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Introduction 
Problem-solving and decision-making are two similar, yet distinct, skills that employers from varying industries search for in candidates. Problem-solving is an analytical method to identify potential solutions to a situation that involves identifying an issue, finding causes, asking questions and brainstorming solutions (Jamie Birt, 2025) Decision Making process is the method of gathering information, assessing alternatives and ultimately making a final action choice (Sarah Loyan, 2025).
The Purpose of this report is to explore and to explore of Green Haven Florists, a small independent flower shop in Norwich, UK. Founded in 2026 by partners Liam and Priya. Has recently faced a sharp decline in sales and customers visits. This report explores the reasons behind these challenges, including rising costs, stronger competition and changes in consumer shopping habits. It will also inspect key terms such as Foot traffic of people visiting the shop and Digital Marketing online methods used to promote a business this mean I will analyse how these factors affect of problem to the shop overall performance. 

[bookmark: _Hlk205982484]Brief Explanation of the Specific Business Problem
2. The Problem 
Green Haven Florists is facing a significant decline in performance after experiencing a 30% drop in instore. The shop used to benefit from a busy high street and regular customers, but foot traffic has decreased as nearby stores have closed and more people choose to shop online instead. Even though online orders have gone up slightly, they are not enough to make up for the loss of walk-in customers, which has caused decline in overall revenue.
The shop is now under more financial strain due rising costs, especially the cost of sustainable packaging. At the same time customer expectations have changed many now prefer convenient online shopping, flexible delivery options and user-friendly websites. However, Gren Haven Florists website is outdated, and the owners have struggled to keep up digital marketing trends. Small businesses face the same types of challenges larger businesses do, but they must address them with fewer resources. (William & Mary, 2025).
Competition has also intensified with a strong social media; these problems have created a challenging environment that threatens the long-term viability of Green Haven Florists.
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Suggested Two Alternative Solutions
Solution A 
Green Haven florist online presence by creating a user-friendly e-commerce platform with features such as online ordering, flexible delivery options, subscription services and real time inventory updates. This would allow customers to browse products, place orders easily and receive regular promotions and updates. Alternative solutions team focuses on the development of customized, non- traditional and new products/solutions when conventional (re)insurance is inadequate or unavailable (Eric Le Mercie, 2025) 
PMI Analysis 
	Plus
	Minus
	Interesting 

	Expands reach beyond local food traffic, increases sales potential and initiatives by promoting local and seasonal flowers online 
	Website developmental and digital marketing 
	Cloud creates data insights into customer preferences, enabling targeted promotions and better inventory management 

	Creates stables income, encourages repeat purchases, and differentiates Green Haven from competitors. 
	Requires careful planning of stock, delivery logistics and subscription management systems. 
	Subscriptions allow experimentation with seasonal, locally sourced flowers.

	Provides reliable, recurring revenue that reduces dependence on customers walk in sales 
	Requires strong coordination to manage regular delivers, which increase sales  
	Customizable subscription tiers could attract different customer segment, such as corporate customer 



Justification: 
By improving the online shopping experience, Green Haven can attract both existing and new customers, The decline in foot traffic and compete effectively with larger online retailers, ultimately helping to stabilize revenue and enhance business sustainability 




Solution B 

Focuses on increasing Green Haven Florists viability and customer loyalty through targeted local marketing and community engagement initiatives. This could include hosting workshops, collaborating with local businesses, participating in community events and using social media to promote the offers.  

	Plus 
	Minus 
	Interesting 

	Strengthens local brand presence, builds relationship with repeat customers and highlights the shop and focus the community. Encourages foot traffic.
	Requires staff time and effort to plan any events. Marketing costs maybe be high.

	Community and focused activities an create a lot of opportunities 

	Low- cost marketing option, increases brand awareness, and attracts online and in store customers 
	Requires time, planning, and going content creation 
	Real time interaction with customers can inspire new product ideas and strengthen loyalty 



Justification: 
By engaging the local community and reinforcing the shop unique values, this solution helps counteract declining foot traffic, attracts customers and supports long term revenue growth. 

Justification for Selected Solution

For Solution A Introducing a subscription and membership service is the most appropriate option because it directly the shop need for stable, predictable income in a period of declining foot traffic. While Solution B improves visibility its results depend heavily on customer engagement and may take longer to generate measurable revenue. The weighting therefore prioritizes impact, reliability and long-term sustainability which are critical for Grenn Haven. Subscriptions can be creating recurring sales, strengthen customer loyalty and differentiate the business from online competitors, making solution A the most strategic and defensible choice for ensuring consistent growth and improved. To make a project worth pursuing, it’s essential to justify this project with an in-depth analysis describing the problem and how you plan to solve it. This task is only possible to complete with a thorough understanding of the type of project you want to pursue, the problems and opportunities it presents, and how it meets those needs. (Daniel Linmam, 2023)

[bookmark: _Hlk205982530]Risk Analysis of the Selected Solution
The subscription service does present a few risks that Green Haven must consider. Some customers may be reluctant to commit to regular payments, particularly when budgets are tight. There is also the risk of struggling to maintain consistent stock levels or delivery schedules, especially during peak seasons or supply disruptions. The criteria are impact and ease of control were chosen because they help identify which risk could genuinely affect day to day operations and overall revenue. Focusing on these areas allows the business to prepare realistic strategies such as flexible subscription options and improved planning to manage protentional challenges effectively. 

