Problem Solving and Decision Making
[image: ]



Module Title: Problem Solving and Decision Making
Module Code: LCLM 4004

Assessment: Component 2 Report
Student Name: Andrian Sanduta
Student Number:2513304
Lecturer’s Name:Mucahit Ozden 

Executive summary
The report has covered a business case study of Green Haven Florist, an independent flower shop in Norwich, UK. Recently, it has faced a decline in store sales due to several reasons. Throughout the report, it can be found that two solutions have been provided, and one is more feasible as it can provide a digital-first solution, which is suitable for addressing the issue. Eco-Bloom subscription is the prime solution that can provide a better resolution for the firm. The report has also covered an implementation plan for overcoming the business problem that can be achieved within 6 months.
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[bookmark: _Toc224289252]Task 1: Introduction
Green Haven Florist is a small and independent flower shop in Norwich, UK, that is run by Liam and Priya Patel. Recently, the flower shop has seen a decline in store sales while online orders have increased slightly. This report will undertake the necessary research for finding feasible solutions that can be implemented. Besides, using risk analysis and an implementation plan, it will also cover the necessary improvement techniques for restoring the offline sales. There will be a discussion regarding two proposed solutions, key performance indicators, and SMART objectives to ensure the business gets on track effectively. 

[bookmark: _Toc224289253]Task 2: Overview of the case study
Green Haven Florists is a small independent shop in Norwich, UK, that was founded by Liam and Priya Patel in 2016. The firm is known for bespoke arrangements and an eco-friendly ethos. However, in recent times, the shop has faced a 30% decline in store sales and struggling profitability due to the rising operational costs, high street decline, and stiff competition from large online retailers. The root problem can be considered a strategic stagnation, as the market around them has shifted to digital-first convenience (Stott, 2024). Green Haven is still limited to traditional high-street independent retail models. Relying on word-of-mouth and occasional social media posts failed to reach the target demographics. Besides, while they committed to local and biodegradable materials, it created a financial liability.  


[bookmark: _Toc224289254]Task 3: Two proposed solutions
[bookmark: _Toc224289255]Solution A: Eco-Bloom subscription club
This solution introduces a recurring revenue model where customers sign up weekly, monthly, or yearly for seasonal local arrangements. Offering three-tiered pricing, such as essential, signature, and luxury, Green Haven can automate sales and reduce the dependency on high-street foot traffic. Subscription models directly solve the root problem by shifting the business from a traditional gift shop to a consistent lifestyle brand (Cobzaru and Tugui, 2024). It will predict the cash flow that may allow the owner to manage rising supply costs. 
[bookmark: _Toc224289256]Solution B: Digital storefront
This solution involves a comprehensive social media integration and web optimisation strategy that includes a mobile-first, click-and-collect shopping technique for the website. Shoppable TikTok and Instagram content that highlights the unique and sustainable creative process can eradicate the problem (Atwell, 2023). The solution addresses the accessibility and visibility gap that is currently driving customers towards national chains and trendy boutiques. A strong social presence may help to build an online community that can transform the shop into a digital destination. 


[bookmark: _Toc224289257]Task 4b: Evaluation results and justifications
The evaluation of the result shows that the score of solution A is 6.9 and solution B is 5.3, hence the first choice is better for Green Haven. Comparing the two, the solution A or Eco-Bloom subscription is the most appropriate choice as it addresses financial instability using recurring revenue instead of focusing on visibility. The criteria and weighting defence primarily include impact on revenue and implementation cost, as Green Haven is currently struggling with profitability and significantly rising overheads. Market differentiation is weighted to ensure the solution protects their eco-friendly image, along with their USP against the large organisations (Parnell et al., 2025). Ease of implementation acknowledges the owners’ struggle with complex digital literacy. Solution A is the defensible choice as it solves the root problem of unpredictable demand. While Solution B can be used for fixing the websites, it cannot guarantee increasing sales. The subscription model leverages the sustainable ethos of Green Haven for building a loyal community. It will help to transform the high-street shop into a proactive and service-based brand. 


[bookmark: _Toc224289258]Task 5b: Risk analysis, results, and justifications
The primary risk for the Eco-Bloom subscription involves customer churn and logistical failure, as these are common when shifting from a storefront to a service-based model (Thomsonreuters, 2025). Criteria and weighting defence include likelihood and impact to calculate risk factors for analysing them equally. This is the optimum standard for small businesses as it forces high profitability rather than disturbing occurrences. The solution is reliable as its mitigation strategies are low-cost and high impact. Green Haven can control the customer experience by diversifying the local suppliers and offering flexible features. 


[bookmark: _Toc224289259]Task 6b: Justification for the implementation plan
The estimated timeline will ensure the operational stability before the commencement of marketing. Service design is kept at the forefront as pricing must reflect the current increasing cost to protect the margin. Digital integration is followed immediately, as it can fix the outdated website, identified in the case study. It is the responsibility of both Liam and Priya to improve the business with digital marketing. The logical progression justifies the plan as a low risk that can highly reward the transition in future (Rodriguez, 2024). 


