Module: Problem Solving and Decision Making
Module code: LCLM4004
Assignment Title: Component 2 Individual Report
Student Name: Emil-ionut Cacicovschi 
Student ID: 2229348

Table of Contents
1. Introduction	3
2. Business problem explanation	3
3. Alternative solution 1: Improve digital presence	3
4. Alternative solution 2: Introduce a subscription service	4
5. Evaluation of the solutions (pmi tool)	4
6. selected solution and justification	5
7. risk analysis	6
8. action plan	6
9. monitoring and measuring success	6
10. Conclusion	7
References	8
Appendixes	9



[bookmark: _Toc216473800]1. Introduction
The case study used in this report is Green Haven Florists, which is a small flower shop in Norwich, United Kingdom. The company was doing well previously, but is currently experiencing various issues. The problems have impacted the levels of sales, visits by customers, and profitability. The primary purpose of this report is to clearly recognize and describe the most critical business issue of Green Haven Florists. It also proposes two solutions that are possible to solve the problem and are evaluated using a proper selection tool. Once this is evaluated, the suitable solution is chosen. Moreover, the report has contained a basic risk analysis, action plan, and the means to monitor and measure the efficacy of the selected solution, in accordance with the assessment guidelines.
[bookmark: _Toc216473801]2. Business problem explanation
Green Haven Florists has experienced an evident decrease in business over the past year, and the sales in the store have decreased by 30% (Case study). This indicates that the number of customers visiting the shop is reduced. Online orders have grown slightly, but they do not compensate for the loss of walk-in customers. A significant cause of this issue is that the customer behaviour has changed, with most individuals willing to purchase flowers online as it is fast, simpler, and in some cases cheaper. Moreover, the situation has been worsened by strong competition. There are new entrants, a florist with a high strength of social media, and a national chain that has provided lower prices and a broad delivery service. The company also possesses a dated website, rendering internet ordering a challenge. Consequently, Green Haven Florists is losing customers and revenue, and the future might be risky unless something is done.
[bookmark: _Toc216473802]3. Alternative solution 1: Improve digital presence
The initial possible solution is to enhance the online presence of Green Haven Florists. This solution is aimed at increased presence of the business online (Montero-Navarro et al., 20210. It would involve redesigning the website to make it appear modern and user-friendly. The site must also be mobile-friendly since most of the customers shop through their phones. The online ordering system should be improved, and this would enable customers to make orders at a convenient time. Moreover, social media like Instagram and Facebook can be used by the business more frequently to advertise products and offers. The principal benefit of this solution is that it is able to get more online customers and enhance brand visibility (Gomes et al., 2025). It also assists the business in making a better competition against online florists. Nevertheless, the solution is also associated with the following drawbacks: high initial costs, the necessity of digital skills, and time to see the results.
[bookmark: _Toc216473803]4. Alternative solution 2: Introduce a subscription service
The second alternative solution is to initiate a flower subscription business at Green Haven Florists. This would enable the customers to get fresh flowers weekly or monthly at a fixed rate. Subscriptions might be given out to residential, commercial, and entertainment. The first benefit of the solution is that it can give the business a stable and regular income. It may also assist in the development of consumer loyalty, as the customers will be willing to use the service again after they have subscribed (DAS, 2021). Secondly, subscription helps in predicting demand among customers, besides aiding in planning. Nonetheless, there are some drawbacks to this solution as well. It is planned and organised attentively, there is a threat that the demand is small among the customers, and the business would require a proper delivery network to guarantee timely delivery of flowers in a habitable condition.
[bookmark: _Toc216473804]5. Evaluation of the solutions (pmi tool)
The two alternative solutions to the Green Haven Florists are compared by means of the PMI (Plus, Minus, Interesting) tool. This aid is useful in getting a clear perception of the positive, negative, and interesting aspects of every choice. The PMI is easier and more structured to make a decision.
Solution 1: Enhance the online presence
Enhancing the online presence will involve updating the site and increased application of social media. The primary advantage of this solution is that it assists the business in reaching more people online, and it enhances general visibility. It also enables Green Haven Florists to compete more with online flower retailers. But there are also a few minuses. This solution is high-cost at the start to redesign the website and train personnel. It is also time-consuming to achieve some results (Kenanoğlu, 2023). The best thing about this solution is that it contributes to long-term development, creating a powerful online brand and winning new clientele.
Solution 2: introduce subscription services
The launch of a flower subscription service will bring regular flower services to consumers. The primary advantage of this solution is that it can ensure stable earnings and contribute to the establishment of stable customer relationships. But the downsides are risks of delivery and increased operational work. Low customer demand is also a risk. The notable aspect is that subscriptions can have deep and enduring customer relations.
