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Green Haven is a small and independent flower shop company located in Norwich, Uk. Founded in 2016 by two partners Liam and Priya Patel with a very good reputation in the market because of their custom arrangements and a good relationship with the locals , but in the last 12 months the company it’s been having some significant decline in store sales around 30% costumers foot traffic this is happening because of the increase of the competition from others companies with online services and deliveries, and stronger digital presence (Statista 2024) , and their website was outdated and very limited on digital marketing. All this issue made it very difficult company Green Haven   to compete with the online sellers
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1. Solution
Create a strong a digital marketing platform 

The company should create a modern and easy website that costumers can do their shopping online through the website and buying the products, because effective marketing is very important to get new costumers ( Kotler and Keller, 2016), having the next day delivery  and taking of all their doubt  about any question they can have , this can help to the foot traffic problem and gives more flexibility for the costumers that prefer to do online shopping, create a social media profile so they can advertise, sell promotions and sales packages on special occasions , and this can bring more visibility to the business .

2. Solution

    Create a flower subscription service

· The company could create a weekly or monthly flower subscription, offering customers who regularly purchase flowers some kind of benefit such as discounts or free next day delivery, and with that increase the long-term purchases of products and services and fostering customer loyalty. Additionally, offering an online purchase option like click and collect in store and this could help to increase the costumer foot traffic in the physical store.
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	What’s Good (Plus)
	What’s Bad (Minus)
	What’s Interesting (Implications)

	Increase online and in 
store traffic (+5)
	Risk of costumer’s cancellation (-5)
	Data collection can be easier (+5)

	More convenient for costumers (+5)
	Update the website often 
(-2)
	Company can have more partnership with bigger companies (+5)

	Get more costumers loyalty (+5)
	More overtime work on special occasions (-2)
	Company can reduce over buying and waste of flower (+3)

	Have long term relationship with costumers (+5)
	Require a larger supply of flowers (-2)
	Give the chance to know costumers’ preference 
(+3)

	Better advantage than the other sellers (+5)
	Higher cost to build and maintain a modern website (-2)
	Social media can bring new costumers quickly (+4)

	Total 25
	Total 13
	Total 20
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Based on my PMI evaluation, the option of create a better and modernized website with an integration of flower subscription service gives more benefits them bads benefits, the Plus points (25) are higher than the Minus point (13), and the Interesting points (20) give some opportunities for the company.
This solution can help the company Green Haven Florists to get more costumers online and in store shop making order easy faster and encourage long term customer loyalty. This flower subscription service will bring more income for the business and helps plan flower supplies better and reduce the waste of flowers. The “interesting” points give some additional advantages, like collection customer data con to understand what they like and their preferences, partnership with other companies can increase sales and business can continue to promote eco-friendly values. However, there is some challenges that Green Haven Florist can have, like the update of the website more regularly or even have some cancellations, but this can be managed by creating some rules about last minutes cancellations. Overall, this solution is more practical and will help to resolve current problems and support future growing. 
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	What the risk 
	Likelihood of the risk 
	What is the impact of the risk  
	What to do to reduce the risk 

	Marketing and visibility challenges 
	Medium 
	Medium slow adoption of new online service 
	Create digital marketing campaigns, do social media promotion 

	Costumer subscription cancellation 
	Medium 
	This can reduce expected recurring revenue 
	Give flexible plans, loyalty rewards, give some discounts to encourage long term subscription 

	Increase of overtime work 
	Medium 
	Low- staff my need some extra time to prepare and delivery 
	Hier extra staff on temporary seasons, do staffing schedules 

