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Introduction 
What the report is about. 
Any definitions should be provided in this part of the report.
· Approximately 100 words

[bookmark: _Hlk205982484]Brief Explanation of the Specific Business Problem
· Provide a brief overview of the case study. 
· Summarise the various causes that contribute to the problem.
· [bookmark: _Hlk210817679][bookmark: _Hlk205979492]Approximately 200 words
[bookmark: _Hlk205982497]Suggested Two Alternative Solutions
Solution A 
· Explain this solution 
· Conduct a PMI analysis for solution A
· Justify how it will resolve the specific business problem.
·  Approximately 150 words

Solution B 
· Explain this solution.
· Conduct a PMI analysis for solution B
· Justify how it will resolve the specific business problem.
· [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


[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

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?













 Introduction 

This report examines the challenges faced by Green Haven Florists, a small independent business that has experienced a decline in profitability over the past year. Changes in consumer behaviour and the increasing preference for online purchasing have created difficulties for businesses that rely heavily on in-store sales (Chaffey and Ellis-Chadwick, 2019). The purpose of this report is to explain the specific business problem, propose two alternative solutions, and evaluate them using a decision-making tool. Based on this evaluation, the report will justify the most suitable solution and outline how it can be implemented and measured effectively.



Brief Explanation of the Business Problem 

Green Haven Florists has experienced a noticeable decline in performance, with in-store sales falling by approximately 30% over the past year. One of the main causes of this decline is a shift in customer behaviour, as many consumers now prefer to shop online rather than visit physical stores (Chaffey and Ellis-Chadwick, 2019). This change has led to reduced foot traffic and lower revenue.

The business is also facing strong competition from larger florists and online retailers that benefit from effective digital marketing and active social media presence. Green Haven Florists currently operates with a basic website that offers limited functionality, reducing its ability to attract and convert online customers. In addition, minimal social media activity has resulted in weak brand visibility and customer engagement (Tuten and Solomon, 2018).

At the same time, operating costs have increased due to higher flower supply prices and the company’s commitment to sustainable sourcing. The combination of declining revenue and rising costs places pressure on profitability and threatens the long-term sustainability of the business if no action is taken.



Solution A: Hiring a Dedicated Marketing Specialist 

One proposed solution is to hire a dedicated marketing specialist to manage Green Haven Florists’ digital presence. This role would involve improving the business website, supporting online ordering functionality, and managing social media platforms. Effective digital marketing plays an important role in attracting customers and increasing online sales (Kotler and Keller, 2016).

The main advantage of this solution is that it directly addresses the business’s weak online visibility. A marketing specialist could help increase brand awareness, engage customers more effectively, and encourage repeat purchases (Chaffey and Ellis-Chadwick, 2019). However, this option also involves additional costs, as employing a specialist requires paying an ongoing salary. Despite this drawback, the potential benefits in terms of increased online sales and improved customer engagement make this solution a realistic response to the current challenges.

(PMI analysis conducted – see Appendix A)


Solution B: Subscription Services and Corporate Partnerships 

An alternative solution is the introduction of subscription-based flower services and the development of corporate partnerships. This approach would involve offering regular flower deliveries to individual customers and creating contracts with local businesses such as offices or event organisers. Subscription models are known to support customer loyalty and generate predictable income streams (Kotler et al., 2018).

The main benefit of this solution is the creation of recurring revenue, which can improve financial stability and support long-term planning. Corporate partnerships may also provide consistent demand. However, this solution may take time to establish and requires effective coordination of deliveries and customer relationships. While this approach offers long-term potential, it may not address the immediate issue of weak digital presence as directly as Solution A.

(PMI analysis conducted – see Appendix B)


Justification for Selected Solution 

Based on the evaluation of both alternatives, Solution A is considered the most appropriate option for Green Haven Florists. The PMI analysis shows that hiring a dedicated marketing specialist directly targets the main causes of declining sales, particularly limited online visibility and weak customer engagement (Chaffey and Ellis-Chadwick, 2019). Although this solution introduces additional salary costs, it offers strong potential for increasing online sales and improving brand awareness. Compared to Solution B, Solution A provides a more immediate and focused response to the business’s current challenges.


