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1. Introdaction.
1.1. Purpose of the Report.
The purpose of this report is to analyse the current business problem faced by Green Haven Florists and explore suitable solutions to address it. The report builds on the findings from the earlier presentation and aims to provide a clear evaluation of two alternative strategies using Grid Analysis. It also explains which option is the most effective and outlines an action plan for implementing and measuring the chosen solution.

1.2. Overview of Green Haven Florists.
Green Haven Florists is a small, independent flower shop located in Norwich, UK. The business is known for its personalised floral arrangements, eco-friendly packaging, and strong community links. Despite its positive reputation, the shop has recently experienced a decline in customer demand and revenue due to changing consumer behaviour and increasing competition from larger online retailers. These challenges highlight the need for strategic improvements to sustain the business in a competitive market.

2. Explanation of the Business Problem.
2.1 Description of the Current Issue.
Green Haven Florists is facing a decline in sales and a noticeable reduction in customer traffic. Over the last year, the business has struggled to attract new customers while also losing some of its regular clients. This decline is mainly linked to strong competition from large online flower retailers, who offer fast delivery, aggressive promotions, and lower prices. As a small independent shop, Green Haven Florists finds it difficult to compete with these large-scale businesses, which has resulted in lower revenue and reduced market visibility.

2.2 Causes of the Problem.
Several factors contribute to the business problem. Firstly, customer behaviour has shifted towards online shopping, where buyers expect convenience, quick service, and digital ordering options. Green Haven Florists currently relies heavily on walk-in customers and does not have a strong online presence. Secondly, the shop’s limited marketing activity means that fewer people in the local area are aware of its unique eco-friendly approach and personalised service. Finally, seasonal fluctuations in demand and rising costs of supplies place additional pressure on the business. These combined factors have made it increasingly difficult for the shop to maintain stable sales.

3 Alternative Solution.
3.1 Solution 1: Develop an Online Ordering System.
The first solution is for Green Haven Florists to introduce a simple online ordering system on their website. This would allow customers to browse products, place orders, and choose delivery or collection options. The aim is to make the business more accessible and convenient for customers who prefer online shopping. This solution addresses the main issue of declining customer demand by targeting modern buying behaviour and expanding the shop’s market reach beyond walk-in customers.

3.2 Evaluation of Solution 1 (using GRID Analysis p9).
This solution is evaluated using Grid Analysis to assess its feasibility and potential impact. Factors such as cost, time, expected benefits, competitiveness, and ease of implementation were scored and compared. The full Grid Analysis is presented in Appendix 1.

3.3 Solution 2: Launch a Local Marketing Camparing.
The second solution is to introduce a targeted marketing campaign in the Norwich area. This could include social media advertising, collaborations with local businesses, participation in community events, and special promotions. The goal is to increase brand awareness and remind local customers of the shop’s unique values, such as eco-friendly packaging and personalised service. This approach aims to strengthen customer loyalty and attract new visitors to the store.

3.4 Evaluation of Solution 2 (using GRID Analysis p9).
This solution is also evaluated using Grid Analysis to compare its benefits and disadvantages against relevant decision-making criteria. The results help identify whether this option offers a stronger long-term advantage for the business. The full Grid Analysis is included in Appendix 2.




4 Selection of the Most Appropriate Solution.
4.1 Justification for the Chosen Solution.
After evaluating both alternative solutions through Grid Analysis, the most appropriate option for Green Haven Florists is Solution 1: Developing an online ordering system. The Grid Analysis shows that this solution achieves higher overall scores across key criteria, including long-term benefits, competitiveness, customer convenience, and potential revenue growth. Although Solution 1 involves a higher initial cost and requires technical setup, its long-term advantages outweigh these challenges.
The online ordering system directly responds to the main cause of the business problem: the shift in customer behaviour towards digital purchasing. By offering online ordering, the business can reach a wider audience, increase accessibility, and compete more effectively with large online retailers. In comparison, Solution 2 — a local marketing campaign — is less impactful because it primarily increases awareness without addressing the need for modern digital services. Therefore, Solution 1 provides a more sustainable improvement and positions Green Haven Florists for future growth. This decision is supported by the Grid Analysis results presented in Appendix 1 and Appendix 

5 Risk Analysis.
Implementing an online ordering system offers clear long-term benefits for Green Haven  Florists, but it also involves several potential risks that need to be managed carefully. One important risk is the initial financial cost, as creating or upgrading a website and integrating secure payment options may require external technical support. If these costs are not controlled, they could place pressure on the business’s already limited budget.
Another risk is the possibility of technical problems, such as website errors, slow loading times, or payment issues. These could negatively affect customer trust and discourage online purchases. To reduce this risk, the business must choose reliable web developers and ensure regular maintenance.
There is also a risk of low customer adoption, meaning that some customers may continue to prefer traditional in-store shopping. This risk can be minimised by promoting the new system through social media and in-store communication.
Finally, the business must consider data protection and cybersecurity. Handling customer information and online payments requires strong security measures to prevent data breaches. Overall, while the risks are manageable, they require careful planning and regular monitoring to ensure a successful implementation.

