle's unique selling points for example, durability, clarity, and insulation.  The website would also   provide secure checkout, user-friendly navigation, and very informative product reviews to improve the customer’s experience (Tandon, etal., 2016).
3.2 Key Factors When Choosing an Ecommerce Platform
Being able to Select the right ecommerce platform is necessary for the successful promotion and sale of the Hydroclear bottle. Some of the key factors to consider include the following:
a) Platform Features
· Product Management:  The platform needs to be easy to edit, add, and manage details about the product such as inventory and images.
· Design Flexibility:  The platform needs to have customization options matching the brand identity, creating a visually appealing store.
· Payment Gateways: The Platform should be able to integrate with more than one payment option to give customers convenience.
· Shipping and Fulfillment: should offer efficiency in processing customer orders and manage shipping.
· Marketing Tools:  should have features for email marketing, SEO, and promotions built in.
· Analytics and Reporting:  should have the tools to track the customer behaviours, sales, and the performance of the website.

b) Cost and Scalability
· Pricing Plans:  The platform should be able to evaluate several pricing models, for example subscription or transaction-based, and there after select one in alignment with the prosperitas’ budget as well as growth plans.
· Scalability: The appropriate platform should be able to handle increased sales and traffic as the business grows.
C) Ease of Use and Support
· User Interface:  A platform with a more user-friendly interface makes product management and order fulfilment simple.
· Customer Support:  The platform should have the most reliable and responsive customer support as this is necessary for troubleshooting any arising issues.
c) Integration Capabilities

· Third-Party Apps: The platform should have the ability to integrate with the shipping, marketing as well as accounting tools.
· API Access:  The platform should allow further customization as well as advanced functionalities.
d) Security
· Data Protection:  The appropriate platform should have strong security measures to safeguard prosperitas’ hydro clear bottle’s customer information.
· Fraud Prevention:  The platform should have built-in tools that can detect and prevent any real-time fraudulent transactions.
The careful consideration of the above-named factors, provide sound guidance during the selection of an ecommerce platform which aligns with prosperitas’ business goals and provide a basis for prosperitas to run an online store successfully as suggested by Tandon etal (2016).
[bookmark: _Toc172879906][bookmark: _Hlk172834172]4. SOFTWARE AS A SERVICE (SAAS) 
Software as a Service (SaaS) is known to empower innovation through the provision of accessible tools which enable rapid data analysis, prototyping, and collaboration. SAAS aids creativity by providing flexible platforms which encourage experimentation as well as agile development, which in the end accelerates the business to transform ideas into more tangible products and services (Barqawi, 2014).
4.1 Leveraging SaaS for Hydroclear Bottle Promotion
SaaS platforms enhance Prosperitas' sales and marketing efforts for Hydroclear bottles, by using the following means.
a) E-commerce Platforms
Platforms such as Shopify, WooCommerce, are used in the creation of an online store, which allows prosperitas’ customers to directly purchase Hydroclear bottles.
b) Customer Relationship Management (CRM) 
Several tools such as the Salesforce or HubSpot enhance management of customer interactions, tracking of sales, and analysing customer behavior which is useful in refining prosperitas’ marketing strategies.
Marketing Automation: Platforms such as HubSpot or Mailchimp are used in the automation of social media posts, email campaigns, and personalized marketing messages.
Social Media Management: Tools such as Hootsuite are used in scheduling and managing social media content, engage with potential customers and build brand awareness.
Analytics Tools: Google Analytics prosperitas insights into website traffic, marketing campaign performance and customer behaviour.
Design Tools:  Other design SaaS such as Adobe Creative Cloud are used by prosperitas to create more engaging visual content for product images, social media, and marketing materials.
Effective utilization of SaaS platforms enables Prosperitas to streamline its operations, drive sales for Hydroclear bottles while enhancing customer engagement as suggested by Kshatri, (2022). 
c) Utilizing Marketplaces for Hydroclear Bottle Promotion
Several marketplaces such as Amazon and eBay provide opportunities for promoting products. Having a presence on such platforms, allows Prosperitas to tap into a huge customer base. The platforms provide Prosperitas tools that are necessary for customer reviews, search engine optimization, and order fulfilment. In addition, they provide important insights about consumer behaviour using sales data as well as analytics according to Reinartz, etal (2019). Maximising on the use of marketplace features like sponsored listings and advertising, can help Prosperitas increase its Hydro clear bottle’s visibility and drive sales.
[bookmark: _Toc172879907]5. PAYMENT ACCEPTANCE MECHANISMS 
Payment acceptance mechanisms are necessary for Prosperitas to be able to convert potential customers into buyers. Having several payment options such as digital wallets, PayPal, cards, and payment instalments, allows Prosperitas to increase its customer convenience and trust (Szumski, 2020). Such flexibility increases sales through impulse purchases. In addition, secure payment gateways provide protection for customer data, promoting loyalty and repeat business for Prosperitas’ Hydroclear bottle.
5.1 Shopify Payments as a Strategic Choice for Prosperitas.

