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Intro- 
The bellow written report is based on Green Haven Florists which is an independent flower shop located in Norwich, Uk. This report is to identify any problems affecting the businesses success and to suggest solutions which may improve their sales and overall performance. In this report I have identified two possible solutions and I’ve evaluated them using a Grid Analysis, and ill be using SMART objectives to consider weather the solution may lead to success.
Business Overview-
Green Haven Florist is an independent flower shop which was establishes in 2016 by owners Liam Patel and Priya Patel, together they have created a reputation for bespoke floral arrangements while valuing sustainability though their packaging, while building strong relationships with the community. Unfortunately, in the last 12 months the business has faced a 30% decline in in-store sales, this is majorly due to the publics online shopping and reduced foot traffic on the high street they are located on, alongside facing competition from online florists.
 The business has also been facing increased operational costs for the stock of flowers and the sustainable materials used in their packaging, their website is also outdated and not easy to use, keeping customers from shopping with them online. Green Haven Florists must improve their online presence in order to provide their customersgreater convenience when shopping with them. 

Solutions-
Bellow I will go through two possible solutions Green Haven Florist can use in order to contribute to their success
Solution 1- Improve Online presence though updated website and Introducing Subscription scheme 
The first solution Green Haven Florist should implement would be to update their website which is now difficult to use, into a modern, aesthetically pleasing and easy to navigate site. The new website should include photographs of their beautiful arrangements which are underlined by prices and product descriptions. The website should include an easy online ordering portal with a range of delivery options.
They could also introduce a flower subscription service where customers can choose between tiers of affordable, moderate and expensive flower arrangements they can receive weekly, biweekly or monthly. This would provide customers with convenient flower purchasing and can generate returning income for the business.
This solution would directly contribute to customer satisfaction; it would also place Green Haven florist at a competitive advantage with other small flower vendors and allow them to compete with large companies also. The businesses should use its sustainable approach as a selling point while promoting locally sourced flower stock. 
Solution 2- Improve social media presence 
The second solution would be for Green Haven Florists to develop their social media marketing, mainly though Instagram and tik tok in order to reach wider audiences. They should regularly post a stream of contect including photos of arrangements, videos promoting products such as seasonal arrangements, customer reviews and content showing the production line so the customers feel closer to them.
Green Haven Florists could begin to introduce special limited promotions, such as discounts 
This will assist them in attracting a younger customer base and provide them with competitive advantage against older operating floral shops. Social media advertisements can also encourage customers to visit the physical store, increasing foot traffic and possibly contributing to increased sales.

GRID Analysis
	CRITERIA
	IMPORTANCE
	WEBSITE/ SUSCRIPTION
	SOCIL MEDIA/ PROMOTIONS

	Cost of introduction
	4
	3
	2

	Attracting new customers
	5
	4
	5

	Increase in sales
	5
	5
	4

	Customer convenience
	4
	5
	3

	Competitor advantage
	5
	3
	4

	Sustainability
	3
	4
	3

	Repeat purchases 
	4
	5
	3



This grid analysis highlights that Solution 1 scores higher for increased sales and repeat purchases whereas solution two scored higher in terms of cost of implementation. 

Preferred solution-
Based on the above grid analysis I believe that Green Havenl Florists should focus on Option 1- Updating website and introducing a subscription service. This option has the overall highest score and it addresses major points of improvement for the business.
This solution will increase customer convenience through allowing them to shop online at any time, and it also enourages repeat purchases, creating a reliable cash flow. Although the cost of initially getting the website updated will be higher than social media marketing, it is more likely to create long term benefits for the business. This solution will also allow Green Haven Florists to promote its sustainable standpoint and have a better chance at competing with larger online businesses. 
Implementation Plan
	Sage
	Time Scale 

	1. Researching customer trends and needs
	Week 1 

	2. Complete Project Budget
	Week 1 

	3. Find and hire website developer
	Week 2

	4. Work with developer and develop website structure
	Week 2 

	5. Add pictures of products, prices and descriptions
	Week 3-4

	6. Produce subscription packages
	Week 4-5 

	7. Include delivery options
	Week 5

	8. Test ordering system
	Week 5 

	9. Employ and train advertisement staff 
	Week 6-7

	10.  Begin promotions on website and social media site
	Week 7-13

	11.  Collect customer feedback
	Week 10-15

	12. Review sale and foottraffic improvement 
	Week 15



The above plan has been created in order to create a clear timeline iin order to reduce risk of facing problems and make sure that enough time is allocated to each stage.  

Key Performance Indicator, SMART objectives 
Green Havens KPI: Quantity of monthly Online Order 
This is a clear indicator of success for Green Haven Florist as it is their main purpose with implementing these two new methods. 
SMART Objectives
Specific- Increase the number of online orders though updated website and social media advertisements
Measurable- Increase online sales by 20%
Achievable- Update website, Implement Subscription service, Upload content on social media
Relevant- The increase in sales with these methods will help outdo lost in store sales
Time- Achieve target of increased sales in six months of implementation

The KPI will be a clear indicator for Green Haven Florist to see if they are achieving their goal of sale improvement. Priya and Liam should note down the quantity of monthly online orders post implementation of improvements and compare the found results with the numbers of sales previous to the business changes. 
The target is to increase online sales by 20% in 6 months of implementation, Liam and Priya should record the number of new subscriptions in order to monitor repat purchases. 
Customer feedback can be collected through monitoring of customer reviews by using surveys and requestind direct feedback, This will inform Green Haven Florist of any areas of improvement such as if the website is still difficult to navigate, if the prices are too high or if there is not enough product range. 
Regular monitoring is necessaring to correctly navigate decision moving forward for Green Haven slorists. 
Key Findings- 
· 30% in In-Store Sales for Green Haven Florists
· Due to Reduced high- street foot traffic, online competitors
· Outdated and hard to navigate current ebsite
· No online presence
· Customers need more flexible deliver and ordering options
· Two solutions identified: Updating website/ Intoduce promotions and introduce social media marketing
· Grid Analysis highlighted option 1 as more long term beneficial
· Solutions will increase Online sales, Customer recognition, repeat purchases
· Risks they may face are high costs, deliver issues 
· Main KPI is the Quantity of monthly online orders
· Target is to increase online sales by 20%
· Progress should be closely monitored

Conclusion 
Green haven Florist have faced decline in ins tore sales which have significantly affected their profit margins, this is mainly contributed due to a decrease in high street foot traffic, increased demand in online ordering and high competition. 
Two solutions were recommended in this repport in order to adapt to customer expectations: updating website and beginning online marketing. Both solutions are realistic ideas for improvement, this will lead to increased online sales, attract new markets, and generate repeat purchases in order to increase revenue.
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