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Introduction 
This report focuses on providing solutions to improve the performance of Green Haven Florists, which has experienced a 30% decline in sales. According to the Cambridge Dictionary, a solution is an answer to a problem (Cambridge Dictionary, 2025). The main aim of this report is to identify effective ways to increase sales and attract more customers. Two solutions are presented and analysed using the PMI method to evaluate its advantages and disadvantages. KPIs are used to measure the success of the proposed solutions and evaluate their effectiveness. The report aims to provide clear and effective strategies to improve sales, customer experience, and business performance.
[bookmark: _Hlk205982484][bookmark: _Hlk205979492]Brief Explanation of the Specific Business Problem
[bookmark: _Hlk205982497]Green Haven Florists is a small independent flower shop located in Norwich, UK. The business was founded in 2016 and became known for its high-quality floral arrangements, eco-friendly packaging, and strong community connections.  However, in the last 12 months the shop has had a 30% decline in in-store sales. This has reduced the shop’s income and created challenges for the business. One important reason is changing customer behaviour, as  many customers now prefer to buy flowers online. Another problem is imported flowers are now more expensive because of supply problems and inflation. The shop also has a weak online presence, as its website is old and difficult to use, and the business does not use digital marketing very much. These problems have made it harder for company to attract customers and increase sales. These causes are related to different factors affecting the business, including people, technology, environment, and materials(Wakerley, 2025).To solve these problems, two possible solutions are proposed.
Two Alternative Solutions
Solution A : 
The first solution focuses on improving social media marketing to increase sales and attract more customer. Today, platforms such as Instagram, Facebook, and TikTok are very popular. Many people use them every day, so they are good for promotion. The company should post photos of flowers, share special offers, and add customer reviews. This can help attract more customers and build trust. In addition, the business can collaborate with bloggers and influencers as part of its social media strategy. They can share posts and help promote the products to more people. Social media marketing can increase visibility, attract new customers, and improve sales performance.
To evaluate this solution, the PMI (Plus, Minus, Interesting) method is used to analyse its advantages, disadvantages, and key points. 

	Pluses
	Minuses
	Interesting

	More people will know the brand
	Requires time
	Can work with bloggers

	More sales
	Requires skills
	Can help understand  customer preferences

	Low cost
	Not fast result
	Can make brand more popular

	Easy to share information
	
	Can increase sales 



Based on the PMI, this solution is effective because it can increase sales and visibility, even though it needs time and skills.

Solution B: Build Partnerships
The second solution focuses on building partnerships with local businesses. The company can work with wedding agencies, restaurants, hotels, and offices. These partners can order flowers regularly, which helps create stable income. Partnerships can also help the business get more customers and increase sales. For example, hotels and restaurants need flowers for decoration, and wedding agencies need flowers for events. This creates regular demand. In addition, the company can work with funeral services to provide flower arrangements. Building partnerships can provide stable income, increase customer base long-term business growth.
To evaluate this solution, the PMI (Plus, Minus, Interesting) method is used to analyse its advantages/disadvantages, and key points. 
	Pluses
	Minuses
	Interesting

	Reduces costs
	Requires time to build partnerships
	Can create stable income

	Increases sales

	Requires strong communication skills
	Can get regular customers

	Brings regular orders
	Can be stressful and hard to build partnerships
	Can expand to new markets

	Improves efficiency
	
	Can grow business


Based on the PMI analysis , this solution is effective because can increase sales, and provide  stable income, although it requires time and strong communication skills to build partnerships

Justification for Selected Solution
To compare the two solutions, a weighted decision matrix was used 
Weighted Decision Matrix (Solution A and B)
	Factors
	Customer reach
	Cost efficiency
	Sales stability
	Implementation time
	Total

	Weights
	5
	4
	5
	3
	

	Solution A
	2 (10)
	2(8)
	2(10)
	3(9)
	37

	
	
	
	
	
	

