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· Cover Page and Contents Page - Approximately 100 words
[bookmark: _Hlk205982484]
Task 1: Overview of Case-study
[bookmark: _Hlk205979492]The independent Norwich flower store Green Haven Florists is well-known for its custom arrangements and environmentally responsible methods. Despite its stellar reputation, the company's in-store sales have dropped by 30% in the last year, mostly as a result of decreased high street traffic, growing expenses, and heightened competition from internet merchants. Online sales have somewhat increased, but not enough to make up for losses. An antiquated website, little digital marketing, and a dearth of adaptable services like subscriptions are further obstacles. These problems underscore the necessity of a more digitally integrated business strategy and strategic adaption to contemporary consumer behaviour.
[bookmark: _Hlk205982497]Task 2: Two Proposed Solutions
Solution A Proposal
· Green Haven ought to spend money on a cutting-edge, user-friendly website with improved e-commerce features. This features integrated delivery scheduling, simple product classification, easy checkout, and mobile optimisation. The user experience can be enhanced by including elements like same-day delivery choices, client testimonials, and tailored suggestions. Implementing search engine optimisation (SEO) and connecting the website to social media sites would also boost exposure and draw in new clients.
· By increasing online conversion rates and attracting clients who value convenience, this strategy tackles diminishing revenues. Additionally, a better website can support the brand's luxury and environmentally conscious image, which helps support higher prices in comparison to rivals.


Solution B Proposal
· [bookmark: _Hlk205980222] A consistent and reliable source of income can be established by implementing a subscription service (such as weekly, biweekly, or monthly flower deliveries). Consumers can subscribe for deliveries to their homes or offices, with customising options based on their tastes and financial constraints. Local companies could also be provided corporate packages.
· By promoting recurring purchases and fostering enduring client connections, this approach addresses revenue unpredictability. Additionally, if seasonal, locally grown flowers are highlighted, it is consistent with the brand's customised approach and sustainability mission.

[bookmark: _Hlk205982530]
Task 3b)
Based on the PMI analysis, the website redesign with e-commerce optimisation is the preferred solution. Long-term stability is provided by the subscription model, but effective subscription management greatly depends on a robust digital platform. Poor user experience, low online sales, and a weak online presence are all addressed concurrently by the website overhaul. Additionally, it supports upcoming projects, such as subscriptions. As a result, giving digital infrastructure top priority is more strategic since it allows for scalability and boosts competitiveness in a market that is becoming more and more online-driven.
· Task 4b)  Justifications
Despite the minor risks, the website revamp is a workable solution. By choosing affordable development choices, including template-based platforms, financial risk can be managed. Testing and continuous support can reduce technical hazards. Given the current need for online services and convenience, customer acceptance is probably inevitable. The investment is strategically required since enhancing digital capabilities is in line with more general retail trends. Overall, there are more advantages than disadvantages, and the solution is workable and long-lasting with careful preparation.


Task 5b) Justifications for the Implementation Plan
The methodical and controlled execution is guaranteed by the phased strategy. By planning ahead, goals are made clear and expensive modifications are prevented. While testing lowers the possibility of technological problems after launch, development is given enough time to guarantee high-quality output. Promotions at launch stimulate instant consumer interaction. Constant observation guarantees ongoing development and flexibility. Liam can supervise operations and logistics, while Priya is in charge of branding and customer service. Technical responsibilities are handled by outside developers. This methodical approach reduces risk and guarantees effective resource utilisation. 

Task 6b) Justifications for the KPI and SMART Objectives
[bookmark: _Hlk205981688]Tools like Google Analytics and e-commerce dashboards will be used to monitor these KPIs. While traffic data gauges visibility, conversion rates will show how well the website converts users into sales. Cart abandonment indicates possible usability problems, and sales increase indicates overall success. Liam and Priya will be able to spot trends and make data-driven choices with regular monthly evaluations. Adjustments like website enhancements or marketing campaigns can be put into place if goals are not reached. This guarantees ongoing assessment and improvement of the efficacy of the solution.

