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[bookmark: _Hlk205982484]
Task 1: Overview of Case-study
[bookmark: _Hlk210817679][bookmark: _Hlk205979492][bookmark: _Hlk205982497]Green Haven Florists is a flower shop owned by Liam and Priya Patel. The business is known for its good flower quality and its eco-friendly practice. However, recently the business has faced a 30% decline in in-store sales and a reduction in foot traffic. The root problem is the businesses’ difficulty in adapting to changing consumer behavior, especially the shift towards online shopping itself. Issus that are contributing to this problem is its outdated website, their limited online presence, the rising costs of supply, and the competition that they are facing from new florists around them. All of these factors are making it hard for Green Haven to attract and retain customers and have reduced Green Havens overall competitiveness. 
Task 2: Two Proposed Solutions
Solution A Proposal
One solution to this problem would be to modernise the company’s online presence and strengthen its digital capabilities. This would involve the company having to make the website look visually appealing and being both mobile and laptop friendly. They could add new features like ‘online ordering’ and ‘same-day delivery’ options and many more to increase online sales as this would make it easier to shop online. This would also require the business to “collect as much information as is available” so they can better understand customer needs and make effective improvements. This solution would help address the problem of changing consumer behavior as these days many customers prefer to shop online rather than in-store, and a more modern website would attract online buys and a more wider customer base. 
Solution B Proposal
Another potential solution is to implement a stronger digital marketing and social media strategy. Green Haven could use online platforms like Instagram, TikTok, Snapchat and YouTube to showcase their flowers, promote any special offers to their online customers and upload short clips of the behind the scenes work and effort that it takes to arrange the flowers. To really get themselves out there make it easier to compete in the market they must realise that “the solution to your problem will demand” imagination and cleverness “so you must be inventive” therefore they have to try to promote their business in unique ways and be imaginative. They could also try to promote their online presence through paid online advertisements from their community and also collaborate with local influencers to increase brand visibility. This solution would help attract new customers, especially the younger audience who are generally online more, as they typically discover businesses through social media. And by improving their digital marketing, Green Haven can successfully compete with opposing florists around them and bring more attention to their website and physical shop, helping increase sales and reduce their 30% decline in sales. 
Task 3b) Evaluation Results and Justifications
[bookmark: _Hlk205982530]Solution B is the most appropriate solution to progress with because it allows Green Haven to attract new customers while also increasing their brand awareness. It supports the idea that “the team must select the ‘best’ solution” with respect to factors such as the cost and how effective it is. It has strong advantages, like building better connections with customers, attracting younger people, and bringing more customers to the website and shop, which can help increase sales. The criteria focused on how well the solution reaches customer the cost, and how effective it is. While there are some negatives, like it being time-consuming and results not always being guaranteed, the positives are stronger. It also offers useful opportunities like going viral, working with influencers, and showing eco-friendly values, making it a modern and suitable choice to bring brand awareness and attract new customers.
Task 4b) Risk Analysis Results and Justifications
Based on the risk analysis, risks my solution my face are low engagement, high costs and inconsistent posting. These risks could potentially affect how successful the strategy is, but the risks are manageable and don’t outweigh the benefits. The criteria used to identify “areas of high risk” by showing how likely the risk is and how much impact the risk could do. However, the solution is still reliable, and the risks can be managed through careful budgeting, planning the content timetable and consistently monitoring performance, which makes it an effective strategy for growth. Overall, although there are some challenges present, the solution remains both practical and achievable. With the right organisation and regular review, these risks can be significantly reduced, allowing the strategy to support long-term success and improvement.

