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Task 1: Overview of Case-study
In 2016, partners Liam and Priya Patel co-founded Green Haven Florists, an independent floral shop in Norwich, UK. Their business rapidly attracted attention for its services, both formal and informal, and for its connection to the community. 
[bookmark: _Hlk210817679][bookmark: _Hlk205979492]However, over the past year, they have experienced a slump in in-store sales by 30% as clients have preferred ordering flowers online, and they are faced with an increase in operational costs due to inflation and supply chain disruptions. Liam and Priya have hired my Business Consultancy services to provide them with a report that identifies one feasible solution that could be implemented to improve both their in-store and online sales. 

[bookmark: _Hlk205982497]Task 2: Two Proposed Solutions
Solution A Proposal
· New Updated WEBSITE
A new updated website will boost the digital presence of a company, as this is responsible for making their brand more visible, accessible, and viral online. This is important as customers have complained about Green Haven Florist's website not being user-friendly and outdated.
Therefore, by updating a new website with relevant information and making it easier to navigate, this shows their customers that their feedback has been taken into consideration. Additionally, the website would be focused on both in-store and online information, offers and also designed to be more attractive to current and potential customers, thereby increasing both their in-store and online sales.
Solution B Proposal
· [bookmark: _Hlk205980222]Subscriptions.
Green Haven Florist should provide a flexible subscription service whereby customers can pay for weekly, monthly or yearly discount offers, as these subscriptions could encourage one-time buyers to become repeat clients.
They should also offer repeat clients more discounts on subscriptions, while persuading new clients about subscription packages for both in-store sales and online deliveries. Furthermore, there should be significant offers on subscriptions for customers who visit their in-store location, as this could be an avenue to increase the fall in foot traffic and boost in-store sales

Task 3b) Evaluation Results and Justifications

Based on the evaluation of the two (2) proposed solutions to solve the problem of Green Haven Florist presented on the Grid Analysis table (see Appendix 1), the outcome of solution A (New updated website) showcases a better way out for Green Haven Florist. According to this report ‘Offering the right product at the right price at the right time has become more important and harder to do than ever. Having floral offerings at different price points is more important than ever’ (2025 Floral Industry Trend, 2026). This goes on to prove that the website is the better solution, as it will present the various in-store and online offers.
[bookmark: _Hlk205982530]Task 4b) Risk Analysis Results and Justifications
Based on the results from my Risk Analysis presented in (Appendix 2), some of the risks my solution may encounter include, firstly, financial aspects of the development of the website, as this can be cheap at the initial stage but can later be expensive due to the flow of traffic and sustainability. If Green Haven Florist is not able to maintain the website in such a way to attract customers, this would lead to more decline in sales. Secondly, a security breach of the website is a severe risk that has to be avoided at all costs, as this could lead to customer data leaks.
Additionally, I have chosen a weighting of 1 to 5 for considering the risks' likelihood and impact, with 1 being the lowest and 5 the highest. In his analysis, Sproull (2018, pp. 93) mentions that calculating probabilities is a way of analysing risk, and approaching a decision involves some variants of risks, hence my risk analysis in order to prevent problems from happening. 


[bookmark: _Hlk205981406]Task 5b) Justifications for the Implementation Plan
As pointed out in my Implementation Plan (see Appendix 3) for the creation of a new website for Green Haven Florist, firstly, it is important to find a reliable and professional website developer, and this could take up to a week, as it should not be a rational decision, but adequate research for the best possible person for the task. Secondly, having a website manager is essential, as this person is responsible for the digital aspects of the store and keeps track of customers' buying trends. This plan is necessary because, as stated in Management, Institute of Leadership & (2013, pp. 85 – 86) help from other people who may control facilities and resources is needed in implementing plans.

