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[bookmark: _Toc216796612]1. Introduction
This report analyses business issues of Green Haven Florists, an independent flower retailer company with location in Norwich, UK. During the last year the business is showing a such increase in the declining sales, citing the broader issues that affect small high street retailers. This report will examine the causes of declining sales and provide a comparison of two possible solutions to this problem. The external market environment, consumer behaviour and internal business constraints are taken into consideration. A PMI analysis is used to evaluate two strategic alternatives, and justification of the desired choice is done (FSB, 2024). The report includes the risk analysis, the plan of implementation, and the definite measures of the effectiveness assessment.

[bookmark: _Toc216796613]2. Brief Explanation of the Business Problem
The key business issue with the Green Haven Florists is the declining business sales especially in-store sales which has decreased a total of 30% in the past 12 months. This is a wider trend that has influenced the UK high street experience, with dwindling footfairs and shifting consumer trends hurting smaller retailers (British Retail Consortium, 2024). The online shopping experience has become more popular among customers, and this aspect puts pressure on the traditional brick-and-mortar businesses.
According to national statistics, retail sales development was unequal, and non-essential and specialist retailers are doing worse than businesses that are oriented towards the Internet (ONS, 2024). Mintel (2024) also indicates that online florists with subscriptions, same-day delivery, and attractive pricing attract more customers in the flower retailing sector. Green Haven Florists has not been able to address these trends because of the old fashioned site and less digital marketing.
. Small businesses have been disproportionately hit by increased costs of employment, rising energy prices, and pressure on the supply chain (UK Government, 2024). Also, the company is willing to invest in sustainable packaging which is appreciated by the customers but it has raised the cost of maintaining it (WRAP, 2023). All these have put Green Haven in a weak position in terms of competition.

[bookmark: _Toc216796614]3. Business Environment Analysis
[bookmark: _Toc216796615]3.1 PESTEL Analysis (Summary)
Due to political and legal factors, post-Brexit trading conditions and labour laws have made the lives of small retailers more expensive, especially when it comes to using imported products like flowers (UK Government, 2024). Inflation has decreased the discretionary expenditure economically and consumers have become price-sensitive (ONS, 2024).
Disruption has been a significant factor that has been brought by technological change. The expansion of e-commerce has redefined the retail industry, and online purchases are on the rise every year (Statista, 2024). Deloitte (2024) notes the growing demand among consumers in the UK to receive the digital experience even with small local businesses. 
PESTEL 
	Factor
	Impact on Green Haven Florists

	Political
	Post-Brexit trade rules increase flower import costs (UK Government, 2024).

	Economic
	Inflation and higher energy costs reduce consumer spending (ONS, 2024).

	Social
	Customers prefer convenience, online ordering, and subscriptions (Mintel, 2024).

	Technological
	Growth of e-commerce and social media marketing favours digital retailers (Statista, 2024).

	Environmental
	Sustainable sourcing raises costs but remains important to customers (WRAP, 2023).

	Legal
	Employment and minimum wage increases raise staffing costs (UK Government, 2024).




[bookmark: _Toc216796616]3.2 5W2H Analysis
The problem is the declining sales, which are largely due to the shift in consumer behaviour and the online competition. The issue impacting the local customer base in Green Haven Norwich has evolved within the last one year. The decrease in sales is explained by decreased pedestrian traffic, poor online presence, and price war against national stores and online first retailers (BRC, 2024; Mintel, 2024). It has a heavy financial effect, where declining income and increasing expenses are posing a threat of long-term survival (FSB, 2024).
5W2H
	Element
	Summary

	What
	Falling sales and reduced foot traffic

	Why
	Shift to online shopping and price competition

	Who
	Local customers, corporate clients, and walk-in buyers

	Where
	Norwich high street location

	When
	Over the last 12 months

	How
	Loss of competitiveness and limited digital presence

	How much
	Approx. 30% decline in in-store sales




[bookmark: _Toc216796617]4. Suggested Alternative Solutions
[bookmark: _Toc216796618]4.1 Solution A: Digital Transformation and Online Sales Expansion
Solution A concentrates on enhancing the online presence of Green Haven Florists through opening an updated webpage, which will enable the company to provide online order placement, delivery schedule, and online payment. This is in line with the expectations of convenience and availability in retail by consumers (Deloitte, 2024). The floral designs would be demonstrated on social media platforms, especially on Instagram, which would help to attract new customers because the visual image is an influential factor in making purchases in the flower industry (Instagram Business, 2024).
PMI Analysis
Advantages such as extension of market reach, customer convenience, and competition capability with online retailers is also a plus (Statista, 2024). Some of the things that will be subtracted are first installation costs and the fact that it will require the staff to be trained. One such interesting result is the fact that it can be used to gather customer data to make targeted promotions and repeat purchases (Shopify, 2024).
This is a direct solution to a declining sale because it goes to the customers where they are getting more and more used to shopping.
[bookmark: _Toc216796619]4.2 Solution B: Subscription Services and Community Engagement 
Solution B consists of the implementation of flower subscription delivery to households and local business, workshops, and community events. The flower retail market is becoming more popular in subscription models as they can predict the flow of revenues and provide better customer retention (Mintel, 2024).
PMI Analysis
The primary benefit is a stable revenue and enhanced loyalty of customers. Nonetheless, it has poor reach in comparison to online expansion, and the growth is dependent on the local market (FSB, 2024). The possibility to strengthen the community-based brand of Green Haven is also intriguing as the community-based business will continue to be appreciated by consumers who seek ethical and local enterprises (WRAP, 2023).
Although loyalty is supported by this solution, competitive pressure, raised by national online retailers, is not completely covered by this solution.

