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Task 1: Overview of Case-study
· Provide a brief overview of the case study: Green Haven Florists is a small flower shop in Norwich, started in 2016 by Liam and Priya Patel. It is known for custom flower arrangements, eco-friendly packaging and friendly customer service. However, the business is facing problems. Sales in the shop have dropped by about 30% in one year, because fewer people are visiting the high street, and more customers are buying flowers online instead. The shop also faces higher costs and delays in getting supplies. In addition, its website is outdated, making it harder to compete with online businesses. These issues are affecting profits and making it difficult for the business to succeed.
[bookmark: _Hlk205979492]
[bookmark: _Hlk205982497]Task 2: Two Proposed Solutions
Solution A Proposal: onlne and website presences
Improving Green Haven Florists’ online presence directly addresses its root problem of limited customer reach and low sales. By updating its website and enabling online ordering, the business can attract customers beyond its local area and operate beyond physical store hours. Offering delivery services increases convenience, meeting modern consumer expectations. Active use of social media platforms can promote products, showcase arrangements, and engage with potential customers, building brand awareness. Competing with established online florists becomes more achievable, while digital marketing can drive consistent traffic. Overall, a stronger online presence expands market reach, increases sales opportunities, and supports long-term business growt



Solution B Proposal 2. Attract more in-store customers
They could offer promotions, loyalty discounts, or host small workshops (like flower arranging) to bring people into the shop. Partnering with local businesses or events could also increase foot traffic. 
· [bookmark: _Hlk205980222][bookmark: _GoBack]Solution 2 addresses Green Haven’s core issue of low footfall by increasing the number of customers entering the store, creating more opportunities for sales and revenue growth. Higher in-store traffic enhances customer engagement, as shoppers can physically interact with products and receive personalised advice, building trust and satisfaction. This environment also encourages impulse purchases, increasing average spending. Additionally, attracting more local visitors strengthens brand awareness, fosters loyalty, and drives repeat visits through positive word-of-mouth, making it a cost-effective and sustainable strategy for long-term business success.


Task 3b) Evaluation Results and Justifications
 Based on the results from my Grid analysis Appendix 1:
· Explain why  Solution B is the most appropriate to progress with.
 Green Haven’s core issue of low footfall by increasing the number of customers entering the store, creating more opportunities for sales and revenue growth. Higher in-store traffic, enhances customer engagement, as shoppers can physically interact with products and receive personalised advice, building trust and satisfaction. This environment also encourages impulse purchases, increasing average spending. Additionally, attracting more local visitors, strengthens brand awareness, fosters loyalty, and drives repeat visits through positive word-of-mouth, making it a cost-effective and sustainable strategy for long-term business success.
· Approximately 100 words
[bookmark: _Hlk205982530]Task 4b) Risk Analysis Results and Justifications
· NOTE: Based on the results from your Risk Analysis provided in Appendix 2:
· Discuss the risks your solution may encounter.
· Explain and defend the criteria you used.
· Explain and defend the weightings you attributed to this criterion.
· Justify and defend that this solution is reliable. 
· Approximately 100 words

Task 5b) Justifications for the Implementation Plan
· [bookmark: _Hlk205981406]NOTE: Based on the Implementation Plan you provided in Appendix 3:
· Explain and defend the order, scheduling and responsibilities of the tasks.
· Provide insight into your decisions and provide justifications for these. 
· Approximately 100 words


Task 6b) Justifications for the KPI and SMART Objectives
· NOTE: Based on the KPI and SMART Objective table you provided in Appendix 4:
· Explain and defend the Key Performance Indicator you have proposed.
· Explain and defend the SMART objectives you have proposed. 

Task 7) Key Findings

[bookmark: _Hlk208302504]Key Findings – Green Haven Florists (Proposal Solution 2):
· Low in-store customer traffic is a major issue, mainly due to limited promotion and strong competition from online florists. 
· Customers should be attracted to businesses offering experiences, such as workshops, rather than just products. 
· Promotions and loyalty discounts can significantly increase repeat visits and customer retention. 
· Partnering with local businesses and community events can effectively boost visibility and foot traffic. 
· Tracking performance through KPI (e.g., daily visitors, sales growth) is essential to measure success and improve strategies.


