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Executive Summary
This report analyses Green Haven Florists’ challenges, including declining sales and increasing online competition. Two solutions were proposed: developing an online presence and implementing a subscription service. The analysis showed that an online presence was the most effective short-term solution. The report also includes a risk analysis, implementation plan and performance metrics.
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Introduction
This report analyses the business situation of Green Haven Florists, a small independent florist located in Norwich, UK. The company was founded in 2016 and is known for its quality floral arrangements and use of environmentally friendly packaging. The business has recently faced a decline in sales in its physical store and increased competition from online retailers. The method of this report is to identify and analyse the main problems that affect the company’s operations. For this, various analytical tools are used, such as 5W2H model, PESTEL analysis and Fishbone diagram. These tools help to better understand the causes of the problem and the external factors that affects the business. Business environment analysis is a place for making effective management decisions. According to Kotler and Keller (2016), companies’ research improves their strategies. Johnson et al. (2020) note that the use of strategic tools allows the business to adapt to changes in the external environment. In addition, PESTEL analysis is widely used to assess the macro environment of an organization (Mind Tools, 2023).  Thus, this report provides a clear analysis of the problem faced by Green Haven Florists and allows you to form basis for further decision-making.
Overview of Green Haven Florists
Green Haven florists is a small independent flower shop based in Norwich, UK. The business was founded in 2016 by Liam and Priya Patel. The business is known for its high-quality floral arrangements, sustainable packaging and strong relationships with the local community. The shop caters to a diverse range of customers, including walk-in customers, corporate clients and wedding and event clients. This allows the business to cater to a range of market segments and build a loyal customer base. However, over the past 12 months, the business has seen a significant decline in sales from its physical store. Sales have fallen by around 30%, putting financial pressure on the business. One of the main reasons is changing consumer behaviour, with many customers opting to shop online. The business is also facing increasing competition. New local competitors and large online flower delivery services offer lower prices, fast delivery and active online promotion. This makes it difficult to attract and retain customers. Another important problem is the company’s weak digital presence. The website is outdated and inconvenient to use, and social media is used only to a limit extent. As a result, the company is losing potential customers to competitors with a stronger online platform. Consequently, Green Haven Florists faces a number of internal and external problems that negatively affects its operations and long-term development.
Proposed solutions:
Two main solutions are proposed to address the challenges faced by Green Haven Florists. They aim to improve customer engagement, increase competitiveness, and ensure sustainable revenue. Using strategic business decisions, the business adapts to changes in the market (Johnson et al., 2020)
Solution 1. Development of online presence.
The first solution is to improve the company’s online presence. Currently, Green Haven Florists’ website is outdated and difficult to use, which negatively affects customer engagement. The company needs to update its website to be modern, user friendly and mobile friendly. It is also important to add an online ordering feature that will allow customers to easily purchase flowers online. According to Kotler and Keller (2016), digital marketing plays an important role in attracting customers and grooving the business. In addition, the business should make more active use of social media to promote its products. Regular posts and online advertising help increase brand visibility (Chaffey and Ellis-Chadwick,2019). Implementing this solution will allow the company to better compete with online retailers and increase the number of orders.
Solution 2. Subscription Service.
The second solution is to implement a flower subscription service. This means that customer can arrange regular flower deliveries, for example, weekly or monthly. Such service can be aimed at both private and business customers. This creates the opportunity to create a stable income and reduces dependence on occasional purchases. According to Kotler and Keller (2016), long-term customer relationships are important for business success. In addition, subscriptions increase customer loyalty and encourage repeat purchases. This is in line with modern business models that focus on regular income (Johnson et al., 2020).
Implementing such service will allow Green Haven Florist to adapt to current market trends and create a competitive advantage. 
Evaluation of Solutions:
PMI analysis is used to evaluate solutions according to three criteria: Plus (advantages), Minus (disadvantages) and Interesting (interesting aspects). This helps better understand the strength and weakness of each solution and supports the management decision-making process (De Bono, 1992).
PMI of Solution 1
Online presence.
	Plus (+)
	Minus (-)
	Interesting (?)

	Increase in number of customers (+8)
	Requires investment
(-4)
	Possibility of online orders
(+4)

	Better competition with online store (+5)
	Needs time to develop
(-3)
	Use of social media
(+4)

	Increase in brand visibility 
(+4)
	Requires digital skills
(-1)
	Possibility of online advertising (+6)

	Total: +17
	Total: -8
	Total: +14


Subtotal: 23
Developing an online presence has many benefits, as it allows you to attract new customers and increase the competitiveness of your business. However, this solution requires financial costs and time to implement. In the long term, it is important for the development of the company.
PMI of Solution 2. 
Subscription service
	Plus (+)
	Minus (-)
	Interesting (?)