	Rising flower cost or supply storages 
	Medium
	Can increase the expenses and reduce profit margins 
	Prioritize local and seasonal flowers, use alternatives suppliers and adjust the subscription price if necessary  
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The analysis risks show that Green Haven Florists have many small risks that can affect the company business growing, financial returns and cost management. Marketing and visibility challenges can delay costumer adaptation, although cancelling a subscription may affect recurring revenue. The increase in overtime hours can put pressure on the team during the busy periods, increased flower cost supply storages can reduce profit margins. Each risk may happen, but the effect is low to medium. With the correct strategies, such as better marketing, flexible pans for costumers, a better team management, as well as diversification of suppliers, the company can improve and manage the risk more effectively and maintain stable performance.
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The following section presents a simple and clear plan based on the risks previously identified. It explains the steps, who will do them, the timeline, and what is needed to make the solutions work successful

	ACTION

	DESCRIPTION
	TIMELINE

	STAFF RESPONSIBLE  


	Implementation Plan

                      
	Create online ads like Google and social media 
Make better website adding interesting content 
Make some partnership with influencers and local businesses 

                   
	1 – 3 Months 
	Marketing team
Marketing resource 
Resources: Badget, software, design tools 


	Reduce Cancellations 





	Offer flexible plans
Give reward and discounts 
Get feedback and improve service 

	 1-2 Months
	Costumer Service
Discounts, surveys, CRM

	Manage Overtime 

	 Hire extra staff when is busy
Plan staff schedules better 

	2- 4 Weeks 
	HR/ Operations
 Needs: Tools, training, budget

	Control Flower Cost and supply Stability 

	Build relationships with multiple suppliers to reduce dependency 
Prioritize purchasing from local and sessional suppliers
	Immediate and ongoing
	 Manager / Finance Team
Needs: Supplier contracts, cost monitoring system
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Tasks are planned to deal with risks while maintaining the company business well,        action like checking suppliers and prices is down now because they affect cost and profits. Ongoing tasks, like building supplier’s links and tracking cost, help long- term stability. The order start with getting enough supply, them improving how work is done, so the business runs better. Responsibility is given to manager and financer team because they are responsible for the money and suppliers. The time is flexible but ongoing giving the business the chance to prepare for the changes and keep stable.
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The selected Key Performance Indicator (KPI), costumers’ retention rate, is suitable because is measures directly how many costumers keep their subscription over time. This is very important for the company business because it helps keep income steady. It also shows costumers satisfaction and the quality of the service provided for the company. If more costumers stay, it means that the marketing, social media promotion and the service provided is working effectively. So, this KPI offers a clear measurable way to evaluate the success of the implementation plan.
Smart objectives support this KPI by giving a clear target, (Mind Tools,2023). The goal is to increase the customer retention with better services and rewards. It is measurable (15%increase), achievable with strategies like discounts and flexible plans, important to business growing, and set for 6 months. Together they help track and guide success.
SMART Objectives 
	Specific 
	Measurable 
	Attainable 
	Relevant 
	Time-Bound 

	Growing costumers’ retention by improving service quality, give them flexible pans and provide rewards 



	Achieve 15% in customer retention rate
	Use better customer support, loyalty rewards and discounts 
	Support stable income and promote business growth
	Complete the objectives within a period of 6 months deadline 
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This measure will help the company to see how good the solution is working overtime. Customer retention will be supervised every month to see how many costumers keep their subscriptions. If the company get closer to the 15% target, it means that the discounts, flexible plan and marketing strategies are working well. If results are lower than expected the company have the chance to see the problems and make changes, Smart objectives set clear goals within 6 months, making progress easy to follow. Overall, these measures can help the company business to keep focused, take good decisions, and improve the performance over time.
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· The business faces some risks like costumer’s cancelation, marketing difficulties, staff overtime and higher flower cost.
· Better marketing is necessary to improve visibility and get more costumers 
· Flexible plans, better service and rewards can help to reduce cancellations 
· Maintain costumers is good to steady and reliable income
· Have a good team and hiring temporary workers can support busy occasions 
· Buying from local and seasonal suppliers help to reduce the cost and prevent storage 
· The implementation plan outlines clear steps and responsibility’s 
· Costumer retention rate is an important KPI used to measure success 
· SMART objectives (15% increase in 6 months) set clear targets 
· Regular monitoring gives the company the chance to adjust strategies and improve results 
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