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Green Haven Florists is undergoing a multifactorial and complex recession that is indicative of an internal constraint as well as the general trends within the floriculture sector. The 5W2H model can be used to explain the extent of this problem.
What:  The company has lost thirty percent of its in-store sales in the last year. Online orders have increased by a small percentage, but this is not a significant percentage to mitigate the drop in foot traffic. The growing cost of sustainable materials, supply chain disruption, and the increasing cost of flower prices are to blame as profit margins have tightened.
Why: There are a number of factors that bring about this decline and are related. The behaviour of customers has changed drastically towards the online mode of purchasing, and this is validated by Zamfirache (2024), who says that this mode is convenient, offers comparison, and provides price transparency that determines the purchasing decisions. IBISWorld (2025) analyses large flower delivery platforms, which monopolize the market because of complex logistics, regular bargaining, and good online presence. These are the missing strengths of Green Haven. Customer reviews indicate that they are not satisfied with the old-fashioned site, delivery service, and lack of new opportunities like subscriptions. Competitors that have a lively social media presence have, in the meantime, expanded their local presence.
Besides, there is an increased cost of supply. Rafique et al. (2024) underline that global floriculture is currently confronted with increasing expenses because of the volatility in logistics and seasonal deficits. Green Haven also dedicates more resources to sustainable packaging, which is more costly, but Brooke (2023) notes that most consumers are ready to spend more on the eco-friendly approach to packaging, provided the message is conveyed. This disconnect between the sustainable ethos of the shop and its weaknesses in terms of its promotional ability is a missed opportunity.
Where: The issue lies in the high street as well as within the digital market. The physical deterioration of the surrounding environment has minimized the natural foot traffic. The proportion of online purchases (flowers) has been increasing, and the national retailers have entered the Norwich market with intensive digital strategies.
When: The crisis has been growing stronger over the last twelve months, but it is a continuation of an extended trend of increased online preference and competition, as well as changes in digital expectations.
Who: The owners, Liam and Priya, their employees, their customers who expect to buy in the modern way, the local suppliers, and the community at large, which believes in independent businesses, are affected by the decline.
How: The store has failed to change fast enough regarding changes in technology, consumer demands, and retail competition. The lack of regular digital marketing, the use of word of mouth, and the use of a very old website have caused a competitive disadvantage. Expenses have been increasing at a higher rate than the income, causing financial and operating pressure.
How Much: The drop in in-store sales by thirty percent is a serious loss of financial stability. The increase in the prices of imported flowers and environmentally friendly items further shrinks the profitability, leaving the business in a dire situation.
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Political: Trade policies and post-Brexit changes have affected the price and the supply of imported flowers. Any instability in the agricultural regulations or customs procedures has a direct impact on the pricing and supply. According to Rafique et al. (2024), the risks of sourcing internationally have been more volatile within the industry.
Economic: Inflation and supply chain issues have resulted in a massive increase in the price of flowers. According to Startup Loans (2023), the profitability in the floral industry is very sensitive to changes in the cost of operations, which leaves small independent stores at a disadvantage. There are also economic forces that motivate consumers to find cheaper online alternatives, which big platforms are capable of thanks to economies of scale described in IBISWorld (2025).
Social: Consumer behaviour is changing towards convenience, flexible delivery, and online interaction. As revealed by Zamfirache (2024), online space has a strong impact on customers who appreciate convenience and speed. Meanwhile, the level of sustainability awareness keeps growing. Brooke (2023) suggests that consumers are increasingly rewarding eco-friendly practices, but only when these values are communicated appropriately by businesses, and this is what Green Haven has been unable to manage to do.
Technological: Retail purchasing has changed to technology-driven models. COVID accelerated the pace of digital behaviour, and Etheredge (2021) records that florists who adopted new online approaches demonstrated greater resilience. The poor website of Green Haven, which provides little tracking of delivery and no digital marketing, is a disadvantage compared to the competitors.
Environmental: Disruptions in weather have an influence on the global production of flowers, leading to seasonal shortages and price fluctuations. The use of sustainable materials by the shop is in accordance with the environmental expectations, but it adds to the operational expenses.
Legal: The administrative complexity of electronic commerce is the need to comply with regulations of consumer rights, delivery, and standards of electronic transactions. Online sales are also influenced by the data protection laws.
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A cause-and-effect analysis puts together the causes of the decline of Green Haven into a definite root cause.
Declining Footfall: It is largely due to the decrease in activity on the high street caused by shifts in consumer behaviour. Minimal walk-in customers directly decrease sales. This is in line with broader market trends that have been outlined by Zamfirache (2024).
Weak Digital Presence: The old-fashioned website and lack of digital marketing give a poor presence on the web. According to Lei and Phillips (2024), the values of consumption concerning the floral purchasing include convenience, aesthetic, and emotional expression. Green Haven does not capitalize on these values online, making it less likely to appeal to the contemporary consumer.
Increased Competition: There is enhanced branding of competitors digitally, enhanced delivery, and competitive pricing. According to IBISWorld (2025), the national platforms have established high industry standards that small shops are not able to compete with.
Rising Operational Costs: Profit margins decrease due to inflation, supply chain, and the increased price of sustainable materials. This aligns with the pressures in the industry that have been abstracted by Rafique et al. (2024).
Insufficient Adaptation: According to Therredge (2021), florists who embraced innovative approaches amid the disruption in the market were more successful. Green Haven has not improved and is currently reaping the rewards.
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