Task 5b) Justifications for the Implementation Plan
The order of the implementation plan is good because Green Haven has to first create or improve its social media pages before posting content about it and promote the business. This gives the business a good starting point and makes sure customers can find clear information online. The Cause-and-Effect model (often shown as a fishbone diagram) “helps identify, organize, and display possible causes of the problem”, which is useful because it can help Green Haven understand why it may not be attracting enough customers online before deciding on the best actions to take. The content plan is done next so that posts are organised and relevant. Posting regularly and collaborating with locals comes after this so that the business content is prepared before promotion begins. Monitoring feedback is placed last so that Priya and Liam can review performance and make improvements. Liam and Priya were given responsibility because they own the business, while the online marketing team supports.
Task 6b) Justifications for the KPI and SMART Objectives
[bookmark: _Hlk205981688]The KPI of increasing online engagement through social media is the most relevant because it directly links to Green Haven’s problem of adapting to changing consumer behaviour. More engagement online can help the business reach more people and attract new customers. The ‘SMART’ objective is effective because in aims to encourage more people to check their website through social media. It is measurable through increased website clicks, through adding website links to posts, and its relevant because it supports customer growth. It is also important that progress is “fully documented” so Green Haven can track changes in engagement and review whether the strategy is working. It is also time-bound within 2–3 months, which allows Green Haven to track progress and review whether the strategy is even working.
Task 7) Key Findings
[bookmark: _Hlk208302504]Green Haven’s main problem is its difficulty in adapting to changing consumer behaviour mainly the shift from in-store shopping to online shopping.
Contributing factors include their outdated website, limited online presence, rising supply costs, and increased competition from nearby florists.
Solution B, improving digital marketing and social media, was the best option because it can attract younger customers and bring more people to them.
Even though there are risks such as low engagement and inconsistent posting, these can be managed through proper planning.
A good implementation plan and SMART objective will help Green Haven measure their progress and improve their online engagement.
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Appendix 1 – Task 3a

[bookmark: _Hlk210816971]PMI Analysis Table 
	Plus
	Minus
	Interesting

	
Increase online sales 4
	
The cost of re-designing the website -3
	
Could introduce subscription flower services 5

	
Match the consumer shift to online shopping 3
	
Requires technical expertise -5
	
Expand delivery area 3


	
Start 24/7 sales 5

	
Ongoing maintenance required    -3
	
Could expand into nationwide delivery 3

	
Makes the customer experience more enjoyable 4
	
Technical glitches may happen     -3
	
Add loyalty schemes 4

	
TOTAL:16
	
TOTAL:-14
	
TOTAL:15



Therefore: Overall Total for Solution A = 17
	Plus
	Minus
	Interesting

	
Building connections with customers 4
	
Time consuming to manage -3
	
Can go viral quickly +4

	
Attract younger customers
5
	
Cost of paid ads -3
	
Build brand visibility 4

	
Brings more customers to the website and shop 4

	
Results not guaranteed -2
	
Influencer partnerships 3

	
Compete with rivals effectively 4

	
Needs regular content creation    -2
	
Show their eco friendly values 4

	
TOTAL:17
	
TOTAL:-10
	
TOTAL:15



Therefore: Overall Total for Solution B = 22

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
	
Social media posts don’t get any online attention
	

3
	

4
	

12
	
Create engaging content for the viewers
	
We could change our strategy and maybe use other online platforms

	2
	
The cost of advertising is a lot

	

3
	

3
	

9
	
Set a budget and monitor the spending
	
Focus on free marketing strategies.

	3
	
Inconsistent posting/ not giving it time

	

3
	

4
	

12
	
Make a timetable for content uploading
	
Hire help and try to stay consistent





Appendix 3 – Task 5a
Implementation Plan

Name the problem you are solving: Adapt to changing consumer behaviour
Name the solution you are implementing: Better digital Marketing and social media
	
	Task
	WHAT

	WHEN

	WHO


	1
	
Make a social media account or improve any existing social media
	
Create or update Instagram, Facebook and TikTok pages. You can do this by frequently updating branding, contact information and making sure all pages look professional and consistent.
	
Week 1

	
Liam and Priya


	2
	
Make a account content plan 

	
Create a content plan that shows what to post on each platform. This includes special offers, promotional posts and behind the scenes content which keeps customers engaged. They can also put up seasonal offers or updates to keep customers engaged.
	
Week 2

	
Liam/Priya and online marketing team


	3
	
Post frequently and collab with locals

	
upload posts regularly across different social media platforms, and work with local influencers and nearby businesses that will help promote Green Haven and increase awareness among local residents and potential customers
	
Week 3-4

	
Liam/Priya and online marketing team

	4
	
Monitor social media and implement any feedback
	
Check comments and customer feedback and then use this feedback to improve their content based on results. They can also check posts and whatever seems to attract the most attention will be how they layout their posts.
	
Week 3-4

	
Liam/Priya and online marketing team



· 

Appendix 4 – Task 6a

The Key Performance Indicator: increasing online engagement through social media.
	Specific
	Measurable
	Attainable
	Relevant
	Time-Bound

	

encourage more people to check out the website through social media




	

Increase website clicks from social media


	

You can do this by adding the website links to social media posts



	

This helps with the aim of bringing in more customers



	

Within 2-3 months
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