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Introduction

The course problem solving and decision making are crucial skills in business
management. The problem solving implies structured, identification and to resolution
of problems that can delay performance. This report is going to investigate the 30% of
decline in sales over the past 12 months that Green Haven Florist was experiencing.
Problem-solving is the process of classifying anissue and finding possible ways to fix it. lam
going to use tools such as SWOT, and Fishbone analysis which can suggest strategic solutions
and evaluate their possibility through risk assessment and Plus, Minus, Interesting (PMI) tables.
The goal is to restore profitability of Green Haven florist.

Background

Liam and Priya Patel are the owners of the smallindependent flower shop Green Haven Florist
located in Norwich UK which was founded in 2016. The shop gained a reputation for its bespoke
floral arrangements, eco-friendly packaging, and strong community ties. Green Haven served a
wide variety of clients from walk-in customers buying bouquets to communal clients and
weddings. The business succeeded on its own touch and sustainable beliefs, which resonated
with environmentally aware purchasers. But, over the past 12 months, Green Haven Florists has
experienced a major downturn in revenue and foot traffic. With rising operational costs and
increased competition from online flower delivery services, the business is struggling to
maintain profitability. Partner Liam and Patel are facing the challenge to adapt their business
model to survive in a quickly changing retail environment.

The problem definition.

Some of the key problems that Green Haven Florist has experienced is the drop in customer
numbers, sales in store and online, the past 12 months the flower shop has experienced a
decline of around 30% in store however online orders have increased a bit. The partner
financially has been affected by this problem. There are several reasons behind the downfall.
Firstly, many long-time clients chose online shopping because it is more convenient for their
personal life, lower prices of large flower retailers and same day delivery have impacted the
clients specially the younger generation who prefer online shopping then walking in store.
Secondly the rising cost of fresh flower specially imported types like orchids and tulips has
coursed due to supply chain disruption and inflation.

Alternative solutions A

There are some alternative solutions to solve the green havens problem since they are having
difficulty keeping up with their competition. The owner needs to have a strategy which their
company can benefit from like keeping up with the technology and be more updated on social
media since that is where all the customers are according to (digital marketing institute
jun2024 76% of consumers look for a company online before visiting a store, while 45% are
likely to visit after finding a strong online presence on a local search page) therefore Liam and
Prayel has to use social media to help their Bunises to grow in long term. Social media has been
one of the most powerful digital platforms for a small business lately with almost 5 billion users
representing 62% of the world’s population according to Datareportal data and it’s a great
channel to get Green Haven Florist brand to seen and heard. The partner can also offer
discounts to get back their lost clients, maybe add indoor plant gift baskets or flower
subscriptions.




Alternative Solutions B

Train staff to provide friendly and personalized service. Keeping the shop visually attractive and
welcoming and offer loyalty programs for repeat customers. By doing website ordering and
same day delivery can attract clients because nowadays everyone prefers to have a same day
delivery and to be able to have the opportunity to order online. Liam and Prayel can also do
competitive pricing, introduce bundle deals, offer budget friendly options for price sensitive
customers and review supplier costs to allow competitive pricing. Corporate and event sales by
targeting clients for office decor and events. Make partner with wedding planners, hotels and
event organizers and offer long term contracts with discounted rates.

After reviewing both solution A and B the recommended solution would be engaging with social
media and using digital marketing to reach more customers it will differentiate cost money for
the company in the short term but Green Haven Florist will benefit from itin the long term since
there is where most clients are and do their searching before they even do the shopping or visit
the local store in real live.

PMI Analysis to improve green Haven Florists

Solution
Engaging more with social media.

Ask loyal customers why they keep coming then use their words for marketing.

Plus, benefits
Find and amplify what still works.
Loyal long-term customers who value quality and personal service.
Eco-friendly green brand image

Skilled florists who can create custom arrangements

Minus

Prices perceived as too high.
Weak online presence or outdated social media.

Limited products variety compared to competitors.

Poor visibility in the local area.

Interesting new ideas to attract customers back
Flower subscription weekly or monthly

Loyalty program like buy 5 get one free

Collaborations with local cafes, gym or even planners

Workshops orin store events.




Same day local delivery or click and collect

Conclusion

In conclusion, Green Haven Florist need to create repeat customers which can make the
company different from supermarket and by that they can improve building community and
brand loyalty. Improving marketing, expanding products, enhancing customer service and
embracing online sales, Green Haven Florist can recover the 30% sales decline and achieve
sustainable growth. The PMI can help Green Haven Florist to identify what is causing the loss of
the customers, fix the problem can implement ideas not all at once but test for two months and
review the result after 1 or 2 months to see if there is any improvement that has happened.
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