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1. Introduction
With the emerging of new technological trends, businesses are no longer in position to maintain the previous status quo when it comes to operations and profitability solutions. There is a need for formulation of SMART and swift strategic decisions in order to maintain the competition while promoting sustainability. Whether the decision resolves financial matter or boosting sales, management need to critically analyse situations about the future outcomes (Robert Lawrence Johnson, 2019). This report will first give a brief description of Green Haven florist as the company under the case study. This will be followed by a deep analysis of the problems faced by the company through a conduction of PESTLE analysis majoring on its external problems like rising costs of imported flowers due to taxations, declining footfall, weak technological presence and others. Subsequent sections will draw attention to alternative solutions based on PMI MODEL and the report will conclude by suggesting a workable action plan based on a Plan and Do Strategy  in  which implementation, monitoring and measure of the suggested remedies will be discussed.
2. Brief Background Green Haven Florist and their operations
Green Haven Florists is a small independent shop in Norwich founded in 2016 by partners Liam and Priya Patel. In recent years the company has had challenges; sales in the store have dropped by about 30%, which is significant. The owners as mentioned earlier have been dealing with rising costs as well as the new competition both online and a couple of local florists that popped up nearby. The shop used to do well because of its sustainable approach, the care put into each floral arrangement, and its ties to the local community. However lately more customers are choosing convenience over personal touch, ordering online with a few clicks seems easier for many, and Green Haven hasn’t quite caught up with that shift.
3. Explanation of the Business problems based on PESTLE Analysis
Green Haven Florist operates in a highly competitive retail market competing with many local and online retailers who are more agile and willing to quickly adapt.  However for the survival of Green haven, Liam and Priya must adapt to many macro-environmental factors surrounding their business for its success and one way of looking at these challenges is through the uses of a PESTLE analysis frame work.
PESTLE Analysis
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· Political: Post-Brexit changes in trade policies made the supply chain more complex for Green haven florist especially in terms of UK Import tariffs. Costs have gone up a lot, especially for imported flowers and sustainable packaging; this could be partly due to rising taxes and more rigid regulations greatly impacting the business.
· Economic: Inflation, and the rising cost of raw materials threaten Green Haven Florist yet they had build a name for themselves for eco-friendly packaging.  Low-price strategy Economic slowdowns may increase the demand for discount retailers but, in the aggregate, reduce the overall level of consumer spending (Zigu, 2020).
· Social: Changing preference of the consumers towards convenient online purchase greatly impacted Green Haven. The declining customer footfall impacted sales at the shop. The high street advantage which Green haven had totally collapsed due to massive closure of shops hence. The social interaction and vibe that used to be on high street is no longer there because customers now prefer shopping on line. This has directly contributed to about a 30% drop in in-store sales, impacting directly on their major revenues.
· Technological: E-commerce and digital marketing and Content Creation platforms are on the rise, putting pressure on owners Liam and Priya to adapt to this  model of  digital transformation. Online sales have increased slightly lately, but the website still feels outdated, delivery options are limited, and digital marketing isn’t consistent. Customers are reporting complications in access the website hence making it difficult to access.
· Environmental: Sustainability is high on consumers' agendas and Green haven is under pressure to reduce packaging waste, implement responsible sourcing, and lower its carbon footprint.
· Legal: Operating costs are increased due to stringent labor and immigration laws pertaining workers especially this post Brexit period and new parliamentary  regulations, and data protection laws (Zigu, 2020).

All these problems together make the long-term future of the business uncertain unless Liam and Priya take decisive steps. At the same time, this is an opportunity to rethink how the shop operates in a way that respects its values while also meeting modern customer expectations even if figuring out the right approach is a little complicated.
4. Two Alternative Solutions
Based on the problem analysis, there are two strategic solutions worth considering based on plan and do strategy because without implementation of the plan it’s as simple as no plan at all
Solution A: Develop a Modern E-Commerce Platform with Improved Delivery Options
 This would involve rebuilding the website, enabling real-time ordering, offering same-day or next-day delivery where possible, and maybe adding subscription services for regular customers.
Benefits include:
· Greater reach beyond areas where footfall is dropping.
· Better competition with online florists.
· Improved customer experience and convenience.
· New revenue streams, such as subscriptions or personalized bundles.
Solution B: Create Community-Centred Workshops and In-Store Experiences
 This would involve running workshops (floral arrangement classes, sustainability sessions), hosting local events, collaborating with artists or small businesses, and generally making the shop a place people want to spend time.
Benefits include:
· Increases foot traffic naturally.
· Differentiates Green Haven from online competitors.
· Builds community loyalty over time.
· Uses existing space and creative expertise effectively.

