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1. Abstract 
Green Haven Florist is a flower shop located in UK Norwich founded in 2016 that is facing a major problem of losing business and closing this shop due to lack of knowledge of digital marketing being in the twenty-first century when all infrastructures compete due to this option. A comparative analysis between the initial stage and a period of six months is suggested.
However, by investing in digital strategies search engine optimization and online promotion, the business has the potential to increase its visibility, attract more money and increase profitability. Although initial investment costs and slow early results present certain risks, these strategies provide a practical approach to long-term business growth.
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3 Introduction 
The purpose of this report is to analyse and find solutions for development and improvement for the individual store of the brothers and what they are struggling with at the moment. The store is facing a significant decrease in customers and sales even though competitors are increasing in the market. Therefore, after finding the problems or rather finding the best possibilities and solutions, we will be able to understand where the store is struggling with problems and bring it back to the state of being a magazine full of income and customers to buy flower bouquets either online or physically.

4 Overview 
Green Haven Florist is an independent flower shop located in the UK in the Norwich area, founded by brothers Priya and Liam Patel in 2016. It is a shop that has risen very well in the rating through personalized floral arrangements where people came and bought bouquets to weddings and corporate events where it had good results due to its personal attention and sustainable ethos. However, in the last year, sales have dropped significantly by approximately thirty percent due to the decrease in foot traffic.

5 Solution 
1st Solution – improve digital marketing
As we can see in the given text, the flower shop lacks digital marketing which is a well-proposed solution to increase its sales and customer base to have stable income and sales, such as an Instagram site with different quality pictures and descriptions of the flowers in the window or even tiktok for high-quality videos so that the customer can see how they are arranged and how they look on the outside. So this would be an important solution to promote the shop through the online medium.
2nd Solution – subscription services
The subscription service is an equally important solution for customers to make vouchers. Tickets or discounts on products or even seasonal promotions. Weekly packages can attract customers very quickly





6. Evolution
1st evolution of solution one
Thanks to digital marketing you can significantly increase the income of customers to purchase more flowers from the store. Thanks to the online medium you can choose and even match your favourite bouquet yourself and order directly to have it come right to your home. It takes less time and the rest of the time you can spend with family or friends. Thanks to the online site, customers can post their bouquets with a promotional feedback to increase your followers on the page.
2nd evolution of solution two
Subscription services can very quickly increase customers thanks to the promotions and subscriptions offered plus the trust and loyalty from the store and is a very well-known strategy today because a very good example is when purchasing three bouquets of flowers the fourth is free which very quickly attracts customers to your store to purchase products. But there are also risks sometimes because people do not always want bouquets in larger quantities.

7 Best solution and why
The best solution for the Norwich store of brothers Liam and Prita Patel is digital marketing because as foot traffic has decreased near the stores this would be an ideal solution to improve and work with it because people being remote can order flowers online and have them delivered directly to their homes. It can increase sales very quickly and can compete not only with small local businesses but even national and much larger companies. It is also more flexible and scalable compared to subscription services.
8. risk analysis
Therefore, each solution also has risks that are very important in the given field, for example, a mentioned risk is the lack of knowledge to handle or know in digital marketing or in AI or a large increase in competitors in the field, you are not the only one on the market and you should face these risks or obstacles to always be at the highest quality and maintain the advertising rating or you have to go to special webinars to improve your knowledge that require personal investment. Another risk may be that it does not work at the same time with the promotion or the lack of internet in specific periods of time.


9. implements
Implementation is an important process in this business that requires several steps that must be involved. Improving the site is an important step to improve the user experience and be more visible to customers. The second thing is, which I mentioned above, to post information about stores or pictures, regular videos and as many promotions as possible on time and as quickly as possible. An important thing is to pay for advertising to rise in the rating and be more visible on social networks so that customers can quickly access this store and order what they need. Customer feedback must be collected to build trust with customers.

10. Key performance indicators
A key indicator to perform this store would be online sales. Thanks to this key and the given indicator, the company can set a goal to meet its goals and increase the customer rate.
1The first goal would be to increase the online customer rate in six months by 20% just by improving the website and digital marketing.
2 The second goal is to increase around 2000 customers on the website within 3 months which would bring a significant profit of one in favour of the store.
3 The third is an objective to increase customer involvement with different feedbacks to the page by around 50% in 5 months.


11. Effectiveness Measure of the Solution
Taking measures over a set period of time would be a good idea to see what is good and what should be changed in the business, therefore it should be a comparison from the beginning and after 6 months how the business is progressing. Or the more feedback such as from customers or online reviews thanks to these strategies we will see the progress of the business. Thanks to this measure there will begin to be visible improvements in sales and direct interaction with customers in favour of the company.




12. conclusion
In conclusion I can say that green haven florist is facing major challenges in the field or even on the market such as digital marketing the decrease in markets near the stores and the major increase in competitors on the market
Due to the improvement of digital marketing I can say that the store will grow significantly or its visibility or the increase in monthly profit due to these will increase customers but also business agents such as suppliers. I can say that these are some risks because at first you need to invest in advertising and it is difficult to suddenly increase views, but these strategies offer a practical and sustainable way to support future business growth.
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