Risk Analysis of the Selected Solution 

The main risk associated with hiring a marketing specialist is the financial pressure created by the additional salary cost. If online sales do not increase as expected, this investment may negatively affect profitability. There is also a risk that marketing improvements may take time to produce measurable results. To reduce these risks, the business could offer a part-time or fixed-term contract and set clear performance targets linked to online sales and customer engagement (Kotler and Keller, 2016).



Plan to Implement the Selected Solution 

The implementation of Solution A should follow a structured and phased approach. The first step is to clearly define the responsibilities of the marketing specialist, focusing on website improvements, online ordering functionality, and social media management. This ensures that the role is aligned with the business’s priorities.

The recruitment process should focus on candidates with experience in small business digital marketing. To limit financial risk, the specialist could initially be hired on a part-time or fixed-term basis. During the first month, the specialist should review the existing website and digital platforms to identify weaknesses and opportunities for improvement. This would be followed by updates to website design, navigation, and product presentation to improve the customer experience.

In the next phase, attention should shift to developing a consistent social media strategy, including regular content creation and customer interaction. Performance should be reviewed on a monthly basis by the business owners using agreed metrics. This gradual approach allows Green Haven Florists to manage costs while building a stronger and more effective online presence.



Means of Measuring Effectiveness 

The effectiveness of the selected solution can be measured by monitoring key performance indicators related to online activity. One of the most important indicators is the level of online sales, as improvements in digital marketing should result in increased customer orders (Chaffey and Ellis-Chadwick, 2019). Website analytics can also be used to track visitor numbers and user behaviour, helping to assess whether marketing efforts are attracting potential customers.

Social media engagement provides another measure of effectiveness. Growth in followers, interactions, and customer enquiries can indicate improved brand visibility and awareness (Tuten and Solomon, 2018). Customer feedback and online reviews may also offer insight into whether the business’s online presence is viewed as more professional and accessible.

To ensure progress is measurable, SMART objectives should be set, such as increasing website traffic within a defined time period. Regular reviews will allow the business to evaluate performance and make adjustments where necessary.


Conclusion – Key Findings 

This report analysed the challenges faced by Green Haven Florists, focusing on declining in-store sales and increased competition from online retailers. The findings highlighted that changes in consumer behaviour and limited digital marketing activity have contributed significantly to reduced profitability (Tuten and Solomon, 2018).

Two alternative solutions were evaluated, and hiring a dedicated marketing specialist was selected as the most suitable option. This solution directly addresses the core problem by improving online visibility, strengthening customer engagement, and supporting online sales growth. Although it involves additional costs, these risks can be managed through careful monitoring and performance targets.

Overall, the selected solution provides a practical and realistic strategy to help Green Haven Florists adapt to a changing market and improve long-term business sustainability.
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APPENDICES



Appendix A – PMI Analysis for Solution A: Hiring a Dedicated Marketing Specialist

Plus
	•	Improved online presence through a more professional website
	•	Increased customer engagement via social media
	•	Higher potential for online sales and repeat customers
	•	More consistent and strategic marketing activity

Minus
	•	Additional salary costs
	•	Risk if sales growth is slower than expected
	•	Dependence on the performance of one individual

Interesting
	•	Opportunity to strengthen brand identity long term
	•	Ability to analyse customer data for future decisions
	•	Potential to expand digital marketing activities



Appendix B – PMI Analysis for Solution B: Subscription Services and Corporate Partnerships

Plus
	•	Predictable and recurring income
	•	Increased customer loyalty
	•	Reduced reliance on walk-in customers
	•	Improved stock and delivery planning

Minus
	•	Time required to build a stable customer base
	•	Increased logistical complexity
	•	Difficulty securing long-term contracts

Interesting
	•	Opportunity to expand into larger corporate partnerships
	•	Strong foundation for long-term stability
	•	Potential integration with online ordering systems
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