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Slide 1 – Title and case introduction
The case study of Green Haven Florists is an independent green floral shop located in Norwich and is the presented case today, and the business issues that the firm is struggling with in the environment of the UK retail business. The case also mentions the impact of dwindling performance in store sales on the financial capability and the future sustainability of the organisation. Green Haven Florists established itself as a reputable company whose products and services comprise custom-crafted floral designs and eco-friendly operations; the fluctuation in the market and change in consumer expectations have affected the company in terms of alteration in the company's structure. This presentation will delve deeper into the essence of these challenges and implement some tools of analysis to comprehend the roots of these issues better and find possible strategic solutions for the business in the future.
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Slide 2 – Navigating the challenges: An overview
This presentation will start by describing the environment of Green Haven Florists and the general business pressure that has been causing challenges to its performance. It then traces the main problems that lead to a drop in in-store sales, such as a decrease in footfall, misunderstood incremental costs and growth of online competition. Using the 5W2H model, the problem is organised in a systematic manner, and the PESTEL framework is used to evaluate the external environment, which impacts the business. Root causes are then analysed by a Fishbone Diagram. In conclusion, the challenges are outlined, and viable suggestions to assist Green Haven Florists to align with the new retailing environment are offered.
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Slide 3 – The heart of the problem: Impacted business areas
Green Haven Florists has been hit by a lack of footfall on the high street, a problem that has been highly experienced throughout the UK retailing industry. According to Lewis (2024), the number of physical stores whose customers are visiting continues to fall as the shopping behaviour changes. Another problem that the business is experiencing is the growing competition from online flower retailers, which have faster delivery and lower prices. Moreover, there has been an increase in the cost of running operations because of inflation and the increased price of imported goods, which has put pressure on profit levels. The consumer behaviour is also altered, as the customers are now more focused on convenience, online, digital purchases, which Awogbemi et al. (2025) list among the key factors that impact the performance of modern retail.
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Slide 4 – Deconstructing the challenge: The 5W2H model
The selection of the 5W2H model is a systematic way of determining the extent of challenges facing Green Haven Florists. The major problem is the drop in in-store sales, which has grown within one year since the Norwich store. It impacts the business proprietors and their regular customers as the low earnings jeopardise their existence in the long run. This reduction is motivated by heightened online competition, an upsurge in the cost and a lack of digital interaction. The fiscal implication is in the form of reduced profits and increased operating strain. According to Shukla (2023), the accelerated pace of e-commerce has altered consumer purchasing behaviour, causing clients to shift out of conventional retail stores into the online shopping platforms that provide them with more convenience.
[image: ]
Slide 5 – PESTEL framework: Understanding external forces
PESTEL is a strategic management tool that is applied in order to investigate political, economic, social, technological, environmental, and legal factors affecting organisations. According to Crimmins (2025), this framework aids firms in carrying out a systematic study of external forces that influence the environment in which these firms operate. It is extensively used in strategy planning to determine the possible risks and opportunities that are beyond the control of the organisation. The strength of the framework is that it gives the general picture of the macro-environmental trends, including the change in technology and economic changes. Ramsudeen (2025), however, observes that PESTEL fails to provide direct solutions, and the consolidation of fundamental external factors needs additional analysis to prioritise the most critical ones. PESTEL has strategic importance, especially to small retailers such as Green Haven Florists that deal with highly dynamic markets. As B2B International and Ormston (2025) note, businesses should be based on the knowledge of the external market forces to become more adaptive in their strategies. The second strength of PESTEL is that it can be used to do long-term planning, as it helps in recognising emerging trends. Nonetheless, it has a limitation of becoming too general unless it is adjusted to the unique organisational settings. The authors also opine that the environmental analyses have to be updated on a continuous basis since economic and technological landscapes change rapidly, and this may overwhelm small businesses where resources are scarce (Olayiwola et al. 2025).
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Slide 6 – PESTEL analysis: Green Haven’s external landscape
Politically, government actions to rejuvenate high streets have the potential to affect business activity and consumer footfall trends in a local business area, as pointed out in direction guidance offered by CIPD (2025). Small retailers, in terms of economic issues and disruptions in their supply chains, have also increased their operational costs in significant ways, with Retail Sales Team (2026) indicating a reported increase in operating costs in the UK retail industry. Consumers are likewise becoming more socially inclined to use online shopping as a matter of convenience and price evaluation, and Man (2023) calls this a growing tendency in the buying behaviour of plants and flowers. Online florists can provide customised services and quick delivery with the help of high-technology digital platforms. Sustainability plans are expensive environmentally, and the taxation required by law has an administrative burden on the retail business, as Ward (2025) argues.
