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[bookmark: _Toc224474342]Task 1: Overview of Case-study
Green Haven Florists is a small flower shop located in Morwich, UK, which was founded in 2016. Its eco-friendly packaging and strong community ties have enhanced its reputation quickly. However, the business experienced a significant downturn in revenue, profit margin and foot traffic because of rising operational costs and competition from online flower delivery services. Around 30% of the in-store sales of the business are declining, which is the key issue for the business. The root cause of the issue is the increasing online delivery system, high competition in the market, and low-priced products. Another issue of the business is reducing profit margin because of increasing operational costs for sourcing sustainable materials. 
[bookmark: _Toc224474343]Task 2: Two Proposed Solutions
[bookmark: _Toc224474344]Solution A Proposal
Develop online sales channels  
The organisation needs to focus on developing its own websites. It can enhance the reliability of the business. Besides, the business can also focus on an e-commerce platform and a social media platform to reach customers and take orders (Wahab and Daud, 2023). It can help the business to enhance online sales. The business is facing the issue of low profitability because of high competition and increasing operational costs. In this case, the solution can help the business to reach a huge number of customers and present their sustainability commitment and the benefits of their product quality. It can help the business to increase sales, which will impact profit margin positively. 
[bookmark: _Toc224474345]Solution B Proposal
Emphasis on digital marketing 
The organisation can focus on improving social media marketing. For example, the organisation can invest in content marketing, social media marketing, influencer marketing and SEO (Stouras, 2020). Though the marketing strategies may increase the cost of the business in the initial stage, its sustainable packaging and commitment will help the business attract customers and increase sales of the business. By increasing revenue, the strategy will help the business to balance operational costs. Besides, social media marketing, content and influencer marketing are comparatively lower than other marketing, but it is effective. 
[bookmark: _Toc224474346]Task 3b) Evaluation Results and Justifications
Solution A is the most appropriate solution to progress with the issue. For example, taking orders by using Facebook, Instagram, a website, and e-commerce platforms will increase market access (Sakshi, 2020). By developing an ordering system through using different channels, the business can present its sustainable products and packaging. It will work as a promotion also. So, the business can reach its customers by making the ordering and delivery process easy and convenient for customers. On the other hand, the solution can expand market research. So, the business can know about customer expectations effectively. It will help the business to retain customers and increase its sales of the business. Moreover, the solution can increase brand visibility and sales by reaching a huge number of customers (Roper, 2023). Moreover, making the online ordering and delivery process easy and accessible can increase customer engagement. For instance, the business will invest in Facebook, WhatsApp, Instagram, an e-commerce platform and its own website. So, their presence will be found by customers on every platform. It will enhance brand visibility and help to increase sales. In addition, developing and managing an online platform is low-cost and convenient. So, the business can cope with the increasing cost of materials by balancing the cost. 
[bookmark: _Toc224474347]Task 4b) Risk Analysis Results and Justifications
Security and Data Protection Risks can be encountered by focusing on access control and regular backups, as well as employee training to manage data security. On the other hand, changing passwords for all affected users' accounts and identifying compromised data will be done, and legal initiatives will be taken (Martinez-Lopez, 2021). Data security risk includes misusing customer data and hacking of confidential information of the organisation. Operational and Logistics Risks, such as supply chain disruptions, return management a system reliability is also related to the risk. The business may face issues of managing delivery and return of customers effectively. Contingency plan and diversifying delivery routes will also be considered as a mitigation plan. High initial cost risk can arise in the issues because implementing digital channel development requires a high cost (Hajati, 2022). The organisation may face resource shortage issues when developing online selling channels. Utilising contingency funds for managing expenses will help the business to deal with the risk.  
[bookmark: _Toc224474348]Task 5b) Justifications for the Implementation Plan
Establishing a digital presence is the key task for the business. Owners of the business are responsible for managing these tasks. Leverage a third-party platform, optimise product presentation, and ensure a smooth customer journey (Dorenda-Zaborowicz, 2020). Tasks can be done by the business within the next two months. If the business cannot do these tasks within 2 months, it may face issues of losing its market share, which can result in a loss.  
[bookmark: _Toc224474349]Task 6b) Justifications for the KPI and SMART Objectives
KPI: Create accounts and partner with third parties within the second half of this month (Chaffey and Ellis-Chadwick, 2022). 
SMART objectives are –
To create Facebook, Instagram, and other social media accounts to reach 10k customers within 1 month to increase sales and leads.
To collaborate with third parties for e-commerce platforms to reach 5k customers and enhance sales within 2 months. 
[bookmark: _Toc224474350]Task 7) Key Findings
· Reducing sales and profit of the business.
· High competition.
· Increasing demand for online delivery services.
· An increasing number of online selling channels can enhance the sales of businesses.
· Online sales can reduce operation cost of the business.  
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[bookmark: _Toc224474353]Appendix 1 – Task 3a (PMI Analysis Table)
	Solution A

