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Introduction 
Green Haven Florist: 
Green Haven Florists is a small independent flower shop based in Norwich, UK. The business was established in 2016 by Liam and Priya Patel and is well known locally for its customised floral designs, environmentally friendly packaging, and strong links with the local community. The shop serves a range of customers, including walk-in shoppers, local businesses, and wedding clients.

[bookmark: _Hlk205982484]Brief Explanation of the Specific Business Problem

Over the past 12 months, Green Haven Florists has experienced a significant downturn in performance, including a reported 30% decline in in-store sales. One of the key issues is reduced footfall. The shop’s location, once situated on a busy street, has become quieter due to the closure of nearby businesses and a wider shift in consumer behaviour towards online shopping

Increased competition is another major challenge. Large online flower retailers now dominate the market by offering lower prices, same-day delivery, and frequent promotions. 
Rising operational costs have further affected profitability. The cost of fresh flowers, particularly imported varieties, has increased due to inflation and supply chain disruptions. While these values align with the brand’s identity, they reduce profit margins.

[bookmark: _Hlk205982497]Suggested Two Alternative Solutions
Solution A 
 Digital Transformation and Online Expansion
The first alternative solution is to invest in digital transformation by improving Green Haven Florists’ online presence. This would include redesigning the website to make it more user-friendly, mobile-responsive, and capable of supporting online ordering. 
arrangements, behind-the-scenes content, and customer testimonials could help increase brand visibility and attract new customers. Paid advertising and local search optimisation could further support online growth.
Advantages
Expands customer reach beyond local footfall
Creates new revenue streams through subscriptions and delivery services
Strengthens competitiveness against online retailers
Disadvantages
Initial financial investment required
Time needed to develop digital skills

Solution B 

5. Recommended Solution

After evaluating both alternatives, the most suitable solution for Green Haven Florists is Digital Transformation and Online Expansion, supported by selective local engagement. While local partnerships are valuable, digital transformation directly addresses the root causes of declining sales, changing consumer behaviour, and strong online competition.

An improved online presence would allow Green Haven Florists to reach a wider audience, increase convenience for customers, and protect the business from further declines in footfall..


· 

Justification for Selected Solution
Solution A focuses on digital transformation through improving Green Haven Florists’ website, online ordering, and social media presence. This solution is appropriate because it directly addresses the key causes of declining sales, particularly reduced footfall and changing consumer behaviour. As more customers now prefer to shop online for convenience, an improved digital presence allows the business to reach a wider market beyond its physical location.

A PMI analysis highlights several positives, including increased market reach, new revenue streams through subscriptions, and stronger competitiveness against large online retailers. Although the solution requires initial financial investment and staff training, these negatives are outweighed by the long-term benefits. The main implication is that Green Haven Florists becomes less reliant on walk-in customers and more resilient to future market changes. Overall, Solution A offers sustainable growth and aligns with modern retail trends, making it an effective response to the business’s current challenges.

Solution B focuses on strengthening Green Haven Florists’ local presence through partnerships and experience-based services such as workshops and events. This solution is suitable because it builds on the business’s existing strengths, including its strong community reputation and personalised customer service. A PMI analysis shows positives such as increased customer loyalty, lower implementation costs, and stronger relationships with local organisations.

However, the negatives include limited market reach and reliance on local demand, which may restrict long-term revenue growth. The main implication is that while this solution can improve customer engagement and brand loyalty, it does not fully address the decline in footfall caused by wider shifts towards online shopping. Solution B is therefore more effective as a supporting strategy rather than a standalone solution. 


[bookmark: _Hlk205982530]Risk Analysis of the Selected Solution
One key risk of digital transformation is the financial cost involved in website development, digital marketing, and staff training, which may strain Green Haven Florists’ limited budget. There is also a skills risk, as Liam and Priya have limited experience in digital marketing, potentially leading to ineffective online campaigns. Operational risks include technical issues such as website downtime or poor user experience, which could damage the brand’s reputation. In addition, increased online demand may place pressure on stock management and delivery logistics. However, these risks can be reduced through phased implementation, staff training, and the use of reliable external digital and delivery partners.

Plan to Implement the Selected Solution
The implementation of the digital transformation strategy will follow a phased and structured approach to minimise disruption and financial risk. The first stage will involve redesigning the business website, as this forms the foundation of the online expansion. An external web developer will be appointed to create a mobile-responsive, user-friendly site with online ordering and clear sustainability messaging. This task is prioritised because all other digital activities depend on a functional website.

Once the website is live, Green Haven Florists will introduce an online subscription flower service. Liam and Priya will be responsible for designing subscription options, pricing, and promotional materials. This stage is scheduled after the website launch to ensure customers can place orders easily and securely.

The next stage will involve launching a social media marketing strategy, led by Priya, who will manage content creation and scheduling. This includes regular posts, customer testimonials, and promotional campaigns to drive traffic to the website

Finally, a partnership with a local delivery service will be established to support increased online orders. Responsibilities are shared between Liam and Priya to ensure reliability and accountability. This phased order ensures resources are used efficiently while allowing the business to adapt gradually and monitor progress at each stage.
Means of Measuring Effectiveness of Implementation of Selected Solution
The effectiveness of the digital transformation strategy will be measured using a range of Key Performance Indicators (KPIs) and SMART objectives to ensure progress is clearly monitored and evaluated. KPIs such as monthly online sales revenue, website traffic, and conversion rates are appropriate because they directly measure the success of the new website and online ordering system. An increase in these figures would indicate improved customer reach and purchasing behaviour. Social media engagement, including follower growth, likes, and comments, is also a relevant KPI as it reflects brand awareness and the effectiveness of digital marketing activities. Customer reviews and feedback will provide qualitative insight into customer satisfaction and service quality.

SMART objectives are used to ensure targets are specific, measurable, achievable, relevant, and time-bound. For example, setting a target to increase online sales by 20% within six months provides a clear benchmark against which performance can be assessed. Similarly, aiming to grow social media followers by a specific percentage within a defined timeframe ensures accountability and focus. These objectives are realistic given the phased implementation plan and available resources. Together, the KPIs and SMART objectives provide a structured and reliable method for measuring success and identifying areas for improvement.
Conclusion:
In conclusion, Green Haven Florists is facing significant challenges due to declining footfall, increased online competition, rising costs, and limited digital capability. This report has analysed these issues and evaluated two possible solutions to address them. Digital transformation and online expansion was identified as the most appropriate strategy, as it directly responds to changing consumer behaviour and competitive pressures. Through a structured implementation plan, supported by KPIs and SMART objectives, this solution offers a realistic and sustainable pathway for improving performance and ensuring long-term business resilience.
Key Findings
The analysis identified several key findings. Firstly, reduced footfall has been a major cause of declining in-store sales. Secondly, strong competition from online retailers has highlighted weaknesses in Green Haven Florists’ digital presence. Thirdly, rising operational and sustainability-related costs have reduced profitability. The evaluation of solutions showed that local partnerships alone offer limited growth, while digital transformation provides greater market reach and scalability. Finally, the use of phased implementation, risk management, and performance measurement tools was found to be essential in supporting effective decision-making and continuous improvement.
[bookmark: _Hlk208302504]
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