



Module Title: Problem Solving and Decision Making

Module Code: LCLM 4004 

Assessment: Component 2 Report

Student Name: Hassan Daniel Fullah

Student Number: 2509521

Lecturer’s Name: Lizeta Demetriou






Table of Contents

Contents                              			     Page Number

Introduction…………………………………………………………………………..3
Brief Explanation of the Specific Business Problem………………………....….3
Two Alternative Solutions…………………………………………………...……...3
Justification for Selected Solution…………………………………………….…...4
Risk Analysis of the Selected Solution……………………………………..….….4
Plan to Implement the Selected Solution………………………………….….…..4
[bookmark: _Hlk205982702]Means of Measuring Effectiveness of Implementation of Selected Solution.…5
Conclusion …………………………………………………………………..……….5
Reference List………………………………………………………………………..6













Introdction: 
Green Haven Florist is an independent shop founded in 2016 by Liam and Priya Patel. It was built on bespoke design, eco-friendly and strong community ties. The shop faces a 30 percent drop in in-store sales, with small online order growth failing to offset losses. Internal and External pressures include rising supply cost , outdated digital systems , new local competitors, and a shift to online shopping.

[bookmark: _Hlk205982484]Brief Explanation
Titration of the Specific Business Problem
The main business problem was the 30 percent sales drop in twelve months, rising cost, sharp fall of customer visit in the shop, outdated digital presence, and shrinking profit margin. Reduced high-street foot traffic caused by nearby business closures and shift towards online shopping. Cost of imported flowers rise uo sharply due to supply chain discruption. Liam and Priya manage the shop with limited administrative, marketing, and technical support.




· [bookmark: _Hlk205982497]Summarize the various causes that contribute to the problem
· Closures of nearby shops. Shift to online buying reduce walk-in trade. Stronger competition from local shops, supermarkets, and low-cost online delivery. Cost of stock, fuel, rent and cost of operation. Cost of sustainable materials and delays in supply chain. Outdated site, no proper online shop, little marketing skills and poor visibility. Limited delivery offer options, and pricing not fully aligned with higher cost. Weak community links and visibility beyond passing trade.
Solution A:  Digital and Marketing Upgrade
· Explain this solution 
· Rebuild a simple, mobile-friendly website with secure online ordering, local delivery slots, and customer options. Set up active Instagram/Facebook account showcasing work, running weekly promotions, and highlighting eco-friendly values.
· Lunch small paid social media adverts targeting Norwich customers.
· Conduct a PMI analysis for solution A
	Plus 
	Minus
	Interesting

	Directly reach online customers, offsets falling footfall. 

	Initial time/learning curve for Liam and Priya
	Build brand identity that large online competitors cannot copy.

	Matches customer expectations for ordering convenience.

	Small upfront cost for website setup.
	Can be tested in stages with low-risk social media activity first.

	Targets new local audiences beyond high street visitors.
	Requires consistent weekly effort to maintain.
	Opens partnership opportunities with local event organisers.

	
	
	

	
	
	



· Justify how it will resolve the specific business problem.
·  Approximately 150 words
This solution directly targets every root cause identified, and the PMI assessment confirms it delivers the strongest net benefit for the shop situation. It counteracts falling customer, same-day delivery, and reaching customers who now prefer buying flowers digitally. Builds local visibility and showcases with communities. Hand-tied work online, standing out from supermarkets and national delivery sites. It boost revenue and profit margins. Targeted advertising bring orders without high overheads. Balances sales mix reduces relianconlll70 percent in-store trade, building a reliable second income stream.  
Solution B : Community Partnership and  Differentiated Service
· Explain this solution:   
· Building trusted local ties to boost visibility, referrals, and loyalty where national  rivals  cannot compete. Preferred supplier for Norwich local communities. Support Norwich in bloom flowers, care homes,hospics, and run student workshop with City College Norwich. Offers Cooperate and community discounts for local organisations. Joint campaigns with Norfolk charities. Drives steady referrals, builds emotional connection, and replaces lost with committed local support.

· Conduct a PMI analysis for solution B :

· Plus: Builds strong local loyalty and word-of-m0uth. Stands out clearly from online rivals. Creates steady bulk orders. Boost brand reputation. Low ongoing cost.

· Minus: Slow to build result. Needs regular time for meetings. Limited reach beyond Norwich. No direct fix for core issue.

