
Module Title: Problem Solving and Decision Making

Module Code: LCLM 4004 

Assessment: Component 2 Report

Student Name: Foad Rabia Abdulaziz Fayyad

Student Number: 2432992

Lecturer’s Name: Dr; Chijioke Uba






Table of Contents

Contents                              			     Page Number

Brief Explanation of the Specific Business Problem………………………....….3
Suggested Two Alternative Solutions……………………………………………...3
Justification for Selected Solution…………………………………………….…...3
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.…4
Reference List………………………………………………………………………..5
Appendix 1: Grid or PMI Analysis Table……………………………………….….7/8
Appendix 2: Risk Analysis Table…………………………………………………..10
Appendix 3: Implementation Plan………………………………………………..11
Appendix 4: KPI and SMART Table………………………………………………12 


[bookmark: _Hlk205982484]
Brief Explanation of the Specific Business Problem
[bookmark: _Hlk210817679][bookmark: _Hlk205979492]Green Haven Florists is facing a decline in sales due to reduced foot traffic, rising operational costs, and increased competition from online flower retailers. Research highlights that small retailers struggle when digital engagement is weak and customer expectations shift online (Kotler & Keller, 2022). Customer feedback indicates an outdated website, limited delivery options, and minimal digital marketing. These issues contribute to a core problem: the shop’s lack of digital competitiveness. This report focuses specifically on addressing the digital capability gap, which is the most urgent obstacle preventing the business from competing effectively and recovering lost revenue.
[bookmark: _Hlk205982497]Suggested Two Alternative Solutions
Solution A Proposal
Solution A: Full E-Commerce Website Upgrade + Digital Marketing Strategy 
This solution involves redesigning the website, improving usability, offering online payment, expanding delivery options, and launching social media advertising. According to Chaffey (2022), powerful digital presence significantly increases customer reach and sales. Improving the website directly targets customer complaints about outdated navigation and limited convenience. Digital marketing also helps the business compete with national chains that rely heavily on online visibility. This solution addresses the root problem digital weakness and supports long-term competitiveness.
Solution B Proposal
Solution B: Community-Based Sustainable Workshops & Subscription Service 
This solution focuses on building local customer loyalty by offering in-store floral workshops, eco-friendly events, and subscription flower services. Studies show that experiential retail improves customer engagement and retention (Pine & Gilmore, 2019). The workshops reinforce Green Haven’s sustainability identity and differentiate it from low-priced online competitors. Subscription services would generate recurring revenue. While beneficial, this solution improves local engagement but does not fully address the digital disadvantage that caused the initial decline.
Justification for Selected Solution
Based on the results of the Grid Analysis in Appendix 1, Solution A received the highest total score due to its strong impact on revenue recovery, customer reach, and long-term competitiveness. Criteria included cost, effectiveness, long term sustainability, and alignment with customer expectations (weighed according to importance, following Robbins & Coulter, 2021). Digital capability was given the highest weight because consumer behavior has shifted significantly toward online purchasing. Therefore, Solution A is the most appropriate choice as it directly addresses the core problem and offers measurable, scalable improvements.
[bookmark: _Hlk205982530]Risk Analysis of the Selected Solution
As recommended by Hillson (2023), risk analysis highlights key threats linked to the implementation of Solution A, presented in Appendix 2. Major risks include technical website issues, higher than expected marketing costs, and possible delays from developers. Likelihood and impact were rated from 1–5 to calculate a risk factor. Cost overruns were given high weighting due to present financial pressure. Despite these risks, mitigation strategies such as phased development, budget caps, and professional monitoring make the solution reliable and manageable. Overall, Solution A remains the safest and most strategic choice.
Plan to Implement the Selected Solution
The implementation plan in Appendix 3 outlines a step-by-step sequence following recommended project management practices (Kerzner, 2022). Tasks begin with hiring a web developer, followed by website redesign, digital marketing setup, and staff training. The order ensures that online systems are fully functional before marketing begins. Responsibilities were assigned based on efficiency: external experts handle technical tasks while owners manage internal updates. This structured plan ensures timely delivery, reduces risks, and supports a smooth transition to a stronger digital presence.
Means of Measuring Effectiveness of Implementation of Selected Solution
Effectiveness will be measured using KPIs and SMART objectives shown in 
 Appendix 4. The key KPI online sales growth is aligned with the core problem and industry standards (Stone & Woodcock, 2020). SMART objectives ensure clarity: increasing website traffic by 30% within three months and online sales by 20% within six months. These objectives are measurable, realistic, and time bound. Monitoring tools such as Google Analytics and social media insights provide accurate data to track progress and evaluate the success of Solution A.