	Stable income
(+6)
	Not all customers are interested (-4)
	Regular orders
(+3)

	Increase customer loyalty
(+4)
	Delivery organisation required (-7)
	New business model
(+2)

	Repeat purchases
(+4)
	Can be difficult at the beginning (-3)
	Suitable for business customers (+1)

	Total: 14
	Total: -14
	Total: +6


 Subtotal: 6
A subscription service allows a company to generate stable revenue and increase customer loyalty. However, not all customers may be interested in such a service, and its implementation requires good organization. Despite this, this solution is promising and meets current market trends.
Conclusion to PMI:
Both solutions have their advantages and disadvantages, but developing an online presence is more necessary in the short term, while a subscription service can provide stable income in the future.
Recommended solution and Justification
Based on the analysis the most appropriate solution for Green Haven Florists is to develop an online presence. This solution is a priority since the main problem of the business is the decline in the number of customers in the physical store and the transition of consumers to online shopping. Improving the website and actively using social networks will allow the company to attract new customers and increase its competitiveness in the market. As noted by Kotler and Keller (2016), digital marketing is important tool for attracting and retaining customers. In addition, developing an online presence helps the business adapt to changes in the external environment and current market trends (Johnson et al., 2020). This is especially important in the context or the growing popularity of online shopping. Also, the use of digital channels, such as social networks, helps to increase brand awareness and interaction with customers (Chaffey and Ellis-Chadwick, 2019). Although, a subscription service has its advantages, its implementation requires more resources, time and effective organization. Therefore, it is advisable to focus on developing an online presence is the most effective and realistic solution to improve Green Haven Florists’ operations in the short term.
Risk Analysis 
	What could cause a risk?
	What is the likelihood of the risk occurring? (1-5)
	What is the impact of this risk?
(1-5)
	Risk Factor=Likelihood
X Impact
	What can you do to reduce this risk from happening?
	If it happens-what can you do to minimise the impact?

	Insufficient budget for website development
	4
	3
	9
	Plan budget and implement changes in stages
	Reduce costs or use cheaper solutions

	Lack of digital skills among staff
	2
	2
	5
	Provide training or hire a specialist
	Quickly involve an external specialist

	Technical issues with the website
	5
	4
	8
	Regularly check and update the website
	Quickly fix errors and contact technical support

	Low online customer activity
	3
	4
	4
	Actively use social networks and advertising
	Launch promotions and advertising campaigns


 
Risk analysis summary:
Risk analysis shows that developing an online presence has several potential challenges, such as, limited budget, luck of digital skills, technical difficulties and low online customer engagement. However, most of the risks can be mitigated through proper planning, staff training and the use of external experts. If problems do arise, they can be quickly resolved or their impact on the business minimised. Overall, the risks are manageable, making developing an online presence an effective and viable solution for the company.
Implementation plan.
	Action
	Description
	Time frame
	Staff Responsible

	Analysis of the current website
	Assess the site weaknesses and identify what need to be improved
	1/05/26-07/05/26
	Owners/consultant

	Develop a new website design
	Create a modern and user-friendly design
	08/05/26-27/05/26
	Web developer

	Add online ordering
	Implement the function of ordering goods through the site
	28/05/26-15/06/26
	Web developer

	Create a social network
	Create pages on Instagram and Facebook 
	16/06/26-22/06/26
	Marketing

	Launch online advertising
	Launch advertising to attract new customers
	23/06/26-13/07/26
	Marketing

	Monitor results
	Analyse results and improve strategy
	Ongoing
	Owners



The implementation plan begins with an analysis of the current state of the website. Next, a new design is developed an online ordering feature is added. After that, the company creates and actively uses social networks to promote its products. The next step is to launch online advertising to attract customers. It is important to regularly monitor the results to assess the effectiveness of the changes and adjust them if necessary (Chaffey and Ellis-Chadwick, 2019)
Key Performance Indicators (KPIs)
	KPI
	What is measured?
	Target

	Number of website visitors
	How many people visit the website
	+30% in 3 months

	Online orders
	Number of purchases through the website
	+20% in 3 months

	Activity in social networks
	Likes, comments, followers
	+25% in 3 months

	Sales revenue
	Total company profit
	+15% in 6 months

	Number of regular customers
	Customers who buy again
	+10% in 6 months



Key performance indicators are used to assess the success of implementing an online presence. They help a company track changes in customer behaviour, sales levels, and the effectiveness of the marketing activities. Regular analysis of KPIs allows you to identify weaknesses and make necessary changes in a timely manner. According to Kotler and Keller (2016), measuring results is an important element of marketing management.
Effectiveness Measure of the Solution
	Measure
	Method
	Frequency

	Website Traffic
	Google Analytics
	Weekly

	Online orders
	Number of orders
	Monthly

	Social Media Activity
	Likes, comments, followers
	Weekly

	Company revenue
	Financial reports
	Monthly

	Customer Satisfaction
	Feedback & Surveys
	Quarterly



The effectiveness of the solution will be assessed through regular monitoring of the key indicators. The frequency of the measurement allows you to track changes in a timely manner and evaluate the results of implementing an online presence. Regular analysis helps the company to quickly respond to problems and improve its activities. According to Armstrong and Kotler (2017), systematic measurement of results is an important part of effective marketing management. 
Conclusion
This report analysed the business situation of Green Haven Florists and identified the main problems facing the company. The main problem is the decline in sales in the physical store, which is associated with the growth of online competition and changing customer behaviour. Two solutions were proposed to solve these problems: the development of an online presence and implementation of a subscription service. The analysis showed that the development of an online presence is the most appropriate solution in the short term, as it allows you to attract new customers and increase the competitiveness of the company. In addition, the report considered the risks, implementation plan and key performance indicators, which allows you to assess the practical implementation of the proposed solution. Therefore, the effective use of digital tools is essential for the development of modern businesses and achieving long- term success (Kotler and Keller, 2016).
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