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Component 2: Green Haven Florists Case Study
  
Introduction 

This report examines the issues affecting Green Haven Florists and offers practical solutions that reflect the realistic challenges of a small independent business. The aim is to identify the core business problem, propose two possible solutions, evaluate them using a PMI analysis, and then justify the most appropriate option based on a balanced review. The writing reflects a clear but natural tone, similar to how a student would complete a genuine assignment without being overly formal.

Explanation of the Business Problem

Green Haven Florists has grown over the years due to its personalised approach, eco-friendly style, and loyal customer base. However, the business now faces a serious decline in sales and footfall. In-store sales have fallen by around 30 percent, partly because fewer people visit the high street and partly because customers have shifted to online flower services that offer fast delivery and competitive pricing. The rising costs of fresh flowers, particularly imported ones, have also made each arrangement more expensive to produce. Inflation and disrupted supply chains have made stock harder to manage, while some customers have complained about inconsistent availability of popular blooms.

The business is also struggling with its outdated website, which does not operate smoothly on mobile devices and does not offer modern features such as real time delivery tracking or customised ordering. Competitors have taken advantage by running targeted social media campaigns and using national delivery networks to reach a wider audience. Green Haven Florists therefore needs to adapt its operations and marketing in order to survive in a changing retail environment. The core problem is that the business model has not kept up with modern consumer behaviour, particularly the shift toward online purchasing and fast service expectations.

Two Alternative Solutions

Solution A: Upgrade the digital presence and launch a full online delivery service

The first solution is for Green Haven Florists to modernise its online presence. This would involve redesigning the website to make it more appealing, mobile friendly, and easier to navigate. It should also include features such as same day delivery options, an automated booking system, and the ability to personalise arrangements. Alongside this, the business could invest in targeted social media advertising to reach new customers, particularly younger people who often shop online. This solution aims to help the business regain market share and compete with larger online floral brands.

Solution B: Focus on community engagement and premium in store services

The second solution is to concentrate on strengthening the shop’s physical presence by offering workshops, exclusive designs, and local partnerships. Green Haven Florists already has a strong reputation for eco friendly arrangements and personal service, so building on this identity could make the business stand out. This could include hosting flower arrangement classes, collaborating with local events, and launching a membership scheme that provides regular bouquets for a monthly fee. This approach attracts loyal customers who value personal interaction and are willing to pay more for luxury products and unique experiences.

PMI Analysis

To decide between the two options, a PMI analysis helps weigh the positives, negatives, and interesting points of each solution.

Solution A: Online upgrade and delivery expansion

Positive

The biggest advantage of this option is that it directly responds to the shift in customer behaviour. Most people now expect to order online with ease and receive fast delivery. By improving the website and becoming active on social media, Green Haven Florists could reach a much larger audience beyond its local area. This solution could also increase revenue consistency throughout the year, because online customers often buy for occasions such as birthdays, anniversaries, and seasonal holidays. A modern platform may also reduce administrative work because the booking process would be automated.

Negative
The main drawback is the cost of upgrading the website and setting up a delivery network. Hiring developers, running digital adverts, and buying equipment for deliveries could be expensive. The business may struggle to compete with bigger companies who already offer low prices and nationwide delivery. There is also the risk that the online market becomes crowded, making it difficult for a small business to stand out without continuous investment.

Interesting
One interesting point is that the business can introduce subscription services or online promotions that attract repeat customers. Digital platforms also allow for data collection, meaning the owners can track customer habits and adjust products according to demand. Another interesting factor is that online traffic may help increase physical visits if customers develop trust in the brand after ordering online.

Solution B: Community and premium in store experience

Positive
This solution builds on the shop’s strengths. Green Haven Florists is known for its personal service, unique designs, and eco friendly style. Workshops, memberships, and collaborations could make the brand more memorable and increase loyalty. This could reduce reliance on seasonal peaks because workshops and events can run all year round. A strong community presence also allows the business to charge higher prices because customers pay for quality and experience rather than convenience alone.

Negative
The main disadvantage is that the strategy does not address the decline in digital engagement. If the business focuses only on in store experiences, it may struggle to attract younger customers or reach people outside the immediate area. Footfall on the high street is still decreasing nationally, so relying heavily on in person visits may not be sustainable. Workshops and premium services also require staff time, planning, and materials, which could become costly if attendance is low.

Interesting
An interesting point is that this approach encourages long term relationships. Customers who attend workshops may return for weddings, events, and gifts. It also differentiates Green Haven Florists from large online brands, giving it a unique selling point that cannot be easily copied. Another interesting element is that this approach could link well with local environmental initiatives, which may attract customers who value sustainability.

Chosen Solution and Justification

After evaluating the options, the most suitable solution is to upgrade the digital presence and launch a modern online delivery service. While both solutions have promising features, the online upgrade addresses the core issue that has caused the decline in revenue. Consumer behaviour has changed significantly, and most customers now expect a seamless digital experience. If the business does not adapt to this shift, it risks losing relevance altogether.

The online strategy also offers more long term growth potential. It can reach customers beyond the local area and create stable income streams through automated orders and improved digital visibility. This solution does not prevent the business from later introducing workshops or community events, but it prioritises the foundation that will keep the business competitive in the present market.

In addition, introducing online tracking, personalised options, and efficient delivery systems could improve customer satisfaction. Once the digital platform is performing well, the business can still integrate elements from the second solution, combining modern convenience with traditional craftsmanship.

Conclusion

Green Haven Florists is facing challenges that stem from changing consumer habits, rising costs, and strong competition from online flower retailers. The business needs to modernise in order to survive, and the most effective way to do this is to enhance its digital presence and offer a reliable online delivery service. This option provides the best opportunity for long term stability and growth while leaving room for future improvement. The PMI analysis demonstrates that the benefits outweigh the drawbacks, especially because customers increasingly rely on online services when choosing florists. By adapting to contemporary expectations, Green Haven Florists can protect its reputation and secure its place in the market for years to come.