Key Findings
· [bookmark: _Hlk208302504]The primary business issue is a digital capability gap that prevents Green Haven from competing with online flower retailers.
· Two solutions were suggested: digital transformation and community engagement.
· Grid Analysis showed that strengthening digital presence (Solution A) offers the highest long term impact.
· Risk Analysis confirmed that although financial and technical risks exist, they can be mitigated effectively.
· A structured implementation plan and SMART KPIs support successful execution and measurable improvement in sales and customer engagement.
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               Appendix 1                        
  PMI Analysis Table 
Solution A: Develop a Modern E-Commerce Website with Online Ordering + 
Subscription Service
	Solution A

	Plus
	Minus
	Interesting

	Increases online sales potential
	Requires upfront investment in web development
	Customers may respond positively to subscription packages

	Enhances customer convenience

	Takes time to design and launch
	Opportunity to expand delivery radius

	Improves competitiveness against online rivals
	Need for ongoing maintenance
	Allows data collection for personalised marketing

	
Supports long-term digital growth
	Staff require digital training
	May attract younger,         tech savvy customers

	
TOTAL:  +4
	
TOTAL:  –3
	
TOTAL: +4



Therefore: Final Answer for Solution A = +5   (4 – 3 + 4)
Solution B: Increase Marketing Through Social Media and Local Partnerships
	Solution B

	Plus
	Minus
	Interesting

	Low cost and easy to implement
	Organic reach can be inconsistent
	Collaborations may lead to new revenue streams

	Strengthens brand visibility

	Requires frequent content creation
	Seasonal campaigns could boost footfall

	Attracts local community customers

	Results may take time
	Influencer partnerships can expand audience

	Improves competitive position locally

	Limited impact on online ordering system
	Useful for promoting          eco-friendly image

	
TOTAL: +4
	
TOTAL: –3
	
TOTAL: +3


Therefore: Final Answer for Solution B = +4 (4 – 3 + 3)
Summary of PMI Results Solution A = +5, Solution B = +4, → Solution A is the stronger option.
Appendix 2
	
	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
	Website development delays due to technical issues

	3
	4
	12
	Choose           a reliable developer,   set clear                      deadlines, request progress updates
	Implement             a backup timeline and allocate extra days for final testing

	2
	Staff struggling to use the new online system

	4
	4
	16
	Provide structured training and simple system tutorials
	Offer ongoing support and assign a digital lead to assist staff

	3
	Budget overrun during website creation

	3
	5
	15
	Set a fixed budget, negotiate contracts, include a cost limit clause
	Reduce            non essential features and phase in add Ons later


Risk Analysis 
	4
	Low customer adoption of subscription service
	          2
	       4
	          8
	Conduct customer surveys and launch a pilot version first
	Offer introductory discounts or flexible subscription options

	5
	Cybersecurity risks                        (data breach or hacking)
	           2
	        5
	         10
	Use secure hosting, SSL certification, strong passwords, and regular updates
	Immediately contact IT support, inform customers, and activate emergency security protocols



Appendix 3
Implementation Plan
Name of the Problem You Are Solving:
Decline in sales and customer engagement due to weak online presence.
Name of the Solution You Are Implementing:
Development of a modern e-commerce website with online ordering and a subscription service.
	
	Task
	WHAT
	WHEN

	WHO

	Done

	1
	developer
	Research and hire a web developer; agree on required website features
	Week 1


	Owners (Liam & Priya)
	



	2
	Build & Test Website


	Develop website pages, online ordering system, payment gateway, and subscription options, complete technical testing 
	Weeks 2–4


	Web Developer


	



	3
	Staff Training

	Train staff to manage online orders, subscriptions, and customer queries
	Week 5


	Liam + Training Consultant


	



	4
	Website Launch & Promotion


	Launch website publicly and promote through social media, email marketing, and in-store flyers
	Week 6


	Marketing Assistant


	



	5
	Monitor Performance

	Track online sales, fix issues, and gather customer feedback
	Week 7 onwards

	Liam & Priya


	





Appendix 4
The Key Performance Indicator is: 

	Specific
	Measurable
	Attainable
	Relevant
	Time-Bound

	Increase the number of online customer orders through the new website

	Track number of website orders and sales value using analytics



	Based on market research and website capacity, the target is realistic





	Supports the company goal of improving sales and customer engagement





	Achieve the target within 3 months after the website launch
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