Plan to Implement the Selected Solution
The order and scheduling of tasks in the implementation plan are designed to ensure the subscription service is introduced smoothly and with minimal disruption to normal business operations. The first priority is researching customer preferences and deciding on subscription tiers. This comes first because all other tasks like pricing, marketing, and operational planning depend on understanding what customers actually want and what they are willing to pay for. Once the subscription structure is defined, updating the website and creating a simple online sign-up system follows. This step must happen early because it forms the core platform through which customers will purchase the service.
Marketing activities are scheduled next, as promoting the services too early before systems are ready could lead to confusion or missed sales opportunities. By launching marketing after the platform is prepared Grenn haven can ensure a smooth customer experience from the first point of interest to checkout. Staff training is placed at this stage to make sure the team understand how to manage everything like orders, delivery schedules, and customer queries 
Responsibilities were assigned based on each team member strengths. For example Liam oversees operations and supplier coordination, while Priya manages marketing and customers communication. This division ensures tasks are handled efficiently by the people most experienced in those areas.
This sequences of tasks in intentional, logical and practical. It reduces the risk of errors, prevents delays and help Grenn Heaven roll out the subscription service in a way that supports customers satisfaction and long-term business growth. The success of any business or project is heavily reliant on the effective translation of solutions from conceptual frameworks to real-world applications. In the ever-evolving landscape of modern business and project management, solution implementation stands as a fundamental task, ensuring that strategic plans efficiently manifest into tangible results. (Eryk Branch, 2024)

Means of Measuring Effectiveness of Implementation of Selected Solution

They KPI I choose are designed to measure how well the subscription service is working in both financial and practical terms. Tracking the number of new subscribers is important because it indicates customers interest and shows whether the marketing activities are working as planned. Monthly recurring revenue is also a key measure, as the main purpose of introducing subscriptions is to create a more stable and predictable income stream. Customer retention was included because the success of a subscription model relies on keeping customers subscribed over time. Delivery realisability is another essential KPI, as consistent and timely delivers help maintain customer satisfaction.
The Smart objectives, such as reaching a certain number of subscribers by a set date, was chosen because it gives the team a clear and realistic goal to focus on. It is easy to measure, links directly to improving the shop income and has deadline that helps keep everyone on track.
Overall, The KPI and the SMART objectives work well together because they show both the financial results and the customer response to the subscription services. This makes it easier for the business to see what is working what needs improving and whether the new services is helping the shop grow in a steady and sustainable way.
	Plus
	Minus
	Interesting / implications

	Attracts more online customers, improve convenience, strengthens brand image and could increase sales.
	Requires time and digital social media to build and maintain 
	Cloud allows new features like subscription services or promotions.

	Provides steady, predictable income that helps reduce on walk in customers 
	Requires consistent stock availability and careful scheduling to avoid missed delivers 
	Subscription options cloud different customer groups, such as business

	Makes discounts code 
Subscription and promotion 
	It could interrupt sales too 
	The website could include a blog section where they share tips on flower care, helping build a stronger brand personality 

	Allows the shop to show care eco-friendly packaging and locally sourced flowers more clearly 
	Process might disrupt the website or confuse the customers 
	Letting customers customise their orders online



Conclusion:

In conclusion, Green Haven Florists is facing serious challenges because due to reduced foot traffic, rising costs, and strong competition and for this is making strategic change essential for the business. After analysing various options, the subscription service proved to be the most suitable solution because it offers predictable income and builds long term customers loyalty. The chosen KPI and SMART objectives prove for a way to track financial performance customers engagement and overall progress. The implementation plan supports a structured ensuring the service is introduced smoothly and managed effectively by the team. By adopting this approach, Green Haven is better placed to stabilise its business, improve customer relationships and secure long term sustainability. 
Key Findings
Review the Green Haven Florists report that on what needs to improve and explain the store recent fall. The huge decline in foot traffic, which has drastically decreased in-store sales, is the first important discovery. The firm finds it challenging on walk-in customers due to this decline, which is associated with the closing of local stores and a broader trend towards internet buying. The increase in operating expenses, particularly for imported flowers and sustainable materials, has resulted in weaker profit margins and financial strain, which is a second important finding.
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The Key Performance Indicator is: 
	Specific
	Measurable
	Attainable
	Relevant
	Time-Bound

	

Questionnaire
I will crate around 10 questions to gather useful information this will be completed on two weekdays and one weekend day it will take customer about three to five minutes to finish 


Observation: Will focus on how customers behave in the shop it will take place on different days to show different partners

Reviews:
Will also show what customers enjoy and what they think needs improving. This information helps the shop understand also customer opinions and plan changes 

	

How many Qs?
There will be about ten questions to get useful information 

Which days?
The questions will be given out two weekdays and one weekend day

How long? 

It will take customer about three to five minutes to answer 

	

Who is going to do it?
Liam and Priya 


 Is it attainable?
Yes, it is very easy to do and realistic to complete 





	

What type of data? On 
what? What’s the point?
The data will be both numerical options and opinion based it will focus on customer satisfaction, shopping habits and new services they want. 
The point is to help the business understand why sales are falling and how to improve 


	


How long will it take to collect the data?

It will take about one to two weeks to collect al responses 








Page 2 of 2

