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Introduction 
What the report is about. 
Any definitions should be provided in this part of the report.
· Approximately 100 words
this report is about a business downfall in sales in this case green haven florist and the materials they could use to make the business Back to where it was in terms of successful sales and a successful business overall I will also use different varieties of materials and problem solving solutions to find the main cause of the problem and find the best solution for the problem For example SWOT analysis and PMI analysis
[bookmark: _Hlk205982484]Brief Explanation of the Specific Business Problem
· Provide a brief overview of the case study. 
· Summarize the various causes that contribute to the problem.
· [bookmark: _Hlk210817679][bookmark: _Hlk205979492]Approximately 200 words
There are various problems that contribute to the problem for this specific cause of the downfall of green haven florist for example, in the last 12 months Greenhaven florist has seen a 30% decline in store sales the main cause of this problem is loss of foot traffic and aggressive pricing. Another cause of this problem would be online shopping this suggests that green haven florist it's not contributing to the marketing skills well enough Another cause to the problem would be the price of fresh flowers for example orchids and tulips Because of this they are not generating enough profit for their business too thrive. As well as this customer feedback and revealed mixed sentiments plays a big role in the causes that contributed to the businesses problem this means that some customers are not happy or not Satisfied enough to come back. 
Greenhaven florist marketing has LED them to have a downfall in the income this is because they are not marketing well enough, not reaching enough people.


[bookmark: _Hlk205982497]Suggested Two Alternative Solutions

	Plus
	minus
	interesting

	More potential customers 
	Less money 
	Conflict with other business owners 

	More products sold 
	Short term sales 
	To much stress

	Clearing Inventory 
	
	

	Make your product more known 
	
	

	
	
	

	
	
	




· Explain this solution 
· Justify how it will resolve the specific business problem.
·  Approximately 150 words
· Solution A : Promotion
· The solution would be promotion. Promotion would be a perfect solution because you and the customer can benefit from it for example, by giving a promotion to customers for example 20%. This would attract new potential customers that don’t know about your business because everyone wants to get a cheaper product if they have the opportunity. You could also try to put your old inventory on sale first and to clear out more space before putting on your new ones, however there are some disadvantages. You may lose some money in the process as you are selling the product cheaper and you will not make the same profit or the customers might only want to come in your store once the promotion has started and not come back again. 
· You may lose some money in the process as you are selling the product cheaper and you will not make the same profit or the customers might only want to come into your store once the promotion has started and not come back again. 
· 

Solution B: Aggressive pricing 
· Explain this solution.
· Conduct a PMI analysis for solution B
· Justify how it will resolve the specific business problem
	plus
	minus
	interesting

	Increases brand awareness 
	Loss of potential local bussnies support and help
	Unhappy investors 

	Boosts short term sales 
	
	

	
	
	


· .
· [bookmark: _Hlk205980222] Approximately 150 words

Justification for Selected Solution
· Explain why either Solution A or B is the most appropriate solution to progress with.
· Justify and defend this preferred solution 
· Explain and defend the weightings attributed.
· Approximately 100 words
· My opinion I think promotion is the best solution and the most appropriate to progress with because with promotion you can get more potential customers from all different places and countries for example you could use social media to promote your business and it would reach potential millions of people if you do it the right way and that could cause your business to increase by a lot. However solution B with the aggressive pricing could also be very helpful in a lot of ways for example if you price your product lower than the different businesses around you you could attract potential customers locally and they would come back because customers prefer to payless for the same product that they can buy However aggressive pricing is only temporary and could cause you to lose a lot of money And you will still need to put your prices up some day so in my opinion promotion is the best solution in this case


[bookmark: _Hlk205982530]Risk Analysis of the Selected Solution
Based on the results from your Risk Analysis:
· Discuss the risks your solution may encounter.
· Explain and defend the criteria you used.
· Approximately 100 words
Promotion is an very  important marketing strategy used to increase brand awareness and boost sale especially  during periods of declining performance. However, it also involves several risks that must be carefully analysed. Promotional activities can be costly, and there is a risk that the increase in sales may not generate a sufficient return on investment. Excessive promotion may damage brand image by lowering perceived value. In addition, promotions can create unpredictable demand, leading to stock shortages or operational pressure. Customers may also become dependent on discounts, reducing long-term profitability. Therefore, effective planning and monitoring are essential to minimise risks and ensure successful promotional outcomes.
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.
· Provide insight into your decisions and provide justifications for these. 
· 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.
· Explain and defend the SMART objectives you have proposed. 
· [bookmark: _Hlk205981688]Approximately 200 words
Conclusion:
Key Findings
· Review your report
· Identify the most important four or five key findings from your report.
· [bookmark: _Hlk208302504]Approximately 150-200 words
· 


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.







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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