5. Evaluation of the solutions using (PMI)
	Criteria 
	Solution A, develop modern E commerce platform and delivery expansion 
	Solution B: community workshops  and in store experiences 

	Positive
	• Expands customer reach beyond declining high street
• Directly addresses customer complaints about outdated website
• Enables subscription services (steady revenue)
• Competes more effectively with online florists
• Supports long-term growth

	• Enhances local brand identity
• Strengthens community relationships
• Low cost to implement
• Differentiates from online-only competitors
• Uses existing creative skills

	Minuses
	• High upfront costs (website development, setup fees)
• Requires digital skills that owners currently lack
• More operational complexity (delivery scheduling)
	• Relies heavily on declining footfall
• Revenue potential limited and inconsistent
• Does not address main customer complaints (website/delivery)
• Vulnerable to local competition and economic downturns

	interesting
	• Subscription bundles could create predictable monthly revenue
• Customer data (analytics) can guide future marketing
• Potential for automated reminders (anniversaries, holidays)
	• Opportunity for collaborations with local artists or eco-groups
• Can create local brand loyalty and word-of-mouth marketing
• Possible media interest in sustainability workshops



5.1 Selecting the Most Appropriate Solution
After reviewing both options, developing a modern e-commerce platform seems like the stronger choice, at least for now. It addresses the main challenges better than workshops, though nothing is ever perfect.
Aligns with Changing Consumer Behaviour
Customer habits are shifting towards convenience, digital ordering, and flexible delivery. Workshops might attract some people, but they don’t tackle this bigger change. A modern online platform seems to match what most customers actually want.
Stronger Long-Term Revenue Potential
E-commerce opens up ways to grow revenue, including:
· regional delivery,
· subscriptions,
· corporate accounts, and
· Seasonal online campaigns.
Workshops bring in limited or inconsistent revenue and rely on local footfall, which is dropping. So while they help a little, they probably won’t support long-term growth in the same way.
Addresses Customer Feedback
Some customers mentioned frustrations with the outdated website and limited delivery options. Solution A tackles these issues directly, making it the more practical choice in practice. It will still need monitoring once rolled out, because changes don’t always go perfectly.
For all these reasons, a modern e-commerce platform seems like the right step, even if workshops are added later to complement it.

6. Risk Analysis 
	risk
	Description 
	likelihood
	impact
	Overall risk level
	Mitigation strategy 

	financial
	Website upgrade and system development may exceed budget subscription system and delivery integration may add extra costs
	medium
	high
	High 
	Set a fixed budget use phased development choose competitively priced developers apply cost-monitoring at each stage

	Skills gap
	Liam and Priya may lack technical expertise to manage digital platform, analytics, and digital marketing
	high
	Medium 
	High 
	Provide digital training; outsource certain tasks (SEO, ads)create simple backend system use automated tools

	Operational 
	Delivery system may be difficult to manage during peak seasons (Mother’s Day, Valentine’s Day)
	Medium 
	high
	High 
	Partner with a local courier service introduce delivery boundaries; implement capacity limits during peak times

	Customer experience 
	Website may have glitches or slow loading times, leading to abandoned carts or negative reviews
	Medium
	Medium
	Medium
	Conduct user testing before launch; use reliable hosting; fix issues via soft launch regular maintenance schedule

	Competition 
	Competitors may react by improving their websites or reducing prices
	Medium
	Medium
	Medium
	Emphasize Green Haven’s sustainability and bespoke services offer loyalty subscriptions highlight unique eco-friendly identity

	Supply chain
	Higher demand from online orders may increase strain on suppliers who already face rising costs
	low
	Medium
	Medium
	Build relationships with local growers diversify suppliers plan weekly stock forecasting

	Time management 
	Owners may become overwhelmed balancing shop duties with digital operations
	Medium
	Medium
	Medium
	Use scheduling tools divide responsibilities consider part-time support staff during busy periods



Implementation Plan
Stage 1: Preparation (Weeks 1–2)
· Conduct a detailed website needs assessment
· Research web development agencies
· Set budget and timeline
· Identify delivery partners and work with them
Stage 2: E-Commerce Development (Weeks 3–8)
Redevelop website with:
· mobile-friendly design
· online ordering and payment system
· real-time stock updates


Stage 3: Digital Marketing Setup (Weeks 5–9)
· Launch Instagram and Facebook advertising
· Implement SEO for flower-related keywords.
· Create content showcasing sustainability
Stage 4: Staff Training (Week 8–9)
· Introduce training on order management and customer queries
· Provide basic digital marketing skills training
Stage 5: Soft Launch (Week 10)
· Invite loyal customers to test the new platform.
· Collect feedback and act accordingly
Stage 6: Official Launch (Week 12)
· Announce new website and subscription service.
· Promote through email marketing and other social platforms
Measuring Effectiveness of the Solution
Effectiveness will be measured using Key Performance Indicators (KPIs) in major areas like finance, customer experience, operations and in strategic areas. As per financial areas we look at subscription growth. In terms of customer experience, customer feedback needs to be checked.

Conclusion
Green Haven Florists is seeing a pretty noticeable drop in revenue mostly because fewer people are coming into the shop and costs are going up, its online presence isn’t really keeping up with what people expect these days. With the PESTLE analysis conducted, founder Liam and Priya will be in position to learn from the results and act accordingly. From the PMI evaluation and how each fits with current customer trends, Solution A seems like the better choice. The risk assessment and detailed implementation plan show how Green Haven could realistically move towards a more modern business model that will set them in proper position to compete with online retailers.
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