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Introduction 
 This report focuses on analysing a specific business problem identifying its causes and evaluating possible solutions to improve overall performance the purpose of the report is to critically assess different options and recommend the most appropriate solution based on clear criteria such as cost feasibility effectiveness and impact on customers it also outlines an implementation plan potential risks and methods for measuring success a business problem refers to any issue that negatively affects an organisations performance such as poor communication low sales or inefficient operations A  solution is a proposed action designed to resolve or reduce the impact of that problem key terms used in this report include smart objectives which are goals that are specific measurable achievable relevant and time bound and key performance indicators KPIs which are measurable values used to assess how effectively a business is achieving
 Overall this report aims to provide a structured and evidence-based approach to problem solving ensuring that the recommended solution is practical justified and aligned with the organisation’s goals


[bookmark: _Hlk205982484]Brief Explanation of the Specific Business Problem
 Green Haven Florists is facing a significant centered on declining performance and reduced competitiveness in a rapidly changing retail environment. The company has experienced a noticeable drop in in-store sales largely due to decreasing high street footfall and a shift in consumer behavior towards online shopping at the same time the business has struggled to adapt to these changes with an outdated website limited digital marketing and a lack of modern services such as online ordering flexible delivery and subscription options this has made it difficult to complete with both large national chains offering convenience and lower prices and smaller bouquet florist with strong social medial presence additionally rising operation costs include higher flower prices and sustainable packaging expense are putting further prices and sustainable packaging expenses are putting further pressure on profitability overall the core problem is that green haven florists is not keeping pace with digital transformation and increased competition pressure 
[bookmark: _Hlk205979492]decline in performance at green Haven florists is the result of both internal weaknesses and external market changes one major factor is the significant reduction in high street footfall as more consumers now prefer the convenience of online shopping this shift  in behavior has exposed the business’s lack of digital readiness including an outdated website limited online ordering functionality and minimal use of social media marketing as a result green Haven has struggled to attract and retain modern customers in addition increasing competition from both larg national chains which offer lower pricesand wider delivery  options and smaller boutique florists with strong online branding has further reuced its market share internally the business has been slow to innovate lacking services such as subscription madels and flexible deliver which are now expected by customers financial pressures also play a role as rising costs of imported flower sand ecofriendly packaging have reduced profit margins furthermore a continued reliance on traditional word of mouth promotion has limited growth opportunities together these factors create a complex problem where declining sales weak digital presence and increased completion reinforce each other making it difficult for the business to remain competitive without strategic
[bookmark: _Hlk205982497]Suggested Two Alternative Solutions
Solution A 
 Firstly the business could focus on service diversification by introducing new offerings such as flower subscription plans event package and floral arrangement workshops subscription services would provide a steady and predictable income stream while workshops and event service  could attract new customer segments and strengthen community engagement this approach builds on the company’s existing strengths in creativity and personalized service.
 Secondly green Haven could implement a cost management and supplier strategy to improve profitability this may involve sourcing more locally grown flowers to reduce import costs negotiating better deals with suppliers and streaming operations to minimized waste additionally offering tiered pricing options could help appeal to a wider range of customer while this solution does not directly increase demand it would improve financial stability and allow the business to remain competitive despite rising cost
 This solution builds on Green Havens existing strengths in creativity and customer service by improving marketing through social media targeted promotions and personalized floral arrangements the business can attract new customers and increase repeat purchases it also strengthens brand identity and customer loyalty which can lead to higher sales and long term growth However this strategy may require additional investment in digital marketing staff training and time to manage personalized services results may not be immediate and there is a risk that marketing campaigns may not reach the intended audience effectively An interesting aspect is that personalized services can differentiate Green Haven from competitors creating a unique selling point if successful it could position the business as a premium florist and  justify higher pricing Overall this solution addresses the problem of low demand by increasing visibility improving customer engagement and encouraging repeat business making it a strong option for growth


Solution B 
This solution focuses on improving green havens profitability by reducing cost and increasing efficiency the business could source more locally grown flowers to reduce import expenses and transportation cost it may also negotiate better deal with suppliers and streamline operation to minimize waste  additionally introducing tiered pricing option would allow the business to appeal to a wider range of customers with different budgets
This strategy improve financial stability by lowing cost and increasing profit margins it also makes pricing more competitive which can attract price sensitive customers and improve overall sales performance  However switching suppliers or sourcing locally may limit product variety or quality negotiations can take time and operational changes may disrupt current workflows offering tiered pricing could expand the customers base and create more flexible purchasing options

