


Problem Solving and Decision Making

LCLM 4004

Component 2 Report



Student Name: Mariana Herba

Student Number: 2515995

Lecturer’s Name: Anita Nan






Table of Contents

Contents                              			     Page Number

Introduction…………………………………………………………………………..3
Brief Explanation of the Specific Business Problem………………………....….3
Two Alternative Solutions…………………………………………………...……...3
Justification for Selected Solution…………………………………………….…...4
Risk Analysis of the Selected Solution……………………………………..….….5
Plan to Implement the Selected Solution………………………………….….…..5
[bookmark: _Hlk205982702]Means of Measuring Effectiveness of Implementation of Selected Solution.…6
Conclusion …………………………………………………………………..……….7
Reference List………………………………………………………………………..8













Introduction 
This report analyses the business situation of Green Haven Florists, a small flower shop facing a decline in sales and customer numbers. The purpose of this report is to identify the main problems affecting the business and suggest possible solutions to improve its performance. The report focuses on changes in customer behaviour, increasing competition, and the growing importance of online services. It also considers internal challenges such as service quality and rising costs. In this report, key business concepts such as key performance indicators(KPIs) and SMART objectives are used to measure success and support decision-making. Overall, the report aims to provide practical recommendations to help the business become more competitive and achieve long-term growth. 
[bookmark: _Hlk205982484]Brief Explanation of the Specific Business Problem
Green Haven Florists is small flower shop that is losing customers and profit. The main problem is a drop in in-store sales because many customers now prefer to but flowers online. Strong competitors with good website and social media attract more people. The shop’s website is outdated and difficult to use, and the business is not active online. Delivery service is limited and not flexible, which makes it less convenient for customers. There are also internal problems. The business has a small number of staff, and some employees may lack experience. This affects service quality. In addition, costs for flowers and materials have increased. Overall, the business needs to improve its online presence, delivery service, and internal operations to stay competitive.  
[bookmark: _Hlk205982497]Suggested Two Alternative Solution
Solution A : Online shop and social media
Green Haven Florists should create a simple and modern website where customers can order flowers online. The website should be easy to use and include delivery options, expecially some-day delivery. The business can also add a subscription flowers regularly. (Kemp, 2024)
	Pluses
	Minuses
	Interesting

	More customers can order online
	Costs money to create website
	Subscription can give regular income

	Competes with online flower shops
	Need time to manage website and social media
	Can attract young customers

	Easy and convenient for customers 
	May need to hire someone 
For digital marketing
	Can offer custom orders online

	Increases brand awareness and visibility
	
	


 
This solution helps solve the problem of fewer people coming to the shop. More customers will be able to order online, so sales can increase.
Solution B Improve Delivery Service and Offer Discounts for repeat Customers
Green Have Florists should improve their delivery service to make it faster and more flexible. They can offer same-day delivery, choose specific time more convenient for customers. The business can also give discounts to customers who order regularly or make repeat purchases. For example, a small discount after every second or third order. This will make customers happier and encourage them or order again. (Grant,2025)
	Pluses 
	Minuses 
	Interesting

	Improves customers satisfaction 
	May increase delivery costs
	Can offer different Delivery options

	Encourages repeat purchases
	Discounts reduce profit per order 
	Builds strong customer relationships 

	Makes service more convenient 
	Needs good organization 
	Can create loyalty system

	Helps compete with online  companies
	
	Can attract busy customers



This solution helps attract and keep customers. Better delivery makes the service more convenient, while discounts encourage people to order again. But Social media management today attracts more clients and drives more sales
	Factors 
	Cost 
	Convenience
	Servise Quality
	Customer loyalty
	Total

	Weights
	5
	4
	4
	3
	

	Solution A
	3       
     15
	3
            12
	2
       8
	1
         3
	

38

	Solution B
	2
      10
	2
              8
	1
       4
	3
          9
	
31


Solution A has a slightly higher score, so it is better option in this case, especially for improving customer loyalty and service.
Justification for Selected Solution
[bookmark: _Hlk205982530]Solution A is the best option because it focuses on improving the website and using social media. Today, many customers prefer to order online, so a modern and easy-to-use website is very important. it helps customers quickly find products and place orders. Social media like Instagram can attract new customers and show our work. It also helps build trust and communicate with clients. Compared to other options, this solution supports long-term growth and helps the business start competitive in a digital world. 

