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Green Haven Florists: Problem Analysis, Solutions and Action Plan

Introduction
This report is founded on the work that I did in the previous report concerning Green Haven Florists. The store is a small local florist in Norwich, and it has been experiencing a definite issue: more sales are decreasing, and a decreased number of people is coming to the store. In my presentation, I have applied such tools as 5W2H, PESTEL and a Fishbone diagram to comprehend what is going on. This report is a continuation of that work that examines the problem in greater depth, two potential solutions and then selects the best solution. Following this, simple action plan will be provided to demonstrate how the solution that is chosen can be implemented. This report seeks to demonstrate how a small business can be assisted to take a new step in the right direction by using simple problem-solving and decision-making tools.

Understanding the Main Problem
The in-store sales from the last year have dropped by 30 percent at Green Haven Florists. This is a serious problem, since the shop relies on local clientele and walk-in sales primarily to survive. The lesser the number of people that come into the shop, the less number of flowers will be sold and income will be reduced. I applied the 5W2H approach (Nguyen, 2020) to my presentation in order to have a better understanding of this problem. This assisted to clarify the situation that the owners of the business, Liam and Priya, are struggling, since the foot traffic in the high street has been reduced, online competitors are becoming stronger, and the shop has failed to meet the digital transformation. 
The PESTEL analysis also revealed that the situation is being made worse by a number of external forces (Peterdy, 2025). Prices of flowers and supplies are increased economically due to inflation. This means that the shop ends up spending more money just to be in business. On the social factors not attracting many visitors, a greater number of people are purchasing flowers online as opposed to visiting stores. The shop has good environmental use practices such as eco-friendly packaging, but it is also expensive to purchase. All these problems make it harder of expanding or becoming stable in the existing market of the shop. 
Then I examined the main reasons of the problem with the help of a Fishbone diagram. The problems that were identified were: weak advertising, fierce online competition, high prices of flowers, sustainability costs and an out-dated web site (Project, 2008). 
Two Possible Solutions
Based on my analysis, there were two solutions that were realistic and viable to Green Haven Florists. These solutions are easy, feasible and directly connected to the causes of the problem.
Solution 1: Create a Modern Online Shop and Improve Digital Marketing
This solution aims at developing a powerful presence on the internet. Green Haven requires an improved web site on which clients can shop flower, make orders online, agree on delivery dates and make payment safely ( Edgeoftheweb.co.uk, 2025). An online store would enable the company to access individuals who fully enjoy purchasing flowers using their phones or computers. 
This is an effective solution as it is similar to the behavior of customers in the modern world. A lot of younger and older customers are now the first to do so when they are in need of flowers online. Good webpage and functioning social media may attract and make Green Haven look trustworthy, modern, and easy to buy from (Joshi, 2024). 

Solution 2: Create a Flower Subscription Service
The second one is to provide a basic subscribing service (Stripe.com, 2024). Customers would be allowed to subscribe to receive flowers weekly or monthly. There are also offices, cafes and local business which may become subscribers. This would bring in steady income in the monthly then assist the business to make preparations. In most markets, subscription boxes are gaining popularity due to the fact that individuals find the idea of automatic delivery very convenient.
The concept also suits the eco-chic manner of Green Haven. It might provide seasonal bouquets, recycling packages and loyalty reward to its long term members. This would assist in developing strong customer relationship and making Green Haven to be unique in the market.

Evaluating the Solutions
The two simple decision-making tools I applied to compare the two solutions equally include PMI (Plus, Minus, Interesting) and a Grid Analysis (Costello, 2018). These tools made me observe the positive and negative sides of both solutions and understand which of them is more practical and more useful in the long run.

PMI Evaluation
Solution 1 – Online Shop + Digital Marketing
Plus:
This solution will assist the shop to reach a larger number of people even beyond Norwich. It is able to make sales fast and enhance the image of the shop. It is also matches how people shop today.
Minus:
Web site creation is an expensive undertaking. Placing advertisements is also expensive. The owners can have to acquire new skills.
Interesting:
In case this is successful, the shop might sell flowers in the UK, and not in the local area.

Solution 2 – Subscription Service
Plus:
This provides a consistent monthly revenue. It develops a good customer loyalty and assists in the business planning financially.
Minus:
The store has to contend with deliveries which is time and organising consuming. There is a risk that some of the customers will cancel their subscription after several months.
Interesting:
Special packages may be applicable to offices, hotels and weddings, and this may expand to a larger source of income.

Grid Analysis 
In order to select the best solution, I evaluated both ideas based on four factors, such as cost, impact, ease to do, and usefulness in the long-term. Importance of each of the areas was varied (KnowledgeCity, 2018).
On cost, Solution 1 scored a little high as compared to Solution 2, and as such, it won this section.
To create an effect, the Solution 1 was rated with a higher score as it is capable of attracting more customers and raising sales at a higher rate compared to the second solution.
Comparing the ease of putting into action, Solution 1 was once again better, since, in comparison, the creation of a website and the social media utilization is a step-by-step process, whereas the alteration of suppliers is more time-consuming and relies on other parties.
To achieve the long term good, Solution 1 also got more points since the business will continue to benefit in many years through a strong online presence whereas cost-cutting can only benefit the business in the short run.
Recommendation
The optimal solution to be used in Green Haven Florists is Solution 1 developing a new online store and enhancing the digital marketing after comparing the two solutions. This solution will fix the main problems of the issue and help bring in many new customers. Although the subscription service is a good idea, it depends too much on individuals having to find the business online initially. The subscription concept would not expand without an good online presence. After the online shop is already operating successfully, the subscription service may be introduced as an additional option after the business is already established.
The best solution is Solution 1 that provides the shop with the maximum opportunity to gain more sales within the shortest period to stay competitive online.

Action Plan for Implementation
This action plan demonstrates the process of conducting Solution 1 and the outcomes that could be followed in the long run.

Implementation Plan (12 Weeks)
Weeks 1-2:
Plan the website. Select a platform or a web designer. Collect photos of flowers. Decision on what products to be sold online.
Weeks 3-6:
Build and test the website. Include an e-store, payment and shipping features. Ensure that it is phone friendly.
Weeks 7-9:
Start digital marketing. Update social media pages. Write about flower pictures. Run small adverts. Improve Google visibility.
Weeks 10-12:
Launch the website. In store and online advertising. Give some form of discount to first time online orders. Gather feedback and do small changes.

Monitoring and KPIs 
The shop needs to check some basic results to know whether the plan is working. These will involve the number of individuals who access the site, the number of individuals who purchase something, and the amount of money generated by each order. The number of individuals who like, comment or follow the social media, and also what customers experience in their reviews should also be checked by the shop. A check should also be made on the sales on the basis of whether online orders are increasing and whether there are increase in the number of customers returning. One should make sure that deliveries are right and on time and enquire of the customers whether they are satisfied with the service. These are checks that are supposed to occur every week at first and then once a month later on (Kinsey, 2024).

Conclusion
The thing is that Green Haven Florists is experiencing a severe issue as the sales have decreased and there are less people coming to the shop. This analysis indicated that this is occurring primarily due to the changing habits of the customers and the shop has failed to keep up with the trend of the digital. Having evaluated two solutions, the most suitable solution is to construct an online shop with powerful digital marketing. This solution will assist the business to a greater number of customers, more sales and accommodate new shopping practices. Having a definite course of action and easy measures of monitoring, Green Haven can gradually rise again and establish a better future not only in the local community but also in the online market.
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