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Task 1: Overview of Case-study
[bookmark: _Hlk205979492]
Before 2020 sales were increasing, Basil’s bakery was sealing and incrementing their sales, sadly COVID19 appears, that meant all stores close due to pandemic, and Basil’s bakery was one of the stores that had to close, and this lead to decrease strongly sales of the bakery, Basil’s bakery was located in retail park, where most of stores are located as we, however, those stores closed thought, that means a lot of client that use to work over there lose their jobs, most of the clients of the bakery came from there, and people are not visiting frequently retail park, because COVID19 change the traditional method of working and now client is working from home. 
[bookmark: _Hlk205982497]Task 2: Two Proposed Solutions

Networking – Relationship 
This means Basil’s bakery will create connections with other organizations and companies, near to the zone, instead of just depending on clients visiting bakery

Basil’s - meet new companies – leads to – new clients – more expansion 

Basil’s makes connections with nearby offices, companies nearby, warehouse workers, businesses that are planning their meetings, companies that need catering, etc.
Problem is: 
Less people visiting retail park 	
Less clients 
Less sales
Sales 25% down from 2019 


Networking:

Basil’s makes connections with companies nearby
Basil’s gets recommendations and deliveries 
Gets clients out of usual of retail park 
Increase sales opportunities 
Basil can recover from lost sales 

Networking could help Basil reduce his dependence on retail park footfall by creating new business relationships and additional sources of revenue.


(Provide a name) Solution B Proposal

TELEPHONE PRE-ORDER AND DELIVERY SERVICE.
One possible improvement for Basil’s Bakery would be to offer customers the option to place orders in advance by phone or through an online system. Customers could then choose between collecting their order at a convenient time or requesting delivery. This would make the purchasing process more convenient, particularly during busy periods when customers may have to wait. It could also benefit people who work from home or those who do not visit the retail park as frequently as before. In addition, the service could allow Basil’s Bakery to reconnect with former customers and create new opportunities to increase sales. This option is particularly relevant because the case study shows that customers have already expressed an interest in both pre-ordering and delivery. As a result, the proposal responds directly to customer expectations while potentially improving convenience, accessibility and revenue.
Task 3b) Evaluation Results and Justifications
Gets more clients (+5)
I’m giving 5 here because make connections with new clients may lead to generate new clients that are not currently visiting Retail Park, this can have a positive impact in sales 
Reduce Footfall dependency (+5)
This is a 5 due to Basil’s will not just depend in the clients heading up the store, companies may be interested and generate sales and also more clients when footfall is low.
It can increase sale (+4)
New clients and companies may increase sales and deliveries and getting contracts may lead to increase sales.

Reach nearby companies (+2)
Make connections’ with nearby companies increase the range of clients reached, however Is (2+) due to reach those clients don’t guarantee sales 
Minus
5. It takes time to make connections (-3)
Connections takes time achieve it’s not inmediatly, Basil’s might need time to reach out those companies, develop new services and generate confidence 
6. Some companies might not be interested (-5)
This is a remarkable risk due to Basil’s could spend a lot of time trying connect with some companies that may not be interested in the product presented 
7. It might need more capacity if a lot of deliveries come (-4)
If networking goes excellent and volume of clients increase, Basil’s might be under pressure with the amount of deliveries, and the productivity may be affected 
Interesting
8. It can create long-term connections (+5)
Achieve a connection with an company could become a stable source of sales and recommendations for a long time period 
9. Might get catering contract (+5)
Companies may need extra services out of usual by special days, this may generate sales or special deliveries with more income 
10. Clients' companies can recommend other companies (+3)
Companies pleased may recommend Basil’s to another companies, making now business opportunities 
Task 4b) Justifications for the Implementation Plan

This plan is based, for developing and improving the sales for Basil’s bakery, for achieving this plan is setting up, Telephone Pre-Order and Delivery service, and a controlled and effective way, first stage is researching most demand costumer’s product and identify, witch of them are the most likely to pre-order.\
Next stage is deciding how the delivery system will operate; this will include how costumer will choose their products and place them four buying.

After this, Basil should train employees and carry out a small trial of the service. A trial is useful because it allows the bakery to identify problems with orders, delivery times or communication before offering the service to all customers. The service can then be officially launched once the trial has been successful.