Task 6b) Justifications for the KPI and SMART Objectives
Increase in online traffic and profit in in-store sales is the Key Performance Indicator that I have proposed (See Appendix 4) to recognise and observe the change in development after implementing my solution. Furthermore, the SMART objectives consist of seeing profit grow in in-store sales within 3 – 4 months, and this can be measured against the previous decline of 30% in-store sales and an increase in online traffic. 
Finally, it must be time-bound for the objectives to be realistic. A target date provides more motivation for the goals to be accomplished.







Task 7) Key Findings

· My report is a solution towards both in-store and online sales improvement for Green Haven Florist, which is the creation of a newly updated website.
· The most important key findings from my report are as follows;
· I have used the Grid Analysis table to evaluate the 2 solutions and justify the one feasible solution.
· Created and justified an implementation plan towards the creation and development of the website.
· I have proposed a Key Performance Indicator 
· And finalised a SMART objective while explaining and defending such a proposal. 
· Finally, I have given theories to support my report and findings
[bookmark: _Hlk208302504]
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[bookmark: _Hlk205987492]Appendix 1 – Task 3a

Grid Analysis Table

	Factors to consider
	cost
	Combating
competition
	location
	Consumer trends
	Total

	Weighting      
	4
	3
	4
	5
	

	New Website 

	3       12
	2               6
	2            8
	5           25
	51

	Subscriptions

	2         8
	3               9
	3          12
	3          15
	44


[bookmark: _Hlk210815657]Adapted from: Proctor, T (2019) Page 264


                                     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
	Green Haven Florist's affordability of a new website

	2
	3
	6
	Green Haven Florist can apply for financial support.
	Continue using the old website while searching for various financial loans.

	2
	Sustainability of the new website

	4
	3
	12
	Green Haven Florist should keep the designs on the website to a minimum to avoid high maintenance fees.
	Continuous communication with the customers via other platforms. e.g., Flyers, Email or Text messages.

	3
	Security breach of the new website

	4
	5
	20
	By ensuring an adequate security setup on the new website.
	Inform clients and authorities about the issues and seek information on solving any impact.


Adapted from: Sproull, 2018. Page 108

Appendix 3 – Task 5a
Implementation Plan

Name the problem you are solving: Decline in In-store sales and Improvement of Online sales in a florist shop.
Name the solution you are implementing: Creation of a new, updated Website.
	
	Task
	WHAT

	WHEN

	WHO

	Done

	1
	Find a website developer


	Search for a reliable website developer to assist in the creation of the website


	Weeks 1 - 2


	Store owners


	Confirmation of a web developer found.



	2
	Website development


	The website developer builds the website from scratch and is responsible for the technical programs.
Making sure that all securities are in place and that guidelines are followed.


	Weeks 2 - 3


	Website developer


	The website is developed and ready for operations.



	3
	Website manager


	The website manager manages the website by creating digital inventory, making the website user-friendly and more attractive. Basically, setting up the website for current and potential customers.


	Week 4


	Website Manager/
store owners


	The website is ready to be accessed by customers or potential customers.



	4
	Launch and marketing


	Activation of the website and promotion via different media such as social media, signage, and leaflets. 
Additionally, let the old customers be aware of the new digital transition.


	Week in, week out.


	Website manager and store owners


	Websites work perfectly fine, and customers' orders can be generated while foot traffic shows signs of increase.




Adapted from: Institute of Leadership & Management (2013, page 102)
· 

Appendix 4 – Task 6a

The Key Performance Indicator is: Increase in online traffic and profit in in-store sales.

	Specific
	Measurable
	Attainable
	Relevant
	Time-Bound

	Goals for in-store sales and online traffic.
e.g. 
· Profit increase in-store within 3 – 4 months









	Against the previous decline of 30% in-store sales and an increase in online traffic.





	Each week, new offers and inventories are displayed online and in-store to boost both foot and online traffic.





	Online surveys should be in place to get customers' reviews on the latest development.
Given that customers are always right, it is very important to rely on their feedback.





	Sufficient time of about 1 – 2 weeks to observe the increase in in-store sales, allowing enough time for customers to be able to align with the offers and promotions.







https://thinkmarketingmagazine.com/how-to-create-smart-goals/
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