	Solution B
	3(15)
	2(8)
	3(15)
	2(6)
	44



The results show that Solution B has a higher score (44),which indicates that it is a more effective option for the business. Partnerships can provide more stable sales and regular orders. Solution A can improve customer reach, however, it may not give stable income. Therefore, Solution B was selected as the best solution.
[bookmark: _Hlk205982530]Risk Analysis of the Selected Solution
Risk in business is the possibility of problems or losses that can affect the company’s performance (Harvard Business School, 2023).Building partnerships can bring many benefits, but there are also some risks that the business should consider. One risk is that it may be difficult to find reliable partners, as some businesses may not be interested in cooperation or may not provide regular orders. Another risk is that partnerships require time to develop, which means the company may not see immediate results or quick sales growth. There is also a financial risk, as the business may need to offer discounts or flexible prices to attract partners, which can reduce profit in the short term. Poor communication or unclear agreements can also lead to misunderstandings between partners. However, these risks can be reduced through careful planning, clear communication, and selecting reliable partners. 
Plan to Implement the Selected Solution
Problem: Decline in sales
Chosen Solution: Build partnership with local businesses
 Action plan
	Actions
	Description
	Time frame
	Staff responsible

	Identify potential partners                      
	Find local businesses such as restaurants, hotels, wedding agencies, and funeral services
	Week 1
	Owners

	Prepare partnership offer
	Create a simple offer with prices, services, and benefits 
	Week 1
	Owners


	Contact potential partners
	Send email, make calls, or visit potential partners
	Week 2


	Owners

	Agree on partnership terms
	Discuss cooperation, prices, and 
Delivery details
	Week 2- 3
	Owners

	Start partnerships
 
	Begin regular flower supply
	Week 3 

	Owners

	Monitor and evaluate performance 
	Check sales, feedback, and partner satisfaction
	Ongoing 
	Owners


The implementation plan is organised in a logical order to ensure that the solution is practical and effective. First, the company identifies potential partners in Week 1, focusing on local businesses that may need flowers regularly. At the same time, the company also prepares a simple partnership offer to ensure a professional approach. In Week 2, the owners contact potential partners through emails, calls, or visits. This step follows preparation stage and is more effective with a clear offer. The next stage is to agree on partnership terms in Weeks 2–3, which may require time for discussion. The main goal of this plan is to create stable sales and long-term business growth. A short-term goal is to establish several partnerships quickly, while a long-term goal is to maintain regular orders. The owners are responsible for all activities. Finally, performance will be monitored and evaluated using KPIs such as sales and repeat orders.
Means of   Measuring Effectiveness of Implementation of Selected Solution
[bookmark: _Hlk208302504]To measure the effectiveness of the selected solution, Green Haven Florists will use  Key Performance Indicators (KPIs) and SMART objectives (Parmenter, 2015; Locke and Latham, 2002). These tools help the business track progress and evaluate  the success of partnerships. One important KPI is sales growth. The company will monitor whether sales increase after starting partnerships. Another KPI is the number of repeat regular orders from partners, which shows if the cooperation is stable. The business will also track the number of new partnerships created, as this reflects how well the strategy is working. Customer feedback from partners is another key measure. This helps the business understand if partners are satisfied with the service and identify areas for improvement. In addition, repeat orders will be monitored to see if partners continue working with the company. SMART objectives will also be used to set clear and measurably targets. For example, the business aims to increase sales by 20% within six months and build at least five partnerships with local businesses. These goals are specific, measurable, and time-based. Using KPIs and SMART objectives will help the business evaluate performance and make improvements where necessary.
Conclusion
In conclusion, the report analysed the problem of declining sales at Green Haven Florists and identified key factors affecting business performance. Two alternative solutions were proposed: improving social media marketing and building partnerships with local businesses. Both solutions can be effective; however, the analysis showed that partnerships provide more stable sales and long-term benefits. The selected solution was evaluated using a decision matrix and supported by a clear implementation plan. Although there are some risks, they are manageable through proper planning and communication. The effectiveness of the solution will be monitored and evaluated using KPIs and SMART objectives. However, the success of the solution depends communication and carful partner selection. Overall, the selected solution is practical, realistic, and suitable for improving business performance in the long term,
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