6 Action Plan.
6.1 Implementation Steps.
To successfully introduce the online ordering system, Green Haven Florists
should follow several structured steps. First, the business needs to choose
a reliable web developer or platform that offers secure payment processing
and easy product management. Once selected, the business should
prepare clear product descriptions, prices, and high-quality images for the
online shop. After this, the website should be tested to ensure smooth
navigation, fast loading times, and error-free transactions. Staff members
will also require brief training on how to manage online orders, update
stock levels, and respond to customer enquiries. Finally, the new online
ordering service should be promoted through social media, in-store
posters, and local community channels to ensure that customers are aware
of the new system.

6.2 Monitoring Methods (The Key Performance Indicator p10.). 
The business should regularly monitor key indicators to ensure that the new system is working effectively. Website analytics can be used to track visitor numbers, conversion rates, and the most popular products. Customer feedback should also be collected to identify any issues with the online process. In addition, the shop should check order accuracy, delivery times, and payment reliability. Regular monthly reviews will help identify improvements and ensure that the system continues to meet customer expectations.

7. Measuring Effectiveness.
7.1 Indicators of Success.
The effectiveness of the online ordering system can be measured through several performance indicators. These include an increase in total sales, higher numbers of online orders, and growth in new customer registrations. Other indicators include improved customer satisfaction, positive feedback, and repeat purchases. If the online platform helps the business reach a wider customer base, the shop should also see an increase in overall market visibility.



7.2 Data Collection Methods.
Data can be collected using website analytics tools, sales reports, and customer surveys. Analytics provide information about customer behaviour, such as how many visitors place an order and which pages attract the most interest. Sales data will show whether revenue has increased since the online system was introduced. Customer surveys, either online or in-store, can help assess satisfaction and identify any problems that need to be addressed. Together, these methods provide a clear and reliable way to measure the impact of the new system.

8. Conclusion.
In conclusion, Green Haven Florists is experiencing a decline in sales mainly due to increased online competition and changing customer behaviour. After analysing two alternative solutions using Grid Analysis, the most effective option is the development of an online ordering system. This solution provides stronger long-term benefits, increases customer convenience, and helps the business stay competitive in a digital market. Although it requires initial investment and careful management of technical and security risks, the advantages outweigh the challenges. With a structured action plan, continuous monitoring, and clear performance measures, this solution can significantly improve the business’s visibility, customer reach, and overall financial performance.
















9. References.
1. Kotler, P. and Armstrong, G. (2022) Principles of Marketing. 18th edn. Pearson.

2. Tutor2U (2024) Decision-Making Techniques: Grid Analysis. Available at: https://www.tutor2u.net (Accessed: [add date]).

3. MindTools (2024) Grid Analysis: Making a Decision by Weighing Your Options. Available at: https://www.mindtools.com (Accessed: [add date]).

4. Small Business UK (2023) How Small Shops Can Compete with Online Retailers. Available at: https://smallbusiness.co.uk (Accessed: [add date]).

5. Norwich City Council (2023) Local Business Trends Report. Available at: https://www.norwich.gov.uk (Accessed: [add date]).

6. Proctor, T. (2019) Creative Problem Solving for Managers: Developing Skills for. 5th ed. New York: Routledge. E-book.






















Grid Analysis for Solutions 

	Criteria
	Increase of sales
	Competitiveness
	Cost
	termin
	benefits
	Customer engagement
	Total            score

	Weights
	5
	4
	5
	4
	3
	4
	

	
	
	
	
	
	
	
	

	Develop an Online Ordering System.
	
25
	
16
	
15
	
16
	
9
	
16
	
97

	
	
	
	
	
	
	
	

	Launch a Local Marketing Camparing.
	
15
	
12
	
20
	
12
	
9
	
16
	
84





















	KPI
	SMART Objective
	Time
	Data Collection Method
	Responsibility
	Review Period

	Online sales 
	Increase online sales by 20%
	6 months
	Sales report
	Top managment
	Monthly

	Website traffic
	Increase website visits by 30%
	6 months
	Websites statistic
	Top managment
	Monthly

	Customer satisfaction
	Achieve 80% positive feedback
	6 months
	Customer feedback
	Top managment
	Quarterly

	Social media engagement
	Increase followers by 25%
	4 months
	Social media statistic
	Top managment
	Monthly

	Customer retention
	Retain 60% of subscription customers
	6 months
	Subscription records
	Top managment
	Monthly


 The Key Performance Indicator and SMART Objectives Table.
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