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[bookmark: _Toc212856778]1. Brief Explanation of the Specific Business Problem
Green Haven Florists is a small and family-owned flower store that is competing in a local market environment. Although it has a strong reputation of customer service in-store, and the fresh floral arrangements, it has been experiencing a continued decline in sales in the last two years. The poor online presence and an inappropriate digital presence seem to be the root cause, as the business is not able to obtain new customers (Wydyanto and Yandi, 2020). Also, online competition in the region has implemented the e-commerce and social media trends that are winning an increasing number of online customers. The targeted business issue discussed in this report can thus be considered to be insufficient digital marketing and online sale planning that resulted in decreased customer interest and profitability.
[bookmark: _Toc212856779]2. Suggested Two Alternative Solutions
[bookmark: _Toc212856780]Solution A: Develop a Professional Digital Marketing and E-Commerce Strategy
The offered solution suggests creating a comprehensive digital marketing and e-commerce plan that will allow reshaping the online presence of Green Haven Florists and the interactions with its customers. The strategy includes investment in a current, convenient, and easy to use site which will combine the features of online ordering, real stock management, and a chat feature with customer support (Black, 2023). Also, the use of search engine optimisation (SEO) will make sure that the business is visible on the top list of the search results, as this way the potential customers will see Green Haven Florists easier. Floral designs, testimonials of the customers, and special offers can be promoted through the social media marketing campaigns on the platforms like Instagram, Facebook, and Tik tok, thereby raising the brand awareness and involvement of the local and regional audiences.
An effective online marketing plan would also not only help capture new customers but strengthen the bond with current customers. Through the increase in digital presence, Green Haven Florists will increase the number of people that it can target as well as enjoy the interests of younger and techno savvy customers that enjoy the convenience of shopping online (Anghel and Jones, 2022). Moreover, the addition of such e-commerce features as safe online income, personalized recommendations and delivery options can promote the customer experience and make them willing to make the purchase again. Day (2024) argues that digital marketing can greatly increase the visibility and the accessibility of a brand, and in the process of making a purchase, a business can reach consumers at various points of touch. A vibrant and responsive online profile is sure to make Green Haven Florists a contemporary consumer-focused brand, which is changing in line with consumer demands in a competitive market place.
The adoption of this strategy would also result in the quantifiable rise of revenue and operational efficiency. The data intelligence that is imbued in digital marketing tools would enable the firm to track customer behaviour, assess performance of campaign and make informed decisions on future marketing programs using the information (Ullah, 2021). Also, marketing can be conducted efficiently by using online advertisements on Google Ads or individual social media campaigns to make sure the marketing funds are directed to the most applicable audiences. Finally, this solution will place Green Haven Florists in a better position to compete with the larger online retailers, diversify its source of income via online retailing and reinforce its brand image as an innovative and technology-focused floral company.
[bookmark: _Toc212856781]Solution B: Launch a Flower Subscription and Loyalty Programme
The second option suggests the introduction of a flower subscription business with a developed loyalty program. This would include providing the customers with options of the flexibility of the subscription like monthly, bi-weekly, or even seasonal delivery of flowers. The deliveries would have customized sets that are designed according to the preferences of the customers, special events or existing trends in floral design. Green Haven Florists are able to provide a subscription-based approach, which might guarantee them a stable and predictable stream of revenues and mitigate the volatility, which usually defines the floral business, particularly during the low season. It would also be attractive to corporate customers, special event planners, and consumers that have the desire to buy flowers more conveniently and with consistency.
Loyalty programme would also strengthen the retention of customers in that they will be rewarded whenever they buy a large quantity of products through special treatment like discounts, firsthand access to new designs or they will get something free like vases and greeting cards. Customer retention is a very important issue regarding the sustenance of businesses since the cost of customer retention is much lower than the cost of acquiring customer. Retention of loyal customers also raises profitability by reducing acquisition expenses and raising lifetime customer value (as further revealed in the marketing research) (Customer Retention Strategies, 2023). The subscription and loyalty incentives are combined so as to determine the continued engagement levels between the brand as well as the customers; this results in emotional attachment and employment of the sense of belonging that enhances the presence of Green Haven Florists in its community (Sanbella et al., 2024).
[bookmark: _Toc212856782]3. Justification for Selected Solution
According to the review conducted with the help of a PMI analysis, Solution A, which is the creation of a digital marketing strategy and e-commerce, is the most efficient solution. Feasibility, financial impact, long term expansion potential and customer reach were the primary criterion used. Although Solution B will provide a stable income, it will rely heavily on already existing customer’s base. Solution A on the other hand has more expenditures in the short term but increased returns in the long term with the expansion of the markets and the brand. According to Imam and Farasat, (2023), strategic innovation can be applied to improve competitiveness by matching internal and external opportunities. Therefore, the digital transformation will be an investment that will modernise Green Heaven Florists and place it in the sustainable growth.
[bookmark: _Toc212856783]4. Risk Analysis of the Selected Solution
In spite of the evident advantages of Solution A, it also has its risks which should be addressed. The primary risks are monetary limitations, the absence of digital skills, and delays in implementation. The new system may fail to bring desired sales growth when not well implemented. The types of criteria used in risk assessment were their likelihood, impact, and controllability. The most dangerous aspect is associated with the price of site construction and advertising campaigns. Nonetheless, Špoljarić and Tkalac Verčič, (2022), observe that strategic progress relies on the calculated risk-taking. These risks can be mitigated by training the staff and employing an experienced digital consultant in order to be reliable. In general, the advantages are more than the possible difficulties.
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Figure 1: Digital Marketing imact on E-commerce
Source - (Alagar R, 2024)
[bookmark: _Toc212856784]5. Plan to Implement the Selected Solution
The implementation will be carried out in three major stages including planning, execution and monitoring. To begin with, Green Haven Florists ought to perform a short market analysis to present the segments at target and key competitors. The second step is to enlist the services of a professional web designer and create social media accounts on social media platforms (Instagram and Facebook). This will be followed by content creation, such as seasonal promotion and customer testimonials. Imam, Sahi and Farasat, (2023), also stress that a steady online communication fosters trust and loyalty. The last one will be updating on the analytics of the websites and sales data after every month so that to confirm that goals are being achieved. The store manager will be in charge of schedule and plan compliance.
[bookmark: _Toc212856785]6. Means of Measuring Effectiveness of Implementation of Selected Solution
Key Performance Indicators (KPIs) and SMART objectives carefully selected will be taken to quantify the effectiveness of the proposed solution. The primary KPI will concern the levels of engagement of the employees, which will be determined based on the regular surveys of the staff, the turnover rates, and productivity reports. Such measures will enable to identify the extent of how the new leadership and communication strategies are producing a more motivated and collaborative work culture. The SMART goals are intended to be concrete, quantifiable, achievable, meaningful, and time-oriented - an example is turning around the engagement of employees by 20 per cent in six months (Backhaus, 2023).  
[bookmark: _Toc212856786]7. Key Findings
There are a number of important findings identified in this report. To begin with, the corporate issue is caused by the lack of communication between leaders that adversely impacts the involvement of employees and their productivity. Secondly, out of the two solutions provided, the introduction of transformational leadership practices was the most viable first, because it is a theory that demonstrates a high degree of attention to motivation, collaboration, and innovation. Thirdly, analysis of risk also helped in ensuring that despite the fact that some elements of resistance to change would arise, these threats can be largely addressed, using open communication and involvement of employees (Wydyanto and Yandi, 2020). Fourthly, the implementation plan gives a clear outline of activities, authority and time in order to facilitate a smooth implementation. Finally, SMART objectives and KPIs create a strong performance tracking and performance sustainability system in the long-term of the solution.
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Appendices
[bookmark: _Toc212856789]Appendix 1: Grid Analysis Table
	Factors to Consider
	Weighting (1–5)
	Solution A: Leadership Training Program (Score)
	Solution B: Employee Recognition System (Score)
	Weighted Total (A)
	Weighted Total (B)

