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Introduction 
The report is based on Green Haven Florists, which is a small independent flower shop in Norwich. The business produces sustainable, eco-friendly flower arrangements for a variety of customers and events. Unfortunately, the business is having a revenue issue as other online competitors have arises, making it more accessible to consumers to order similar products. This increased competition has put pressure on Green Haven Florists to adapt its marketing and sales strategies. Due to this they are now exploring ways to strengthen their presence and stand out.
[bookmark: _Hlk205982484]Brief Explanation of the Specific Business Problem
Green Haven Florists has seen a 30% decline in in-store sales. This is due to other online competitors arising which consumers prefer as it is more suitable for them. This has affected the business as there has been a reduction in activity of the shop as consumers have moved to online shopping. Many loyal customers have now preferred to shop online due to lower prices online, same-day delivery and consistent discounts. Rising costs have also had an impact in the decline in sales and prices of fresh flowers have increased, due to inflation and disruptions within the supply chain. Customer feedback has also had a negative impact as; they claim that the shop’s website is outdated and difficult to navigate. Customers have also expressed that the business needs to become more flexible and have options for delivery and discounts, which will satisfy consumers. Overall, these factors have caused a decline in the brand’s performance and revenue. 
[bookmark: _Hlk205982497]Suggested Two Alternative Solutions
Solution A 

A solution to the business’ decline could be to update their online presence with delivery services. 
	Plus
	Minus
	Interesting 

	· The business will gain their lost customers back. 
· The business will expand their customer base which will increase brand recognition. 
· With online presence the business will be recognized worldwide not just locally, which will allow the business to expand and explore other countries. 
· Improve the quality and reputation of the brand. 

	· The business partners don’t have experience with online trends so they might have to hire someone to help them with this, which is expensive.
· The brand isn’t comfortable using marketing trends which can hold them back when trying to expand the business. 
· Although online presence helps to expand customer base, it’s not guaranteed that the customers will come back if the customer base expands. 
	· The business will have to invest research and money on their online website. 
· The business will have to hire employees to deliver their products which can be expensive as they would have to invest in delivery cars and vans when needed. 
· Revenue is not guaranteed to increase.     



Solution B 

Another solution to improve the brand’s revenue is to expand their business. 
	Plus
	Minus 
	Interesting 

	· The business will increase its customers. 
· The brand’s recognition will also increase. 
· The brand will be able to expand its business not just locally but also worldwide. 
	· The brand will have to invest in its expansion, which can be expensive. 
· The business will have to invest in digital expansion, which is time consuming. 
· The business will have to invest in training new staff members for their expansion, which will be expensive. 
	· The business will have to invest in research into their customer base and locations for their future stores. 
· The brand will have to invest in someone who is specialized in digital technology for expansion.





Justification for Selected Solution
Solution A is the most appropriate solution. This is because this solution will help the business with its revenue as well as expanding its services and business. Although Solution A might be expensive, it is better than Solution B as it’s less time consuming and the business will be able to gain more customers and increase in brand recognition. Unfortunately, a significant downside to this solution is the expenses but that can be resolved with a loan. Overall, Solution A is the better option as it has a more affordable and positive outcome than Solution B. This is because Solution B will require the business to spend more money on employees and invest money in locations for their stores. 

[bookmark: _Hlk205982530]Risk Analysis of the Selected Solution
Risks:
· Cybersecurity risks = There can be privacy issues which can lead to as loss in finances. 
· Technical operational risks= If staff has poor experience in technology there will be platform failures which can impact sales. 
· Competitive risks = With new competitors its harder for the business to be relative. 
· Logistics risks = There can be problems with the movement when delivering the products. 
· Financial risks = The business doesn’t have enough liquidity due to its decrease in sales and revenue. 



Plan to Implement the Selected Solution


Chosen Solution:
· Staff Training
 Action plan
	Actions
	Description
	Time frame
	Staff responsible

	Make an advertisement plan 
                      
	Need training in Digital Marketing skill, improve delivery and quality. 

