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1. INTRODUCTION
In this report, I analyse the challenges confronting Green Haven Florist, a small and independent business owned by Liam & Priya Patel and based in Norwich, England. The business has recently experienced a 30% decline in footfall and in- store sales. To understand the causes of this decline, I will use PMI (Plus, Minus, interesting) framework. Using PMI, it will be possible to evaluate the performance, identify what they need to improve and examine the factors contributing to reduced customers activity. The analysis aims to improve decision-making clarity and implement strategies to address the problem.
1. GREEN HAVEN FLORIST BUSINESS PROBLEM
Green Haven Florist is a small and independent flower shop that has faced a significant decline over the past year. The business has experienced a 30% drop in in-store sales and customer numbers, caused by both internal and external factors. Among the external issues, the rise of online shopping stands out, as many customers now prefer to buy flowers online instead of visiting the physical store. In addition, new local competitors have entered the market, including a trendy boutique florist with a strong digital presence and a national chain offering competitive prices, which has intensified the level of competition.
Regarding internal factors, Green Haven Florist is dealing with several operational challenges. Orders have been processed slowly, the website has technical problems- something frequently highlighted in customer feedback-; the delivery options are limited, which reduces convenience for customers. These internal issues have negatively affected the customer experience and contributed to the decline in sales. 
After analysing the overall context, it becomes clear that Green Haven Florist needs to improve its digital capabilities. Modernising the website, enhancing online services, and expanding delivery options are essential steps for the business to regain competitiveness, attract new customers, and achieve better results in the future.
2. ALTERNATIVES SOLUTIONS TO THE PROBLEM
3.1 Solution A: Marketing- Website 
The first solution is to improve Green Haven florist’s marketing and website. The current website is difficult and no modern to use, and many customers made a complained that it is confusing.
 
A new website should have a modern design, be easy to navigate, and make it simple for customers to find products and complete their orders. It should also include better delivery options, such as same day delivery or options to book a specific date and time. Membership discounts or special offers can help to attract more customers. In terms of marketing, the shop can use social media to promote their products, share photos of arrangement, post information about offers. Using digital marketing and 

improving the website, the Green Haven Florists can increase local and expand visibility, bringing more customers and compete with online flowers shops.
A table of this solution is provided in Appendix 1: Solution A – Marketing and Website, page 5.
3.2 Solution B: Cost Optimisation 
The second solution is focusing on reducing costs while keeping good quality the products and services. This solution can help Green Haven Florist save money and improve financial stability during a difficult period. One way to reduce costs is to buy flowers from local suppliers instead of importing them. Local flowers are usually cheaper, fresher and last longer. They also support sustainability, which is an important value for the business and its customers.

Another important aspect of this solution is improving stock management. As flowers are perishable and expire quickly, the shop must control its stock carefully. Flowers that are close to expiry date can be sold at discounted prices to minimise waste. This approach helps the shop save money and reduces costs and significantly decreases the number of flowers discarded each day.

Green Haven Florist can also simplify its product range. By offering fewer, but more affordable and popular arrangements, the shop can reduce production time and lower daily expenses. This helps staff work more efficiently and reduce mistakes. The owners can renegotiate the prices and choose who offer lower costs. 

This solution helps the business reducing spendings and keep a good company’s financial health.

A table of this solution is provided in Appendix 2: Solution B - Cost Optimisation. page: 5.
3. JUSTIFICATION FOR SELECTED SOLUTION
For the Green Haven Florist, the best solution and most affective is Solution A - Marketing and digital tools are important, because they help increase sales. Good use of social media and a modern, easy to use website can attract more customers and give the business better visibility. By investing in digital improvement, the company has a better chance of reaching new clients and improving overall performance and growth. Solution B, which focuses on reducing costs, can help financially, but it does not solve the main problem of low sales. For this reason, Solution A is clearly the most suitable choice.
4. RISK ANALYSIS OF THE SELECTED SOLUTION 
The solution A, choose for Green Haven Florist, which is focuses on marketing and digital improvement, can present some risks. The first one is the high cost of creating a new and modern website, as well as the expenses involved in digital advertising, such as social media promotions and online ads. Another risk is the investment may not be recovered, affecting the financial stability of the business. These criteria must be carefully considered to understand which risk can be managed more easily. This helps the company creating effectively plan and avoiding future problems.
[bookmark: OLE_LINK1]A table of Risk Analysis is provided in Appendix 3: Risk Analysis, page:5
5. [bookmark: OLE_LINK2]PLAN TO IMPLEMENT THE SELECTED SOLUTION 
The Implementation plan for the solution A is designed to make ensure all actions are carried out clearly and efficiently. The most important task is to create a modern website that is easy to manage and used. This is the most important thing, because the store needs to become more digital. The website will show the prices, models of flowers, best delivery methods, and the store location.  The online marketing will help the Green Haven Florist bring more clients through the website instead of only in store visits.
The second step is the social medias, increasing activity and engagement. Through social medias, Green Haven Florist can send clients to the website, which is very good marketing strategy. The marketing team will be responsible for this step. They will check and monitor the performance of the website, social medias platforms to check if the marketing strategy is helping to increase the sales.   
A table of Plan action is provided in Appendix 4: Plan Action, page 6.
6. MEANS OF MEASURING EFFECTIVENESS OF IMPLEMENTATION OF SELECTED SOLUTION 
To analyse Solution A - marketing and website improvement-, I will use the KPI (Key Performance Indicators). These indicators will help measure performance and check if the business is getting their objectives stabilised.
The first one is the increase of traffic website, that you can monitoring and checking how many peoples visit the site, if they are buying constantly, showing that if the website is easy t manage.
The social media engagement is another KPI indicator. In this step includes likes, comments and followers, which is a good manner to monitoring the increase and interest of the clients and increase the brand’s visibility.
Client’s feedback is an important quantitative KPI, because it helps the company understand better the customer experiences. Using this element of KPI, the business can evaluate the positive performance and sustainable results for the company.
A table of Plan action is provided in Appendix 5: KPI, page 6.




