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Introduction
Nowadays, in the corporate world, organizations are under strong force to cope with dynamic shifting sizes related to technology, customer expectations, and competitiveness in the industry. If an organization fails to cope with these changes, it might witness a decline in performance. The situation that Liam & Priya’s organization is going through now depicts the same scenario. As sales are decreasing, customer engagement is weakening, along with the rise in competition in the market.
This report aims to discuss the business problems encountered by Liam and Priya and help them develop strategic solutions to overcome their declining issues in their businesses. This report continues by describing what a business problem is, its causes, and then introduces two possible solutions, which are the digital transformation strategy, and the market repositioning strategy. These options will be analyzed using a PMI (Plus, Minus, Interesting) technique for decision-making. Based on such analysis, the best possible solution will be identified. This report will not only address all these issues; but it will also perform some basic risk assessment, proposed timeline, and techniques for determining how well these solutions will work for sustainable businesses in the future.
Rationale and Explanation of the Business Problem

The common business issue that Liam and Priya are experiencing is a decline in their performance, which has put a strain on the viability and competitiveness of the organization. The decline can be attributed to several issues in this organization. However, one of the most significant factors could be the change in the behavior of consumers. Today, consumers are more aware of the benefits of technology and hence want convenience and speed in their transactions. Many of them even check the market price of the item they wish to buy and even use the internet to decide their purchase. If Liam and Priya conduct their business in the old ways of sales and marketing, it might not appeal to the generation of tech-savvy consumers.
The next crucial factor is the concept of digital disruption. Rivals who have utilized technological advancements such as the use of e-commerce, social marketing, and business analytics are more cost-efficient with greater reach. Lack of a strong online presence hinders visibility and the ability of the business to effectively compete in the market.
In addition, the competitive pressure has also increased. There may be new entrants or existing competitors who can provide innovative products, better pricing, or better services. If Liam and Priya do not develop a clear differentiation approach, their business will become irrelevant in the market.
The general concern faced by the business is that it has emerged due to the ineffective handling of market conditions.
Alternative Solution 1: Digital Transformation Strategy

A digital transformation
The first proposed solution is the implementation of the digital transformation strategy. Digital transformation is the integration of digital technologies into core business operations. It is aimed at enhancing efficiency and competitive edges.
As for Liam and Priya, this could include such measures as building or optimizing an ecommerce website, encouraging the adoption of online marketing techniques, establishing customer relationship management, or employing data analytics capabilities. The above measures would enable the business organization to identify the needs of its customers, enter new markets, or enhance its operations.
PMI Analysis: Digital Transformation

Digital transformation could lead to a wider market expansion owing to the absence of geographical constraints. Furthermore, digital transformation will allow customers to interact quickly and personally. Data analysis increases efficiency in decision-making. Additionally, digital transformation results in increased brand visibility.
Minus
The approach entails high initial costs in terms of technology and training. The staff may not be aware of technological skills. This may entail training. The process may be time-consuming to yield actual results.
Interesting:
Digital transformation provides opportunities for innovation, automation, and generating additional income streams. This enables the business to personalize their marketing approach and grow their operations to meet the expanding size of the business.

Alternative Solution 2: Marketplace Repositioning and Consumer-Orientated Strategy
Alternatives for the second solution include market repositioning along with a powerful focus on customers. Here, customers come first along with value positioned for markets through which improvements in technology become less important.
This could mean working on the upgrade of product or service offerings, pricing, customer service, or implementing a loyalty program. By identifying a particular market and providing exceptional value to them, the business can differentiate itself among its competitors.

PMI Analysis: Market Repositioning
The financial investment in such an approach is typically lower compared to that of the digital transformation. It enhances customer loyalty and boosts brand identity. It can be implemented at faster rates in some sectors. Such clear differentiation can impact customers' trust and loyalty.
Minus
Market re-positioning lacks scalability in the market and is not likely to address digital competitors effectively. The model is very reliant on customer satisfaction and perception, which can neither be controlled nor scaled.
Interesting:
The strategy provides potential for market domination in its niche market by ensuring strong word-of-mouth advertising. The concept will also provide opportunities for adoption in digital technology in the future.
Selection & Reasons for Choosing the Best Solution
On the basis of assessment of both alternatives through the PMI technique, it is found that the strategy for the digital transformation of the business is the best solution for Liam and Priya.
Despite the benefits that can be obtained through repositioning in the markets, repositioning does not fully address challenges presented by digital evolution and behavioral changes. Digital transformation is more holistic because it increases efficiency through improved operations and boosts competitiveness.
Additionally, technology can ensure customer-centric approaches via customized communication and marketing. Though the digital transformation strategy has higher costs and complexity compared with other strategies, it has greater advantages that make it the most sustainable one.
Although it has its benefits, there are risks involved in digital transformation that need to be effectively managed.
The financial risk that arises is high initial costs associated with technology and training. This risk will be addressed by adopting the approach in phases, starting with those that yield maximum results.
Operational risk involves resistance to change and a lack of digital skills on the part of the employees. This can be overcome by providing ample training and changing communication.
Technical risk incorporates risks associated with the failure of the system or the integration of the technology tools. Using the right technology providers may eliminate technical risk.
Market risk arises when customers are reluctant to switch to digital channels. Friendly platforms, rewards, and quality customer support will aid in their adoption.
This document contains the
A digital transformation strategy that must be rolled out in a structured and phased manner.
Phase one entails analysis and planning. This stage entails analysis of the current digital abilities, analysis of the gaps, customer intelligence, and key performance indicators.
The second phase is more concerned with growth through development in several areas, some of which include enhancing e-commerce sites, along with customer relationship management and marketing, and enhancing cyber security measures.
The third stage is training and managing change. The employees will require training in different systems, and management will need to foster an innovative culture in technology.
The third phase would be the launch and review phase. Online platforms should be rolled out gradually, with feedback collected from customers, to improve continuously.
Measuring the Effectiveness of the Strategy
Different strategies require
The achievement of the strategy on the digital transformation of the business can be measured with the help of certain key performance indicators. These key performance indicators include the sales growth, specifically the online performance, customer engagement measures of website traffic, customer satisfaction measured in the form of customer feedback and retention, and the operational efficiency measures of cost savings and processing time reduction.
Periodical assessments in relation to above-stated parameters will also help to keep the strategy focused and aimed at reaching business goals.
Conclusion
A change in consumer behavior, digital disruption, and rising competitive pressure are causing a decline in the performance of Liam and Priya’s organization. This report has identified a problem in the given business situation and used the PMI tool for alternative solutions.
Digital transformation was seen as the most fitting response to these challenges because it can handle both existing and future problems. Although the plan poses some risks, these risks can be well managed.
On embracing a digital transformation strategy, Liam and Priya would be able to enhance competitiveness, engage their customers, and ensure business sustainability within the growing market landscape.

