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Abstract, 
This report will examine how green haven florists will experience a downfall in revenue and sales; we will cover in this report how green haven florists lose 30% of annual sales and revenue. And how to rapidly solve serious challenges that lead to green haven florists to lack business 

Introduction to the report,
In this case study we have a small independent business called green haven florists, a small business experiencing a decline in performance sales (30%) over the past year and highlighting serious challenges such as increasing competition from online prodigy’s, rising cost and limited social media. This decline has been influenced by these key factors, this report aims to analyse these factors and identify strategies to improve profitability, strengthen market position, and adapt to the evolving retail environment.

Furthermore, changes in customer behaviour have played a major role a customer now prefer getting delivery right under their doorstep and the convenience of online shopping, competitive pricing as a result the traditional Highstreet business called green haven florists is in constant pressure to adapt in an evolving environment. The lack of digital strategy has placed the business in a great disadvantage  
Name of company; green haven florists 
 Founded:2016
Location: Norwich, UK
Owners:Liam,Priya

Evaluation 

For green haven florist to flourish and not fall behind they must update their social media status as it’s important popularity and customers who prefer to shop online. Social media platforms are increasingly important for attracting and engaging customers particularly those who prefer to shop online and receive their product right on their doorstep. 

Other reason for green haven florists to stay in business is costs of materials as different and much more popular florists offer a range of benefits for pricing and profitability. This is crucial as other uprising online florists benefit from economics; this allows them to offer better range in pricing that green haven florists can’t compete with.  
Our risk analysis/pmi
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	? Interesting questions 

	Better marketing increasing sales+8
	Hacking(cybersecurity)-10
	Builds profile and popularity (+13)

	Would save time +2
	No experience (-6)
	Different things wide variety (+5)

	Wide reach across the world+10
	Risk of negative feedback (-5)
	

	Targeted audience +7
	Cost to setup (-3)
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+27
	
-24
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	INTRESTING QUESTIONS?
	

	Would attract sales +5
	Inflation in cost-8
	
	

	More satisfied customers+ 5
	Eco friendly packaging harder to obtain -5
	
	

	More popularity +3

	


	Imported flowers are expensive to obtain-10
	
-10 altogether
	





The most important solution for green haven florists to flourish
One of the most important solutions for green haven florists to improve to develop a strong social media presence as customers are moving from in real strong shopping to online. Other social media florists are offering a better range of delivery options and pricing this will attract more customers as it’ll benefit them in profitability, updating their social media platform will significantly increase their popularity as it was completed that it was outdated and hard to use. By improving their social media presence on Facebook, Instagram green haven florists can showcase their floral service different types of seasonal events with high quality pictures with the intention that it’ll grasp different types of customers from vast backgrounds and new customers looking into the website. Overall investing in upgrading their digital marketing and improving online accessibility will allow green haven florists to compete more effortlessly in a market that has grown ginormsly in online services


The problem 
Outdated website making it hard to navigate and use making customers unsatisfied. This leads to customers who know prefer to stay comfortably at home and experience the convenience of online shopping turn to other already popular or upcoming florists to satisfy and deliver goods leaving green haven florists at an enormous disadvantage whilst already popular florists are getting all the sales.    
Action plan 
	Actions 
	Description 
	Time frame
	Staff responsible
	

	Higher a digital marketing specialist 
	To manage and create 
	30 days
	Liam and Pryia 
	

	Updating social media posting schedule 
	Posting regularly, set up sales portal for social media.
	90 days 
	Liam and Pryia 
	

	Update website
	Subscriptions, links to shopping, basket, delivery options
	30 days
	Liam and Pryia 
	

	Delivery options 
	Sending out 24to72 hour tracked, same day delivery for urgent customers 
	7 days 
	Liam and Priya 
	



.




Effectiveness of situation 

The situation that Greenhaven florists is facing is a 30 percent in instore sales and clearly highlights a lack in business performance, stronger competition from other online florist retailers and its social marketing being outdated and hard to use. Overall, this report demonstrates how urgent green haven florists must act to stay in competition and regain all its rightful sales. If Liam and Pryia don't do anything about their situation and stay ancient to green haven florists will continue to fall off the ladder making other high competing florists get all the glory. 





What must green haven florist do 
They must upgrade their social marketing meaning creating user friendly, mobile optimised website with easy ordering/delivery, clear pricing and subscriptions as customers are shifting online. For instore they should incorporate offering workshops, loyalty schemes and personalised in real life service that online competitors can’t replicate. Reviewing customer feedback and supplier relationships as it’s hard to receive materials e.g. biogredable wrapping, orchids and tulips. They also must enhance their delivery options as they are building their social platform because many loyal customers and some new will visit overtime and demand same day or early next day shipment.   









Key performance indicator
The key solution for green haven florists to continue gaining sales and comeback from lack of business is offering online service and clear navigation for customers as their online page is outdated and hard to use as complained by loyal customers. They can offer subscriptions that would benefit customers, special monthly discount for loyal customers or introducing trials for new customers who regularly use and purchase their products, they would then add worldwide delivery which eventually would lead them to add multilingual service on the website to attract a vaster audience making them more larger, popular and more trusted as a florist business .  






Conclusion 
Green Haven Florists is struggling because more people are shopping online, costs are rising, and competition has increased. The business also has weaknesses, such as an outdated website and limited online marketing.

To improve, the shop needs to update its website, grow its online presence and offer better delivery options. By doing this while keeping its high-quality products and eco-friendly values Green Haven can become more competitive and improve its future. 
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