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Slide 8 – Root causes of declining sales: Fishbone analysis
The Fishbone Diagram identifies a number of related factors that lead to the deterioration of in-store sales in the Green Haven Florists. A significant level of competition is posed by online flower delivery service providers, which would be more convenient and cheaper. Lack of awareness and reach to customers is caused by the fact that the marketing weaknesses, such as having an old-fashioned website and having less use of social media, diminish awareness efforts. The increasing expenses associated with the price of flowers and sustainability operations also influence the level of profitability. Establishing change in customer behaviour has shifted the demand towards the online platform instead of the physical outlets. The business is further disfavored by operational restrictions in the form of limited delivery services. Abdullah (2025) states that these changes through digital marketing, such as artificial intelligence applications, have enabled online retailing companies to gain a competitive edge over business rivals that depend on conventional methods to attract customers.
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Slide 9 – Synthesis: Key challenges identified
Comprehensively, online shopping platforms have overtaken the physical stores to such an extent that businesses do not visit the physical shops as much as when shopping for their non-essential products. According to Partridge (2024), consumers are demanding greater convenience, quick delivery, and accommodating returns when they shop online. Increased operational costs have put Green Haven Florists in a shrinking profitability margin, thus making it difficult to maintain environmentally friendly practises. Another issue that the business will have is the extreme lack of digital visibility and the inability to compete with online stores. On top of this, there are wider patterns of alterations in retail, including ongoing depletion of high street activity, associated with the Retail Economics (2024), claiming the long-term changes in the direction of digital consumer behaviour within the UK retail industry.
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Slide 10 – Path forward: Recommendations for Green Haven
To solve these problems, Green Haven Florists must focus on digital transformation and come up with an online ordering platform and delivery service. It would enhance customer reach by strengthening digital marketing by means of social media communication and optimising local searches. As it can be revealed by Ologunebi et al. (2024), the highintensity of digital engagement is a powerful factor in choosing to purchase something in e-commerce. Operational strategies include diversification of suppliers, which would help in alleviating the pressure of cost. The implementation of such new services, such as floral workshops and events, as well as subscription boxes, would help to attract customers to the shop. Value addition through improving the in-store experience would also be value addition that is difficult to establish online with the retailers.
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Slide 11 – Conclusion
To conclude, Green Haven Florists is experiencing severe challenges due to the changing consumer behaviour, escalating operational expenses, and augmented competition as a result of computerisation. Going through the usage of the 5W2H model, PESTEL framework, and the Fishbone Diagram has given a clear picture of external pressure and cause behind the dwindling in-store sales. The results demonstrate the necessity of carrying out the strategic adjustment based on digital interaction, operational enhancement, and new service provision. Green Haven Florists can sustainably operate in the evolving retailing sector by adopting modern business practises but still retaining its environmentally friendly image and be in a better position to counter the competition.
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               Deconstructing the Challenge: The 5W2H Model The 5W2H model provides a structured approach to understand the scope and nature of Green Haven Florists' challenges, laying the groundwork for effective problem - solving.   Element Green Haven Florists Application  What? A significant decrease in in - store sales of floral products.  Why? Due to heightened online competition, escalating operational costs, and outdated marketing strategies.  Where? Primarily impacting the physical storefront on Norwich high street.  When? Observable over the last 12 months, showing a consistent downward trend.  Who? Affecting the business owners, employees, and traditional local customer base.  How? Manifested through reduced customer visits and increased overhead expenses.  How much? An estimated 30% decline in overall sales revenue. The pervasive growth of e - commerce has fundamentally reshaped how consumers purchase retail products, including the flower market, significantly impacting traditional brick - and - mortar stores (Shukla, 2023). 
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                       PESTEL Framework: Understanding External Forces The PESTEL framework is a vital strategic tool used to systematically analyze the P olitical, E conomic, S ocial, T echnological, E nvironmental, and L egal factors that influence business operations (Crimmins, 2025). Strategic Relevance • Helps businesses identify and assess external pressures. • Informs strategic decisions by revealing risks and opportunities. • Highlights factors beyond internal control that affect performance. Advantages & Limitations Advantage: Provides a holistic view of the macro - environment, enabling proactive planning. Limitation: Does not offer specific solutions or prioritize the most critical factors, requiring further analysis.
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PESTEL Analysis: Green Haven's External Landscape

