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Introduction 
This report evaluates the current operational challenges facing Green Haven Florists, a small independent shop in Norwich.it aims to mitigate a recent 30% decline in sales. Key terms used in this report include PMI Analysis (a decision-making tool weighing Plus, Minus, and implication) and Sustainable Ethos, referring to the business’s core commitment to eco-friendly practices and biodegradable materials. The primary objective is to select a feasible strategy that modernizes the business while maintaining its unique community value. 
Furthermore, the investigation will explore digital integration and supply chain optimization to ensure long term financial viability and competitive positioning within the local floral market.

[bookmark: _Hlk205982484][bookmark: _Hlk205979492]Brief Explanation of the Business Problem
Green Haven Florists, established in 2016, is currently struggling to maintain profitability despite its reputation for bespoke floral arrangements. The primary problem is a 30% decline in in-store sales over the last year, and this is because of market competition.
The combination of these external economic pressure and internal technological gaps has left Green Haven Florists at critical crossroads, requiring an immediate strategic shift to regain its market share.









[bookmark: _Hlk205982497]Suggested Two Alternative Solutions

Solution A: Transforming internal operations 

This solution focuses on transforming internal operations to regain market share. This strategic shift leverages brand’s reputation for high quality bespoke arrangements to secure high value corporate clients and long-term community loiality.
PMI analysis
	Plus
	Minus
	Interesting

	Will increase brand reputation.
	High operational costs 
	The move towards subscription service and flexible delivery presents a major growth opportunity if technology is upgraded.

	The eco-friendly ethos biodegradable packaging
	An outdated, difficult-to-navigate website and a lack of digital marketing expertise this 
It is Digital Weakness.
	There is a unique gap to bridge the “personal touch” of a local shop with the efficiency of a national online chain.

	Stronger customer loyalty through personalized service.
	
	

	Differentiates the shop from larger chains by offering a personalized local touch that national online competitors cannot easily match 
	
	



This solution will increase the sales by aligning the shop with modern consumer trends. By using eco-friendly packaging and local flowers, the business will attract environmentally conscious customer. At the same time, upgrading the website makes it much easier for customers to browse and buy online. This strategy addresses the shop’s current digital weaknesses while highlighting its unique, local strengths.


Solution B: Develop the company website

This solution involves a complete overhaul of Green Haven Florists digital presence, including the development of a user friendly, mobile responsive e-commerce website and an active social media marketing strategy. The goal is to capture the online market and offer local delivery services that compete with national retailers.
PMI analysis 
	PLUS
	MINUS
	INTERESTING

	Modernising the way flowers are sold 
	High initial setup costs 
	If successful, the business shifts from a local shop to a modern, digitally driven brand, ensuring long term sustainability.

	Advertising the business
	Needs digital marketing skills.
	By using data to predict demand, the business can minimize over ordering of perishable inventory, leading to higher profit margins and better cash flow management.

	Attracts more customers
	
	

	Better reputation
	
	



This solution is good and will help increase sales by, potentially, attracting more customers.
While the strategy has risks like high costs and technical challenges, the potential to reach new customers make it a necessary step for recovery.






Justification for Selected Solution
Solution B resolves the specific business problem by addressing the “Digital infrastructure” gap and “Consumer Behaviour “ shift identified earlier. By streamlining the online purchasing process and utilizing social media for visual marketing, the shop can showcase its bespoke arrangements and sustainable ethos to a much wider audience, effectively reclaiming the 30% lost sales volume.

[bookmark: _Hlk205982530]Risk Analysis of the Selected Solution
Implementing Solution B involves technical risks, such as website integration failure or security breaches, which could further damage Green Haven Florists digital reputation. Operationally, the investment in a new e-commerce platform and social media marketing could strain a budget already impacted by rising supply chain costs Furthermore, if the visual marketing fails to differentiate the brand from aggressive competitors, the expected sales recovery may not materialize.
These risks were evaluated using Impact and Probability criteria. This framework was chosen to prioritize threats that directly affect profitability and customer trust, ensuring mitigation efforts focus on the most critical business vulnerabilities.














Plan to Implement the Selected Solution
The solution which will be implemented is developing the company website.