Task 7) Key Findings
[bookmark: _Hlk208302504]Due to decreased foot traffic and heightened internet competition, Green Haven Florists' in-store sales are dropping.
Online growth is hampered by an antiquated website and a poor online presence.
Redesigning the website and offering a subscription service were the two suggested fixes.
Redesigning the website was chosen as the most fundamental and strategic answer.
With appropriate planning and mitigation techniques, risks can be controlled.
Effective execution is ensured by a planned implementation plan.
Performance tracking is made possible by SMART goals and clear KPIs.
For long-term sustainability and competitiveness, digital transformation is crucial.
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Appendix 1 – Task 3a

PMI Analysis Table

	Solution A

	Plus
	Minus
	Interesting

	Enhances the user experience

	High starting price

	Able to accommodate upcoming subscribers

	Boosts internet sales

	Needs technological expertise
	Improves the image of the brand

	Expands the audience

	Building takes a lot of time.

	Makes data tracking possible

	Accessible on a mobile device

	Danger of technical problems

	An edge over competitors

	
TOTAL: +8
	
TOTAL: -6
	
TOTAL: +5



[bookmark: _Hlk210816971]Therefore: Overall Total for Solution A = +7


	Solution B

	Plus
	Minus
	Interesting

	Generates consistent revenue

	Delivery logistics are necessary.

	Consistent cash flow

	Increases client loyalty

	Danger of low enrolment

	Options for customisation

	Promotes recurring purchasing

	Complexity of setup

	Possibility for business clients

	Increases the retention of customers

	Continuous supervision is required

	Promotes seasonal goods

	
TOTAL: +8
	
TOTAL: -7
	
TOTAL: +6



Therefore: Overall Total for Solution B = +7

· [bookmark: _Hlk219478739]Approximately 100 words

· Ensure you provide a reference for the PMI Analysis source.

· Four factors are sufficient in the PMI Analysis table. However, you can add more rows if you want to.

· If you chose this method, remember that you will need to include a PMI table for both Solution A and Solution B.

· You ONLY need to complete EITHER a Grid Analysis Table OR the PMI Tables.

· If you complete the PMI Tables then delete the Grid Analysis Table page in your report.


Appendix 2 – Task 4a

Risk Analysis Table

	
	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
	High expenses for development

	3
	5
	15
	Establish a precise budget and evaluate developers.
	Use a template or cut back on features

	2
	After launch, technical problems

	3
	4
	12
	Before launching, do extensive testing.
	Quickly fix bugs with developer support

	3
	Low utilisation by customers

	2
	5
	10
	Use marketing to promote your website.
	Provide discounts to draw in customers.




· Approximately 100 words.

· Ensure you provide a reference for the Risk Analysis source.

· Three risk factors are sufficient. However, you can add more risk factors if you want to. 


Appendix 3 – Task 5a
Implementation Plan

Name the problem you are solving:
Name the solution you are implementing:
	
	Task
	WHAT

	WHEN

	WHO

	Done

	1
	Specify the needs for the website


	Determine features ( such as delivery alternatives,smartphone optimisation )

	Week 1-2


	Liam and Priya

	The requirements document



	2
	Hire a developer 


	Choose an affordable web designer or firm


	Week 2


	Liam


	Developer contracted



	3
	Create a website 


	Create a layout, upload goods, and incorporate a payment system


	Week 3-6


	Developer

	Completely constructed


	4
	Testing phase 


	Verify mobile compatibility, test usability, and repair errors


	Week 7-8


	Priya and developer

	Website tested and optimised






· Approximately 200 words.

· Ensure you provide a reference for the Implementation Plan source.

· Four task stages are sufficient. However, you can add more task stages if you want to. 
· 

Appendix 4 – Task 6a

The Key Performance Indicator is: Website Conversion Rate 

	Specific
	Measurable
	Attainable
	Relevant
	Time-Bound

	Raise the proportion of website visitors who finish a transaction				





	Use Google Analytics to monitor conversion rates.



	Increase conversion to 3% by improving usability and design.




	Enhances consumer satisfaction and fosters an increase in online sales




	Complete the task within six months after the website's launch








· Approximately 100 words
· Ensure you provide a reference for the KPI and SMART Objective source.
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