Solution A resolves the specific business problem of low demand by increasing green heavens visibility and improving customers engagement  through enhanced marketing such as social media campaign can reach a wider audience and attract new customers who may not have been aware of its service additionally offering personalized floral arrangements adds value to the customer experience encouraging repeat purchases and building customer loyalty this approach not only increases sale in short term but also strengthen the brand in the long term as more customers engage with the business positive words of the mouth and online reviews can further boost demand by focusing on both attracting new customers and retaining existing ones solution A effectively addresses the root cause of low sale making the business more competitive and sustainable


Justification for Selected Solution
· Explain why either Solution A or B is the most appropriate solution to progress with.
· Justify and defend this preferred solution 
· Explain and defend the weightings attributed.

PMI for Solution A: Introducing new Offerings
	Plus
	Minus
	Interesting

	Increase sales (+7)
	Additional costs (-5)
	Introducing new offerings (+10)

	Attract a wider customer base (+7)
	Marketing and staff  training (-4)
	Respond to market trends and seasonal demand+(8)

	Strengthen brand image (+9)
	Risk that the new products may not be well received by cusomers(-7)
	Test customer preferences+(6)

	Creates opportunities for upselling and cross selling (+7)
	Wasted stock and financial loss(-7)
	Digital marketing online ordering systems(+9)

	+30
	-18
	+33


Having done PMI for solution A, the plus point is +30, the minus point is -18 and the interesting point is +33. The outcome point is now +45. 

PMI for Solution B: Introduction of technology
	Plus
	Minus
	Interesting

	Improves internal processes by streamlining ordering(+9)
	High initial cost (-8)
	Introducing technology (+9)

	Sock control (+10)
	Financial pressure (-9)
	Real time data and analytics (+9)

	Customer management systems (+7)
	Staff resistance and training requirements(-7)
	Business expansion (+9)

	Higher initial investment (+9)
	Risk of technical failure (-7)
	Scalable (+8)

	+35
	-15
	+35



Having done the PMI for solution B the plus point is +35, the minus point is -18 and the interesting points is +15. The outcome is now +35
[bookmark: _Hlk205982530]Risk Analysis of the Selected Solution
 One key risk is financial uncertainty where the cost of introducing the solution may expected return placing pressure on the business resources there is also an operational jeopardy  where staff may struggle to new systems or processes leading to reduced productivity during the transition period Another significant hazard is customer resistance particularly if the solution changers how services are delivered customers may be unfamiliar with or dissatisfied by the new approach which could temporarily reduce sales or customer loyalty in addition there is a technological peril if the solution relies on digital systems such as software failures downtime or lack of staff training which could disrupt daily work full external danger may also occur such as increased competition or changers in market demand that reduce the effectiveness of the solution over time finally there is a time scale risk where delays in implementation could prevent the business from solving the original problem quickly enough overall while the selected solution is beneficial these risks must be carefully managed through planning training and monitoring to ensure success 
Explain and defend the criteria you used  The criteria used to evaluate the solutions include cost effectiveness feasibility time scale and impact on customers cost is important  because the business must ensure the solution is affordable and provides good value for money Effectiveness measures how well the solution addressed the original business problem feasibility considers whether the business has the skills resources and capacity to implement it successfully time scale assesses how quickly the solution can be introduced and deliver results customer satisfaction and loyalty directly affect business success these criteria are appropriate because they provide a balanced and practical way to compare solutions fairly

