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1. Introduction
This report looks at the current difficulties faced by Green Haven Florists and explores ways to solve them. The shop has seen a fall in sales and must adapt to changes in customer behaviour and competition. Two possible solutions will be suggested and compared using PMI analysis. One solution will then be chosen, with risks, an action plan, and success measures explained.
2. Business Problem
Green Haven Florists has lost around 30% of in‑store sales in the past year. The high street is quieter, costs for flowers and packaging have risen, and customers prefer online shopping. Competitors offer same‑day delivery and strong social media presence. The shop’s website is outdated and difficult to use, while marketing relies mostly on word‑of‑mouth. These issues together make it hard for the business to remain profitable.
3. Alternative Solutions
Solution A: Website Redesign and Subscription Service
Rebuild the website to allow online ordering, delivery scheduling, and subscription services.
PMI (Appendix A):
• 	Plus: Modernises business, attracts new customers, creates steady income.
• 	Minus: High cost, staff need training.
• 	Interesting: Could expand reach beyond Norwich.
Solution B: Local Partnerships and Eco‑Marketing Campaign
Work with local eco‑friendly businesses and run joint promotions.
PMI (Appendix B):
• 	Plus: Strengthens brand identity, low cost, builds community ties.
• 	Minus: Limited reach compared to online competitors.
• 	Interesting: Could position Green Haven as Norwich’s eco‑florist hub
4. Selected Solution and Justification
Solution A is the better choice because it tackles the main weaknesses: the outdated website and lack of delivery options. While partnerships help with image, they do not solve the technology gap. A modern website with subscription services offers long‑term growth and competitiveness.
5. Risk Analysis
Main risks include:
• 	Financial strain from upfront investment.
• 	Staff lacking digital skills.
• 	Customers resisting online ordering.
Mitigation: phased spending, staff training, and keeping in‑store service for traditional customers. (Appendix C)
6. Implementation Plan
• 	Month 1: Hire developer, allocate budget, train staff.
• 	Months 2–3: Build website with e‑commerce and subscription features.
• 	Month 4: Launch with social media promotion and in‑store flyers.
• 	Months 5–6: Monitor feedback, track online orders, adjust features.
Responsibilities: Owners manage budget and staff, developer builds site, staff handle online orders.
7. Measuring Effectiveness
KPIs and SMART objectives:
• 	Online sales up 20% within 6 months.
• 	500 website visits per month by Month 3.
• 	50 subscribers within 6 months.
• 	80% positive feedback on usability.
(Appendix D)
8. Conclusion
Green Haven Florists is struggling due to rising costs, competition, and weak digital presence. Two solutions were considered: website redesign and local partnerships. PMI analysis shows the website redesign is the stronger option. Risks can be managed with phased investment and training. The action plan sets clear steps, and KPIs will measure success. By modernising its digital presence, Green Haven can secure long‑term sustainability.
9. References
Business Dictionary (2020) Definition of problem.
Oxford Dictionaries (2020) Definition of problem.
Spradlin, D. (2012) Are you solving the right problem? Harvard Business Review.
Office for National Statistics (2022) Challenges businesses face.
CIPD (2025) PESTLE Analysis Factsheet.
BGMC (2024) Exploring the Fishbone Diagram.
Cuesta College (2025) Decision‑making and Problem‑solving.
10. Appendices
Appendix A: PMI – Solution A
	Plus
	Minus
	Interesting

	Modernises business
	High upfront cost
	Expands reach beyond Norwich

	Attracts younger customers
	Staff training needed

	Subscription income

	Flexible delivery
	Risk of technical issues
	Customer data insights






Appendix B: PMI – Solution B
		Plus
	Minus
	Interesting

	Strengthens eco‑brand
	Limited reach
	Eco‑florist hub image

	Builds community ties
	Dependent on partners
	Local press coverage

	Low cost	
	Does not fix tech gap
	Future collaborations



	
	

	
	
	

	
	
	

	
	
	


Appendix C: Risk Analysis – Solution A
		Risk
	Likelihood
	Impact
	Factor
	Mitigation
	Contingency

	Financial strain
	4
	4
	16
	Phase investment
	Delay non‑essential features

	Staff skills gap

	3
	3
	9
	Training workshops
	Hire digital assistant

	Customer resistance	
	2
	3
	6
	Training workshops
	Offer phone ordering

	Technical issues
	3
	4
	12
	Test before launch
	IT support contract




	

	

	


Appendix D: KPI and SMART Objectives
	KPI
	Specific
	Measurable
	Attainable
	Relevant
	Time‑Bound

	Online Sales Growth
	Increase online sales
	20% growth
	Achievable
	Addresses decline
	6 months

	Customer Engagement
	Website visits
	500/month
	Realistic
	Builds presence
	3 months

	Subscription Uptake	
	Subscribers
	50
	Attainable
	Recurring revenue
	6 months

	Customer Satisfaction
	Feedback
	80% positive
	Achievable
	Improves experience
	6 months



