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Introduction 
Green Haven Florists is an independent flower shop based in Norwich, shown in 2016 by Liam and Priya Patel. The business became well known for its bespoke floral arrangements, eco-friendly packaging, and strong community relationships. However, over the last year, the company has experienced a major decline in sales and profitability. In-store sales have fallen by 30% due to changing consumer shopping habits, increasing online competition, and reduced foot traffic on the local high street. At the same time, rising operational costs and supply chain disruptions have increased pressure on the business. Customer feedback also highlights issues with the company’s outdated website and limited delivery services. As competition from both local boutique florists and national flower retailers continues to grow, Green Haven Florists must find effective strategies to improve its performance. This report examines the key business problems, evaluates practical solutions using PMI analysis, and recommends the most suitable possibility for the business.



[bookmark: _Hlk205982484][bookmark: _Hlk205979492]Brief Explanation of the Specific Business Problem

Green Haven Florists is facing several interconnected business problems that are negatively affecting sales and profitability. One major issue is the decline in foot traffic on the high street. Many consumers now prefer shopping online because it is faster, more convenient, and often cheaper. This has reduced the number of walk-in customers visiting the store. Although online sales have increased slightly, they are not sufficient to replace lost in-store revenue.
Another significant problem is the business’s weak digital presence. Customers have reported that the website is outdated and difficult to use, which discourages online purchases. The company also relies on word-of-mouth marketing and occasional social media activity, making it difficult to compete with rivals that have strong digital marketing strategies.
In addition, Green Haven faces rising costs for flowers, sustainable packaging, and delivery services due to inflation and supply chain disruptions. The business’s commitment to environmentally friendly products increases operating expenses further. Competition has also intensified because a trendy local florist and a national chain have entered the market. These competitors offer aggressive pricing, modern branding, and flexible delivery services, placing other pressure on Green Haven Florists.

[bookmark: _Hlk205982497]
Suggested Two Alternative Solutions

One solution is for Green Haven Florists to redesign its website and improve its digital marketing strategy. This would involve creating a mobile-friendly website, improving online ordering systems, introducing delivery options, and increasing social media promotion.
PMI Analysis
Plus
· Improves customer experience and convenience
· Increases online sales opportunities
· Enhances brand visibility on social media
· Attracts younger and online-focused customers
· Helps compete with online flower retailers
Minus
· Website redesign and marketing campaigns may be expensive
· Staff may require training in digital marketing
· Results may take time to become visible
· Increased dependence on technology
Interesting
· Social media could strengthen customer engagement and brand loyalty
· Online subscription services may create regular income
· Digital advertising could attract customers outside the local area
This solution focuses on adapting the business to modern consumer behaviour while keeping its powerful reputation for quality and sustainability.


Solution B 
Another solution is to expand subscription-based flower services and increase partnerships with corporate clients. Customers could receive weekly or monthly flower deliveries, while businesses such as hotels, offices, and restaurants could be offered regular floral arrangements.
PMI Analysis
Plus
· Creates stable and predictable income
· Encourages repeat customer purchases
· Strengthens long-term relationships with businesses
· Reduces dependence on walk-in sales
· Improves cash flow management
Minus
· Delivery logistics may become more complex
· Requires strong organisation and scheduling
· Initial marketing costs may be high
· Increased workload for staff
Interesting
· Subscription services could improve customer loyalty
· Corporate partnerships may enhance the business reputation
· Seasonal packages could attract new customer groups
This solution allows Green Haven Florists to diversify its revenue streams and reduce the impact of declining high-street foot traffic.





Justification for Selected Solution
The most suitable solution for Green Haven Florists is website modernisation and the development of a stronger digital marketing strategy. This option directly addresses the business’s main weaknesses, including its outdated website, limited online visibility, and declining in-store sales. Modern consumers increasingly prefer online shopping and expect convenient digital services, so improving the online experience is essential for long-term survival. A stronger digital presence would also help the business compete more effectively against local and national competitors. Although the solution requires financial investment, it offers greater opportunities for growth, customer engagement, and increased online revenue while still supporting Green Haven’s sustainable and personalised brand identity.


[bookmark: _Hlk205982530]Risk Analysis of the Selected Solution
The selected solution involves several potential risks. The main risk is the financial cost of redesigning the website and investing in digital marketing, which may place pressure on the company’s limited budget. There is also a risk that online sales may not increase at once, meaning the business may not see quick returns on investment. Staff may require added training to manage digital systems and social media effectively. Technical issues, such as website errors or cybersecurity problems, could also negatively affect customer trust. However, these risks can be reduced through careful planning, staff training, regular website maintenance, and gradual investment in digital improvements.
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