 Action plan
	Actions
	Description
	Time frame
	Staff responsible

	 Website content planning 
	Discuss with each other and decide what kind of information needs to be on the company’s website 
	1 week
	Liam and Priya

	Sourcing external web developer.



	To create a well designed website that is easy to access for all users. 
	1 week 
	Liam and Priya

	Curriculum design 
	Create training materials covering social media marketing, website updates, and online customer service.
	2 days 
	External IT specialist 

	Prepare Training schedule

	Finalize dates and times for training session to ensure full staff attendance without disrupting daily operation 
	1 day  
	Liam and Priya 

	Deliver Staff Training session.
	Execute a hand-on workshop focused on using digital platforms to improve customer engagements and sales .
	
(3 hours)
	Internal/External Trainer

	Evaluate Staff Training session
	Administer questionnaires to staff and review performance feedback to measure training effectiveness and skill improvement.
	
(30 minutes)
	Liam and Priya 




This action plan ensures that the transition to a digital business model is supported by well trained staff, minimizing the risk of technical errors during the lunch phase.
SAMPLE MONITORING AND EVALUATION PLAN

	
MONITORING

	
Success indicators

	
Description
	
Time frame
	
Staff responsible

	15% increase in total sales revenue 
	Monthly sales reports from the website .

	Monthly 
	Liam 

	Reduction in packaging waste 
Sustainable ethos 
	Inventory audit of biodegradable materials .
	Quarterly 
	Priya 

	Customer satisfaction rate
	Analysing feedback from google reviews and surveys.
	Quarterly 
	Liam and Priya

	
EVALUATION

	
Success Indicator(s)
	
Data source / Information collection method
	
Time frame
	
Staff responsible

	Customer Feedback
	Website and social media analytics 
	Weekly
	External specialist 




[bookmark: _Hlk205981406]Based on the Implementation Plan you have provided: The implementation plan follow a logical progression, and sourcing an external developer. This order ensure that the technical foundation and brand messaging are established before moving into the training phase it is critical to define the “what” and “how” of the website first so that sequence Curriculum design remain relevant to the actual tools being used.
Responsibility are shared between internal leads (Liam and Priya) and external specialists. Liam and Priya manage the vision and logistics, ensuring the project aligns with the goal of reclaiming 30% sales volume. Utilizing an External IT specialist for curriculum and training is a strategic choice; it ensure the staff gains professional grade digital skills in social media and online service that may not exist in house providing the necessary expertise to drive the recovery.
Means of Measuring Effectiveness of Implementation of Selected Solution
 Based on the KPI and SMART Objective table you have provided: To measure the effectiveness of the strategy for Green haven florists, the proposed Key Performance indicators (KPI) focus on financial recovery and digital engagement. Specifically, tracking monthly sales volume and website conversion rates is essential to determine if the new platform is successfully reclaiming the lost 30% of sales. These KPIs are justified as they provide direct evidence of whether the investment in an external developer and staff training is yielding a tangible return on investment by countering competition from supermarkets and online aggregators.
The Smart objectives such as achieving a 10% increase in online orders within the first three months are designed to be specific and time bound. This ensure the team remains focused on measurable growth rather than vague improvements. By setting realistic yet ambitious targets for staff proficiency in digital marketing, the business can objectively defend its progress. Together, these metrics provide a clear framework for evaluating Green Haven’s transition to a more competitive, digitally enabled florist.






Conclusion:
In conclusion, Green Haven’s transition to a digital-enabled business model is a strategic necessity for maintaining market competitiveness. By implementing the proposed PMI solutions, specifically the integration of an e-commerce platform and automated inventory management, the florist can overcome previous operational inefficiencies. Adopting SMART objectives such as achieving a 20% increase in online sales within the first six months provides a clear, measurable roadmap for this digital transformation.

The success of this transition will be monitored trough key KPI indicators, including website conversion rates, customer acquisition costs, and order fulfillment accuracy. These metrics will ensure that the digital shift directly correlates with improved profitability and customer satisfaction. Ultimately, by merging its traditional floral expertise with modern technology, Green Hven is well positioned to secure long term growth and resilience in an increasingly digital marketplace. This strategic overhaul ensure that the business remains relevant, responsive, and highly competitive.
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