[bookmark: _Toc216796620]5. Justification for Selected Solution 
Solution A would be the best solution to decreasing sales since it will directly deal with the change to online shopping. According to research, digital channels have become the centre of retail development even among the small businesses (Statista, 2024; Shopify, 2024). The emphasis is put more on scalability, customer reach and future revenue potential. Though subscriptions enhance stability, they will not compensate the diminishing digitally active customers. The digital transformation will enable Green Haven to compete better, and retain its brand values of bespoke and sustainable (Deloitte, 2024).

[bookmark: _Toc216796621]6. Risk Analysis of the Solution of Choice
Some of the most important risks would be financial risk due to initial digital investment and operational risk due to the reaction of the staff to the new systems. Online orders or delivery failure to the expectations also presents reputational risk, which is highly essential in an online competitive world (Instagram Business, 2024). The risks were evaluated on the probability of occurrence and the consequences, cost, quality of services, and customer confidence. The mitigation of these risks can be achieved by a gradual process, employee training, and the use of the existing e-commerce solutions, targeted at small business (Shopify, 2024).

[bookmark: _Toc216796622]7. Plan to Implement the Selected Solution
Initially it needs to start with the development of a rudimentary e-commerce site, with a focus on the online ordering and delivery capability. This conforms to the best practise advice on how small retailers should venture into the fields of online shopping (Shopify, 2024). The accountability of this step is assigned to the business owners with the help of the external web developers.
The second phase is the training of the staff to facilitate the order processing and interaction with the customers. It is also vital to sustain the quality of these services and safeguard the brand image (Deloitte, 2024). The use of social media marketing should then be escalated, especially in Instagram, where the visual storytelling plays a significant role in retail purchasing choices (Instagram Business, 2024).
This should be followed by a pilot phase lasting three months, during which the business could observe the performance and customer response and then roll the change fully. Collaboration with local delivery services will allow handling logistics effectively as well as managing expenses. 

[bookmark: _Toc216796623]8. Measuring Effectiveness of Implementation
KPIs and SMART objectives will be used to measure effectiveness. Examples of KPIs are monthly sales on-line, the rate of conversion on the web site, the value of average order and the customer interaction on the social media. Such actions demonstrate some of the most significant indicators of market success in the digital retail environment (Statista, 2024).
Some of the SMART objectives set to be achieved are to grow total sales by 20 percent in six months, 30 percent of total orders on-line, and to keep the customer satisfaction ratings at over 90 per cent. These goals are achievable based on the current growth rates in online shopping and buyer behaviour (ONS, 2024; Deloitte, 2024). Periodic evaluation of such measurements is necessary so that the solution can be in line with the business objectives and market realities.
SMART Objectives for Digital Expansion Strategy
	SMART Element
	Objective

	Specific
	Increase overall sales by expanding online ordering and delivery services

	Measurable
	Achieve a 20% increase in total sales revenue

	Achievable
	Based on growing online demand and existing customer base

	Relevant
	Directly addresses falling sales and reduced foot traffic

	Time-bound
	Within 6 months of website launch



Additional SMART Objectives
	Objective Area
	SMART Objective

	Online Sales
	Generate at least 30% of total orders through the website within 6 months

	Customer Reach
	Increase website traffic by 40% within 4 months

	Customer Satisfaction
	Achieve an average online customer rating of 4.5 out of 5 within 6 months

	Marketing
	Gain 1,000 Instagram followers within 5 months

	Delivery
	Reduce delivery-related complaints to below 5% of total orders




[bookmark: _Toc216796624]9. Conclusion and Key Findings
This report has established falling sales as the main threat to Green Haven Florists. It was analysed that the decline in footfall, heightened competition online and the increase in operating costs have undermined the business position, indicating broader pressures on UK high street retailers. Two alternatives have been reviewed whereby digital transformation has been found the most effective in response to the changing consumer behaviour.
The chosen solution is focused on directly adjusting the underlying causes of the decreasing sales by enhancing accessibility, competitiveness, and customer relationship. Despite the risk, it is possible to deal with them, as they can be handled with the help of the gradual implementation and definition of the performance. Having the right KPIs and SMART goals established, Green Haven Florists will be able to monitor its progress and make changes accordingly. On the whole, the best chance of long-term growth and sustainable recovery in a gradually becoming more online retail situation is through investing in digital capability.
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