Applying the PESTEL framework reveals the complex external pressures shaping Green Haven Florists' operational and strategic
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               PESTEL Analysis: Green Haven's External Landscape Applying the PESTEL framework reveals the complex external pressures shaping Green Haven Florists' operational and strategic env ironment.   Factor Impact on Green Haven Florists  Political Local government policies and urban planning initiatives affecting high street development and accessibility.  Economic Inflationary pressures driving up costs for imported flowers and sustainable materials, affecting profitability.  Social Evolving consumer preferences, with a significant shift towards the convenience of online shopping for floral products.  Technological Advanced digital platforms and logistics used by online competitors, raising customer expectations and competitive bar.  Environmental Increased consumer demand for sustainable practices, but also higher costs associated with ethical sourcing and eco - friendly operations.  Legal Compliance with retail regulations, labor laws, and tax responsibilities impacting operational overheads. Economic pressures within the UK retail sector, including rising inflation and supply chain disruptions, have significantly increased operational costs for small businesses like Green Haven Florists (Retail Sales Team, 2026). 
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Root Causes of Declining Sales: A Fishbone Analysis
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This Fishbone Diagram systematically breaks down the "Declining In - Store Sales" problem into its core contributing factors, cate  gorized for clearer
understanding and targeted intervention.

Advancements in digital marketing have empowered online retailers to attract a broader customer base through personalised services and efficient
delivery networks, setting a new industry standard (Abdullah, 2025).
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                    Root Causes of Declining Sales: A Fishbone Analysis Competition Online flower delivery services Marketing Outdated website; low social media Costs Rising flower prices; sustainability costs Customer Behavior Shift toward online convenience Operations Limited delivery options This Fishbone Diagram systematically breaks down the "Declining In - Store Sales" problem into its core contributing factors, cate gorized for clearer understanding and targeted intervention. Advancements in digital marketing have empowered online retailers to attract a broader customer base through personalised services and efficient delivery networks, setting a new industry standard (Abdullah, 2025).    
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Synthesis: Key Challenges Identified

Online Dominance

The surge in online shopping has drastically reduced physical store visits for non -essential retail.
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Rising operational costs, particularly for sustainable sourcing, continue to erode profit margins.
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A weak or nonexistent digital presence severely limits customer reach and engagement in the current market.
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Broader economic and technological trends create an unfavorable environment for traditional small businesses.

