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Introduction 
 This report is about the business performance of Green Haven Florists and the issue that it is affecting the in-store sales. Over the last 12 months, the company has seen a noticeable decline in customers visiting the shop. In this report  i will look at the main reasons behind the decline in sales, including both internal and external factors. I will also use business tools to analyse the situation and propose suitable solutions to help improve the company’s performance.                                                  

[bookmark: _Hlk205982484]Brief Explanation of the Specific Business Problem
Green Haven Florists is a small local flower shop owned by Liam and Priya Patel. The business sells fresh flowers and arrangements, so they focus more on the quality and sustainability. However, in the past 12 months, the shop has experienced a 30% drop in-store sales. This shows that fewer costumers are visiting the shop, which is affecting the overall performance of the business.
We have several causes contributing to this problem. One main factor is the change in costumer behaviour, as more people now prefer to shop online because is more convenient and most of the times much cheaper. The strong competition from the online flower retailers and the new local competitors has made it harder for the business to attract customers. Another issue is that the shop website is outdated and has limited use of social media, which reduces its online presence.
The rising costs of flowers and materials have also increased prices, making the business less competitive. Finally, the reduced foot traffic on the high street has slow down the number of walk-in clients.
                                                                                                                                         
[bookmark: _Hlk205982497]Suggested Two Alternative Solutions
Solution A . Improve Digital Presence : Green Haven Florists,
One effective solution for Green Haven Florists is to improve its digital presence by updating their website and becoming more active on social media platforms such as Instagram or Facebook. Currently, the business has an outdated website and limited online visibility, which makes it difficult to compete with other florists who sell online. I chose this solution because customer behavior has changed and many people now prefer to ship online due to convenience and wider choice. By improving the website, the company cand offer easier online ordering, better product display and delivery options. Social media can also be used to promote offers and attract new clients . This solution will help increase overall sales, not just in-stores but also online. 
To evaluate solution A for the Green Florists, I will use a grid analysis to assess its effectiveness based on key criteria. The grid analysis is a tool used to compare different factors by giving them weights and scores, helping to make a logical decision.
	Criteria
	Cost             
	Impact on sales
	Time
	Competitive advantage
	Total

	Weight 
	4
	5
	3
	4
	16

	
Improve digital presence

	           
          3
	
4
	
3
	
4               
	 
14

	
	
	
	
	
	







Solution B. In-store experience.
Another effective solution is to improve the in store experience. This could include redesigning the shop layout to make it more attractive, offering personalized services such as  custom bouquets and create seasonal displays. The business could promote itself locally by partnering with  nearby cafes, event planners or wedding venues and by offering  small workshops such as flower arranging classes. I chose this solution because one of the main problem is reduced foot traffic in store, so the business needs to give clients  a reason to visit the shop again. By improving the customer experience, the shop becomes more  engaging and memorable. Local partnerships can also brin in new clientele  from around the area. This solution will help increase in-store visits ,improve costumers satisfaction and strengthen the business’s presence in the local community ,directly addressing the decline-in sales.
For this solution I will use a grid analysis table to help us understand of making a decision.
	Criteria
	Cost
	Impact on sales
	Time
	Competitive advantage  
	Total

	Weight
	3
	5
	3
	3
	14

	
	
	
	
	
	

	Improve in store experience
	2
	4
	2
	2
	10






Justification for Selected Solution
I choose solution A because improving digital presence, is the most appropriate solution to move forward with. This is because it has the highest total score in the grid analysis  and directly  targets the main problem, which is the decline in-store sales. Many customers now prefer online shopping ,so having a better website and social media will help with business reach more people  and grow the sales. The weighting is higher for impact on sales because this is the most important factor for the business. Competitive advantage  is also important to stay ahead of rivals. Cost and time are given lower weights because they are less important than improving overall sales.
[bookmark: _Hlk205982530]Risk Analysis of the Selected Solution
	Risk
	Likelihood( 1-5)
	Impact(1-5)
	Total 
	How to reduce the risk

	High costs
	3
	4
	7
	Set a budget 

	Lack of digital skills
	4
	4
	8
	Training 

	Slow results 
	3
	3
	6
	Consistency of marketing 

	Website issues 
	2
	4
	6
	Test website

	Customer engagement 
	3
	3
	6
	Improve content 




The solution A may face some risks  when being implemented. One risk is the cost of improving the website and running on the social media which may be high for a small business . Another risk is that the business  might not have enough digital skills ,so it may need some staff training. Another risk is that the results might take some time and the sales will not increase immediately. The criteria used in the risk analysis  focus on cost, time and impact because these are the most important factors for the business . Cost is important to control spending ,time show  how quickly  results can be seen and impact shows how much the solution will improve the sales.