Reference List 
References (Harvard Style):
· Philip Kotler, P. and Keller, K.L. (2016) Marketing Management. 15thedition Harlow: Pearson. 
· David Aaker, D.A. (2014) Aaker on Branding. New York: Morgan James. 
· Peter Drucker, P.F. (2007) Management Challenges for the 21st Century. Oxford: Routledge. 
· Robert S. Kaplan, R.S. and David Norton, D.P. (1996) The Balanced Scorecard. Boston: Harvard Business School Press. 
· Harold Kerzner, H. (2022) Project Management. 13th edition Hoboken: Wiley. 
· These sources support strategies on customer attraction, KPIs, and structured implementation planning
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[bookmark: _Hlk205987492]Appendix 1 – Task 3a

Grid Analysis Table 
In the grid analysis for Green Haven Florists, key criteria include cost, impact on footfall, feasibility, and sustainability.

	Criteria/
Factors
	Weighting
	Score
	Weighted
Score
	Total

	Cost     
	    
5
	   
5
	  
4

	
    14

	Inpact on Footfall
	   4
    20
	   3
   15
	  4
   16
	
    51Best

	Feasibility

	   3
    15
	   2
   10
	  5
  20
	  
    45

	Substainabiliy
	   4
    20
	   2
   10
	  5
  20
	
    50




       Justification:
Impact on footfall has the highest weighting (51best) because it directly targets the root problem of low customer numbers. Cost, feasibility, and sustainability are [45 to 50 ]OK weighted to ensure the solution is affordable, realistic, and beneficial long-term. This balance ensures the strategy not only increases visitors but also supports continued business growth

[bookmark: _Hlk210815657]







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
	Cost / Supply chain

	2
	3
	6
	Engaging with the customers, maintain and com-pairing standard price
	, Improving cost and stock, 

	2
	Seasoner demand / Online competition

	3
	3
	9
	
	Engaging more with the footfall customers, Improving cost and stock, and also giving out incentive and discount

	3
	Resilience and Sustainability

	1
	2
	2
	
	Always ensure your stock are up to date and nicely package.




Three key risk factors for Green Haven Florists include supply chain disruption affecting fresh flower availability, seasonal demand fluctuations impacting revenue stability, and increased competition from online florists. According to Risk Management Principles and Practices (Hopkin, 2018), identifying operational, market, and strategic risks is essential for small business resilience and sustainability.




Appendix 3 – Task 5a Implementation Plan
Name the solution you are implementing
IOW IN-STOR CUSTOMER TAFFIC
Green Haven Florists faces low in-store customer traffic, reducing daily sales and limiting customer engagement. Many customers prefer online shopping or are unaware of the shop’s offerings, leading to misses
 revenue opportunities.
In the florist, Identifies the causes of low foot traffic. In the they develop promotions, loyalty programs, and workshop ideas such as flower arranging. these offers are launched, and partnerships with local businesses and events are introduced to attract more visitors. In the the business tracking customer turnout, sales, and feedback to measure success.
This approach helps increase in-store visits, strengthen community engagement, and improve overall sales performance.

	
	Task
	WHAT

	WHEN

	WHO

	Done

	1
	
Planning

	Identify low foot traffic


	As soon as posibel 


	Partners Liam and Priya Patel,


	
When you see the increasing out coming of customers.


	2
	
Design stege

	
Develop promotions, loyalty programs

	Every week before the stat of another week


	
Partners Liam and Priya Patel,

	Improvement in local stock and demand



	3
	Implementation stage


	Launching discount workshop
And partnership


	As soon as the customer stat trouping in


	Partners Liam and Priya Patel,


	Many more partners



	4
	Monitoring stage


	Tracking customer turnout, sales, and feedback to measure success.



	Always asking for their feedback


	
Partners Liam and Priya Patel,

	Confirmation and more feedback




Project Management: A Systems Approach to Planning, Scheduling, and Controlling by Harold Kerzner
 
· 

Appendix 4 – Task 6a

The Key Performance Indicator is: Green Haven Florists aims to solve low in-store traffic by using promotions, loyalty discounts, workshops, and local partnerships.and  Success shoud be measured by using Key Performance Indicators (KPIs) aligned with SMART objectives as specific by 
Goal: Increase foot traffic
        ↓These KPI track progress and guide improvements. As outlined by Peter Drucker, measurable goals drive performance, while SMART frameworks ensure clear and achievable business targets for success.


	Specific
	Measurable
	Attainable
	Relevant
	Time-Bound

	
Increase foot traffic





	
Customer count and welbeen

First week and last week of the year Revenue growth monitor

	
Workshoup attendance



	
Repeat customers loyalty sign-up




	
In three months minimore of 20% visitors increase
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