	Plus
	Minus
	Interesting

	Expanded market research 
	High initial cost
	Track customer data 

	Increase brand visibility 
	Intense competition 
	Easy to access by both competitors and the business

	Increase sales
	Data security risk
	

	Increase customer engagement 
	Reduce direct customer interaction 
	

	Convenience and availability 
	
	

	Low costly 
	
	

	Easy order and delivery 
	
	

	TOTAL: 07
	TOTAL: 04
	TOTAL: 02



Therefore: Overall Total for Solution A = Plus – Minus (07- 04) = 03. 

	Solution B

	Plus
	Minus
	Interesting

	Global reach and accessibility 
	High competition 
	Content continuity 

	Cost effectiveness 
	Technical expertise required 
	Negative and positive feedback of public 

	Highly measurable results 
	Time intensive 
	

	Flexibility and speed 
	Security and privacy
	

	Precise targeting and personalisation 
	Ad Blocking and lack of trust 
	

	Enhanced customer engagement 
	Algorithm changes 
	

	TOTAL: 06
	TOTAL: 06
	TOTAL: 02



Therefore: Overall Total for Solution B = Plus – Minus (06-06) = 00.

[bookmark: _Toc224474354]Appendix 2 – Task 4a (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
	Security and Data Protection Risks
	04
	05
	20
	The business will focus on access control and regular backups, as well as employee training to manage data security (Wahab and Daud, 2023). 
	Change passwords for all affected users' accounts and identify compromised data will be done, and legal initiatives will be taken. 

	2
	Operational and Logistics Risks
	04
	03
	12
	Contingency plan and diversifying delivery routes will also be considered as a mitigation plan. 
	Transparent communication will be done for active management of the crisis. 

	3
	High initial cost risk 

	05
	03
	15
	Active contingency funds will be managed to deal with the risk. 
	Utilising contingency funds for managing expenses will be done if the risk happens. 


[bookmark: _Toc224474355]Appendix 3 – Task 5a (Implementation Plan)
Reducing profit and revenue, and high competition: 
"Develop online sales channels":
	
	Task
	What

	When

	Who

	Done

	1
	Establish a digital presence 


	Create accounts on Facebook, Instagram, and social media. Establish a website and collaborate with an e-commerce platform. 
	First week of this month. 
	The owner will focus on establishing a digital presence. 


	It will be done by the owners in collaboration with a third party. 



	2
	Leverage a third-party platform 


	The business needs to focus on leveraging third-party platforms, such as eBay, Amazon and Tesco (Stouras, 2020). 
	Second week of this month. 


	Owns will focus on partnership with third parties. 


	It will be done by creating a positive relationship with third parties. 


	3
	Optimise product presentation 


	The business will focus on using high-quality imagery and video content to show products. 

	Third week of this month. 

	Owners will hire an employee to manage product visibility. 

	It will be done by the business by presenting different products with their sustainable benefits. 



	4
	Ensure a smooth customer journey 


	Utilise chatbots for 24/7 customer service and streamline the checkout process (Sakshi, 2020).

	Fourth week of this month. 

	Owners will focus on this. 

	It will be done by owners and IT supporters. 
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The Key Performance Indicator is:
Create accounts and partner with third parties within the second half of this month. 
	Specific
	Measurable
	Attainable
	Relevant
	Time-Bound

	Create Facebook, Instagram, and other social media accounts
	Reach 10k customers.




	Reach 500 customers in the first week. 




	Reach customers and convert them into leads to enhance sales by making the ordering and delivery process easy (Roper, 2023). 
	1 month





	Collaborate with third parties for e-commerce platforms.
	Reach 5k customers.
	Make sales of 1000 bouquets within 1 month.
	To increase sales. 
	2 months



