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Introduction 

The purposes of this report are to investigate the causes of Green Haven Florist's 30% drop in sales over the past one year and to provide practical solutions to stop the fall. The purpose of the report is to find workable ways to improve overall performance and boost profitability for example providing solutions, PMI analysis, risk analysis and an action plan so the green haven florist can improve its 30% in dropping sales. Important suggestions include increasing service offerings by adding home delivery and click-and-collect alternatives via well-known delivery platforms, improving the website as well as enhancing customer service through focused digital training. These methods are intended to increase efficiency, draw in more customers, and improve Green Haven Florist's reputation in the area.

Define the problem
Sales at Green Haven Florist have dropped by about 30%, showing a serious performance decrease.   The drop in sales is mostly the result of lower local customer visits, poor digital presence, and increased competition from online florists. At the moment, the company mostly depends on traditional in-store transactions and lacks modern options like online purchasing, home delivery, and active social media participation. Green Haven is finding it difficult to draw in new customers and keep hold of its current customer base as consumer demands shift towards speed, convenience, and digital accessibility. Sales may continue to decline if the business does not adjust to these shifting market needs, risking its long-term viability.


Its scope and impact
The 30% drop in sales at Green Haven Florist is a serious and ongoing problem that impacts the company's operations, finances, client base, and competitive standing. The issue is wide in nature since it involves numerous stakeholders, including suppliers, customers, employees, and owners. Staff hours, morale, and the shop's capacity to uphold sustainable practices are all impacted by fewer in-store customers and increasing expenses. Long-term stability is threatened by financial difficulties, and the company's visibility and reputation are harmed by strong competition and a poor online visibility.   All things considered, the issue has a significant and wide-ranging effect on nearly every aspect of Green Haven Florist's operations and long-term viability.

SOLUTIONS 
To solve the problem, 2 solutions will be provided. The first Solution is improving digital presence (upgrade the outdated website and social marketing). 

Second solution to solve the problem is to provide home delivery, click and collect service 

Solution 1: The first Solution is improving digital presence (upgrade the outdated website and social marketing).

PMI analysis:
	P
	M
	I

	Increase the visibility of the of the business online and attract young online customers 
	Might require investment for marketing   for example they might need to hire someone to improve and modernize the website for them.  
	Could collaborate with social media influencers. 

	Social media marketing on different platform to reach wider customer range 
	The result may take time to fix the financial problem. 
	Could reach customers outside of Norwich 

	Allows better customer communication through the website. 
	
	

	Improving the website could lead to more online orders and make up for the decreased in store visit
	
	



This solution is good to solve the problem because improving the website and increasing digital marketing would allow Green Haven Florist to draw in more online customers and boost revenue. Customers can place purchases, find products, and interact with the brand more easily with a modern website and active social media presence. This strategy helps the store compete with internet florists, increases visibility, and encourages customer loyalty.

Solution 2: provide home delivery, click and collect service 

PMI analysis:

	P
	M
	I

	Allow flexible deliveries for customers 
	High commission charge for delivery platforms. 
	Can possibly lead to partnership with different even planers such as wedding, parties etc. 

	More convenient for customers as it makes it easier for them to order flowers anytime from home. 
	Might be too much pressure sometimes, as there could be too many orders at once and not enough staff to handle it. 
	

	
	Technology problem, sometime the devices and website might crash and make it inconvenient for the customers to order 
	

	
	Packaging costs may increase as they must seek for better and protective packaging, so the flowers don’t get ruined. 
	



This solution is good to solve the problem because by increasing delivery options and working with delivery apps, Green Haven would be able to reach more customers who value speed and convenience. This approach increases competition against major retailers on the internet, opens up a new sales method, and lessens dependency on customers who come in.  It helps the company in getting more orders, particularly during peak times like Valentine’s Day, Mother’s Day and any events that require flowers. 