Selling Hydro clear bottles using Shopify Payments gives Prosperitas several advantages.  Such advantages include ethe following.

· Simplified Checkout:  The integration of Shopify Payments allows Prosperitas to streamline its checkout process, which improves the customer experience and reduces the rates at which shopping carts are abandonment.
· Reduced Transaction Fees: Shopify Payments can provide more competitive transaction rates in comparison to third-party payment gateways, which in the end improves the business’ profit margins.
· Security: Shopify payments have a built-in fraud protection and data encryption system making transactions secure and building the customer trust.
· Global Reach: Shopify Payments can support more than one currency as well as payment methods, which expands Prosperitas’ potential customer base for Hydroclear bottles.
· Seamless Integration: Shopify Payments offers seamless integration with the ecommerce platform, as part of the Shopify ecosystem, which simplifies customer order reconciliation and management. 
· Chargeback Protection: Shopify Payments minimizes business financial losses by providing tools that support the management of chargebacks.
[bookmark: _Toc172879908]6. MARKETING AND SALES STRATEGY
Target Market: Prosperitas’ hyrdoclear bottles targets fitness enthusiasts, health-conscious consumers, and environmentally conscious people.
Marketing Channels: Prosperitas intends to use influencer partnerships, social media, as well as content marketing in the creation of brand awareness as well as the generation of their consumer interests.
6.1DIGITAL MARKETING
Since digital marketing is necessary in the promotion of the Hydroclear bottle, prosperitas would employ the following digital strategies below. 
a. Social Media Marketing
Prosperitas would use platforms such as TikTok, Instagram as well as Facebook in showcasing the hydroclear bottle's features, lifestyle appeal, benefits. By engaging with the target audience using content that is visually appealing, influencer partnerships, and user-generated content.

