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Task 1: Overview of Case-study
Green haven is  a small business owned by Priya and Liam, which opened in 2016. It gained a good reputation very quickly.
Unfortunately there have been recent problems impacting their sales , (30% reduction) such as foot traffic has decreased as local shops around it closed. The online needs updating as its not as fancy or easily accessible platform like others. This needs technical support from expertise and so this will also cost. 
The rising supply cost of lowers is also causing a problem. We need a good supplier that can get a good chain and keep this continuous to get cheaper rate and accessible flowers so we don’t lose your reputation.
Thers is a huge competition around as 2 other florists opened up near them so they really need to do something innovative and exciting to entice customers.
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[bookmark: _Hlk205982497]Task 2: Two Proposed
 social media and digital marketing strategy

Green haven could use online platforms like tik Tok , Instagram and Facebook to hep promote the sales. showing videos of how the flowers are arranged and the quality of them and the personalized touch. When viewers look at these videos they would feel more enticed and these digital platforms are used quite a bit for sales especially in the younger generation. Also if green haven advertised on these platforms if someone was browsing the Instagram app they would come across green haven so its more open common to come across. So in essence they would get more sales as they will have  a larger platform of shoppers. 

[bookmark: _Hlk205980222]Update online-
If we update the company’s online platform it would look appealing to customers and we could have  a range of customers from there. Making it appealing to all ages and making it user friendly for both laptop ad phone friendly. Making extra features for customers like same day delivery , personalization and online orders nationwide. This would suit a wide variety of customers and meet modern day shopping. 

Task 3b) Evaluation Results and Justifications
Based on the results from my PMI Analysis provided I should go with solution a which is to go with social media. This will attract more customers as the new way of shopping is online using these platforms. I felt there weren’t many minuses in this grid as most of the problems ill still occur anyway even if I choose another method. For example I would need to update the online so I need expert staff but equally I would need staff for in store that are good at  their shop so both would cost. solution A Seemed to have fewer minuses and more pluses as all the factors I felt were very important in this day and age  they way the behavior of the shoppers is to have things improved on the online system in order to fluctuate the sales. For me I felt online was they key going forward fr all the points factored in I think it would make the most sales and give the least problems or less awkward problems.
[bookmark: _Hlk205982530]Task 4b) Risk Analysis Results and Justifications
 Based on the results from your Risk Analysis provided in Appendix ,  I will definitely face problems and risks however they are lower and manageable then the other solution. Therefore, the risk could affect the sales and how successful this strategy is however I feel they are manageable and  not too costly in maintaining. The risks are not so high in this solution if I can manage the staff and keep close tabs on the sales. I could keep a timetable  to see who is managing the content and check the content to go online is of quality. If I have  a good strategy on this one and consistently monitor performance I feel this would take of more and have fewer risks.


Task 5b) Justifications for the Implementation Plan
Firstly we ned to entice customers to our new launch of sing social media pltafrom . we are a new brand . promotional offers are just the beginning but we need consistency to keep our customers. So we cant jut rely on offers alone and this will cut our pockets too much if we keep doing this. Gadgets and fun prize draws , collecting ooints where they can get maybe a discount or enter a prize draw will entice more sales and more importantly more regular ones. Consumers are always looking out for better deals this will encourage them towards thinking they are getting better deals from us meanwhile sales will increase and so will our reputation.
Without copying we can match our competitors take the idea from them and tweak them to make it into our special specific design an match our logo through out so people recognise our brand wherever they are. Assigning someone for this is very important . a person who has insight to marketing and understand the social media platform . we need quick 30 second videos that are capturing for the consumer ven if they flick through half this we will still get a view which will make us more popular.


