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Brief Explanation of the Specific Business Problem
The Green Haven Florists, a small independent shop in Norwich founded in 2016 by Liam and Priya, has experienced success but now faces significant challenges. In-store sales have declined by approximately 30%, largely due to customers preferring the convenience of online shopping. The closure of nearby businesses has reduced foot traffic, while customer feedback highlights the need for a modernised, engaging in-store experience. Rising rent and increased local competition further threaten sustainability. The primary issue is the decline in in-store sales caused by the business’s limited adaptation to changing consumer behaviours and digital shopping trends.
[bookmark: _Hlk205982497]Suggested Two Alternative Solutions
To address declining in-store sales, The Green Haven Florists could implement online ordering and delivery with an intuitive website, home delivery options, and targeted digital marketing to reach customers who prefer online shopping, increasing revenue and brand visibility. Alternatively, the shop could be modernised into an immersive retail environment, featuring updated displays, sensory lighting, interactive workshops, and loyalty experiences. Research shows that experience-led stores increase foot traffic and dwell time (Square, 2023). Both strategies aim to recover sales, strengthen customer loyalty, and differentiate the business, though Solution B uniquely enhances the in-store experience and engagement.
Justification for Selected Solution
The weighted decision grid evaluates Solutions A and B for The Green Haven Florists using four key criteria: impact on sales (40%), feasibility (25%), cost (20%), and alignment with customer trends (15%). Scores were assigned from 1 to 10 based on each solution’s effectiveness in addressing declining in-store sales and engagement. Weighted totals show Solution B (8.15) slightly outperforms Solution A (8.05), reflecting its stronger potential to increase footfall, enhance customer experience, and differentiate the shop. Experience-led retail improves dwell time and loyalty (Square, 2023; Nambiar, 2025), supporting Solution B as the preferred choice.
[bookmark: _Hlk205982530]Risk Analysis of the Selected Solution
Solution B carries risks including high upfront costs, potential disruption during renovations, and uncertainty in attracting sufficient additional footfall. The evaluation criteria—impact on sales (40%), feasibility (25%), cost (20%), and alignment with customer trends (15%)—were selected to balance financial, operational, and strategic considerations. Weightings prioritised sales impact and feasibility to ensure practical, revenue-driven results. Despite risks, research shows experience-led retail increases dwell time, customer engagement, and loyalty (Square, 2023; Nambiar, 2025). Careful planning and complementary digital marketing make this solution reliable and strategically sound.
Plan to Implement the Selected Solution
The Implementation Plan is structured to ensure efficient workflow and minimal disruption. Renovations are scheduled first, creating the immersive retail environment necessary for an enhanced customer experience. Staff training and workshop preparation begin during the final phase of renovations, allowing employees to familiarise themselves with the new layout and services. Marketing campaigns run concurrently, generating awareness and anticipation ahead of reopening. Responsibilities are allocated according to expertise: Liam manages renovations, Priya oversees marketing, and staff support training and event setup. This order and allocation ensure effective use of resources, mitigate operational risks, and support a successful store relaunch (Square, 2023; Nambiar, 2025).

Means of Measuring Effectiveness of Implementation of Selected Solution
a 20% increase in monthly in-store sales within six months – measures whether the experiential retail and marketing strategies are successfully boosting footfall and revenue. The SMART objectives support this KPI by being Specific (e.g., hold in-store workshops), Measurable (track workshop attendance and sales), Attainable (manageable with current staff and resources), Relevant (enhances customer experience and revenue), and Time-Bound (targets set within 1–6 months). Together, the KPI and SMART objectives provide a clear framework for monitoring progress, motivating staff, and ensuring the business adapts effectively to increasing competition (Square, 2023; Nambiar, 2025).

