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Overview of case study


Green haven is facing the problem of a rival business that offers
A delivery service. The business is struggling to maintain profit they are faced with the challenge of having to adapt to a new environment. The business is located on a high street with failed businesses which has resulted in less foot traffic to the area.
With the new age of online shopping and social media many customers prefer the comfort of online orders and same day delivery. Green haven does not offer this service putting them at a disadvantage to rival competition. Green haven does not bring in enough revenue to rival with competition able to afford bio gradable wrapping and varieties in flowers such as tulips and orchids. Liam and Priya are struggling with the upkeep of social media and digital marketing which leaves them relying on sales from word of mouth. 








Proposed solutions.

Solution a 

A solution
The problem green haven is facing would be for them to create hours for marketing. A method called outreach. This relies on using leaflets for advertisements in the local high street and nearby supermarkets to hand out flyers for the business to local foot traffic. Networking with other businesses in the area setting up corporate offers to the staff in exchange for the local business to help market green haven. 

Solution B 
The second solution would be for green haven to increase their online social media marketing to be able to compete with rival advertising on digital platforms. Green haven may not have the staff or resources for local delivery services until they have increased profit from sales. For this a strong marketing presence in outreach on the high street and increasing digital marketing activity may be their best solution 




See Grid analysis table.



Evaluation results and justifications.

Social media vs leaflets and marketing.
Social media is less time consuming rather than relying on in person advertisement through out reach and in reach tactics.

The reason for this is that outreach will require finding a company to print leaflets and staff taking up time to speak to foot traffic pedestrians on the high street this alone requires a skilled individual with sales skills. Spending hours talking to customers.

Customer preference does not score much higher than in face conversations. Both marketing tactics can vary depending on individuals. 

The competition is using the new digital age of social media to expand their business. This is where green haven is lacking. By increasing their hours building a platform helps compete with the competition who already has a strong social media presence.







Risk analysis results and justifications 

The risk of social media marketing is very low compared to outreach marketing. Most social media sites are free to use in terms of setting up a business page. The time this takes compared to outreach in person marketing is very low also. 

Outreach marketing requires a fee for printed leaflets time to set up corporate business offers and a good sales team to target the public audience. For a business that is not skilled in social media and digital marketing this is a great way of spreading the message out to locals which would include leaflets through doors posters in local businesses the down fall of this tactic is time consuming the positives reflect on building with the local community. 














Justifications for the implementation plan.

First task would be to create a poster for the green haven business. After that would be to move on to have flyers printed these flyers would then be posted door to door.
The second would be to speak to a local council to arrange permission to hand out flyers on a local busy high street. 

Third would be to market in local supermarkets handing out voucher cards to local shoppers and setting up corporate offers with local businesses. 

Fourth stage of the plan is to create a strong social media presence advertising on platforms such as tik tok Instagram.

The final stage would be to set up a delivery service to compete with rival business offering this service. 






Justifications for the kpi and smart objective


The kpi of outreach marketing is to build community
With the local area and spread the business with the aim of increasing sales and business reputation. This will then increase sales and build enough profit to reach into marketing in local news papers .An example of this would be to have a page spread in the local journal with a picture of the business and a 300 word page describing the services they offer. Branching out into sponsorship with local sports teams would be an option but cost effective to increase community presence. 










Key findings.

My report and key findings on this report is for the business to expand on their marketing and sales through public outreach and social media marketing. The company is located on a high street with failed business not bringing much foot traffic to the area. They are against rival florist business that offer more variety in stock and are able to offer an online presence with a delivery service. They are lacking in the strengths of other business. 

Four bullet point areas.
. Lack of online presence. Small variety of flowers compared to other business
. Location of business
. No delivery service 
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Appendix 1 solutions factors to consider  1-5 grid analysis



	Factors to consider
	Cost
	Time
	Convenience 
	Total

	Weighting
	5
	5
	4
	

	Out reach
	3
                          15
	4
                         20
	3
                          12
	47

	Digital marketing
	2
                         10
	4
                         20
	4
                          16
	46










	Factors to
consider
	Out reach

Time taken
Staff used 
	Social media 

Time taken
cost
	Delivery service
Time taken
Staff used
	total

	weighting
	This can be a very time-consuming marketing strategy   4
	Setting up social media online would need to be frequent 4
	This strategy will increase sales but also
Cost effective
4
	12

	
	
	
	
	









Appendix 2 risk analysis table
	What could cause a risk 
	What is the likely hood of the this risk occuring
	What is the impact of this risk 
	Risk factor
=
Likelihood X impact
	What can you do to reduce this risk 
	If it happens what can you do to minimise this risk 

	Power cut
	3
	4
	12
	You  an reduce this risk by checking energy supply
	Have a electrician on standby for emergency's 

	Staff ring in sick
	4
	4
	16
	Hiring more staff or assigning a member of the team to be on standby
	Have staff ring in sick as soon as possible have others willing to cover

	accidents
	4
	3
	12
	Make sure all staff are first aid trained.
	Have a incident report book for all staff so all incidents are logged












	task
	what
	when
	who
	done
	

	1
Outreach
	Public engagement
Building a community 
	Peak public hours 5pm onwards busy high street times
	Staff
Staff with good customer service skills
	Built community 
 Building increasing reputation
	

	
	
	
	
	
	

	2
Social media
	Digital marketing
	Weekly to increase engagement on social media
	Staff

	Created online presence
Increased social media 
	

	3

Delivery service
	Increased sales
This will help keep flow of orders and compete with other business offering this service
	Specific times using time frame will be less time consuming and will give customers chance to order within these hours
	staff
	Competed with other companies. Offered extra services for the business to make revenue 
	


Appendix 3 Impanation plan

Appendix 4 KPI and smart plan

	Specific

Increase 
customers
	Measurable

Hours spent marketing
	Attainable

Public interest 
	Relevant

Increases sales
	Time-bound

1 month




Key performance indicator 

The goal of this performance indicator is to increase customer interest in the business. By using smart goals, the business can create a plan and time frame to achieve this. Using the marketing strategies through outreach will increase public engagement build a strong community in the area. The opposite of this tactic is in reach giving customers a percentage off orders for recommending a friend. By using set time to conduct outreach and social media the business can work towards the kpi of increasing customers. Setting a smart goal of engaging with 30 members of the the community each day in public busy times and creating a weekly post on all social media platforms.