Risk Analysis of the Selected Solution
One risk is the cost of improving the website and managing social media. It may require time and money. Another risk is that results may not be immediate. It takes time to grow an online presence and attract customers. There is also a risk of inconsistent content. If social media is not updates regularly, customers may lose interest. However, there risks can reduced with good planning and activity online.
Plan to Implement the Selected Solution
Problem:
decrease in sales
Chosen Solution:
Online shop and social media
 Action plan
	Actions
	Description
	Time frame
	Staff responsible

	Identifying key issues
                      
	It is necessary to identify the main challenges related to online shopping and social media management. 
	2 Apr 2026 – 
4 Apr 2026
	Owners
Liam and Priya Patel

	Discussion and decision-making
	The next step is to discuss the identified issues during a meet and make appropriate decisions regarding their resolution.
	5 Apr 2026
(5 hours)
	Owners
Liam and Priya Patel

	Hiring a qualified employee
	It is important to find a specialist with strong knowledge and skills in digital marketing and social media management.
	6 Apr 2026
13 Apr 2026
	Owners
Liam and Priya Patel

	Updating and improving the website and social media presence 

	It is essential to modernize the existing website and ensure consistent development and management of social media platforms
	14 Apr 2026
14 May 2026
(Daily for 4 hours)
	Social Media Manager
SMM

	Monitoring and evaluation results 
	It is necessary to regularly review the outcomes and assess the effectiveness of the implemented decisions.
	For 3 months check every 3 days
	Owners 
Liam and Priya Patel



Monitoring 
The business will monitor website traffic, number of online orders, and social media activity (likes, comments, followers). Date will be checked daily and weekly. The manager will be responsible for tracking results and making small improvements if needed.
Evaluation
The success of the solution will be evaluated based on increased online sales, customer feedback, and social media growth. Reviews and customer responses will be analysed weekly. If results improve over time, the solution will be considered effective. The action plan, monitoring, and evaluation help improve the business quickly and make its operations more effective.

Means of Measuring Effectiveness of Implementation of Selected Solution 
The effectiveness of the selected solution will be measured mainly using key performance indicators KPIs that show how the business improves its online presence and sales. The main KRIs include website traffic, number of online orders, social media engagement (likes, comments, and followers), and customers retention. These indicators are important because they clearly show if more customers are visiting the website and buying products. For example, higher website traffic means more people are interested in the business, while an increase in online orders shows that customers are actually making purchases. Social media engagement is also important because it help to understand how people interact with the brand and how popular it is. Customer retention shows if customers come back and order again. There KPIs can be easily tracked using tools like website analytics and social media insights, which helps the business monitor progress. The SMART objectives are used to make sure the goals are clear and realistic. They are specific, measurable, relevant, and time-bound, focusing on improving online sales and digital presence within a set time.
Overall, KRIs and SMART objectives help the business understand its progress and improve performance.  


Conclusion:
There report identified several key problems affecting Green Haven Florists. The main issue is the decline in in-store sales, as more customers prefer to buy flowers online. The business also has a weak online presence, including an outdated website and low activity on social media, which makes it less competitive.
Another finding is that customer expectations have changed. Customers now want easy online ordering, flexible delivery, and fast service. However, the business does not fully meet these needs. Rising costs of flowers and materials have also increased financial pressure
The repost shows that improving the online presence is the best solution. Creating a modern website and using social media can attract more customers and increase sales.
Overall, the key finding is that the business must adapt to digital trends to stay competitive and grow.
[bookmark: _Hlk208302504]
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