Urgent Adaptation

Strategic adaptation and innovation are not just options, but essential for Green Haven Florists' long -term survival and growth.
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               Synthesis: Key Challenges Identified  Online Dominance The surge in online shopping has drastically reduced physical store visits for non - essential retail.  Profitability Squeeze Rising operational costs, particularly for sustainable sourcing, continue to erode profit margins.  Digital Visibility Gap A weak or nonexistent digital presence severely limits customer reach and engagement in the current market.  External Pressures Broader economic and technological trends create an unfavorable environment for traditional small businesses.  Urgent Adaptation Strategic adaptation and innovation are not just options, but essential for Green Haven Florists' long - term survival and growth. 
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Path Forward: Recommendations for Green Haven

Embrace Digital Transformation Optimize Operations
* Develop a robust e-commerce platform: Offer online ordering and * Diversify sourcing: Explore new suppliers to mitigate rising costs.
delivery services. * Introduce new services: Offer workshops or subscription boxes.
* Invest in digital marketing: Use social media and local SEO to * Enhance in-store experience: Create unique reasons for
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By strategically blending its eco  -friendly ethos with modern business practices, Green Haven Florists can reclaim its market pos ition and ensure
future growth.
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                     Path Forward: Recommendations for Green Haven Embrace Digital Transformation • Develop a robust e - commerce platform: Offer online ordering and delivery services. • Invest in digital marketing: Use social media and local SEO to attract customers. • Implement CRM: Personalize customer interactions and promotions. Optimize Operations • Diversify sourcing: Explore new suppliers to mitigate rising costs. • Introduce new services: Offer workshops or subscription boxes. • Enhance in - store experience: Create unique reasons for customers to visit. By strategically blending its eco - friendly ethos with modern business practices, Green Haven Florists can reclaim its market pos ition and ensure future growth. 
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Conclusion: Cultivating
Future Success

Green Haven Florists faces significant headwinds, but with a clear
understanding of its problems and a proactive approach to decision -
making, it can adapt and thrive.
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Adaptation is Key

"The challenges faced by Green Haven Florists reflect a broader
shift in the retail landscape. Those who embrace change and
innovate will not only survive but flourish."

By leveraging technology, understanding market dynamics, and staying
true to its sustainable values, Green Haven Florists has the potential to
cultivate a vibrant and successful future.
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                                 Conclusion: Cultivating Future Success Green Haven Florists faces significant headwinds, but with a clear understanding of its problems and a proactive approach to decision - making, it can adapt and thrive.        Adaptation is Key "The challenges faced by Green Haven Florists reflect a broader shift in the retail landscape. Those who embrace change and innovate will not only survive but flourish." By leveraging technology, understanding market dynamics, and staying true to its sustainable values, Green Haven Florists has the potential to cultivate a vibrant and successful future.
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Navigating the Challenges: An Overview
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Green Haven Florists, an independent eco  -friendly flower shop in Norwich, faces significant challenges due to declining

high street footfall, a trend impacting many UK small retailers. (Lewis, 2024)
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The Heart of the Problem: Impacted Business Areas

Green Haven Florists is grappling with several interconnected issues that
threaten its sustainability and market position. The shift in consumer behavior
towards online convenience, coupled with increasing operational costs, creates
a complex landscape for this traditional retailer.

Online shopping trends have fundamentally altered consumer purchasing
decisions, leading customers to prioritize convenience over physical store visits
(Awogbemi et al., 2025).
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Deconstructing the Challenge: The 5W2H Model

The 5W2H model provides a structured approach to understand the scope and nature of Green Haven Florists'

challenges, laying the groundwork for effective problem -solving.
Element Green Haven Florists Application
What? A significant decrease in in  -store sales of floral products.
Why? Due to heightened online competition, escalating operational costs, and outdated

marketing strategies.

Where? Primarily impacting the physical storefront on Norwich high street.

When? Observable over the last 12 months, showing a consistent downward trend.
Who? Affecting the business owners, employees, and traditional local customer base.
How? Manifested through reduced customer visits and increased overhead expenses.
How much? An estimated 30% decline in overall sales revenue.

The pervasive growth of e -commerce has fundamentally reshaped how consumers purchase retail products,
including the flower market, significantly impacting traditional brick -and-mortar stores (Shukla, 2023).