b. Content Marketing
By creating blog posts, videos and articles, which highlight the clear water bottle usage benefits, importance of hydration, and other unique features of Hydroclear. Optimization of content for search engines (SEO) to improve the hydro clear bottle’s visibility.
c. Email Marketing
Building an email list and sending targeted campaigns introducing new promotions, products and customer testimonials.
d. Influencer Partnerships: 
Through collaborations with health and wellness bloggers, fitness influencers, and environmental advocates prosperitas can promote the Hydroclear bottle.
e. Paid Advertising
Using platforms like social media advertising and Google Ads, Prosperitas reaches a wide audience, driving traffic to the website.
f. Search Engine Optimization (SEO)
By optimizing the website and product listings using relevant keywords which improves search engine rankings.
g. User-Generated Content
Encouraging customers in sharing their experiences about the Hydroclear bottle on their social media encouraging branded hashtags.
A combination of such digital marketing tactics, prosperitas can effectively promote their Hydroclear bottle and build a brand presence as suggested by Olson etal (2021).
6.2 Distribution
Prosperitas will partner with sporting goods stores, fitness retailers, and several online platforms to distribute the hydro clear bottle to their wide customer base.
[bookmark: _Toc172879909]7.CUSTOMER JOURNEY
Being able to understand the customer journey is very necessary for prosperitas to improve their customer experience and drive growth. Mapping out the customer's interactions with a brand, enables prosperitas to identify areas for improvement, pain points, and opportunities for customer engagement. Prosperitas focuses on the customer's perspective, to tailor the hydro clear bottle features and communications to meet their customer needs on all touchpoints, which results to improved customer relationships and competitive advantage (Adrienn, 2023).
The Hydroclear Bottle Customer Journey
[bookmark: _Toc172879910]The Hydroclear bottle's customer journey begins when a consumer needs a functional, attractive, and durable water container. The hydroclear bottle's transparent form fits these objectives, distinguishing it from gym bottles. Awareness is raised by word-of-mouth, social media, and in-store displays. 
Then the consumer researches and compares Hydroclear to gym bottles. Durability, design aesthetics, affordability, and insulation are considered now. Review and testimonials affect product purchases.
Purchase decisions are based on brand reputation, perceived value, and availability. Customer satisfaction is maintained via product durability and performance after purchase. The hydro clear bottle makes water intake monitoring easier, encouraging healthier hydration. Positive consumer experiences lead to customer advocacy, loyalty, and repeat purchases. 


8.PRIVACY AND DATA PROTECTION 
Privacy and data protection foster innovation and creativity in the workplace. They create a secure environment with employees feeling comfortable with ideas sharing and risks taking. Data protection measures foster trust building, internally and externally, which encourages collaboration and information flow (Custers etal., 2018). By safeguarding sensitive data, organizations like prosperitas can maintain competitive advantage, protect intellectual property and avoid reputational and legal risks.  This ultimately creates a conducive environment for innovation to thrive.
[bookmark: _Hlk172870035]8.1 General Data Protection Regulation GDPR or Data Protection Act 2018
GDPR protects EU and EEA citizens' personal data and privacy (Mondschein and Monda, 2019). The bill gives individuals control over their personal data and simplifies international business regulation by unifying EU data protection rules. 
The fundamental GDPR and Data Protection Act 2018 principles are fairness, lawfulness, transparency, accountability, minimising data, limited storage, purpose limitation, accuracy,
confidentiality and integrity 
The requirements also require prosperitas to responsibly manage personal data and respect individuals' rights. 
How Prosperitas promotes the hydroclear bottle under GDPR and DPA 2018. 


8.2 Prosperitas' Commitment to Data Protection
While marketing the Hydroclear bottle, Prosperitas follows GDPR and DPA 2018 guidelines. A commitment needed to gain customer trust. 
Prosperitas collects only the data needed for order fulfilment and marketing with customer consent. We use technical and organisational steps to secure data from unauthorised access, damage, or loss. Customers have the right to view, delete, or correct their data. Company data practices are transparent thanks to clear privacy policies and regular data management evaluations. Prosperitas ensures consumer trust by prioritising data security. 


[bookmark: _Toc172879911]9.CONCLUSION
[bookmark: _Hlk172873924][bookmark: _Toc172879912]A complete analysis of the Hydroclear bottle business idea showed how the hydro bottle aligns with consumer aspirations for sustainability, health, and style. Innovative and creative, Prosperitas hopes to disrupt the water bottle market with a product that looks good and works well. 
Key rivals and target client segments were identified in the market analysis. Prosperitas needs e-commerce platforms and stronger digital marketing to reach more customers and boost sales.
Customer experience, data protection, and privacy are prioritised to improve brand reputation and customer loyalty. Prosperitas' cautious implementation of this business proposition can help launch and develop the Hydroclear bottle, achieve economic success, and promote a healthy, sustainable lifestyle. 
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Prosperitas ’   Hydroclear   bottle   comp etition  

A.  Direct competition  

1.  S tainless steel water bottle  brands  Companies  providing similar   products .  

2.  Glass water bottle brands  A lthough  they use different  material,   they compete  on the trans parency aspect.  

 

B.  Indirect Competit ion  

1.  Reusable plastic water bottles .  These are affordable and widely available  

2.  Single - use plastic water  bottles  Despite their effect on the environment ,   they   still  c ompete on   convenience and price .    

