Simple Report Structure Guide (Points 1–5 + Conclusion)

1. Overview of the Case Study 
· [bookmark: _Int_6Q1WLmo5]Green Haven Florists is a small, independent flower shop based in Norwich, UK. It was founded in 2016 by Liam and Priya Patel and provides bespoke floral arrangements for individual customers, weddings, and businesses. The shop is known for its personal service, creative arrangements, and environmentally friendly approach.
· The main problem is that Green Haven Florists has experienced a 30% decline in in-store sales over the last 12 months. Although online orders have increased slightly, they have not made up for the loss of customers visiting the shop.
· [bookmark: _Int_JbUIYl02][bookmark: _Int_Gc6eggTt]This is a problem because the business is facing lower revenue, rising operating costs and increased competition from large online flower retailers and new local competitors. The outdated website, limited digital marketing and lack of flexible delivery and subscription services are also making it harder for Green Haven to attract and retain customers.

2. Propose Two Solutions:
· Solution 1: Improve the online shop and digital marketing
Green Haven Florists could create a modern, easy-to-use website where customers can view arrangements, place orders and choose flexible delivery options. The business could also increase its use of social media, particularly Instagram and Facebook, to highlight its floral arrangements and reach new customers.
This would help address the decline in foot traffic by making it easier for customers to buy flowers online. It would also help Green Haven compete with large online flower retailers and reach more customers.
· Solution 2: Introduce a flower subscription and loyalty scheme
· Green Haven could introduce monthly or weekly flower subscriptions alongside a customer loyalty scheme. Customers could receive regular bouquets while loyal customers could receive discounts or rewards for repeat purchases.
This would encourage customers to return regularly and create a more reliable source of income. It could also help Green Haven build stronger relationships with customers and differentiate itself from competitors.

3. Evaluate the Solutions Using Grid Analysis 

	Criteria
	Weight
	Solution 1: Online Shop (Score)
	Score x Weight
	Solution 2: Loyalty Card (Score)
	Score x Weight

	Cost
	3
	3
	9
	4
	12

	Time to set up
	2
	3
	6
	4
	8

	Ease to manage
	2
	3
	6
	4
	8

	Total
	
	
	21
	
	28


3B) Explain why you chose your solution 
Solution 2: Introduce a flower subscription and loyalty scheme
Based on the Grid Analysis, Solution 2, the flower subscription and loyalty scheme, scored the highest total of 28. It is inexpensive and simple to introduce compared with completely redesigning the business’s online presence. It could also encourage repeat purchases and provide Green Haven with more predictable income.
Therefore, the flower subscription and loyalty scheme is the preferred solution.

4. Risk Analysis 
Risk 1: Low customer interest
Customers may not want to commit to regular flower deliveries. Green Haven could reduce this risk by offering different subscription options, such as weekly, monthly, or seasonal plans, with the ability to cancel easily.
Risk 2: Increased costs
The business may face higher costs for flowers, packaging, and delivery. Green Haven could manage this by using locally sourced flowers where possible and calculating the price of each subscription.
[bookmark: _Int_YMBMZLUZ]Risk 3: Difficulty managing regular orders
A large number of subscriptions could put pressure on staff and make deliveries harder to organise. Green Haven could reduce this risk by starting with a small number of subscribers and increasing the service gradually.

5.Implementation Plan 
Green Haven Florists should introduce a flower subscription and loyalty scheme as its main solution. The business should start by researching what existing customers want and deciding on suitable subscription prices and delivery options.
[bookmark: _Int_PCqG1d7z]The next step would be to advertise the service through social media, the shop, and the website. Green Haven could offer an introductory discount to encourage existing customers to sign up. The business should then monitor the number of subscriptions, repeat purchases, customer feedback, and overall sales.
If the scheme is successful, Green Haven could expand it by introducing more subscription options, seasonal bouquets, and exclusive offers.

Conclusion (~100 words)
[bookmark: _Int_7c7FZCXX][bookmark: _Int_cW5mUL0a][bookmark: _Int_V6kGHGrH]Overall, Green Haven Florists is experiencing a decline in in-store sales, rising costs and increased competition. The business needs to respond to changing customer behaviour while maintaining its reputation for quality and sustainability. The two proposed solutions are improving the online shop and digital marketing and introducing a flower subscription and loyalty scheme. Based on the Grid Analysis, the subscription, and loyalty scheme is the better option because it is affordable, manageable and could increase repeat sales. Implementing this gradually and reviewing customer feedback could help Green Haven increase sales and build stronger customer loyalty meaning Green Haven can be a successful business in the future.