· Interesting: Strong for long loyalty. Not enough on its own to reverse current sales . Secures local position but misses customers searching online.
· Justify how it will resolve the specific business problem:
· Create clear unique selling points. Partnership with venues and local businesses rely on passing trade. Relies on relationship  and reputation rather than expensive advertising. Does not address the core problem of poor online visibility and lack of easy ordering. Cannot attract customers outside Norwich. Cannot deliver enough growth or fix the digital gap. Works effectively alongside the digital and marketing upgrade.

· [bookmark: _Hlk205980222] Approximately 150 words

Justification for Selected Solution
· Explain why either Solution A or B is the most appropriate solution to progress with:
· It is the only option that directly fixes every root cause of Green Havens decline Also, it replaces lost walk-in trade. Matches modern online ordering, delivery and subscriptions. Reduces over -reliance on in-store revenue. Showcases bespoke, local and eco-friendly work online. Delivers faster measurable growth. Works perfectly alongside community ties and personalized service.
· Justify and defend this preferred solution : 
· The profile and social media replace lost walk-in trade by meeting customers demands.  Matches modern buying habits and beats competition. Delivers faster, measurable, higher-return growth. Every action, click, enquiries, sales, is trackable. 
· Explain and defend the weightings attributed:
· Aligned with problem severity. The shop biggest problem is no digital access to customers, so core digital tool get the largest share of focus. High weight on marketing delivers result in weeks. Prioritises  low-cost, high-impact action first. Community work alone takes months these delivers fast revenue growth. The weightings are evidence-based, risk-balanced, and directly aligned with Green Havens specific weaknesses.
· Approximately 100 words




[bookmark: _Hlk205982530]Risk Analysis of the Selected Solution
Based on the results from your Risk Analysis:
· Discuss the risks your solution may encounter  
· Most risks are manageable and low-to-medium severity non threaten core operations. All risks are outweighed by the critical risk of doing nothing continued  sales decline and possible closure. Risk are reduced further by pairing digital work with existing community strengths.
· Explain and defend the criteria you used:
· All criteria were selected to match Green Havens specific situation. Small independent business, falling sales, limited time/budget, and urgent need to adapt to modern customer habits.
· Approximately 100 words

Plan to Implement the Selected Solution
[bookmark: _Hlk205981406]Based on the Implementation Plan you have provided: 
· Explain and defend the order, scheduling and responsibilities of the tasks: 
· Liam manages operations, Priya leads customer design work,keeps control in-house work to keep control of expensive external help. The plan is sequenced to avoid failure, timed to fit resources, and assigned to match existing skills. It delivers visible revenue gains within weeks, while protecting daily trading. It was far safer and more effective than reshed or unstructured changes.



· Provide insight into your decisions and provide justifications for these:
· Fix core digital foundations before marketing. You cannot successfully promote something that is incomplete . Make sure you find out or cannot take orders. This avoids wasting effort / money. Delivers quick visibility and follow how customers behave. Plays to what they already do well, and keep full control in-house and no cost for external help.
· 
· . 
· Approximately 250 words
Means of Measuring Effectiveness of Implementation of Selected Solution
 Based on the KPI and SMART Objective table you have provided: 
· Explain and defend the Key Performance Indicators you have proposed:
Total sales from  in-store plus online plus delivery channels. Weather the solution reverses the 30 percent annual sales . 
· Explain and defend the SMART objectives you have proposed:
· Increase total monthly revenue by 20 percent within six months, and sustain this for three consecutive months. Specific- Target plus timescale clearly defined. Measurable- Tracked via weekly sales records. Achievable- Matches expected growth from better visibility and new orders.  Time-bound six months target, verified over three months.
· [bookmark: _Hlk205981688]Approximately 200 words
Conclusion:
Green Haven Florist decline  was not from poor quality or service, but from failing to adapt to falling footfall , digital buying habits , and  stronger competition. The  Digital and Marketing Upgrade is the only solution that directly fixes all root causes  Acting now  will reverse  decline, doing nothing put the busi ness at serious risk of closure.:
Key Findings
· Review your report
· Identify the most important four or five key findings from your report.
· [bookmark: _Hlk208302504]Approximately 150-200 words
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The Key Performance Indicator is: 
	Specific
	Measurable
	Attainable
	Relevant
	Time-Bound

	

Questionnaire

Observation

Reviews



	

How many Qs?

Which days?
How long? 

	

Who is going to do it?

 Is it attainable?





	

What type of data? On what? What’s the point?


	


How long will it take to collect the data?
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