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[bookmark: _Toc214227166]Green haven florists: challenges and strategic analysis
Green haven florists are a small but well-regarded business based in Norwich, established in 2016 by two partners, Liam and Priya Patel. Over the years, the business has built a solid reputation for bespoke floral arrangements and eco-friendly packaging, attracting a diverse clientele from walk-in customers to weddings and corporate events. Despite its promising beginnings and strong community ties, green haven florists have faced significant challenges over the last year that have impacted its revenue and overall business health. This essay explores those challenges in detail using the 5w2h framework, evaluates the causes and effects, and suggests strategic considerations that could help the business navigate the current difficulties.
[bookmark: _Toc214227167]Background of green haven florists
Since its inception, green haven florists have stood out in Norwich’s floral market for its emphasis on personalized service and environmental consciousness. Liam and Priya Patel have worked hard to cultivate an image of quality and care, which has earned them loyal customers. Their offerings cater to a broad spectrum—from casual customers seeking everyday bouquets to clients arranging elaborate floral designs for weddings and corporate functions. Green haven’s attention to eco-friendly packaging also appeals to environmentally aware consumers, a growing demographic in today’s retail market.





[bookmark: _Toc214227168]Current challenges facing green haven florists
Despite these strengths, recent business trends have revealed several issues that are eroding green haven's revenue base and market position. Key challenges include:
1. [bookmark: _Toc214227169]Decline in local footfall and in-store sales
there has been a noticeable drop in the number of customers physically visiting the store. This decline in local foot traffic has resulted in a 30% decrease in in-store sales over the last 12 months. Reduced footfall can be attributed to changing consumer behaviours, possibly influenced by external economic factors or increased competition.
2. [bookmark: _Toc214227170]Increased competition
the local market has seen the opening of two new florist shops, intensifying competition. These competitors may offer more modern conveniences or better pricing strategies, drawing customers away from green haven.
3. [bookmark: _Toc214227171]Non-active online presence
in today’s retail environment, an active and engaging online presence is crucial. Green haven’s online activities have been limited or outdated, resulting in lost opportunities to connect with customers who prefer digital shopping experiences or online ordering.
4. [bookmark: _Toc214227172]Rising business costs
inflationary pressures have led to increased prices for locally sourced products, which the business relies on to maintain its quality and eco-friendly brand. Additionally, business rates have risen, increasing overhead costs.
5. [bookmark: _Toc214227173]Customer expectations for delivery services
modern consumers demand convenience, including timely delivery options. Green haven’s delivery services have not kept pace with these expectations, risking dissatisfaction among both new and loyal clients.
6. [bookmark: _Toc214227174]Local business closures
the closure of other local businesses reduces complementary foot traffic and the general vibrancy of the commercial area, further impacting green haven’s store visits.
7. [bookmark: _Toc214227175]Lack of social appearance and engagement
social media and digital marketing are critical tools for customer engagement and brand visibility. Green haven’s lack of active social media presence weakens its market position relative to competitors who leverage these platforms effectively.




[bookmark: _Toc214227176]
Using the 5w2h framework to analyse the issues
To better understand the situation, the 5w2h method (what, where, when, who, why, how, how much) can be applied:
· [bookmark: _Toc214227177]What issues are decreasing revenue?
The main issues include decreased local footfall, the opening of two new florist shops nearby, an inactive online presence, customer demand for improved delivery times, rising supplier prices, and increased business rates.
· [bookmark: _Toc214227178]Where is the problem occurring?
The problems impact multiple facets of the business: in-store sales, online platforms, social media engagement, and supplier relationships.
· [bookmark: _Toc214227179]When were the problems noticed?
These challenges have become prominent over the last 12 months, coinciding with the noticeable 30% decline in in-store sales.
· [bookmark: _Toc214227180]Who is impacted by the problem?
Green haven’s reputation, the business owners Liam and Priya Patel, and the loyal customer base are all affected. Reduced sales and declining customer engagement threaten the sustainability of the business.
· [bookmark: _Toc214227181]Why is the problem happening?
Clients have expressed a desire for online shopping facilities and more delivery options, which green haven has yet to adequately provide. The store itself appears outdated compared to competitors, and suppliers have raised prices, increasing operating costs.
· [bookmark: _Toc214227182]How serious is the problem?
The 30% decline in sales, rising costs, and loss of reputation indicate a serious threat to green haven’s viability if not addressed promptly.
· [bookmark: _Toc214227183]How much money is being lost?
The 30% decline in in-store sales represents a significant financial loss, compounded by rising business rates and supplier price increases.




