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[bookmark: _Toc228040880][bookmark: _Toc228042013]INTRODUCTION 
In this consulting work, we will be reporting on the situation of Green Haven Florists, a florist located in Norwich, United Kingdom, which opened its doors in 2016. This small company has been characterized by personalized arrangements, an environmental care policy, and eco-friendly packaging, which has led it to gain a good reputation.
This company has experienced a significant drop of 30% in in-store sales over the last 12 months, but a slight increase in online sales.
Consultant Rommy Ozuna will be making the corresponding reports to find out the problem presented at Green Haven Florists.
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ROMMY OZUNA LEON CONSULTING: REPORT ON GREEN HAVEN FLORISTS
Green Haven Florists is a small, independent flower shop located in Norwich, UK. Founded in 2016 by partners Liam and Priya Patel, the shop quickly gained a reputation for its bespoke floral arrangements, eco-friendly packaging, and strong community ties. From walk-in customers to corporate clients and weddings, the business thrived thanks to its personal touch and sustainable philosophy, which resonated with environmentally conscious consumers.
But in the last 12 months, Green Haven Florists has experienced a 30% decrease in in-store sales. While online orders have increased slightly, this doesn't offset the decline. Foot traffic has decreased due to the closure of several nearby businesses. The good news is that online shopping is increasing, but their website is in decline, which hinders the sales process. They also face competition from two other companies: a fashion boutique with a strong social media presence (Instagram), and a national chain offering aggressive pricing and extensive delivery coverage.

[bookmark: _Toc228040882][bookmark: _Toc228042015]2. Solutions and details how each of them could solve the specific problem.
ISSUES:
1- Website in decline and without delivery service
2- Social media presence


SOLUTIONS TO:
Investing in the renewal of equipment and devices that can provide better performance to the company, such as:
· Application for customers
· Catalog with professional photography that captures the attention of customers
· A fast and punctual delivery system
· Payment by credit and debit card

This solution focuses primarily on renewing the company's website and at the same time, it gives them the opportunity to pay by card, since through this way they can place orders from the comfort of their home or anywhere within the established perimeter.


SOLUTIONS B:
· Digital marketing planning and strategy focused on floristry.
· Make posts on social media, Facebook, Instagram, TikTok, etc.
· Promote the brand with local influencers.
Doing live videos on social media, showcasing quality floral arrangements, not only promotes the company but can also generate social media traffic which, if monetized, can generate extra income for the business.
[bookmark: _Toc228040883][bookmark: _Toc228042016]With these 2 measures, Green Haven Florists can increase their website visibility and gain notoriety on social media.


3A) Evaluation of two proposed solutions using a grid analysis or PMI technique.
Solution 1 (Website Modernization)
Advantages
· Greater ease for social media clients
· Easier to make payments with cards
· Competing in a company that has a strong presence on social networks
· An increase in online sales

Disadvantage
· Investment in the renewal of new equipment
· Commission charged for card payments
· Hiring staff in the field of social media

Solution 1 (Digital Marketing)
Advantages
· Greater reach of the local market
· Display floristry work 24 hours a day
· Facilities for measuring income earned.

Disadvantage
· Spending a lot of time online
· Hiring qualified personnel in networks
· A high level of competitiveness
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3B) Based on the previous assessment exercise, explain why you have chosen your preferred solution.
Solution 1 (Website Modernization)
The reason I chose this answer is because the world is becoming increasingly dependent on technology and social media, since websites can simplify people's lives, and by using social networks, users get results from the comfort of their homes.
I've also realized that if you don't stay updated in any type of business, it can cause problems with your business operations sooner or later. I see more and more businesses disappearing because they don't invest in something as important as social media.
4 A) Perform a risk analysis of the selected solution.
· A high cost in the website's revamped system
· Risk of errors in the purchase of floral arrangements and other items
· Data breach of customers who make purchases with cards

4B) Based on the above analysis, explain the result of the risk analysis.
Although there are significant risks, they can be mitigated with the help of professionals who properly train the staff in charge of the website, as this reduces the risk and prevents problems in the system's operation.
Also, having a solid plan for operating websites, focused on the knowledge gained in this training, could significantly reduce risks and improve performance in the face of such a demanding audience as cybersecurity professionals, since a risky system can generate losses, and a small business cannot afford to lose money, especially with the aforementioned 30% decrease.

5A) Implementation Plan
1. One month to hire the staff responsible for social media
2. 15-day program planning for website renovation
3. 15 days Observation and system behavior
4. 15 days Installation of the new program adapted to the florist
5. 15. Monitoring and tracking the program's operation
(Responsible for new personnel system)

5B) Justification of the planning in the plan
The plan outlines a chronological order and steps to ensure the optimal functioning of Green Haven Florists' technological system, enabling them to position themselves in the digital market and compete effectively. With this website, the company takes a leap into the world of technology, achieving greater reach in the global market. Following this leap, we can now compete with companies that have a presence on Instagram. Consumers will have no excuse not to choose us, as our innovative approach to eco-friendly packaging and environmental responsibility gives us a significant advantage over our competitors.
6A) Identifier of a Key Performance Indicator (KPI) and a set of SMART objectives
	MAIN KPI
	SMART METHODS OBJECTIVES

	Online conversion rate
	Increase in digital proforma flow by 40% in 6 months, through content uploads, quality to attract followers.

	Monthly sales
	Sales increased by 30% in 6 months: 10% in in-store sales and 20% in online store.

	Promote store visits
	Increase the number of visitors to the store by 20% in 3 months, with workshops for visitors, special offers for those who visit our store; the first customers to arrive will receive something special.

	New followers
	The goal is to reach 50 followers in the first 3 months, with promotions and discounts for those who like, share, and follow us.


6B) Based on the table above, provide information on how these metrics will be used to monitor and evaluate the effectiveness of the solution.
The way in which this metric can be monitored and evaluated is by continuously tracking the planning, the objectives to achieve the goal set in PIK and the SMART objectives.
The online agreement index evaluates customer traffic on the website, their behavior, etc., while monthly sales contribute to the growth of both the company and its social media management. The strategy of inviting people to visit the store helps the company grow and increases foot traffic. The promotional strategy encourages consumers to subscribe, like, and share, allowing the company to expand into new markets.












CONCLUSION
In the report prepared by our business consultancy on Green Haven Florists, we were able to identify the following problems that limited its reach and expansion to new customers, including the following points:
· Outdated website
· There is no updated marketing plan
· Limited presence on social media
· It does not have a package shipping process
· Strong competition from several companies
· New business closures in the area

All these factors led to Green Haven Florists experiencing a 30% drop in sales over the last 12 months.
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