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Brief Explanation of the Specific Business Problem
[bookmark: _Hlk205979492]Green Haven Florists has lost a lot of in-store customers this year. Online orders went up a little, but not enough to help. People now prefer big flower websites that are cheaper and faster. The shop’s costs have also gone up, especially for flowers and eco-friendly materials. Their website is old and hard to use, and they don’t offer flexible delivery or subscriptions. Marketing is weak, and two new shops nearby are strong competition. This report will focus on fixing their online presence—starting with a better website and stronger digital marketing to attract more customers.


[bookmark: _Hlk205982497]Suggested Two Alternative Solutions
Solution A: Improve Website
Green Haven should fix their website to make it easier for people to use and order flowers. They can add things like better delivery choices, subscriptions, and safe payments. They also need to post more on social media and use online ads to reach new customers. Right now, their online presence is weak and not helping the business grow. By improving the website and doing better marketing, more people will find them, order online, and come back again. This will help Green Haven compete with other flower shops and increase their sales.



Solution B: Subscription Service
Green Haven should offer a flower subscription service. Customers can get fresh flowers every week or month without reordering. It’s easy, saves time, and makes people happy. This helps the shop get regular income and keeps customers coming back. People like having flowers at home or giving them as gifts, so a subscription is a great option. It also makes Green Haven different from other shops and helps grow online sales.

Justification for Selected Solution
Solution A: improvement of website
is the best option because it solves Green Haven’s biggest problem—their weak online presence. The four criteria: sales impact, cost, ease of use, and long-term benefit. Sales and long-term benefit were given the most weight because they help the business grow and survive. Solution A scored highest overall. A better website and stronger online marketing will bring in more customers, improve online orders, and make it easier to add new services later. It’s also quicker to set up than other ideas. That’s why improving the website and digital marketing is the right solution to start with.

[bookmark: _Hlk205982530]Risk Analysis of the Selected Solution
Solution A: improvement of website
Might have some risks, like costing money to fix the website or taking time to learn new marketing tools. The owners looked at four things: how it helps sales, how easy it is, how much it costs, and how useful it is long-term. more points have been given to sales and long-term use because they help the business grow and stay open. Even with some risks, this solution is reliable. A better website and stronger online marketing will bring in more customers and help Green Haven compete with other shops. It’s the best way to move forward right now.

Plan to Implement the Selected Solution
First, the website should be fixed. This takes about 2–3 weeks and can be done by a web expert. It’s the most important job because it helps customers order easily. Next, Liam and Priya can start posting on social media and using online ads to get more attention. This can happen while the website is being updated. After that, they can add new things like subscriptions and better delivery options. Tasks are planned by what helps most and what’s easiest to do first. This order makes sure things go smoothly and everyone knows what they need to do.

Means of Measuring Effectiveness of Implementation of Selected Solution
[bookmark: _Hlk205981688]To see if Solution A works, Green Haven can track online sales before and after the website update. They can also check how many people visit the site, how long they stay, and if they place orders. Social media growth and customer feedback will show if marketing is helping. The main way to measure success is a rise in online sales within three months. The SMART goal is to increase online flower orders by 25% in that time. It’s clear, easy to track, and realistic. This shows if the changes are helping the business grow and lets Liam and Priya adjust if needed.

Key Findings

· Green Haven’s website is old and hard to use, making online orders difficult for customers.
· Updating the website and using better online marketing will help attract more customers and grow sales.
· A flower subscription service is a good idea for later, once the website is improved.
· Solution A was the best choice because it helps Sales, is easy to do and supports future growth. 
[bookmark: _Hlk208302504]
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Appendix 1                                                  PMI Analysis Table

	Solution A   improvement of website

	Plus
	Minus
	Interesting

	Improves customer's experience 
+4                                   
	Cost money to update website     
-3
	Can attract new customers
+5

	Boost online sales. 
+5
	Takes time to learn new marketing 
-3
	Lead to long-term business growth
+5

	Help competes with other shops.
+4
	May need outside help
-2
	Open doors to future services 
+4

	Support future sales. 
+5
	Results might longer to see
-4
	Improve brand images and customers loyalty
+5

	
TOTAL: +18
	
TOTAL: -12
	
TOTAL: +19



[bookmark: _Hlk210816971]Therefore: Final Answer for Solution A = 25

	Solution B subscription 

	Plus
	Minus
	Interesting

	Provide regular income for the business
+3
	May need new systems for managing subscriptions
-3
	 build strong customers 
+4

	Save customers time and effort.
+4

	Setup may be costly or complex
-5
	Can be marketed as a gift service 
+4

	Make green havens stand out from competitors.
+5
	Might not appeal for all customers
-4
	Offers chance to bundle products
+3

	Encourages repeat business.
+3
	Requires reliable delivery and management           -4
	Lead to seasonal or themed subscription options           +4

	
TOTAL: +15
	
TOTAL: -16
	
TOTAL: +15



Therefore: Final Answer for Solution B = 14
Appendix 2

Risk Analysis Table

	
	What could cause a risk?
	What is the likelihood of the risk occurring? 
(1 – 5)
	What is the impact of this risk? 
(1 – 5)
	Risk Factor = Likelihood X Impact
	What can you do to reduce this risk from happening?
	If it happens – what can you do to minimise the impact?

	1
	High costs of website update

	
3
	
4
	
12
	Set a clear budget and get quotes from multiple developers
	Focus on essential updates first and phase improvements

	2
	Difficulty learning new marketing tools.

	
4
	
3
	
12
	Provide training or hire marketing expert
	Use simple tools and tutorials to build skills gradually

	3
	Low customer response to changes

	
2
	
5
	
10
	Promote changes clearly and offer incentives
	Collect feedback and adjust based on customers preference






Appendix 3
Implementation Plan

Name the problem you are solving:
Name the solution you are implementing:
	
	Task
	WHAT

	WHEN

	WHO

	Done

	1
	
Create a website 
	Fix and redesign the website to support easy ordering and subscriptions
	
1- 3 weeks
  Around 
10-15 days
	
Priya + Web Developer

	
 website
created

	2
	
Post and attract customers
	
Start posting on social media and launch online ads to attract attention


	
1- 4 weeks
 Around 
10-20 days
	
Liam + Marketing Consultant

	
See how many more sales there is since the last one

	3
	, 
Improve web 
	
Add subscription options and improve delivery services (same-day, weekend, eco-friendly)

	

4-6 weeks
Around 
14 days
	
Priya + Delivery Partner

	

Changes made from the original to the new

	4
	
Partnership

	
Partner with local businesses and event planners for bulk orders and cross-promotion


	

6-8 weeks
Around 10 days
	
Liam

	
Look for local businesses and see how they are doing

	5
	
Update monthly the website 
	
Host monthly floral workshops (in-store or virtual) to boost engagement


	

Starting week 8 onward
Around 5 days 
	

Liam + Priya
	

Monthly checks 




Appendix 4

The Key Performance Indicator is:
 Increase online sales by 25% within three months of launching the new website.

	Specific
	Measurable
	Attainable
	Relevant
	Time-Bound

	Orders being check and how many there are 

Focused on boosting online sales through the improved website.





	
Tracked using website analytics and sales data.

100 orders day



	
A 25% increase is realistic given the planned improvements in user experience and marketing.




	
Directly addresses the decline in in-store sales and aligns with the goal of digital transformation.




	
Target to be achieved within three months post-launch.









This KPI ensures Liam and Priya can monitor progress, stay focused, and adjust strategies if needed.
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