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EXECUTIVE SUMMARY

To provide students more exposure to entrepreneurship, a case study on small

enterprises is conducted for assignment purposes. As a result, we conducted a case study on a

small business — Chaa Surprise Bouquet. Owned by Puan Natashya Akma Riena Binti Rafi

Sham, this small business has been running since 2018. Located in Tampin, Negeri Sembilan,

Puan Natashya originally only did bouquet arrangement for fun where as then it started to

become her small business. We contacted Puan Natashya and had arranged the interview date

and time with her via an online WhatsApp call on 09 June 2022. To finish the case study report,

we had gathered as much details as needed.

5


	CHAA SURPRISE BOUQUET
	ACKNOWLEDGEMENT
	TABLE OF CONTENT
	LIST OF FIGURES
	LIST OF TABLES
	EXECUTIVE SUMMARY
	1. INTRODUCTION
	1.1 Background Of study
	1.2 Purpose of the Study

	2. COMPANY INFORMATION
	2.1 BACKGROUND
	2.2 ORGANIZATIONAL STRUCTURES
	2.3 PRODUCT AND SERVICES
	2.4 BUSINESS, MARKETING AND OPERATIONAL STRATEGIES
	2.4.1 Business Strategy
	2.4.2 Marketing Strategy
	2.4.3 Operational Strategy

	2.5 FINANCIAL ACHIEVEMENTS

	3.0 COMPANY ANALYSIS
	3.1 BUSINESS MODEL CANVAS
	3.1.1 Customer Segment
	3.1.2 Value Proposition
	3.1.3 Channels
	3.1.4 Key Resources
	3.1.5 Customer Relationship
	3.1.6 Key Activities
	3.1.7 Key Partnership
	3.1.8 Cost Structure
	3.1.9 Revenue Streams


	4. FINDINGS AND DISCUSSION
	1. OUT OF SUPPLIES
	2. HIGH COMPETITORS
	3. LACK OF BRAND IDENTITY
	4. LACK OF MANPOWER

	5. CONCLUSION
	6. REFERENCES
	7. APPENDICES