Key Findings
[bookmark: _Hlk208302504] The Green Haven Florists is facing a 30% decline in in-store sales due to the rise of online shopping and increased local competition.
 Customers have indicated the shop needs a modern, immersive retail experience to enhance engagement and loyalty.
 Implementing an online ordering and delivery system is essential to capture the convenience-driven market and recover lost revenue.
 Renovating the store with experience-led features and workshops can attract footfall and differentiate the business from competitors.
 Careful planning, risk management, and SMART objectives ensure that strategic solutions are feasible, measurable, and aligned with long-term growth goals.
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[bookmark: _Hlk205987492]Appendix 1

Grid Analysis Table
	Factors to consider
	Weighting %
	Solution A:- 
Online ordering and Delivering
	Solution B:- 
Store modernisation and Experimental Repair 
	
	Total

	Impact on sales 
	40
	8
	9
	
	8.05 (A), 9×0.4=3.6 → B: 9×0.4=3.6

	Feasibility / Ease of Implementation      
	25
	9
	7
	
	9×0.25=2.25 → B: 7×0.25=1.75

	
Cost 
	20
	7
	6
	
	7×0.2=1.4 → B: 6×0.2=1.2

	
Allignment with Customer
Trends  
	15
	8
	9
	
	8×0.15=1.2 → B: 9×0.15=1.35


	Total Weighted Score 

	100
	8.85
	7.9
	
	

	

	
	
	
	
	










Note: Add as many rows/columns as you need to provide an effective Grid Analysis.
[bookmark: _Hlk210815657]Note: You ONLY need to complete EITHER a Grid Analysis Table OR a PMI Table. 
Note: If you complete a Grid Analysis Table then delete the PMI Table pages in your report.
· Approximately 100 words


Note: Add as many rows as you need to provide an effective PMI Analysis Table.
Note: If you chose this method, remember that you will need to include a PMI table for both Solution A and Solution B.
Note: You ONLY need to complete EITHER a Grid Analysis Table OR the PMI Tables.
Note: If you complete the PMI Tables then delete the Grid Analysis Table page in your report.
· Approximately 100 words


Appendix 2

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
	High upfront renovation costs

	4
	5
	20
	Plan budget carefully, get multiple quotes, phase renovations
	Seek temporary funding, reduce scope or postpone non essential- upgrades 

	2
	Disruption to business during renovations

	3
	4
	12
	Schedule work outside peak hours, communicate with customers
	Offer promotions or online orders to maintain sites 

	3
	Footfall does not increase as expected

	3
	5
	15
	Conduct market research, integrate marketing campaigns, host events
	Increase digital marketing, introduce loyalty programs, to retain customers 






















Note: Add as many rows as you need to provide an effective Risk Analysis
· Approximately 100 words


Appendix 3
Implementation Plan

Name the problem you are solving:
Name the solution you are implementing:
	
	Task
	WHAT

	WHEN

	WHO

	Done

	1
	1

	Renovations, store and redesign

	Weeks 1 – 3 


	Liam


	



	2
	2


	Staff training and workshop preparations 


	Week 3 – 4 


	Staff 


	



	3
	3


	Marketing Campaigns and Promotions 


	Weeks 4- 5 


	Priya 


	



	4
	4


	Store re opening and Launch event


	Weeks 5 -6


	Liam and Priya 


	



	5
	5


	Monitor Customer Feedback & Adjust


	Weeks 6 -8 


	Liam and Priya 


	

















Note: Add as many rows as you need to provide an effective Implementation Plan.
· Approximately 200 words

Appendix 4

The Key Performance Indicator is: 
	Specific
	Measurable
	Attainable
	Relevant
	Time-Bound

	Increase in monthly store sales 


Launch immersive in store workshops

Implement local marketing campaigns  




	Track sales through POS systems 



Count number of workshops held and participants 

Monitor customer engagement and promotions redeemed 

	Target 20% growth achievable through renovations and workshops

1 to 2 workshops peer week manageable with current staff

Budget allows targeted social media and local advertising 

	Support’s main business goal of boosting football and revenue 

Enhances customer experience and loyalty 

Attracts new customers and drives store traffic 

	Within 6 months 



Begin with 1 month of re opening 



Campaigns run for 3 months 




· Approximately 100 words
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