[bookmark: _Toc216473805]6. selected solution and justification
The solution that Green Haven Florists should adopt is the enhancement of digital presence. This is a more appropriate solution since most of today's customers choose to shop online instead of going to physical stores. A good and convenient site will enable consumers to access products and make orders promptly (Gabellini and Scaramuzzi, 2022). Moreover, the active utilization of social media platforms will assist the business in drawing more audience and new customers.
The solution can also be used in promoting a long-term business expansion through enhanced brand awareness. The good online presence enables Green Haven Florists to compete better with online or local competition. Compared to the subscription service, there is a better market penetration and flexibility by enhancing digital presence (Sahabuddin et al., 2024). Based on these reasons, this solution has been deemed the best alternative to the business.
[bookmark: _Toc216473806]7. risk analysis
Even though the enhancement of the digital presence is an appropriate solution, a certain number of risks should be considered as well. The high cost of updating the site and conducting online marketing activities is one of the risks. Without proper budget planning, this would have an impact on the business (Gomes et al., 2025). The second risk is the digital skills of staff, the deficiency of which may slow down implementation and decrease its efficiency. To mitigate this risk, it is important to train the staff. The possibility of low online traffic in the initial phase is also a threat, which may lead to low sales expansion. This is a risk that could be managed through the use of internet adverts and frequent social media advertising (Lavery et al., 2024). As a result of detecting these risks prior to their occurrence and implementing reasonable control measures, Green Haven Florists will decrease the adverse effects and increase the probability of successful execution.
[bookmark: _Toc216473807]8. action plan
The next step, as provided in Appendix 3, is how the solution selected will be implemented at Green Haven Florists. This map presents the key activities to enhance the online presence of the enterprise. In every action, there will be a description of the action, a time, and the individual. The existence of an action plan provides an opportunity to make sure everything is done in time and that each party knows their role (Wang et al., 2022). It also enables the management to monitor progress and make amends where necessary. Through this plan, Green Haven Florists will be in a position to work on its web pages, get higher levels of online interaction, and enhance staff digital capabilities can be enhanced methodically. This would minimize confusion and facilitate the effective execution of the solution.
[bookmark: _Toc216473808]9. monitoring and measuring success
It is significant to monitor and measure the achievements to determine whether the selected solution is effective. A major strategy is to monitor the growth in the number of visitors to the websites, since the greater the traffic, the greater the online presence. The increase in online sales is also another significant indicator, and it shows that more customers are making orders online. The idea of understanding customer satisfaction and improvement areas will also be used through customer feedback and online reviews (Kenanoğlu, 2023).
Besides, the likes, comments, and shares on social media will be tracked to gauge the interest and interaction levels of customers. These markers can be used to demonstrate the effectiveness of the business to reach its audience on the internet. The management will conduct the monitoring on a weekly and monthly basis. Periodic re-evaluation of these measures will also enable us to keep the solution fruitful and to make changes in time when required.
[bookmark: _Toc216473809]10. Conclusion
Green Haven Florists is facing severe business threats as it has few customers, a higher competitiveness, and a low online presence. These problems have impacted negatively on the sales and performance of the business. As a solution to this issue, two possible solutions were established and assessed on the PMI decision-making tool. The enhancement of the digital presence was chosen as the best option after thorough comparison. This alternative can go hand in hand with the current customer behaviour, with several customers showing interest in shopping online. It also promotes long-term development of the businesses in the form of more visibility and brand awareness. This solution can assist Green Haven Florists to enhance its performance, gain more customers, and be competitive in the market with proper planning, risk management, and consistent review of outcomes.
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Appendix 1: PMI analysis table
	solution
	plus
	minus
	interesting

	improve digital presence
	attracts more customers
	high setup cost
	long-term growth

	subscription service
	regular income
	delivery risks
	customer loyalty



Appendix 2: Risk analysis table
	risk
	impact
	control measure

	high cost
	medium
	budget planning

	lack of skills
	high
	staff training

	low online traffic
	medium
	online advertising



Appendix 3: Action Plan Table
	action
	description
	time frame
	responsible

	website redesign
	Update and improve the website
	Jan-26
	manager

	social media marketing
	daily posts and online advertisements
	ongoing
	staff

	staff training
	training staff in digital skills
	Feb-26
	hr
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