Risk analysis 

Green Haven Florist has to consider the hazards associated with these options before putting them into practice. There is a financial risk associated with improving the website and investing in digital marketing because the initial cost might not result in enough new sales to cover the cost of the investment.  Additionally, there is a technological risk because Liam and Priya might not have the necessary digital skills, which could make it impossible for them to manage internet platforms or excessively rely on other people for support and help. Additionally, the influence of this approach may be limited by competition from large national florists with modern equipment.   However, there are financial risks associated with growing delivery services and partnering with delivery apps because of expensive commission costs and operational demands that could overwhelm employees at peak times. Green Haven's reputation could be harmed by poor delivery apps, and more dependency on outside platforms could lead to weaknesses if costs or regulations change. Problems about maintaining sustainability requirements while expanding business are likewise raised by both methods. All things considered, each choice has advantages, but in order to properly handle the risks involved, meticulous planning is needed.







GRID ANALYSIS 

	Factors 
	cost
	speed
	Sales impact 
	Customer reach 
	Total 

	Weight:  
	2
	3
	3
	3
	

	Improve website and digital marketing
	2
	2
	3
	3
	31

	home delivery, click and collect service
	2
	3
	3
	3
	32



The grid analysis is important for Green Haven Florist because it allows the owners to make an organised and fair conclusion when deciding between different solutions to their 30% drop in sales. The grid analysis makes it easy for Liam and Priya to determine which solution offers the most benefits to the company by comparing each alternative with important variables like cost, speed, sales impact, and customer reach. It provides an overall rating that highlights the best choice rather than making a decision based on intuition or gut feeling. This is particularly helpful at a difficult time since it helps the company in selecting an appropriate and successful plan of action to increase revenue, increase sales, and maintain competition in a changing retail market.





Action plan

	Action 
	Description 
	Time 
	Staff 


	Update the website for home delivery and click & collect 
	Add the online ordering options on the website 
	1 week 
	Manager and web developer 

	Delivery packaging and supplies  
	Use eco-friendly and biodegradable packaging for deliveries,
	1 week 
	Manager and Shop staff

	Staff training 
	Train the staff for the online ordering, and how pack the flowers for delivery
	4-5 days 
	Manager and staff

	Online marketing 
	Market the websites new features online like the new delivery option and reach wider range of customers 
	1 month  
	Marketing team and staff

	Monitor and regulate performance.
	check online reviews and feedback for better delivery supplies and customer service.
	Monthly 
	Manager and marketing team 




 Monitoring and Evaluation 

The action plan is to introduce home delivery and click-and-collect services at Green Haven Florist to address the 30% dropping sales. It is suitable and designed to deal with decreased walk-in sales and rising customer demand for convenience. The strategy offers a great chance to grow customers beyond the local area, is possible with current employees, and only requires some investment in packaging and digital setup. Although there are hazards, such as possible delivery delays, preserving product freshness, and higher operational workload, they may be controlled with appropriate staff training, quality control, and routine monitoring. All things considered, the strategy provides an effective and efficient way to increase sales, customer   accessibility, and general competitiveness in the contemporary retail market.

If the solutions are applied properly, they have the potential to significantly improve operational efficiency, customer happiness, and loyalty. Key performance measures such as delivery timings, bouquet freshness after delivery, customer feedback, rate of mistakes, and order quantities will assist the company in quickly identifying strengths and areas for improvement. Monitoring these indicators will also reveal whether customer demand is rising and whether the services are producing profits.   Green Haven Florist can guarantee that its delivery and click-and-collect services continue to be dependable, effective, and in line with customer expectations by continuously monitoring and making changes based on results and customer feedback. This will help promote long-term growth and loyalty.

Conclusion 

Green Haven Florist is currently experiencing a 30% decrease in sales as a result of changing customer buying habits, more competition from online florists, and limited-service alternatives. In order to solve this problem and increase the profit, two important measures were taken into consideration, one of them is to offering home delivery and click-and-collect options and also improving the digital presence online. Expanding delivery alternatives can help recover sales more quickly by reaching a wider customer base and providing better ease, according to research and industry trends, even if both techniques offer clear benefits. However, continuing employee training is still necessary to ensure customer satisfaction. Green Haven Florist could effectively adapt to modern customer expectations and shifting market demands by using digital ordering systems, providing flexible collection and delivery choices, and increasing staff skills and digital presence. In addition to helping the company overcome the current drop in sales, these improvements will draw in new customers and create a more strong and sustainable business going forward.
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