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[bookmark: _Hlk205982484]
Task 1: Overview of Case-study
[bookmark: _Hlk210817679][bookmark: _Hlk205979492]
[bookmark: _Int_7qMYAxir]Basil’s Bakery is a small independent bakery that has built a reputation for producing fresh, high-quality baked goods. However, the business has recently experienced declining sales, increasing competition, and operational inefficiencies. Customer satisfaction has also been affected by inconsistent product availability and limited marketing activities. These challenges have reduced profitability and weakened the bakery’s competitive position. To ensure long-term success, Basil’s Bakery must improve its internal operations while also attracting more customers. Identifying practical solutions that increase efficiency and strengthen customer relationships is essential for the bakery to regain growth and remain competitive in the local market.


[bookmark: _Hlk205982497]Task 2: Two Proposed Solutions

Solution 1: Improve marketing and digital presence
[bookmark: _Int_znpNflLZ]Basil’s Bakery should invest in digital marketing through social media platforms such as Facebook and Instagram. Regularly posting new products, promotions, and customer reviews can increase brand awareness and attract new customers. The bakery could also introduce a loyalty program that rewards repeat customers with discounts or free products. In addition, offering online ordering and local delivery would make purchasing more convenient. These actions would help increase customer engagement, improve sales, and strengthen Basil’s relationship with the local community.


[bookmark: _Hlk205980222]Solution 2: Improve operational efficiency
The bakery should improve production planning and inventory management to reduce waste and ensure popular products are always available. Staff training should also be introduced to improve productivity, customer service, and product quality. Regular equipment maintenance would reduce breakdowns and delays in production. These operational improvements would lower costs, increase efficiency, and provide customers with a more reliable and consistent experience, leading to higher satisfaction and repeat business.



Task 3b) Evaluation Results and Justifications

Based on the PMI, Solution A, improving marketing and digital presence, is the most appropriate solution for Basil’s Bakery to progress with. The criteria used included potential to increase sales, customer engagement, cost, feasibility and long-term benefits. These criteria were selected because Basil’s Bakery is experiencing declining sales, increasing competition and limited marketing activities.
The highest weightings were given to increasing sales and customer reach because attracting new customers and increasing awareness are essential for improving the Bakery’s competitive position. Customers engagement was also given a high weighting because loyalty programmes, social media interaction and customer reviews can encourage repeat purchases. Cos and feasibility were considered to ensure that the solution can be implemented without creating excessive financial pressure.
Solution A is preferred because social media marketing, online ordering, local delivery and loyalty rewards can increase brand awareness and make purchasing more convenient. Therefore, improving the bakery’s digital presence provides a practical way to attract customers, increase sales and strengthen relationships with the local community.










Task 4b) Justifications for the Implementation Plan

The risk analysis indicates that, although the solution involves financial and operational risks, these can be managed effectively through proper planning and employee training. The expected benefits, including increased sales, improved customer convenience, stronger brand awareness, and greater operational efficiency, outweigh the potential disadvantages. The solution is highly feasible because digital ordering and online marketing are widely used by successful bakeries and require technologies that are readily available. By implementing the system gradually and monitoring performance, Basil’s Bakery can minimise disruption while achieving long-term business growth and improving its competitive position in the local market.
Implementing operational efficiency at Basil, Bakery involves several risks. Staff may resist changes to their daily routines, reducing productivity during the transition. Purchasing new equipment or software for stock management and pre-order system could increase short-term costs. Employees may require additional training, and technical issues could affect customer satisfaction. These risks can be reduced through careful planning, staff training, phased implementation, and regular monitoring.