[bookmark: _Hlk205981406] 
Explain and defend the order, scheduling and responsibilities of the tasks. The implementation plan for the selected solution is organised in a clear sequence to ensure it is delivered efficiently and with minimal disruption the fist stage is planning and preparation led by the manager because they are responsible for setting objectives allocating the budget and confirming resources this stage is essential as it provides direction for the whole project next is the training and delivered by supervisors or team leaders this is important because employees need to understand the new system before it is introduced reducing resistance and operational errors the third stage is pilot testing carried out by technical  this is scheduled before full rollout to identify and fix problems on a small scale reducing risk after successful testing the full implementation stage begins led by the operations team ensuring the solution is applied across the business in a controlled way Finally the monitoring and evaluation stage is managed by senior management to assess performance and make improvements the order is logical because it move from planning to testing and then full delivery reducing risk and ensuring risked 
 THE decisions made throughout this report were guided by a clear focus on addressing the core business problem in a practical and sustainable way the selected solution was chosen after carefully comparing alternatives using key criteria such as cost feasibility effectiveness and customer impact this ensured that the decision was not based on assumptions but on a balanced evaluation of what would deliver the best overall outcome for the business one of the main justifications for the chosen solution is its ability to directly resolve the identified issues particularly improving operational efficiency and enhancing customer engagement unlike other options it offers both short term improvements and long term benefits making it a more strategic choice additionally the solution was considered achievable with the business current resources reducing the risk of failure during implementation the order of implementation was also justified logically starting with planning and staff training to build a strong foundation before introducing changes this reduces resistance and improves the likelihood of success furthermore the inclusion of risk analysis supports information decision making by identifying potential challenges in advance and allowing mitigation strategies to be developed finally the use of smart objectives1 and key performance indicators provides clear evidence to support the decision as they enable progress to be measured and evaluated effectively overall the decisions made are justified because they are evidence based realistic and aligned with the business goals 

Means of Measuring Effectiveness of Implementation of Selected Solution
 
 The key performance indicators KPIs selected to evaluate the success of the solution include sales growth customer satisfaction operationally efficiency and employee performance they directly measure whether the solution is achieving it intended outcomes sales growth is a critical KPI as it show whether the solution is having a positive financial impact on the business if sales increase it indicates improved performance and customer demand customer satisfaction is equally important because it reflects how well the changs meet customer needs this can be measured through feedback reviews or repeat purchases high satisfaction levels suggest the solution is enhancing the customer experience operational efficiency measures how smoothy the business is running after implementation this includes reduced delays improved service delivery and better use of resources it is a key in dictator of internal success employee performance is also indicator of internal success employee performance is also included because staff play a vital role in implementing the solution improved productivity and engagement indicated that the solution is practical  and well adopted these KPI are justified because they provide both quantitatively and qualitative data offering a balanced and realistic valuation of the solution overall effectiveness 
The SMART objective provided is clear realistic and measurable it is specific because aims to achieve such as increasing sales or improving customer satisfaction this avoids confusion and ensures all stakeholders understand the gold it is measurable because progress can be tracked using defined indicators such as percentage growth customer feedback scores or performance date this allows the business to monitor success and make informed decisions the objective is based on the business current resources skills and capabilities setting a realistic target ensures staff remain motivated and the gold is attainable it is also Relevant as it directly addresses the identified business problem ensuring that efforts are focused on improving key areas that impact performance finally it is time bound meaning there is a clear deadline for achieving the objective which creates urgency and help maintain focus this SMART objective is effective because it provides a structured framework for implementation and evaluation it reduces uncertainty supports accountability and increases the likelihood of success by ensuring the solution is practical focused and aligned with the business overall gold standards

Conclusion:
Key Findings
In conclusion the key findings of this report highlight that main business problem was caused by a combination of operational inefficiencies limited customer engagement and ineffective communication process the analysis of possible solutions showed that while both option was the most suitable due to its strong balance of cost feasibility and term impact the evaluation criteria and risk analysis confirmed that although there are some challenges such as staff adaption and potential implementation delays these risks can be managed effectively through proper planning training ang monitoring the implementation plan provides a clear and logical structure ensuring responsibilities are defined and tasks are completed in am efficient order furthermore the use of smart objective  and key performance indicators allows the business to measure progress and success in a structured way overall the report demonstrates that the  chosen solution is practical achievable and aligned with the organisations gold and if implemented correctly it is likely to significantly improve performance and address the identified problem  
 THE report identified several important findings that are critical to understanding the business problem and selecting the most effective solution Firstly the main issue was caused by a combination of poor communication  inefficient processes and limited customer engagement all of which negatively impacted overall performance secondly the analysis showed that not all solutions were equally affective the selected solution stood out because it provided a strong balance between cost feasibility and long term benefits Another key finding was that successful implementation depends heavily on staff training and clear communication without employee understanding and support even the best solution could fail additionally the risk analysis highlighted potential challenges such as financial constraints resistance to change and possible delays but confirmed that these risks are manageable with proper planning finally the use of smart objectives and key performance indicators was identified as essential for measuring progress and ensuring accountability these tools provide a structured way to monitor success and make improvements ensuring the solution delivers sustainable result over time
[bookmark: _Hlk208302504]
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