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1. Business Problem Overview
Green Haven Florists is a small independent flower shop based in Norwich, UK, founded in 2016. Known for bespoke floral arrangements, sustainable packaging, and strong community ties, the business has recently faced significant challenges. Over the past 12 months, in-store sales have declined by approximately 30%. Although online orders have risen slightly, this has not offset the reduction in foot traffic.
The main issue is the misalignment between the traditional business model and modern consumer trends. Customers increasingly prefer large online flower retailers that offer convenience, competitive pricing, and fast delivery. The shop’s location has become less attractive due to reduced high-street activity. Rising operational costs, especially for imported flowers and eco-friendly materials, have further reduced profitability.
Additionally, the business struggles with digital marketing, and its outdated website negatively affects customer experience. Two new competitors have entered the local market: a boutique florist with a strong social media presence and a national chain with aggressive pricing. The core problem is therefore how Green Haven can modernise its business to remain competitive while maintaining its sustainability ethos (Indeed, 2024; Prospects, 2024).

2. Alternative Solutions and Evaluation
Two alternative solutions were considered:
Solution 1: Improve Digital Presence and Online Sales
This involves redesigning the website, improving online ordering, introducing subscription services, and investing in digital marketing (social media, email campaigns).
Solution 2: Focus on Local Community Engagement and Niche Markets
This involves strengthening the shop’s local identity through workshops, partnerships with local businesses, and focusing on events, weddings, and eco-conscious customers.
Evaluation Using PMI
A PMI (Plus, Minus, Interesting) analysis was conducted to evaluate both solutions (see Appendix 1).


· Solution 1:
· Plus: Increases online reach, potentially boosts revenue, scalable.
· Minus: Requires financial investment, new skills.
· Interesting: Could attract new, younger customers.
· Solution 2:
· Plus: Builds strong community presence, leverages existing strengths.
· Minus: Limited reach, may not offset declining foot traffic.
· Interesting: Can enhance brand loyalty locally.

3. Selected Solution and Justification
The chosen solution is Solution 1: Improve Digital Presence and Online Sales.
This solution addresses the main causes of declining performance, including reduced foot traffic, outdated website, and competition from online retailers. A modern website with subscription services and flexible delivery meets customer expectations and allows the shop to compete more effectively. Digital marketing expands reach and can attract customers beyond Norwich.
While it requires investment and upskilling, the long-term benefits, including revenue growth and sustainability, outweigh the costs (Kotler et al., 2023; Chaffey and Ellis-Chadwick, 2022).

4. Risk Analysis
	Risk
	Likelihood
	Impact
	Mitigation

	Financial investment exceeds budget
	Medium
	High
	Set phased budget and monitor costs

	Skills gap in digital marketing
	High
	Medium
	Training or outsourcing to professionals

	Website downtime or technical issues
	Medium
	Medium
	Use reliable service providers and regular maintenance



5. Implementation Plan
Timeline: 6 months
	Month
	Activity

	1–2
	Website redesign (navigation, mobile-friendly, ordering system)

	3–4
	Launch digital marketing (social media, email newsletters, influencer collaborations)

	5–6
	Expand delivery options; collect customer feedback; adjust strategy


Liam and Priya will lead implementation, with external support as needed. Progress will be reviewed monthly.







6. Measuring Effectiveness
Effectiveness will be measured using:
· Online sales growth
· Website traffic and conversion rates
· Customer satisfaction surveys
· Social media engagement
· Overall revenue trends
Adjustments will be made if KPIs are not met, ensuring continuous improvement (National Careers Service, 2024).
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Appendices
Appendix 1: PMI Analysis Table
	Solution
	Plus
	Minus
	Interesting

	Improve Digital Presence
	Increases reach and revenue
	Requires investment and new skills
	Could attract younger customers

	Community Engagement
	Builds local loyalty
	Limited reach
	Enhances brand reputation locally



Appendix 2: Risk Analysis Table
	Risk
	Likelihood
	Impact
	Mitigation

	Financial
	Medium
	High
	Phased budget, monitor costs

	Skills gap
	High
	Medium
	Training or outsource

	Website downtime
	Medium
	Medium
	Use reliable provider



Appendix 3: Implementation Timeline
	Month
	Activity

	1–2
	Website redesign, mobile-friendly ordering

	3–4
	Digital marketing campaigns

	5–6
	Expand delivery, collect feedback, adjust strategy