Task 6b) Justifications for the KPI and SMART Objectives
Evry top company or brand always ahs more advertisements so the viewer has more encite into this , the more the consumer sees your brand the moe awre they will feel bout it and so the it will become more ordinary for them this is the main objective. We need customers to see our videos to stand out from the crowded market make it more enticing for them to collect these points every time they shop with us they feel they will receive something back and it become more personal to them they will feel more comfortable with us. The more popular and common knowledge we become we will have more reputation and trust amongst our consumers. 
Task 7) Key Findings


· Sales gone down , behaviour of shoppers has changed need to match this
· It was either focus on Update online shop and introduce sale son social media platforms main one Instagram
· Has risks but so does the other and this instagram is more manageable and social media seems to be more poplar for our type of consumers. We will be  keeping costs low and managing staff using effective methods and incentives we can up sales a lot more
· Follow a strict timetable to ensure everything runs smooth
· We will see more followers by people viewing us and  watching our videos we will build reputation again and gain more sales.
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Appendix 1 – Task 3a

PMI Analysis Table

	Solution A

	Plus
	Minus
	Interesting

	Start 24/7   5
	Need more staff etc ongoing maintenance   -3
	Make this nationwide 5

	
Make it more fun experience for customer     3
	Technical problems  -3
	Loyalty scheme/points  scheme 2

	
Increase online sale   5
	Re designing website costs  -5
	Introduce subscription flower service. 4

	Keep online shop  3

	Need technical expertise -5
	Expand delivery area 5

	
TOTAL: 16
	
TOTAL: -16
	
TOTAL: 16



[bookmark: _Hlk210816971]Therefore: Overall Total for Solution A = 32


	Solution B

	Plus
	Minus
	Interesting

	Aim at younger generation 3
	Pay for adverts -4
	Build brand 5

	Compete with rivals 5

	Need regular content -3
	Show eco friendly values 5

	Bring more customers to shop and online 5

	 Not Guaranteed results -5
	Influencer parternships 5

	
Build rapport with customers 5
	Time consuming to manage-5
	Quickly go viral 5

	
TOTAL: 18
	
TOTAL: -17
	
TOTAL: 20



Therefore: Overall Total for Solution B = 21

Appendix 2 – Task 4a

Risk Analysis Table

	
	What could cause a risk?
	What is the likelihood of the risk occurring? 
(1 – 5)
	What is the impact of this risk? 
(1 – 5)
	Risk Factor = Likelihood X Impact
	What can you do to reduce this risk from happening?
	If it happens – what can you do to minimise the impact?

	1
	Need more staff

	Evry day 5
	5
	25
	train all staff so they are aware of all areas
	Give staff incentive so they are more likely to do more 

	2
	
plagiarism 
	5
	3
	15
	Look into other bouquets nd designs and different platforms to see difference
	Tweak the promotions and bouquets slightly

	3
	Discounts

	Whenever we promote
4
	5
	20
	Reduce the amount to be discounted
	Do it sparingly or n a high end product which is more pricy then usual anyway so not loosing out.







Appendix 3 – Task 5a
Implementation Plan

Name the problem you are solving: decrease in sale s
Name the solution you are implementing: on line digital platform ,
	
	Task
	WHAT

	WHEN

	WHO

	Done

	1
	
Improve online ways experience 

	Think of ways to improve shopping experience like loyalty points enter  a prize draw etc


	Every week


	
Assign a staff member 

	When we get emails notification from customers who have entered the draw . we will have  a cap maybe the first 50 people 



	2
	Use digital platforms for marketing like tik tok or Instagram


	
Make 30 second videos interesting ready to upload

	
Every day

	
Assign a staff member or a team of 2-3 people 

	
Assign a staff from them to check before uploading and then upload. We cn se eit on the platfrom.


	3
	Ensure content is of quality to improve to change according to market 


	
Looking at  the flower market see what’s out there and  d what we need to match others 

	
Daily looking at prices quality for flowers and different style bouquets etc

	
Staff member of company 

	Looing at pictures or videos sent to company files 



	4
	

Create offers
	
Looking at promotion and going with what’s going on in the world how can we up our bouquets and change them to be better than our competitors
	Seasonal or termly like valentines mithers day fathers day etc 



	A specialist person or if member is trained in this field 


	
When sale spick up at a certain time like people are ordering more in a particular time or season and looking at this make our offers etc.





· 

Appendix 4 – Task 6a

The Key Performance Indicator is: the views on Instagram

	Specific
	Measurable
	Attainable
	Relevant
	Time-Bound

	

Clicking on the videos



	

At least half of the video 



	


To have link advertised on the web page


	


To se promotions and offers 

So get ore sales 
	




Track every week.
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