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Task 1: overview of case study 

The overview of the case study is that Liam and Priya established a highly successful florist business in 2016. However, as online shopping has become increasingly accessible, the business is now facing significant challenges. They are struggling to compete with competitors that offer lower prices through their websites, while their own website is outdated. In addition, many competing businesses provide same-day delivery and deliver to a wider geographical area, making it difficult for Liam and Priya to remain competitive in the current market.
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Task 2: Two proposed solutions 


It is believed that Green Haven could increase sales by investing online advertising to attract more customers. The business could also consider closing its physical shop and operating solely as an online retailer. This would allow resources to be redirected towards improving and updating website, ensuring that customers no longer experience difficulties accessing it.

In addition, Green Haven could expand its delivery areas to reach a wider customer base. Introducing a promotional sale at the launch of the updated online business could help attract former customers and encourage repeat purchases. By eliminating the costs associated with maintaining a physical shop, the company would have more funds available for advertising and marketing activities, which could help generate additional revenue and bring more capital into the business.


Solution B Proposal

Green Haven could potentially put a sale on all wedding and corporate clients deals to try and get more eyes seeing there flowers to get the recognition that they want then maybe people from the wedding party and the corporate clients friends will bring more business into the shop and there online site could start receiving more orders via word of mouth because or they could get somebody to buy a share of the business so there is someone to help make the business thrive.

Task 3b) Evaluation Results and Justifications

It is believed that Solution A is the most appropriate option. This is because operating as an online only business would reduce overhead costs, as renting a garage or storage unit for stock would be significantly cheaper than maintaining a physical shop. The business would save money on shop-related expenses while continuing to serve customers through both telephone orders and online stores.

This approach would also provide an opportunity to advertise the company's products and services more effectively, helping to increase awareness of the business. Although it may take time to build a strong online customer base, the potential for growth is significant. As online sales increased, the business couldn't continue to expand without limitations associated with running physical retail premises. Overall, Solution A offers a cost-effective way to reduce expenses, promote the business, and increase future profitability.

[bookmark: _Hlk205982530]Task 4b) Risk Analysis Results and Justifications

Green Haven could find that online did not work but paying for the company to be advertised will sort this out and bring in more business but the shop being gone will save money. The flower price could end up going up which is likely to happen so the shop will have to increase the price of the flowers but that’s something that is common with inflation. Also, we could hit a recession which could happen and then that would be a nationwide issue, and nothing could be done but they no longer have the shop so it wouldn’t hit as bad.


Task 5b) Justifications for the Implementation Plan

The order I have everything in will be getting the shop closed down so that more money is being saved and get a storage unit so that the flowers and what cannot be made there so the rent is no longer putting us out of pocket so we no longer need to worry about that then update the online company website so it makes it easier for everybody else to access to get a bigger online footfall and the we should start advertising the business online and rope in more clients.



Task 6b) Justifications for the KPI and SMART Objectives

Green Haven closing the doors on the shop will give the business more money to open up a way not bring in more profits and maybe by more flowers then the online website can get more sales of flowers through this way, being only involved by the website it should give them more time to make new ideas for flowers. Hopefully being only involved via the website they should get more custom. You can work around your orders by being online only also.

Task 7) Key Findings

· Going through the website only I believe it will take a lot of strain off Liam and Priya so they have less outgoings 
· Updating their website could bring in a heavier footfall for business 
· Paying for online advertisements for their business I believe would get a lot of custom 
· More profit and less outgoings 
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[bookmark: _Hlk205987492]Appendix 1 – Task 3a

Grid Analysis Table

	Criteria
	Weight 1 to 5)
	Solution A: Online Only Business
	Weighted Score
	Solution B: Wedding Discounts & Investor
	Weighted Score

	Reduces business costs
	5
	5
	25
	2
	10

	Increases sales
	5
	4
	20
	3
	15

	Easy to implement
	4
	4
	16
	3
	12

	Long-term sustainability
	5
	5
	25
	3
	15

	Improves customer reach
	4
	5
	20
	3
	12

	Business risk
	3
	3
	9
	2
	6

	Total
	26
	115
	70




The grid analysis shows that Solution A is the better option because it achieved the highest overall score. Closing the physical shop and operating as an online-only business would reduce costs such as rent, utilities, and shop maintenance. The money saved could then be used to improve the company’s website and invest in online advertising, helping Green Haven attract more customers.
Although Solution B could increase sales by offering discounts for weddings and corporate events, there is no guarantee that these promotions would bring in enough new customers to improve the business in the long term. Selling part of the business to an investor could also mean Liam and Priya lose some control over how the business is managed.
Overall, Solution A is the most suitable choice because it reduces costs, improves the online customer experience, and gives the business a better chance of increasing sales and remaining competitive in the future.

Therefore: Overall Total for Solution B = 70


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
	The online could not work out 
	3
	5
	This could happen then the business goes under 
	Pay for the advertisements so it goes in our favour 
	The shop will be gone so wouldn’t be as bad 

	2
	The flower price could go up

	3
	1
	It's likely to happen 
	Can't reduce the risk if this happens 
	You must put the flower prices up

	3
	Recession 

	2
	5
	It has happened before could happen again 
	Nothing it would be a nationwide problem
	The shop will be gone so wouldn’t hit as bad but hope customers still come 






Appendix 3 – Task 5a
Implementation Plan
	 Task Stage
	Activity
	Person Responsible
	Timescale
	Expected Outcome

	Stage 1
	Close the physical shop and arrange a storage unit for stock and equipment.
	Liam and Priya
	Week 1
	Business overheads are reduced by removing rent and shop running costs.

	Stage 2
	Update and redesign the company website to improve accessibility, appearance, and online ordering.
	Web Developer
	Weeks 2-4
	Customers have a better online experience, leading to increased sales.

	Stage 3
	Expand the delivery area and introduce a same-day delivery service where possible.
	Liam and Priya
	Week 5
	The business reaches more customers and becomes more competitive.

	Stage 4
	Launch an online advertising campaign using social media and search engines, along with a promotional discount for first-time online customers.
	Liam and Priya
	Weeks 6-7
	More people become aware of the business, increasing website traffic and customer orders.

	Stage 5
	Monitor website traffic, online sales, customer feedback, and advertising performance to identify any improvements that need to be made.
	Liam and Priya
	Week 8 onwards
	The business can measure success, improve performance, and continue increasing sales over time.







Appendix 4 – Task 6a

The Key Performance Indicator is: 

	Specific
	Measurable
	Attainable
	Relevant
	Time-Bound

	

The business closing down the shop and going through the website only 




	




Will be saving a lot of money through not having the shop anymore 
	


It will be attainable by having the website only


	



The relevance of it will be just using the website only so advertisements will hopefully flood custom

	


Will be time saving with not being in shop and money saving you will work around your orders
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