[bookmark: _Toc224289260]Task 7b: Justification for the KPI and SMART objectives
The monthly recurring revenue is the most robust KPI as it directly addresses the revenue problem caused by high-street foot traffic. It provides a suitable financial metric that can allow the owners to budget for supply costs (Lenort et al., 2022). Contrary to these, the SMART objectives are defined by achievability and relevance, such as aiming for 50 subscribers in 6 months. Making the goal measurable and time-bounded through digital dashboards, the owners of Green Haven can predict the business's health. Data-driven decisions can ensure the long-term survival of Green Haven in the Norwich market. 


[bookmark: _Toc224289261]Task 8: Key findings
· The report has covered the business review for Green Haven Florists, which has shown there was a 30% decline in sales. It has failed to adapt to digital-first consumer habits that are declining Norwich-based firms. 
· Eco-Bloom subscription is the most effective solution to stabilise the cash flow and manage rising supply costs through inventory forecasting. 
· The report has also found that outdated websites are a major barrier to sales, and transitioning into mobile-friendly subscription platforms will be essential to regain lost faith. 
· As per the report, the success will be measured through monthly recurring revenue as it shifts the business from a special occasion to community supported lifestyle brand. 
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[bookmark: _Toc224289264]Appendix 1: Task 4a- Grid table
	Factors to consider
	Impact on revenue 
	Implementation cost
	Market differentiation 
	Ease of implementation 
	Total

	Weighting of Solution A (Eco-Bloom subscription)
	2.70
	1.40
	1.60
	1.20
	6.9

	Weighting of Solution B (Digital storefront)
	2.10
	1.00
	1.20
	1.00
	5.3





[bookmark: _Toc224289265]Appendix 2: Task 5a- Risk analysis table
	For the Eco-Bloom subscription 
	What could cause the risk?

	Likelihood of the risk
(1-5)
	Impact of the risk (1-5)
	Risk factor = Likelihood impact
	Preventive measures 
	Possible mitigation techniques

	1
	Customer churn: Most of the subscribers cancel after the first month due to subscription fatigue (Thomsonreuters, 2025). 
	4
	3
	12
	Offering a flexible option that includes a small subscriber-only gift, such as a mini-card, in every third delivery
	Conducting an exit survey with a discount code can bring the customers back and analyse the feedback to improve service. 

	2
	Logistical failure: Delivery delays or damaged flowers can happen due to driver issues or extreme weather conditions. 
	3
	5
	15
	Using a local courier or an electric cargo bike can avoid traffic, which will ensure packaging is robust and flowers are in fresh condition. 
	Offering an immediate replacement or refund can help to minimise the future negative impact. 

	3
	Supply volatility: Local growers face crop failures or seasonal shortage making it hard to meet locally sourced promises ( Anguzu and  Aila, 2024).  
	2
	3
	6
	Maintaining a backup list of eco-certified wholesalers is the major preventive measure in this scenario. 
	Becoming transparent with subscribers via email can provide better customer retention in future. 





[bookmark: _Toc224289266]Appendix 3: Task 6a- Implementation plan
Name of the solving of problem: Strategic stagnation and declining revenue due to rising operational costs and high street foot traffic.
Name of the implemented solution: The Eco-Bloom subscription 
	
	Task
	What
	When
	Who
	Done

	1
	Service design and tiering 
	Finalising pricing based on local flower availability in biodegradable packaging. 
	First week of April
	Liam and Priya
	Yes

	2
	Digital integration
	Update the current website with a mobile-friendly subscription landing page and set up a system. 
	Second and third week of April
	Liam and Priya
	No

	3
	Logistic setup
	Securing contracts with Norwich-based growers for a consistent flower supply (Rodriguez, 2024). 
	Third and fourth weeks of April
	Liam
	No

	4
	Launch and local marketing 
	Running a social media campaign and placing a QR code in the store converts remaining foot traffic into digital subscribers. 
	First week of May
	Priya
	No





[bookmark: _Toc224289267]Appendix 4: Task 7a KPI and SMART table
The Key Performance Indicator (KPI) is: The primary KPI for this solution is monthly recurring revenue, as these metrics will track the stable income generated, especially from the subscription (Camilleri, 2024). Besides, it can directly measure Green Haven’s shift from unpredictable foot traffic. 
	Specific
	Measurable 
	Attainable 
	Relevant
	Time-bound

	Acquiring a minimum of 50 active local subscribers for Eco-Bloom
	Signing up via the new website’s automated payment dashboard, along with a unique QR code scan. 
	Minimum 50 members represents a small fraction of Norwich’s population that can be achieved through targeted Instagram ads. 
	The method will stabilise the cash flow and manage the 30% decline in the traditional sales. 
	Achieving this target within 6 months of the official launch. 
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