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Green Haven Florists: Business Analysis and Strategic Solutions

Green Haven Florists has experienced a 30% decline in in-store sales over the past year. Although online orders have increased slightly, this growth has been insufficient to compensate for the significant reduction in foot traffic. The central business problem is therefore declining revenue caused by an outdated business model that has not adapted effectively to changes in the retail environment.

Several interrelated factors contribute to this problem. Firstly, consumer behaviour has shifted significantly toward online shopping, with customers increasingly prioritising convenience, speed, and competitive pricing (Chaffey and Ellis-Chadwick, 2019). Large online florists offer same-day delivery, subscription services, and frequent discounts, making them more attractive to time-conscious consumers. Green Haven Florists’ reliance on walk-in customers places it at a disadvantage in this context.

Secondly, the company’s digital presence is weak. Customer feedback highlights that the website is outdated and difficult to navigate, limiting its effectiveness as a sales channel. In addition, the business relies heavily on word-of-mouth marketing and occasional social media activity, which restricts brand visibility and customer engagement in an increasingly digital marketplace (Chaffey and Ellis-Chadwick, 2019).

Thirdly, rising operational and supply costs have placed further pressure on profitability. Inflation and supply chain disruptions have increased the cost of imported flowers, while Green Haven’s commitment to sustainable practices—such as biodegradable packaging and locally sourced blooms—has increased expenses. Although sustainability is a core strength of the brand, these higher costs reduce price competitiveness when compared with larger competitors (Baines et al., 2019).

Finally, increased competitive pressure has intensified the problem. The entry of a trendy boutique florist with a strong social media presence and a national chain offering aggressive pricing has reduced Green Haven’s market share. According to Porter (2008), intense rivalry and the threat of substitutes can significantly weaken the position of small independent businesses. Collectively, these factors highlight the need for strategic change to ensure long-term sustainability.

Alternative Solution 1: Digital Transformation and Online Sales Expansion
The first alternative solution is to implement a digital transformation strategy aimed at strengthening Green Haven Florists’ online presence and increasing digital sales. This solution would involve redesigning the company’s website to make it modern, mobile-friendly, and easy to navigate. Additional features could include online ordering, flexible delivery options, and subscription-based flower services for both individual and corporate customers.

Furthermore, this strategy would include the development of a structured digital marketing plan, focusing on social media platforms such as Instagram and Facebook to showcase floral designs, promote sustainability values, and engage with customers. Search engine optimisation (SEO) and targeted online advertising could also be used to attract new customers beyond the immediate local area.

Evalu
ation Using PMI Analysis
Interesting 
Ability to collect customer data to personalise marketing
	•	Opportunity to communicate sustainability values more effectively online

Plus
Expands market reach beyond physical location
	•	Aligns with changing consumer preferences for online shopping
	•	Creates opportunities for recurring revenue through subscriptions
	•	Enhances brand visibility and competitiveness


Minus
Requires initial financial investment in website development and marketing
	•	Owners and staff may require training in digital skills
	•	Risk that online competition remains intense
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Plus
	•	Expands market reach beyond physical location
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	•	Creates opportunities for recurring revenue through subscriptions
	•	Enhances brand visibility and competitiveness

Minus
	•	Requires initial financial investment in website development and marketing
	•	Owners and staff may require training in digital skills
	•	Risk that online competition remains intense

Interesting
	•	Ability to collect customer data to personalise marketing
	•	Opportunity to communicate sustainability values more effectively online

Overall, this solution directly addresses the root causes of declining sales and offers strong long-term growth potential.

Alternative Solution 2: Differentiation Through Community Engagement and Experiential Retail
This solution focuses on differentiation through experience-based retail and community engagement. Rather than competing directly on price or convenience, Green Haven Florists could strengthen its unique value proposition by offering services that cannot be easily replicated by online competitors.

This strategy includes hosting in-store flower-arranging workshops, collaborating with local businesses, and offering bespoke floral experiences for events and weddings. By positioning itself as a community hub and lifestyle brand, Green Haven could enhance customer loyalty and reinforce its reputation for creativity and sustainability 

Evaluation Using PMI Analysis
Plus
	•	Strengthens customer relationships and brand loyalty
	•	Differentiates the business from mass-market competitors
	•	Aligns closely with Green Haven’s existing values and ethos

Minus
	•	Limited scalability compared to online solutions
	•	Relies heavily on physical attendance and foot traffic
	•	May not fully address declining in-store sales trends

Interesting
	•	Potential to attract niche and premium customers
	•	Opportunities for local partnerships and media exposure

While this solution enhances brand identity, it may not sufficiently resolve the core issue of declining sales on its own.


Recommendation 
Based on the evaluation, Digital Transformation and Online Sales Expansion is the most suitable solution for Green Haven Florists. This approach directly addresses the main causes of declining revenue by improving accessibility, convenience, and competitiveness. Research suggests that digital adoption is essential for businesses seeking to respond to changing customer expectations and market conditions (Chaffey and Ellis-Chadwick, 2019).

While community-based initiatives add value, they are more effective when combined with a strong digital foundation that supports long-term growth and scalability.

Action Plan for Implementation

-Website redesign and mobile optimisation
Responsibility: External web developer
Timeframe: 2 months
-Introduction of online ordering and subscription services
Responsibility: Business owners
Timeframe: 1 month
-Implementation of a digital marketing strategy (social media and SEO)
Responsibility: Part-time digital marketer
Timeframe: Ongoing
-Staff training in digital tools and online systems
Responsibility: Business owners
Timeframe: 1 month

Monitoring and Measuring Effectiveness
To assess the success of the implemented solution, Green Haven Florists should use Key Performance Indicators (KPIs), including:
	•	Percentage increase in online sales
	•	Website traffic and conversion rates
	•	Number of active subscription customers
	•	Social media engagement metrics
	•	Overall revenue growth and profit margins

Regular monthly reviews of these indicators will allow management to make informed adjustments and ensure continuous improvement

In conclusion, Green Haven Florists faces a significant business challenge driven by declining foot traffic, increased competition, and rising costs. This report has identified the core problem as a lack of adaptation to digital retail trends. Two alternative solutions were evaluated, with digital transformation identified as the most effective strategy for long-term sustainability.

By modernising its online presence, implementing digital marketing strategies, and introducing subscription services, Green Haven Florists can reposition itself within a rapidly evolving retail environment. Effective implementation and performance monitoring will be essential in ensuring the success of this strategy and securing the future of the business.
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