Task 5b) Justifications for the KPI and SMART Objectives

Key performance indicator KPI: the chosen KPI focuses on increasing dasle by improving operational efficiency to reduce waste and guarantee popular product availability. This is defended because Basil bakery suffers from declining sales, operational inefficiencies, and customer dissatisfaction caused by inconsistent product availability. Focusing on operations tackles the root causes of these challenges.
Specific: The goal is explicitly defined as increasing future sales through better production planning, waste reduction, and inventory management.
Measurable: The objective is quantified by tracking 15% increase in sales volume and 20% reduction in production waste, providing clear metrics to evaluate success.
Attainable: This is achievable because it relies on practical internal measures such as staff training and structured inventory control rather than unrealistic market expansion.
Relevant: It directly aligns with the company’s need to restore profitability, lower operating costs, and improve customer satisfaction through reliable service.
Time- bound: The target is set with a clear completion window of 6 months, allowing the bakery to monitor progress and maintaining accountability during the transition.

Task 6) Key Findings

· Based on the review of the report, the five most important key findings are: 
· Declining sales and increasing competition are weakening Basil Bakerys profitability and competitive position.
· Operational inefficiencies are a major underlying problem, particularly poor production planning, inventory management, waste and production delays. 
· Inconsistent product availability is affecting customer satisfaction, as popular products are not always available when customers want them.
· Improving operational efficiency should be prioritised before expanding marketing, because stronger internal operations will allow the bakery to handle increased customer demand more effectively.
· The proposed operational improvements are feasible and can support long-term growth, with staff training, phased implementation and regular monitoring helping to reduce financial and operational risk.
[bookmark: _Hlk208302504]
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Appendix 1 – Task 3a

PMI Analysis.
	Factors
	Cost 
	Effectiveness
	Ease of Implementation
	Customer Satifaction 
	Total.

	weight
	3
	5
	2
	4
	14

	Improve Marketing and Digital Presence
	2 (6)
	3 (15)
	3 (6)
	3 (12)
	39

	Improve Operational Efficiency.
	2 (6)
	3 (15)
	2 (4)
	2 (8)
	33
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Appendix 2 – Task 4a
Implementation Plan

Name the problem you are solving Decline sales, operational inefficiencies.
Name the solution you are implementing: Improve Marketing and Digital presence.
	
	What
	How
	When

	Who

	1
	
Review current bakery Options.

	
Analyse the production process, identify delays, waste, and areas for improvement.

	
23rd July –31st July 2026

	

Bakery Manager and Staff.

	2
	Train employees and improve work processes.

	Provide staff training on efficient production methods, customer service, and food handling. Introduce clear daily procedures.


	
August 1
August 8

	

Bakery Manager and
Employees. 

	3
	Upgrade equipment and inventory management.
	Service or replace outdated bakery equipment and implement a stock control system to reduce waste and prevent ingredient shortages.
	

August 9
August 21
	

Owner, Manager and Suppliers.

	4
	Monitor performance and make improvements.
	Track production time customer feedback, sales, and waste levels. Hold monthly review meetings and adjust processes where necessary.
	

From September 1 
Onwards 
(Monthly).
	


Owner and Bakery Manager.







Appendix 3 – Task 5a

The Key Performance Indicator: Will be Monitoring charts over income revenue, and Loyal member under loyalty program. 

	Specific
	Measurable
	Attainable
	Relevant
	Time-Bound

	1.)
Increase future sales by 15% improving operational efficiency to reduce waste and ensure popular products are always available, and continuous monitoring.


2.)
Implement digital marketing on social media platforms (Facebook and Instagram)
And introduce a loyalty program to attract new customers and increase brand awareness.






	Revenue Income 
monitoring.














Monitoring followers and enrol active members in the new loyalty program.


	Achieved through improved production planning, inventory management, and staff training.










This can be achieved by regularly posting new products, promotions, and customer reviews. Along with offering convenient online ordering and local delivery incentives.



	Directly address declining profitability, operational inefficiencies, and inconsistent product availability.







Address limited marketing, declining sales, and the need to strengthen customer relationships, within the local community.



	Over the next 6 months.















Over the next 3 Months.
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