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· Cover Page and Contents Page - Approximately 100 words
[bookmark: _Hlk205982484]
Task 1: Overview of Case-study
[bookmark: _Hlk205979492]Due to decreased foot traffic, growing expenses, and heightened competition from internet merchants, Green Haven Florists, an independent flower shop in Norwich, has seen a 30% drop in in-store sales. Despite having a solid reputation for sustainability and custom arrangements, the company has found it difficult to adjust to shifting client preferences. Convenience and digital access are becoming more and more important to customers, and the physical location of the store has lost appeal due to a decrease in main street traffic. These difficulties underscore the necessity for Green Haven to re-engage local consumers and set itself apart through more robust community integration and experience-based shopping. 
[bookmark: _Hlk205982497]Task 2: Two Proposed Solutions
Solution A Proposal - In-Store Experience & Workshops
· Green Haven might start offering in-store activities like DIY bouquet sessions, seasonal events, and flower arrangement classes. These encounters would turn the store from a place for transactions into a destination. In order to increase revenue streams, customers would pay for workshops in addition to making product purchases.
· By providing hands-on, customised experiences that internet rivals cannot match, this strategy promotes foot traffic. Additionally, it enhances consumer loyalty and brand identity.
Solution B Proposal - Local Partnerships & Community Engagement
· The company might work with nearby cafes, event spaces, and small companies to co-host events or provide flowers. For instance, putting branded flower arrangements in coffee shops or running cooperative campaigns.
· This approach draws in new clientele and raises brand awareness. Additionally, it helps Green Haven re-establish its local clientele by reinforcing its community-focused identity.
Task 3b) Evaluation Results and Justifications
-Since it immediately addresses the decrease in foot traffic, the in-store experience strategy is favoured. Partnerships raise awareness, but workshops give clients a cause to visit the store right away. They also increase consumer involvement and produce extra revenue. This solution creates a competitive edge that is difficult for online businesses to match while utilising Green Haven's strengths—creativity and customisation.
[bookmark: _Hlk205982530]Task 4b) Risk Analysis Results and Justifications
-Compared to digital transformation, this option involves less expenditure, making it very practical. It is possible to make use of the shop's current space and employee skills. Effective marketing can lower risks like low attendance. The strategy is sustainable over the long run since it fits with consumer trends that prefer experiences over items.
Task 5b) Justifications for the Implementation Plan
-The stepwise schedule guarantees adequate planning and advertising. Regular sessions foster consistency, while starting small lowers danger. Owners and employees can share responsibilities to ensure smooth operations.

Task 6b) Justifications for the KPI and SMART Objectives
-Success will be monitored through sales data and attendance records. Customer satisfaction will be gauged through feedback forms. Trends in revenue and participation can be used to make adjustments.
Task 7) Key Findings
[bookmark: _Hlk208302504]-The primary problem is a decline in foot traffic.
-Customers may be drawn to experience-based retail
-Workshops offer distinction
-Risks are controllable
-A strong sense of community is essential to healing.
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· Gilmore, J.H., and B.J. Pine (2011) The Experience Economy. edn has been updated. Harvard Business Review Press, Boston.
· The importance of community involvement for small enterprises, Small Business Britain (2022). accessible at https://smallbusinessbritain.uk (accessed: March 20, 2026).
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Appendix 1 – Task 3a

PMI Analysis Table

	Solution A

	Plus
	Minus
	Interesting

	Increases the reach of customers
	Relies on partners
	Prospects for cross-promotion

	Low implementation costs
	Less influence over results
	Enhances the reputation of the community

	raises awareness of the brand

	Time to establish connections
	Availability of new markets

	Aids regional companies

	Results could be sluggish. 
	Increases brand confidence

	
TOTAL: +8
	
TOTAL: -5
	
TOTAL: +7



[bookmark: _Hlk210816971]Therefore: Overall Total for Solution A = +10


	Solution B

	Plus
	Minus
	Interesting

	Increases foot traffic

	Needs time for planning

	Creates a distinctive client experience

	Produces extra revenue

	Each session has a limited capacity.

	Strengthens client loyalty

	Set itself apart from rivals

	An increase in staff burden
	A chance to post stuff on social media

	Enhances brand perception

	Setup expenses are necessary
	Promotes return visits

	
TOTAL: +9
	
TOTAL: -5
	
TOTAL: +6



Therefore: Overall Total for Solution B = +10

· [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
	Low workshop attendance

	3
	5
	15
	Effectively promote events
	Reschedule or give discounts

	2
	High preparation expenses

	2
	4
	8
	Carefully plan your budget.

	Raise prices a little

	3
	Pressure from staff workload

	3
	3
	9
	Plan session well 
	Employ temporary assistance




· 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: Workshops & In-Store Experience
Name the solution you are implementing: 
	
	Task
	WHAT

	WHEN

	WHO

	Done

	1
	Create ideas for the workshop


	Select themes , costs and timetables


	Weeks 1-2 

	Priya


	Workshop plan prepared



	2
	Get the shop and supplies ready 


	Purchase equipment and flowers, set up a workspace 


	Week 3

	Staff & Priya 


	Setup finished



	3
	Encourage workshops


	Use in-store posters and social media to promote


	Week 4


	Liam 


	The campaign is running



	4
	Conduct sessions


	Provide clients with weekly sessions

	Beginning in the second month


	Priya and staff


	Workshop in progress






· 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: 

	Specific
	Measurable
	Attainable
	Relevant
	Time-Bound

	Boost the quantity of clients that come into the store






	Keep track of the number of guests and workshop participants each week




	Increase by 20% through events and workshops





	Addresses the drop in in-store sales directly




	Complete the task within four months of starting 








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