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· Cover Page and Contents Page - Approximately 100 words
[bookmark: _Hlk205982484]
Task 1: Overview of Case-study
· Provide a brief overview of the case study. 
· Identify and discuss the root problem impacting Basil’s Bakery.
· Critique the issues that are contributing to the root problem.
· [bookmark: _Hlk210817679][bookmark: _Hlk205979492]Approximately 100 words
Basil's Bakery is an independent artisanal business in a Coventry retail park, established in 2015, specialising in organic baked goods. Following the 2020 pandemic, sales have stagnated at 25% below 2019 levels, and the current business model is no longer viable. The root problem is eroding revenue from lost footfall: retail park closures, local redundancies, and widespread hybrid working mean core customers visit less often (ONS, 2024). Additional pressures include rising overheads (Gov.uk, 2025), volatile organic ingredient costs (DEFRA, 2025), and unmet demand for delivery and pre-order services that Basil cannot support while working full-time on production.
[bookmark: _Hlk205982497]Task 2: Two Proposed Solutions
(Provide a name) Solution A Proposal
· Identify and name the proposed solution.
· Describe and explain this solution. 
· Detail and justify how this solution will help to resolve the root problem impacting Basil’s Bakery.
·  Approximately 100 words
This option focuses on off-site access: launching a local delivery service via third-party platforms, plus mobile sales at local workplaces, the industrial estate, and community events. It directly reaches customers who now work from home or no longer visit the retail park, meeting clear demand for delivery and expanding reach beyond the struggling site (ONS, 2024). It keeps overheads much lower than expanding premises and can be adjusted easily to match demand. This diversifies income and removes reliance on retail park footfall (Johnson et al., 2021).
(Provide a name) Solution B Proposal
· [bookmark: _Hlk205980222]Identify and name the proposed solution.
· Describe and explain this solution. 
· Detail and justify how this solution will help to resolve the root problem impacting Basil’s Bakery.
· Approximately 100 words
This would mean rearranging the space we already have, or maybe taking on a little extra room nearby, plus hiring someone for a few days a week to run the counter, answer calls, and take orders. That way Basil can focus fully on baking, so we can run the pre-order and click-and-collect service people keep asking for, without missing calls or letting orders slip (Slack et al., 2022). We'd keep our current spot and all our regulars and have space for things like custom cakes or little pop-in events. The downside is it will push up our fixed costs, and it still doesn't fix the main problem - that fewer people are coming to the retail park at all these days (Henry, 2021).
Task 3b) Evaluation Results and Justifications
· NOTE: Based on the results from your PMI Evaluation provided in Appendix 1:
· Explain why either Solution A or B is the most appropriate solution to progress with.
· Explain and defend the criteria you used.
· Explain and defend the weightings you attributed to this criterion.
· Justify and defend this preferred solution 
· Approximately 150 words

Instead of putting more money into the shop, we'd run a delivery service around Coventry and sell from a van or trailer at local workplaces, the industrial estate, and community events. This lets us go straight to the people who now work from home or don't come to the retail park anymore and finally give people the delivery option they've asked for again (ONS, 2024). It costs far less than expanding the shop, and we can easily change where we go or what we do if something isn't working. It also means we aren't putting all our eggs in one basket, relying only on whoever happens to pass the shop door (Johnson et al., 2021).

Task 4b) Justifications for the Implementation Plan
· [bookmark: _Hlk205981406]NOTE: Based on the Implementation Plan you provided in Appendix 2:
· Explain and defend the order, scheduling and responsibilities of the tasks.
· Provide insight into your decisions and provide justifications for these decisions. 
· Approximately 150 words

I've ordered the steps this way to keep things low-risk and manageable, since Basil is running this mostly on his own at first. Starting with preparation first makes sense -sorting out rules, costs and paperwork before spending anything means we don't waste time or money on things that won't work. Doing a pilot run next lets us test everything on a small scale, fix any issues, and see what customers want before going all in.Basil leads the early work because he knows the business best, and we bring in extra help only when it's needed, to keep costs down. Stretching it over 12 weeks also means it won't get in the way of his usual baking work, so he doesn't get overwhelmed while making changes.
Task 5b) Justifications for the KPI and SMART Objectives
· NOTE: Based on the KPI and SMART Objective table you provided in Appendix 3:
· Explain and defend the Key Performance Indicator you have proposed.
· Explain and defend each of the SMART objectives you have proposed. 
· [bookmark: _Hlk205981688]Approximately 200 words
I picked monthly sales revenue as the main KPI because that's the clearest way to tell if we're fixing the problem - getting sales back up from that 25% drop we've seen since 2023. It's simple to track and shows exactly how well the new service is doing. For the objectives, I set them to be realistic but still ambitious. The sales target lines up with what we need to make the business viable again and giving it 12 months means we don't expect too much too soon. The order targets are based on how many regular customers we've lost, so they feel doable. Keeping costs low is important right now with rent and bills going up, so that target stops us spending more than we can afford. The satisfaction one makes sure we don't chase sales at the cost of letting quality slip - which matters a lot for our loyal customers. All of these are easy to check regularly, so we can adjust things if we're not hitting the mark.
Task 7) Key Findings
· Review your report
· Identify the most important four or five key findings from your report.
· Provide these in bullet format.
· [bookmark: _Hlk208302504]Approximately 100 words
· Sales have stayed 25% below pre-2020 levels, driven mostly by fewer people visiting the retail park.
· ﻿﻿Hybrid working and local shop closures mean we've lost our core daily lunchtime customers.
· ﻿﻿We're missing out on business because we can't offer the delivery or pre-order service people keep asking for.
· ﻿﻿Expanding the shop would cost too much and still rely on the retail park getting busier, which is far from certain.
﻿﻿A mobile and delivery model is more flexible, cheaper to run, and goes straight to where our customers are now.
Reference List 
· Include the details of all the sources cited in your report.
· Ensure these are presented in the Harvard Referencing style.
· Note: there is an expectation that at least five academic sources should be integrated with the content of this report.
· Approximately 100 words
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Appendices
Appendix 1 – Task 3a
PMI Evaluation Table
[bookmark: _Hlk219539535]Option A - Premises
	Plus
	Minus
	Interesting