Task 5b) Justifications for the KPI and SMART Objectives
[bookmark: _Hlk205981688]
The proposed Key Performance Indicator (KPI) is the number of pre-orders per week. This KPI is appropriate because it directly measures whether customers are using Basil’s Bakery’s new telephone and online pre-order service. CIPD states that performance measures should be carefully selected, relevant and aligned with organizational strategy. Therefore, tracking weekly pre-orders provides Basil with clear evidence of whether the new service is helping to attract customers and reduce dependence on retail park footfall.
The SMART objective is to achieve 50 pre-orders per week within three months of launching the service. This objective is Specific because it clearly identifies the goals number of pre-orders. It is Measurable because Basil can record and compare the number of orders received each week. It is Achievable because the service responds to customers who have already requested pre-ordering and delivery. It is Relevant because increasing pre-orders can create additional sales opportunities and help address the bakery’s decline in customers. Finally, it is Time-bound because the target must be achieved within three months. CIPD identifies SMART objectives as Specific, Measurable, Achievable, Relevant and Time-bound.






Task 7) Key Findings

Finding 1 – Sales: Basil’s Bakery has experienced a significant decline in sales, making it necessary to find new ways to attract customers and generate revenue.
Finding 2 – Retail park dependency: The reduction in retail park footfall means that relying only on customers visiting the bakery is no longer a sustainable strategy.
Finding 3 – Networking: Building relationships with nearby businesses could provide Basil’s with new customers, recommendations and potential catering contracts, although developing these relationships may take time.
Finding 4 – Pre-order and delivery: A pre-order and delivery service could make Basil’s more accessible, reduce waiting times and create additional sales opportunities without depending entirely on retail park visitors.
Finding 5 – Overall: The analysis suggests that Basil’s should diversify its sources of customers and revenue to respond to changing customer behaviour and recover lost sales.
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Appendix 1 – Task 3a

PMI Evaluation Table

	Provide the Name (for Solution A)

	Plus
	Minus
	Interesting

	Gets more clients
(+5)
	  It takes time to make connections 
(-3)
	
It can create long term connections (+5)

	
Reduce footfall dependency 
(+5)
	
Some companies might not be interested in the service
(-5)
	
Might gets catering contract (+5)

	
It can increase sell
(+4)

	
It might need more capacity is a lot of deliveries comes 
(-4)
	
Client’s company can recommend other companies (3+) 

	 
Reach nearby companies
(+2)

	
	

	
TOTAL: +16
	
TOTAL: (-12)
	
TOTAL: (+13)



[bookmark: _Hlk210816971]Therefore: Overall Total for Name (for Solution A) = +17








	Provide the Name for Solution B

	Plus
	Minus
	Interesting

	Customers can order in advance, (+5)
	Delivery may increase cost of new staff (-4)
	Could attract customers who do not visit retail park from home (+5)

	Makes the bakery more accessible to customers (+5)

	Managing online/telephone orders could increase Basil's workload (-3)
	Could create a new source of revenue outside the retail park (+5)

	Improves the customer during busy periods (+4)

	Delivery could become difficult while Basil is responsible for baking (-4)
	
Could reduce the bakery's dependence on physical footfall (+5)

	

	
	

	
TOTAL: (+14)
	
TOTAL: (-11)
	
TOTAL: (+15)



Therefore: Overall Total for Name (for Solution B) = +18



Appendix 2 – Task 4a
Implementation Plan

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

	HOW
	WHEN

	WHO


	1
	
Research customer demand and identify suitable products for pre-order and delivery.
	
Ask existing customers for feedback and identify which products are most suitable for delivery.
	1 week
	
Basil’s manager 


	2
	

Set up the delivery system 
	
Create a telephone ordering process, decide delivery areas, prices, collection times and delivery procedures.

	
2 week 

	

Basil’s manager

	3
	
Training stuff and service

	
Train staff to take orders, prepare orders and organise deliveries. Run a small trial with selected customers

	
3 week 

	

Basil’s manager + Staff

	4
	
Launch and evaluate service

	
Advertise the service to customers, begin taking orders and monitor weekly pre-orders, sales and customer feedback.

	
4 week onwards

	
Basil’s manager + staff





· 

Appendix 3 – Task 5a

The Key Performance Indicator is: 

	Specific
	Measurable
	Attainable
	Relevant
	Time-Bound

	
Increase the number of telephone/online pre-orders received by Basil’s Bakery.





	Achieve 50 pre-orders per week.
	
50 orders per week is realistic because the service responds to customers who have already shown interest in pre-ordering and delivery.


	

This can help Basil increase sales and reduce dependence on customers visiting the retail park.



	
Achieving 50 pre-orders per week within of forward 3 months 
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