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Introduction 
Green Haven Florists, a beloved flower shop in Norwich, is facing significant challenges. Despite its reputation for eco-friendly flowers and exceptional customer service, the business has started to struggle in recent times. The aim of this report is to identify the underlying reasons for the decline in customers and sales and provide recommendations for improvement. By examining the key issues and implementing effective solutions, Green Haven Florists can regain its competitive edge and achieve long-term success. Florists are shops that sell flowers and make flower arrangements for different occasions like birthdays and weddings. They assist customers choose the right flowers.
[bookmark: _Hlk205982484][bookmark: _Hlk205979492]Brief Explanation of the Specific Business Problem
Green Haven Florists is seeing a significant drop in in-store sales, with a 30% decline over the past year. While online orders have picked up slightly, they're not enough to make up for the lost foot traffic. The main issue seems to be a shift in customer behavior - people are opting for the convenience and affordability of online flower delivery services. These competitors are offering fast delivery and regular discounts, making them a more appealing option. The shop's location isn't helping either, with nearby business closures making the area less busy and reducing passersby. On top of that, rising costs for imported flowers and eco-friendly packaging are eating into the business's profits. Customers are also complaining that the website is claky and hard to navigate and want more delivery options and subscription services. And to make matters worse, the owners haven't been doing much digital marketing, relying mainly on word-of-mouth. All these factors combined are driving the decline in sales and creating challenges for the business. As well as the situation could affect the long-term success of the Business if the problems aren’t solved quickly.
[bookmark: _Hlk205982497]Suggested Two Alternative Solutions
Solution A 
One way to boost Green Haven Florists' presence is to get more active on social media. This means using Instagram and Facebook to showcase gorgeous flower arrangements, promote products, and connect with customers. The business can also try online advertising and posting regular updates to keep things fresh and engaging.
PMI Analysis:
	              PLUS 
	            MINUS
	       INTERESTING

	Increases brand awareness
	Takes time and effort to manage 
	Work with influences 

	Attracts new customers
	Needs digital skills
	Run seasonal promotions

	Low cost compared to other marketing
	Results are not immediate
	User customer reviews online 

	Improve communication with customers
	May require paid advertising
	Create special offers for followers





Solution B 
Another way to turn things around is to give the company website a major overhaul. Let's make it sleek, modern, and super easy to use on any device. We can add features like hassle-free ordering, flexible delivery options, and subscription services to make life easier for customers.
PMI Analysis:
	               PLUS
	             MINUS
	        INTERESTING

	Improves customer experience
	High cost to redesign website
	Subscription services for regular customers

	Make online ordering affordable
	May take time to complete 
	Offering flexible delivery options 

	Increased online sales
	Possible technical problems
	Add mobile-friendly design

	Attracts more customers
	Staff may need training
	Use website for promotions



Justification for Selected Solution
We're going with the website revamp as our top solution. Customers are already saying the site's a bit of a pain to use, so sorting that out will directly address their concerns. A slick, user-friendly website will make online ordering a doddle, which can only boost sales. Don't get us wrong, digital marketing's important, but it's not going to work if the website's a mess. 
The website fix has a bigger impact because it improves customer experience and sets the business up for long-term growth. Given the choice, customer convenience and sales wins out, making this the way forward for Green Haven Florists.

[bookmark: _Hlk205982530]Risk Analysis of the Selected Solution
There are a few potential speed bumps with the website revamp. For starters, it'll cost some cash to redesign and keep the site running, which might be a stretch for a small business like Green Haven Florists. Tech issues are another worry - website errors or slow loading times could really annoy customers. And let's not forget the staff might not be web-savvy, which could lead to some teething troubles. We're weighing up the costs, customer impact, and how tricky it'll be to get everything sorted. To mitigate these risks, we'll set a budget, bring in a pro web developer, and get the team trained up so the site runs like a dream.
[bookmark: _Hlk205981406]Plan to Implement the Selected Solution

To get the website revamp off the ground, here's the plan. First, Liam and Priya will dive into researching and planning the new site's features - think easy navigation, mobile-friendly design, and straightforward ordering. This bit's crucial for getting a handle on what customers want. Next up, they'll bring in a pro web developer (or maybe use a website builder) to bring the vision to life - budget's 4-6 weeks for this bit. Meanwhile, the owners will be getting all the product info and pics ready to upload. Once the site's built, we'll give it a thorough testing to iron out any kisses - checking for errors, speed, and usability. We'll also get the team trained up so they can handle orders and updates like pros. With all that done, we'll launch the site and get it promoted on social media to drum up some excitement. Liam will oversee the ops side, while Priya will focus on online updates and customer service. Getting this order right means we'll dodge mistakes, build quality, and avoid any post-launch dramas. Sorted. The project will be completed over a period of 6-8 weeks, with clear deadlines for each stage. Regular progress meetings will be held to ensure the project stays on track and any issues are resolved quickly.
 
Means of Measuring Effectiveness of Implementation of Selected Solution
To understand how well the new website's doing, we'll be keeping an eye on a few key metrics. First off, we're looking at online sales - if they're up, it's a good sign customer are loving the site. We'll also be tracking website traffic to see how many people are dropping by. And of course, customer satisfaction's a biggie, so we'll be collecting feedback and reviews to get the lowdown. We've got some SMART goals in place too, like boosting online sales by 20% within 3 months (that's specific, measurable, Relevant, Achievable, Relevant, Time-bound).  We're also aiming to get the site loading in under 3 seconds within a month, which'll make for a slicker experience. These targets give us something to aim for and let us know if we're on the right track. If we're hitting great.  If not, we can attempt things and try again. The Business will review performance every week to check progress. Customer feedback will also be collected to understand their experience. Monthly reports will be used to compare results with the targets. If the targets are not met, changes will be made to improve the website and increase sales. The Business will also look at repeat customers to see if people are returning. These steps will help Green Haven Florists understand if the new website is successful.

Conclusion
Green Haven Florists is facing several challenges that have affected its sales and overall performance. The main issue is the decline in in-store sales, mainly because more customers are choosing to purchase online. In addition, strong competition from online flower companies, rising costs, and a weak online presence have made the situation more arduous. These issues have deducted profits and customer satisfaction. To solve these issues, the report suggested improving the Business through a website revamp and better digital marketing. After evaluation, the website improvement was chosen as the best solution because it directly improves customer experience and makes online ordering easier. This can help increase sales and attract more customers. Although there are some risks, such as costs and technical problems, these can be managed with proper planning and support. The implementation plan shows clear steps to follow, and the success of the solution will be measured using key performance indicators and SMART objectives. Overall, if Green Haven Florists follows this plan, it can improve its performance and achieve long-term success.
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The Key Performance Indicator is: 
	Specific
	Measurable
	Attainable
	Relevant
	Time-Bound

	
Increase online sales by improving the website design and making it affordable to navigate.


	
Online sales will increase by 20% and website traffic will increase each month. 
	
This is achievable by navigating a professional web developer and improving marketing. 





	
This goal assists solve the issue of low-sales and improves customer experience.

	
The target will be achieved within 3 months after launching the new website.
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