	Cost effectiveness
	4
	4 (16)
	5 (20)
	16
	20

	Long-term sustainability
	5
	5 (25)
	3 (15)
	25
	15

	Impact on employee engagement
	5
	5 (25)
	4 (20)
	25
	20

	Ease of implementation
	3
	3 (9)
	4 (12)
	9
	12

	Alignment with organisational goals
	4
	5 (20)
	3 (12)
	20
	12

	Total Weighted Score
	
	95
	79
	
	


[bookmark: _Toc212856790]Appendix 2: Risk Analysis Table
	What Could Cause a Risk?
	Likelihood (1–5)
	Impact (1–5)
	Risk Factor (L×I)
	What Can You Do to Reduce This Risk?
	If It Happens – What Can You Do to Minimise the Impact?

	Resistance to leadership change
	4
	4
	16
	Conduct awareness sessions and involve employees in decision-making
	Offer one-on-one coaching and communication support

	Insufficient budget allocation
	3
	5
	15
	Prepare detailed cost analysis and present ROI benefits
	Seek external funding or reduce training duration

	Time constraints for training
	4
	3
	12
	Schedule flexible training sessions
	Extend training timeline and prioritize key staff first


[bookmark: _Toc212856791]Appendix 3: Implementation Plan
Problem Being Solved: Low employee engagement due to ineffective leadership communication.
Solution Being Implemented: Transformational Leadership Training Program.
	Task
	What
	When
	Who
	Done (✔/✖)

	1
	Develop training content and materials
	Month 1
	HR Department & Training Consultant
	✔

	2
	Identify and enroll key leaders for training
	Month 2
	HR Manager
	✔

	3
	Conduct first phase of leadership workshops
	Month 3–4
	Leadership Coach
	✖

	4
	Evaluate feedback and performance improvement
	Month 5
	HR & Line Managers
	✖

	5
	Continuous follow-up and mentorship sessions
	Month 6–12
	Department Heads
	✖
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Appendix 4: KPI and SMART Objective Table
	Specific
	Measurable
	Attainable
	Relevant
	Time-Bound

	Improve employee engagement through leadership development
	Increase engagement score by 20% from baseline survey
	Realistic within one year with consistent training
	Directly supports organisational performance goals
	To be achieved within 12 months
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