7. CONCLUSION
In this report, some conclusions were analysed regarding the small and independent business Green Haven Florist. The first conclusion refers to a 30% decline in sales in -store, as well as a reduction in the number of customers visiting the physical store. It was noticed that some clients began preferring online shopping instead of going to the store, in addition to the decrease sales by increase competition, with other stores opening in the same high road.
The second point to highlighted is the cost optimisation. Through the analysis carried out, it was concluded that improving stock management would help prevent products loss and reduce daily waste. Rather than disposing of flowers approaching their expiry date, implementing promotional strategies would be an effective solution to minimise waste and increase sales.
The third point was the creating a modern website and implementing a good marketing strategy. Creating a modern and easy to navigate website would contribute to a better customer experience. In addition, engagement on social media and good marketing strategy would help making the store more visible.
Finally, the used of the PMI and KPI’s was essential to analyse and identify the main business problem and evaluate the solutions proposed, supporting the long-term improvement of the company.














Appendix 1: PMI- Solution 1 – Marketing and Website

	Plus
	Minus
	Interesting 

	Modern website for customers.
	Investment money.
	Delivery options.
More Customers.

	Easy online orders.
	New system. 
Employees training.
	Discounts.
Membership.

	Engagement on social media/digital marketing.

	Increase demands.
Carefully on stock monitoring.
	Social media increase sales.
Customer feedback.




Appendix 2: Solution 2- Cost Optimisation

	Plus
	Minus
	Interesting 

	Less waste.
	Better stock monitoring.
	Discounts for expire flowers.

	Local Suppliers/ reduce Costs.
	Limited availability.
Change suppliers.
	Products with good cost.
Sustainability. 




Appendix 3: Risk Analysis

Solution A:
	PMI
	Risk/Factor
	Impact (0-5)
	Likelihood (0-3)
	Total

	Plus
	Increase sales.
	4
	2
	8

	Minus
	Digital marketing.
	4
	3
	12

	Interesting
	High investment.
	4
	2
	8




Appendix 4: Plan Action

	Actions
	Description
	Time Frame
	Staff Responsible

	Modern website.
	Easy to manner.
Modern.

	10/01/2026- 10/02/2026
	Manager.

	Social media.
	Engagement.
Postings.
Promotions.
	10/01/2026-
10/03/2026
	Marketing Team.

	Marketing.
	Online ads.
Promotions.
	10/01/2026- 10/02/2026
	Marketing Team.

	Sales.
	Monitoring.
Online sales.
Online traffic.
	10/01/2026- 10/02/2026
	Marketing Team/ Liam and Patel- owners.



Appendix 5: KPI
MONITORING:
	Actions
	Description
	Time Frame
	Staff Responsible

	Modern website.
	Easy to manner.
Modern.

	Weekly.
	Manager.

	Social media.
	Engagement.
Postings.
Promotions.
	Daily.
	Marketing Team.

	Marketing.
	Online ads.
Promotions.
	Weekly.
	Marketing Team.

	Sales.
	Monitoring.
Online sales.
Online traffic.
	Monthly. 
	Marketing Team/ Liam and Patel- owners.








EVALUATION:
	Success Indicator (s)
	Data source/Information collection method
	Time Frame
	Staff Responsible

	Visitors in the new website
	Analytics reports.
	Monthly.
	Manager.

	Social media.
	Engagement.

	Daily.
	Marketing Team.

	Marketing.
	Reports.

	Weekly.
	Marketing Team.

	Sales.
	Reports and analyses.
	Monthly. 
	Finance Team/ Liam and Patel- owners.
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