[bookmark: _Toc214227184]Cause and effect analysis
· [bookmark: _Toc214227185]Cause: decline in footfall and increased competition
the primary cause of declining sales is the reduction in local customers visiting the store, exacerbated by the entry of new competitors in the local market. This has not only reduced green haven’s market share but also affected its brand visibility.
· [bookmark: _Toc214227186]Cause: rising costs and supplier price increases
the increased cost of locally sourced materials and business rates has squeezed profit margins. As a business that prides itself on eco-friendly and locally sourced products, these price hikes are particularly challenging to absorb or pass on to customers without risking further loss of business.
· [bookmark: _Toc214227187]Cause: lack of digital and delivery offerings
the absence of a robust online presence and limited delivery options have alienated customers who expect modern conveniences. This gap has allowed online florists and competitors with better digital engagement to capture market share.
· [bookmark: _Toc214227188]Effect: declining revenue and reputation
the combination of these factors leads to a significant drop in revenue and threatens green haven’s reputation as a leading local florist. The inability to adapt quickly to changing market conditions risks long-term sustainability.
[bookmark: _Toc214227189]Strategic recommendations
To address these challenges and revive growth, green haven florists should consider the following strategic actions:
1. [bookmark: _Toc214227190]Enhance online presence and e-commerce capabilities
developing a user-friendly, visually appealing website with e-commerce functionality is essential. This should include easy online ordering, payment options, and real-time inventory updates. Active social media channels (Instagram, Facebook, TikTok) showcasing floral designs, customer testimonials, and eco-friendly initiatives can boost brand engagement.
2. [bookmark: _Toc214227191]Expand delivery services
improving delivery logistics to offer faster, reliable delivery options will meet customer demands and competitiveness. Offering same-day or next-day delivery services can enhance convenience and customer satisfaction.
3. [bookmark: _Toc214227192]Store revitalization
updating the physical store to create a fresh, inviting atmosphere can attract more foot traffic. This could include modern displays, eco-friendly messaging, and in-store promotions or events (e.g., floral workshops).
4. [bookmark: _Toc214227193]Strengthen local partnerships
collaborating with other local businesses or event planners can create referral networks and increase community presence. Joint promotions or sponsorships of local events can raise visibility.
5. [bookmark: _Toc214227194]Cost management and supplier negotiations
exploring alternative suppliers or negotiating better terms can help mitigate rising costs. Additionally, reviewing pricing strategies to balance profitability with customer value perception is important.
6. [bookmark: _Toc214227195]Marketing and customer engagement
launching targeted marketing campaigns emphasizing green haven’s bespoke, eco-friendly offerings can differentiate it from competitors. Loyalty programs or referral incentives can help retain existing customers and attract new ones.
7. [bookmark: _Toc214227196]Monitor market trends and competitor activity
keeping abreast of market developments and competitor strategies will enable green haven to adapt proactively rather than reactively.




[bookmark: _Toc214227197]Conclusion
Green haven florists face a complex mix of challenges that have led to a significant decline in revenue and market presence over the past year. Declining local footfall, increased competition, rising costs, and an inactive online presence form a critical nexus of issues that must be addressed systematically. By leveraging strategic improvements in digital engagement, delivery services, store modernization, and cost management, green haven can revitalize its brand and regain its competitive edge. As Liam and Priya Patel navigate these challenges, their commitment to bespoke floral artistry and eco-friendly values will remain pivotal in reconnecting with their community and growing sustainably in a changing marketplace.

