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Green Haven Florist 
Green Haven Florist is a small business that was founded by Liam and Priya Patel in 2016 in Norwich, UK. They have gained a reputation for their bespoke floral arrangements, eco-friendly packaging, and strong ties. Over the past 12 months, they have experienced a 30% decline in in-store sales, and while online orders have increased slightly, they have not compensated for the loss of foot traffic. The shop, once a bustling high street location, has seen reduced activity due to nearby business closures and has shifted towards online shopping. Liam and Priya need help to get their business back on track. 

The two areas they need to improve are their website and in-store sales. For their website, they should update it and add a delivery service so customers can easily browse, select, and order their flowers online, with delivery to their address on the same or the next day. They could update their website to catch people's attention, so they will want to visit their page to see what they are offering, how much the flowers will cost, and when they can deliver. By doing this, they will become much more interested, and hopefully, more people will start ordering. They will need a new delivery company to help them send orders out on time and quickly.

To boost in-store profits, Liam and Priya will need to update their shop and run in-store offers to get people to come in, have a look around, and buy their flowers at a lower price than online. Also, they will need to advertise their shop, make some leaflets, deliver them around, and go online to promote it and put an offer on for when you come in-store. So they can then start to see if they are making a profit from in-store. They could also have an in-store reward card, so when you come in-store, you get a small bunch of flowers for free after so many stamps.






I found that solution 2 would work best for Liam and Priya, as it would generate in-store profit and increase their income. Over the past decade, the flower industry has grown by 40 per cent, with flowers and plants on sale. Statista Research Department, Dec 17, 2025: By doing this, they can get their online business up and running and make a profit from it. A lot of Generation Z, born in the mid-nineties and early 2010s, are buying flowers these days, up to age 28. Nina Jobst, Dec 17, 2025. As shown in diagram 1, the Grid Analysis technique is on page 7/8. 

I have come to the conclusion shown in the table: by putting more into solution 2, they then move on to solution 1, help build their online business, grow their business, improve their profit, and gain more customers, as statistics show that several VAT-based store enterprises specialising in the sale of flowers, plants, and seeds. As of September 2024, approximately 250 retail enterprises have an annual turnover. Bruna Rocco, November 26, 2025. As shown in diagram 2, the PMI Analysis Example on page 7/8. They will be able to see the profit they can make by continuing with the table and prove their business case. 
Everything is shown in the grid in diagram 3 of the table. As you can see, they need to get a website up and running to help the shop restore profitability and attract more customers online. And also bring in new customers through foot traffic and help rebuild the business to what it should be. You can find the diagram on pages 7/8 if you would like to see it. Everything is in the table: what they need to do, how to improve it, and how to get their profit back in.
These solutions will help the business increase profits, bring customers back into the store, and improve its online presence. They will work well together if they follow the solutions step by step, which will bring them more business. Liam and Priya will be happy with the 2 solutions I came up with and the outcome. They can grow their business, understand the online competition, and then see where else they might need to improve. Also, with a new customer coming into the store, they should be able to get more information about what they would like and how to handle it. 
∙Statista Research Department, Dec 17, 2025: 
∙Nina Jobst, Dec 17, 2025
. Bruna Rocco, November 26, 2025. 
solving problems and making decisions. Routledge 17/06/2013 
The Problem-Solving, Problem-Prevention, and Decision-Making Guide ByBob Sproull, 21 March 2018





(Diagram 1)

	Factors to consider
	Cost
	customer  
	Competition


	Total

	Weighting
	4
	5
	3
	

	Solution 1
	3-12
	5-25
	2-6
	43

	Solution 2
	4-16
	5-25
	3-9
	50

	
	
	
	
	


Grid Analysis Example










PMI Analysis Example
( Diagram 2)
	Plus
	Minus
	Interesting

	More customers + 4
	Unwell to open shop  - 3
	Meeting new people + 4

	More orders + 3 
	Less time  - 2
	Get orders out on time +3

	Profit + 5
	Refunds  - 1
	No lunch break - 2 

	Total: + 12
	Total: - 6
	Total: + 5


Overall Total + 11 (12-6)+5









( Diagram 3 )
	

	Task 
	What (does this involve)
	When
	Who
	done

	1
	I identify the problem.
 
	Finding out how the shop is losing profit. 
	01 January 2017
02 January 2017

(7-day)
	Liam & Priya
	Look at the outgoing and loss.

	2
	Find out how we can resolve the issue.
 
	Do some advertising and get an online website up and running.

	02 January 2017
03 January 2017

(4 days)
	Liam & Priya
	Get someone in to set up a website. 

	3
	Make sure the staff are up to date with the shop.
	Making sure everyone who is working in the shop knows the flowers and how things are done.
	04 January 2017
06 January 2017
 
(2 days)
	Liam & Priya
	Making sure they know how to arrange and know the names of the flowers in-store.

	4
	See if we can get the online sorted.
	They will need to get the website up and running and get it out there so people can see and order.
	02 January 2017 
03 January 2017

(1 day)
	Liam & Priya
	Need some advice on setting up a webpage and delivery services 

	5
	Make sure everything is in place.
	Making sure everything is in place and in order.
	05 January 2017 
06 January 2017 

(1 day )
	Liam & Priya
	Make sure the shop is ready for the customers.


(Diagram 4)
Smart Objectives
	Specific
	Measurable
	Attainable
	Relevant
	Time-Bound

	The focus is on getting their website and foot traffic back on track.
	Once you look at solutions 1 and 2, you will see that both yield good outcomes. 
	Both solutions are very successful if you follow the plan in place.
	Both solutions will generate profit for the business and ensure everything is headed in the right direction. 
	The deadline for this solution must be met within one week to ensure the business makes a profit.



https://thinkmarketingmagazine.com/how-to-create-smart-goals
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