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[bookmark: _Hlk205982484]
Brief Explanation of the Specific Business Problem
An independent flower shop based in Norwich UK founded by Liam and Priya Patel in 2016 known for its ecofriendly environment is facing different difficulties such as a 30% decrease in in-store sales, website for the store not being up to date, hard to find on google maps, Keeping up with digital marketing trends Relying on word of mouth, Only posting occasional posts, and in the Last 12 month they faced downturn of 30% Decrease in store sales, New nearby Competitions moving in, I am going to be identifying the specific problem for the Decrease in sale.
[bookmark: _Hlk205979492]

[bookmark: _Hlk205982497]Suggested Two Alternative Solutions
Solution A Proposal updating website
As the green haven flower shop is facing difficulties with their website and costumers finding it hard to navigation on maps, The solution A proposal will be by getting better understanding and UpToDate with keeping up with different digital marketing trend and by posting pictures different videos and by making the webpage more attractable and eye-catching for customer's to get easy access to the webpage by using these methods the flower shop should get better acknowledgement of their webpage and the costumers will get a full satisfaction from the flower shop company and by getting more knowledge on how to make their flower shop more visible on maps for the costumers.

Solution B Proposal opening more branches
The solution B proposal is by opening more than one branch at one location to observe and open new branches where there are more eco-friendly environments and by making all the stores more engaging and pleasing for costumers to enjoy their experience at the green haven flower shop and by the doing so the shop should get increasing in consumers by giving the customers satisfaction with in store experience and in doing so the shop can also get protentional future customers through good word of mouth and customers feedback, in doing so the flower shop can achieve their goal.  


Justification for Selected Solution
· NOTE: Based on the results from the Grid Analysis provided in Appendix 1: solution b opening new branches is the most appropriate solution to progress with.
· The reason why solution B opening new branches at different locations is more appropriate than solution A updating their website is because the decrease of  sale in store is  due to having competitors coming in the eco-friendly area causing the flower shop green haven to decrease 30% in instore sale, there for opening new branches at different location is strongly  suggest as it will expand the Green Haven flower shop in multiple locations.



[bookmark: _Hlk205982530]Risk Analysis of the Selected Solution
·  Based on the results from your Risk Analysis provided in Appendix 2:
· The Green Haven flower shop could encounter different risks such as lack of digital skills, increased workload and overspending on website redesign
· Based on the Risk analysis provided in appendix 2 overspending on website design has greater risk, because it will be causing financial struggle and it extremely difficult for the Green Haven flower shop as it will mean the shop spending unnecessary costs on website designing.
· Bringing in new staff workers is a more reliable solution as it is less likely to cause risk than overspending on website design and digital skills.
Plan to Implement the Selected Solution
· [bookmark: _Hlk205981406]Based on the Implementation Plan provided in Appendix 3
· Tasks 1 and 2 (Redesign and Marketing) are prioritized (1-2 months) as they establish the essential digital foundation—a modern, mobile-friendly website and strong digital branding. Without this, new services or locations cannot be effectively promoted. The Marketing Team is responsible as these tasks are core to digital presence.
· Task 3 (Subscription) is scheduled for the next (3.5 months), requiring the foundation from Task 1 to be completed before the Product Manager launches new offerings. Tasks 4 and 5 (Customer Interaction and Review) are marked as ongoing and assigned to the Marketing and Data Analyst teams.
Means of Measuring Effectiveness of Implementation of Selected Solution
· Based on the KPI and SMART Objective table provided in Appendix 4: 
· The core KPI proposed is Average Monthly Revenue.  Measuring revenue directly validates if the solution—the website redesign, new subscription tiers, and improved marketing—is successful in increasing customer conversion and value.
·  The SMART Objective (Achieve a 10% increase in average monthly revenue estimated after 5 months) is defended as it is Time-Bound, giving the 5 months required for Tasks 1, 2, and 3 (Redesign, Marketing, Subscription Launch) to fully integrate and take effect. It is Measurable (10% increase) and Relevant as it directly proves the solution has reversed the sales decline.
Key Findings
· Underperforming Digital Presence the existing website lacks mobile responsiveness and a modern user experience.
·  Need for Revenue Diversification: The business is overly reliant on single-purchase transactions; introducing a tiered subscription model (Task 3) is essential to creating stable, recurring revenue and improving customer  retention.
·  Lack of Proactive Customer Engagement: Insufficient use of surveys and feedback tools (Task 4) means the business is missing opportunities to understand and quickly address customer needs, leading to service disconnects.
· [bookmark: _Hlk208302504] Expansion Requires Digital support opening new branches requires a strong, consistent digital foundation to effectively market and attract customers in new local markets.
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[bookmark: _Hlk205987492]Appendix 1

Grid Analysis Table

	Factors to consider
	Time to consider
	Increase of sales
	Convenience/ access
	Total

	Weighting      
	4
	5
	3
	

	Updating website and navigation on map
	4          16
	3           15
	3           9
	40

	Opening new branches
	5       20                         
	4           20
	4          12 
	52





Appendix 2

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
	Lack of digital skills 

	 3
	3
	3 x 3 = 9
	Get education and qualification of digital skills 
	Seek assistance and advice from digital skills professionals 

	2
	Increased work load

	2
	3
	2 x 3 = 6
	Bring in more workers and staff
	Hire more staff 

	3
	Overspending on website redesign

	4
	4
	4 x 4 = 16
	Find less expensive ways to design the website
	Spend a reasonable amount for website redesign








Appendix 3
Implementation Plan

Name the problem you are solving: Decrease in sale
Name the solution you are implementing: Opening new branches at different locations
	
	Task
	WHAT

	WHEN

	WHO

	Done

	1
	Redesign
	Website redesign with e commerce and mobile responsiveness
	1-2 months


	Marketing team

	Complete site tested



	2
	Marketing
	Launch digital branding, social media content calendar
	
2 month

	Marketing teams 


	Complete new design, color, logo and advertise across variety of digital platforms

	3
	Subscription
	Introduce subscription services with tiered options and promotions
	3-5 month


	Product manager 
	Complete platform and campaign launched

	4
	Customer interaction
	Improve customer engagement via newsletters and feedback tools
	ongoing


	Marketing team
	Feedback forms 



	5
	Review

	Review website analytics, refine content strategy and adjust offerings
	


	Data analyst team


	Focus on high traffic and top selling services








· 

Appendix 4

The Key Performance Indicator is: 

	Specific
	Measurable
	Attainable
	Relevant
	Time-Bound

	

Increase overall revenue



	Achieve a 10% increase in average monthly revenue


	
This target is realistic given the improved user experience, mobile accessibility




	Directly addresses the problem of a Decrease in sales by improving sales




	
Estimated after 5 months 
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