3.  Water filtration systems  These  compete for the same health - conscious  consumer   the hydro clear bottle.  
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Other hydro clear bottle features include the following  

1  Leak - proof technology  For   prevent ing   spills and messes  

2  Insulation  For   maintain ing the   drink temperature  

3  Wide mouth  To   allo w  easy cleaning and adding ice or fruit s  

4  C arabiner   or  Carrying handle  To prov ide   convenien ce in   transportation  
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* Innovation and creativity are essential for business
success. They drive adaptability, problem-solving, and
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                         INTRODUCTION      • Innovation and creativity are essential for business success. They drive adaptability, problem - solving, and competitive advantage in today's dynamic market. • A culture of ingenuity is crucial. Companies must foster environments that encourage creativity, collaboration, autonomy, and risk - taking. • Globalization and technology accelerate the need for innovation. These factors increase demand for creative solutions. • Workplaces are evolving. To thrive, organizations must prioritize collaboration, employee empowerment, and a willingness to experiment. c   
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                            BUSINESS PROPOSITION A gym bottle by Prosperitas    HYDRO Clear Prosperitas aims to produce Hydroclear, an innovative clear gym bottle, building on existing technology to enhance hydration experience for consumers   
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                      2.1 Market Analysis • The global bottled water market is booming due to increased health consciousness and consumer preference for stylish, functional hydration solutions . • Prosperitas aims to capitalize on this trend with Hydroclear, a unique bottle combining aesthetics, practicality, and durability .      
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            PRODUCT DEVELOPMENT & DESIGN Prosperitas’ proposed Hydroclear bottle is a durable, clear stainless steel gym bottle with a transparent design letting users see their bottles contents, promoting healthier hydration habits .    
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           GYM BOTTLE MODIFICATION (SCAMPER’s technique) Using SCAMPER technique, Prosperitas improved the ordinary gym bottle into the hydroclear by doing the following : Idek (2016).         Substitute : Replacing the ordinary bottle’s opaque material with a transparent one.      Combine : Integrating a built - in filter, and thermal insulation as additional features          Adapt : Adjusting the shape to fit different lifestyles i.e. wide for gym workouts and slim for running,         Modify: Changing the bottle's surface finish for improved grip.        Put to Another Use : Creating a multi - functional bottle to that could work as a snack container, pill compartment.         Eliminate : Removing unnecessary features such as complicated opening mechanisms, excess weight to simplify the design.       Reverse : Considering a bottle that cools rather than insulates.
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                   COMPETITION Potential Competitors for Hydroclear Bottles in the UK include the following below . a) Mainstream brands Chilly's, Hydro Flask, Klean Kanteen, and Thermos b) Niche Brands Lifestraw, Bobble, HidrateSpark .   
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            ECOMMERCE Setting Up an eCommerce Website for prosperitas ’ hydroclear bottle is necessary to emphasize the hydroclear bottle's unique selling points, provide secure checkout, user - friendly navigation, and very informative product reviews to improve the customer’s experience Faccia etal (2023) Tandon, etal (2016).    
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SOFTWARE AS A SERVICE (SAAS)

SAAS enables creativity by providing flexible platforms encouraging experimentation with agile
development, accelerating the business transforming ideas into more tangible products and services.