	Keeping our existing shop and all the regular customers who visit us there +4
	Rent, rates and bills will go up quite a lot if we take more space -4
	There are small business grants for improving retail units locally +2

	We have full control over everything that happens and how things look and feel +4

	We must spend money on fitting out new areas before we can use them -3
	We might be able to share some costs with other shops nearby +2 

	Can finally offer the pre order service peoples keep asking for +3
	It will take time to find trained new staff -3
	Any extra staff can also help admin and ordering supplies +2

	Gives us room to do things like custom orders or small events 
+3

	We are still relying on people coming to the retail park, which getting quitter -2
	It would be something we own and keep long term 
+2

	
TOTAL:+14
	
TOTAL:-12
	
TOTAL: 6




[bookmark: _Hlk210816971]Therefore: Overall Total for Name (for Solution A) = 8 (14-12)+6

	Plus
	Minus
	Interesting

	We can go straight to people who work from home or don’t come to the park anymore +4
	Delivery apps take a percentage of every sale we make -4
	we could set up regular orders for local offices or factories +2

	Gives people the delivery service they’ve asked for over +4

	We don’t have full control over how fast or carefully orders get delivered -3
	We can change what we sell based on what people buy most+2

	Costs are much lower than moving or expanding the shop +3 

	We don’t have to pay to run and maintain a van or trailer -3
	We can test new products at events before adding them permanently +2

	We can go wherever there are people, not just stuck in one spot +4

	Bad weather or quiet days at events could mean slow sales -2
	We can move locations easily if one stops working well + 2

	
TOTAL:+14
	
TOTAL:-12
	
TOTAL: +8


Option B - Mobile

Therefore: Overall Total = 10 (14-12)+8
The overall total is higher for the mobile option (10) so based on this comparisons, the mobile and delivery approach is better choice for basils bakery.


· [bookmark: _Hlk219478739]Approximately 200 words

· Ensure you provide a reference for the PMI Evaluation source.

· Four factors are sufficient in the PMI Evaluation table. However, you can add more rows if you want to.

· You need to include a PMI table for both Solution A and Solution B.

Appendix 2 – Task 4a
Implementation Plan

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

	WHEN

	WHO

	Done

	1
	
	Sort out ordering systems, delivery, food, safety rules, get a suitable van/trailer


	
Weeks 1-2

	Basil 


	



	2
	
	Test delivery with regular customers tries pop ups at industrial estate and nearby offices.


	
Weeks 3-6

	Basils + family 


	



	3
	
	Advertise the new service book regular spots at local markets and business parks


	
Weeks 7-10

	
Basil 

	



	4
	
	Check sales numbers and feedback change locations or prices if needed


	
Weeks 11-12

	
Basil 

	






· Approximately 200 words.

· Ensure you provide a reference for the Implementation Plan source.

· Four task stages are sufficient. However, you can add more task stages if you want to. 
Appendix 3 – Task 5a

The Key Performance Indicator is: 

	Specific
	Measurable
	Attainable
	Relevant
	Time-Bound

	
Reverse the 25% sales decline by launching local delivery and mobile sales to reach customers who no longer visit the retail park





	
Track monthly takings, weekly order numbers, and customer feedback scores




	
Target 15% sales growth in 6 months, building steadily to match lost custom without overstretching
Basil




	
Directly addresses falling footfall, unmet demand for delivery, and reliance on the struggling retail park



	
Reach 15%
improvement within 6 months; return to 2019
sales levels within 12 months







· Approximately 200 words
· Ensure you provide a reference for the KPI and SMART Objective source.

This KPI is chosen because it tracks exactly whether the new model fixes the bakery's main problem, rather than less useful metrics like social media likes (Slack et al., 2022). The SMART structure keeps goals clear and realistic:
· ﻿﻿Specific: Focuses only on what matters most - getting sales back up and serving customers where they are now.
· ﻿﻿Measurable: Uses numbers Basil already tracks, so no extra complicated work is needed.
· ﻿﻿Attainable: Based on the number of lost regular customers we identified, so it's not too easy or impossible to hit.
· ﻿﻿Relevant: Every part ties back to making the business viable long-term, rather than adding unnecessary new work.
﻿﻿Time-Bound: Sets clear deadlines so we can check progress and adjust things if needed.
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