Record the training needs for new staff.
	8th Dec 2025 – 
12th Dec 2026
	Lian and Priya

	Identify Trainees
	Lian and Priya need training skills for online marketing on how to work in digital marketing. 
	15th Dec 2025 -20th Dec 2025
	Lian and Priya


	Find a trainer
	Discuss a schedule for the training. Discuss what they need to do in the training and their progress throughout the training. 
	19th Dec 2025
	Lian and Pria

	Prepare Training schedule

	Prepare and communicate training schedule to departmental managers.
	22nd Dec 2025  
	Training committee

	Deliver Staff Training session.
	Training delivered by the Internal/External Trainer.
	29th Dec 2025
(3 hours)
	Internal/External Trainer

	Evaluate Staff Training session
	Questionnaire and provide feedback on the training session. Track the trainees progress and development. 
	29th Dec 2025
(30 minutes)
	Departmental Managers




Monitoring, evaluation and Means of Measuring Effectiveness of Implementation of Selected Solution

  Green Havens key indicators include:
· Sales and Revenue. This is the performance of the business which shows if the business is growing. An example of an increase in the business’ sales is during peak seasons which are special events such as weddings. 

· Customer Satisfaction. This is measured by the quality of the products as well as the services provided. An example of this is whether the business has good reviews online. 

· Sustainability Indicator. This measures how much Green Haven makes an impact on the environment. An example of this is that Green Haven is environmentally friendly which is shown as most of its flowers are locally sourced and the packaging used is recyclable. 
· A SMART objective for Green Haven Florists that can help to expand the business’ customer base is the set a monthly goal of around 100 loyal customers, when they have been with the business after a certain amount of time (6 months) the business can offer a discount of a free bouquet for their next purchase. This will help increase customers as well as introducing a loyalty scheme. This will also help increase sales and the business growth. This objective will attract customers as well as create enough revenue to afford the operational costs. 

· Another SMART objective that will help increase Green Haven’s online presence is by firstly improving the website and creating a social media page. The goal is to become active on the website and update it every 6 months, and on the social media page the goal is to post at least 4 times a week, to actively attract customers online. They can also allow same-day deliveries to help attract customers. This objective will allow the business to stay up to date with its competitors and increase customer satisfaction. 




The solution will be successful if Green Haven Florist Liam and Priya need to make sure, they advertisement plant for identify trainees’ skills and prepare and communicate training schedule to department participation and engagement learning. Green Haven Florist can succeed in indicator date source, information collection method to evaluate the adaptability to the change

A SMART objective for Green Haven Florists that can help to expand the business’ customer base is the set a monthly goal of around 100 loyal customers, when they have been with the business after a certain amount of time (6 months) the business can offer a discount of a free bouquet for their next purchase. This will help increase customers as well as introducing a loyalty scheme. This will also help increase sales and the business growth. This objective will attract customers as well as create enough revenue to afford the operational costs. 

Another SMART objective that will help increase Green Haven’s online presence is by firstly improving the website and creating a social media page. The goal is to become active on the website and update it every 6 months, and on the social media page the goal is to post at least 4 times a week, to actively attract customers online. They can also allow same-day deliveries to help attract customers. This objective will allow the business to stay up to date with its competitors and increase customer satisfaction. 

The solution will be successful if Green Haven Florist ensures that their advertisement plan identifies trainees’ skills and prepares and communicates training schedules to department participation and engagement learning. Green Haven can succeed in indicator data source, information collection method to evaluate the adaptability for the change. 
 
Conclusion
solutions that can help the business with each one of these issues. In conclusion, Green Haven Florists face a multifaceted set of challenges in increasing a digital infrastructure operational cost rising these issues have significantly impacted. 
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The Key Performance Indicator is: 
	Specific
	Measurable
	Attainable
	Relevant
	Time-Bound

	

Questionnaire

Observation

Reviews



	

How many Qs?

Which days?
How long? 

	

Who is going to do it?

 Is it attainable?





	

What type of data? On what? What’s the point?


	


How long will it take to collect the data?
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