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Task 1: Overview of Case-study
Basil`s Bakery is experiencing a decline in sales, which is the main problem affecting the business, the owner, employees and customer. The root problem is that fewer customers are visiting the local bakery. This is caused by several factors, including more people working from home, increased competition from other cafes, bakeries, and supermarkets, and changing customer habits. Thes issue makes it harder for Basil`s Bakery to attract and retain customers. To improve the situation, the bakery should offer online ordering and delivery services and use effective marketing to attract more customers and increase sales.
[bookmark: _Hlk205982497]Task 2: Two Proposed Solutions
Solution A: Online Ordering and Delivery Services 
 One proposed solution for Basil`s Bakery is introducing online ordering and delivery services. This could increase sales by making the bakery more convenient for customers who work from home and do not regularly visit the local shop. It could also help the bakery complete with supermarkets, cafes, and other bakeries.

Solution B: Marketing and Promotional Strategy 
Another proposed solution is developing a stronger marketing and promotion strategy. This could include social media, special offers, loyalty discounts, and local advertising. These actions could attract new customers and encourage existing customers to return. As a result, the bakery could increase customer number, improve competitiveness, build customer loyalty, and help resolve the problem of declining sales.
Task 3b) Evaluation Results and Justifications
Based on the MI Evaluation result in Appendix 1, Solution B is the most appropriate solution to progress with. The criteria used were the advantages, disadvantages and interesting points of each solution. These criteria were selected to identify the potential benefits, challenges and opportunities for Basil`s Bakery. Equal weighting was used because each criterion provides a balanced view of the possible impact of the solution. Solution B was preferent because it can attract new customers, build customer loyalty and improve brand awareness. Social media can also reach a wider audience, while special offers may encourage more customers to purchase from the bakery. Although marketing can be expensive and requires time and effort, the potential long – term benefits outweigh these disadvantages. Therefore, Solution B should be progressed because it offers the strongest opportunity for Basil`s Bakery to increase its customer base and compete with other bakeries and supermarkets.
Task 4b) Justifications for the Implementation Plan  
The implementation plan for Basil`s Bakery is organised in a logical order to introduce Solution B, which is social media marketing, and address the decrease in sales. First, the bakery needs to create social media account and prepare suitable content, including photos, promotions and special offers. This task comes first because the business needs an online presence before it can promote its products. The next stage is to regularly post content and advertise special offers to attract new customers and increase brand awareness. Responsibilities should be shared between the manager and employees, with the manager overseeing the plan and employees helping to create content and promote products. The activities should be schedule regularly because social media marketing requires consistent effort and may not produce immediate results. Finally, the bakery should monitor customer engagement and sales to evaluate the effectiveness of the campaign. This allows the business to identify what works and make improvements to increase sales and compete with other bakeries and supermarkets. 
Task 5b) Justifications for the KPI and SMART Objectives
The proposed Key Performance Indicator (KPI) is the percentage increase in sales. This KPI is appropriate because the main problem identified at Basil`s Bakery is a decrease in sales. Measuring sales performance allow the business to determine whether the social media marketing strategy is having a positive impact. It is also easy to measure by comparing sales before and after the implementation of solution B.
  
The SMART objectives have been designed to support the bakery`s overall aim of increasing social media followers by 20% within two months. This is specific and measurable because the business can track the number of followers, while the time limit makes it achievable and relevant to reaching a wider audience. The second objective is to increase customers engagement, such as likes, comments and shares, by 15% within two months. This is relevant because higher engagement can improve brand awareness and attract potential customers. The final objective is to increase sales by 10% within three months of launching the social media campaign. This objective directly addresses the main business problem and provides a clear target that can be measured against the KPI. Together, these objectives provide a realistic way to evaluate the success of solution B.
Task 7) Key Findings
[bookmark: _Hlk208302504]• Basil’s Bakery has experienced a decrease in sales, which indicates the need for an effective solution to attract more customers. 
• The evaluation found that Solution B - Social Media Marketing was the most appropriate option, scoring 9 points compared with 8 points for Solution A.
 • Social media can help Basil’s Bakery reach a wider audience, attract new customers, improve brand awareness and build customer loyalty. 
• The implementation plan focuses on creating social media content, promoting special offers, engaging with customers and monitoring results. 
• The KPI and SMART objectives provide clear measures to evaluate the success of the solution, with the main aim of increasing sales by 10% within three months.
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Appendices
Appendix 1 – Task 3a
PMI Evaluation Table
	Solution A: Online Delivery Services 

	Plus
	Minus
	Interesting

	Can increase sales
	Delivery can be expensive
	Customer can order any time 

	Convenient for customers
	Requires investment in an online ordering system
	

	Helps reach people who work from home
	May require additional staff
	

	Helps complete with other business
	
	

	Improves customer satisfaction. 

	
	




	Solution B: Marketing and Promotional Strategy

	Plus
	Minus
	Interesting

	Can attract new customers 
	Marketing can be expensive 
	Social media can reach a wider audience

	Can build customer loyalty

	Requires time and effort to manage 
	Special offers can attract more customers

	Help improve brand awareness

	Result may not be immediate
	

	Help compete with other bakeries and supermarkets

	
	



Appendix 2 – Task 4a
Implementation Plan

Name the problem you are solving: Decrease in sales
Name the solution you are implementing: Solution B
	
	WHAT

	HOW
	WHEN

	WHO


	1
	Create social media accounts


	Set up business profiles on Instagram and Facebook, add the bakery name, logo, contact details, location and opening hours.
	1st – 3rd August 2026


	
Basil


	2
	
Create marketing content

	Take hight - quality photos of bakery products, write attractive captions, show new products and prepare regular posts for social media.
	
4th – 10th August 2026

	
Basil


	3
	Promote special offers 


	Create posts advertising discounts and special deals, promote popular products and encourage customers to visit the bakery or place an order.
	11th – 17th August 2026


	
Basil


	4
	
Monitor results 

	Check social media engagement, customer comments and feedback, and compare changes in sales to see whether the campaign is effective.
	15th – 21st August 2026


	
Basil







Appendix 3 – Task 5a

The Key Performance Indicator is: 

	Specific
	Measurable
	Attainable
	Relevant
	Time-Bound

	Increase monthly sales by 5%throught social media marketing and special offers.
	Measure monthly sales revenue using sales records.
	Achieve this by posting regularly on social media and promoting discounts.
	This objective addresses the problem of decreasing sales. 
	Achieve the target within 2 months.

	

Increase monthly sales by 10% through social media marketing.




	

Compare monthly sales reports before and after the campaign.


	

Use regular promotions and consistent social media advertising to attract customers 

	


Higher sales will improve the bakery`s business performance.
	


Achieve the target within 3 months.
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