Plan to Implement the Selected Solution
	Task
	Description
	Responsibility 
	Time frame

	Review current website
	Identify problems and areas to improve
	Liam and Prya
	Week 1


	Update website
	Improve design, add online rdering system 
	Web designer and owners
	Week 2 and 4

	Test website
	Check functionality and user experience
	Liam and Prya
	Week 5

	Launch updated website
	Make website live for customers
	Owners
	Week 6


	Social media marketing 
	Create posts, promotions, engage with customers
	Prya
	Week 6 ongoing

	Monitor performance
	Track sales,website visits and feedback
	Liam and Prya
	Ongoing



To implement solution A, the tasks must be completed  in a logical order to ensure effectiveness. First the business  will review the current website  and identify sections  that need revision. This is important because it helps understand  what is not working and avoids wasting time or money. The website will be updated to add clear products displays ,easy navigation and online ordering system. This step is important because its directly  affecting the customer experience and sales.
After the website is improved, the business will focus on social media marketing. Regular posting, different promotions and customer interaction will be introduced to bring new clients to increase visibility . This is scheduled after the website is updated so the clients can have a good platform to navigate once they are attracted online.
Duties will be shared  between the owners, Liam and Prya and possibly and external web designer. This is justified because they  may not have all the technical skills required. The order and scheduling  of tasks are designed to build a strong online foundation and then promote it effectively. This approach ensures better result, support business  growth  and it addresses  the issue of declining the sales.
Means of Measuring Effectiveness of Implementation of Selected Solution

	Objective 
	Specific 
	Measurable
	Achievable
	Relevant 
	Time 

	Launch improved website
	Create a modern user friendly website
	Completed website
	Yes with the designer support 
	Improve pnline sales
	6 weeks

	Increase website traffic
	Promote website through social media
	30% increase in websites views
	Yes with the online activity
	Attracts potential customers
	3 months

	Social media presence
	Online content regularly
	500 plus new followers
	Yes with consistent posts
	Builds brand awareness and engagement
	4 months

	Increase online sales
	Enable online ordering system
	15% of online sales
	Yes after the website improvement
	Reduces impact of low sales in store
	6 months



Key Performance indicators (KPIs) 
	Objective 
	KPI 
	Target
	How to measure 

	Launch updated website
	Website completion
	Website live
	Check launch status 

	Increase website visits
	Number of visitors 
	+30% traffic
	Google analytics

	Grow on social media
	Fallowers 
	+500 total sales
	Social media insights 

	Increase online sales
	Percentage of online sales
	15% of total sales
	Sales reports



The key performance indicators chosen are important because they clearly measure whether the digital solution is working. For example, website traffic shows if more people are visiting the business online,while social media fallowers and engagement show if marketing activities are useful. The percentage of online sales is also very important as it directly shows if the business is growing in revenue and becoming less dependent on in store customers. These KPIs are useful because they are easy to  track using tools like google analytics and social media. This allows the business to regularly monitor performance and make changes if needed. 
The SMART objectives are important because they provide clear and structured targets. Each objective is specific, measurable and has a deadline, such as increasing website traffic by 30% in 3 months or achieving 15%of sales online within 6 months. This helps the business stay focused and well organised. The objectives are realistic and directly linked to solving the problem od declining sales., ensuring the solution is effective in a long period of time.





Conclusion:
In conclusion,the report shows that Green Haven Florists is facing a decline in store sales due to changes in customer behaviour,increased competition and limited digital presence. The analysis high THAT THE MAIN ISSUE OF THE BUSINESS not adapting quickly enough to online trends. After evaluatuing different options,improving the digital presence was identified as the most effective solution. This is because it allows the business reach more clients,grow the online sales and remain competitive. The use of tools such as grid analysis,risk analysis, SMART objectives and KPI supports this decision. Overall if the solution is implemented in the right way,the business can improve  its performanceand achieve long term growth.
Key Findings
Afetr reviewing the report,the fallowing key fidings were identified :
· Green Haven Florists is facing a significant decline in store sales,mainly due to fewer customer coming to the store.
· Customer behavuour has changed,with more people choosing online shopping over psysical stores,wich affects the sale.
· The business has a weak digital presence,including an outdated website and limited social media traffic,reducing its competitiveness.
· External factors such as increased competition,rising costs and lower foot traffic are also impacting the performance.
· The most suitable solution is to improve digital presence as it directly targets the problem and helps increase sales through online.

Overall,the report shows that the business must adapt to digital trends in order to stay competitive and improve its future performance.
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