How Prosperitas Leverages Saa$S for Hydroclear Bottle Promotion

a) E-commerce Platforms

b) Customer Relationship Management (CRM)
¢) Marketing Automation

d) Social Media Management

e) Analytics Tools

f) Design Tools

Prosperitas utilizes several marketplaces such as Amazon and eBay
provide opportunities for promoting products

Prosperitas

Barqawi (2014) Kshatri (2022)
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Payment acceptance mechanisms are necessary for

Prosperitas to be able to offer buyers several payment options such as digital
wallets, PayPal, cards, and payment installments. This increases customer
convenience and trust. Such flexibility increases sales through impulse purchases.

Prosperitas uses Shopify Payments as a Strategic Choice which provides the
following advantages.

e Simplified Checkout e Reduced Transaction Fees * Security

* Global Reach * SeamlessIntegration e Chargeback Protection

Szumski (2020)

Prosperitas
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           Payment acceptance mechanisms are necessary for Prosperitas to be able to offer buyers several payment options such as digital wallets, PayPal, cards, and payment installments . This increases customer convenience and trust . Such flexibility increases sales through impulse purchases . Szumski (2020) Prosperitas uses Shopify Payments as a Strategic Choice which provides the following advantages . • Simplified Checkout • Reduced Transaction Fees • Security • Global Reach • Seamless Integration • Chargeback Protection   
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MARKETING AND SALES STRATEGY
DIGITAL MARKETING

Prosperitas uses the following digital strategies )
Prosperitas

*Social Media Marketing +Content Marketing * Email Marketing
*Influencer Partnerships +Paid Advertising *Search Engine Optimization (SEO)

User-Generated Content

CUSTOMER JOURNEY

Prosperitas’ Hydroclear Bottle Customer Journey

1. Consumer recognizes the need for a functional. 2. Awareness creation via word of mouth
3. Consumer seeks information reading customer reviews. 4. Purchase decision is made.

5. Post purchase.

Adrienn, 2023
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           •Social Media Marketing •Content Marketing • Email Marketing •Influencer Partnerships •Paid Advertising •Search Engine Optimization (SEO) •User - Generated Content DIGITAL MARKETING Prosperitas uses the following digital strategies MARKETING AND SALES STRATEGY CUSTOMER JOURNEY Adrienn, 2023 Prosperitas ’ Hydroclear Bottle Customer Journey 1. Consumer recognizes the need for a functional. 2. Awareness creation via word of mouth 3. Consumer seeks information reading customer reviews. 4. Purchase decision is made. 5. Post purchase.   
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PRIVACY AND DATA PROTECTION

Prosperitas' Commitment to Data Protection ( GDPR)

Prosperities obtains consent from customers before data collection and processing,

Limits data collection to what is hecessary for their order fulfillment and marketing purposes.
Data is stored securely, using appropriate technical and organizational measures protecting it
against unauthorized access, damage or loss.

Customers have clear rights to access, erase or rectify their personal data.

Transparency is maintained in the company data practices using clear privacy policies and
regular reviews of data handling procedures.

By prioritizing data protection, Prosperitas creates a secure and trustworthy environment for customers.

Prosperitas
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           PRIVACY AND DATA PROTECTION Prosperitas ' Commitment to Data Protection ( GDPR) • Prosperities obtains consent from customers before data collection and processing, • Limits data collection to what is necessary for their order fulfillment and marketing purposes . • Data is stored securely, using appropriate technical and organizational measures protecting it against unauthorized access, damage or loss . • Customers have clear rights to access, erase or rectify their personal data . • Transparency is maintained in the company data practices using clear privacy policies and regular reviews of data handling procedures . By prioritizing data protection, Prosperitas creates a secure and trustworthy environment for customers.   
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Conclusion

* Prosperitas intends to
disrupt the water bottle
market with a product that
offers both aesthetic appeal
and functional benefits
using innovation and
creativity.
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                     • Prosperitas intends to disrupt the water bottle market with a product that offers both aesthetic appeal and functional benefits using innovation and creativity.    Conclusion
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