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Introduction 
This report is about green haven florist. This report examines the business performance of green haven florist, focusing on decision – making processes to improve customer reach and sales. Decision -making in business involves selecting the best course of action based on available date, objectives, and constraints. In a competitive retail environment, small businesses like florists must use effective strategies to attract and retain customers. This report identifies key challenges faced by green haven florist, particularly limited customer engagement and online visibility and evaluates possible solution. The aim is to recommend practical strategies that support informed decision-making and enhance overall business performance.

[bookmark: _Hlk205982484]Brief Explanation of the Specific Business Problem
 Green haven florist is experiencing a decline in customer engagement and sales, mainly due to limited online presence and increased competition from other florists and online flower delivery services. The case study shows that the business relies heavily on walk-in customers and has not fully adopted digital marketing strategies. As consumer behavior shifts toward online shopping, this has reduced the florist’s ability to reach a wider audience.

Several factors contribute to this problem first, the lack of social media activity limits brand awareness and customer interaction second, there is minimal use of online ordering systems, making it inconvenient for customers who prefer digital purchases. Third, competitors are using targeted advertising and promotions, attracting potential customers away from green haven florists. Additionally, there may be insufficient customer feedback collection, making it difficult for the business to improve services based on customer needs.
[bookmark: _Hlk205979492]
[bookmark: _Hlk205982497]Suggested Two Alternative Solutions
Solution 1: Advertising on social media.
This solution would bring more customers online. This means more sales and money for Green Haven Florists. A PMI analysis will be conducted for Solution 1.


	Plus
	minus
	Interesting 

	Attracts online customers 
	People don’t look 
	It can go viral and reach many people fast.

	Low cost compared to traditional ads
	People don’t have access
	

	Reaches a large audience quickly 
	Requires time to account 
	

	Allow direct interaction with customers 
	
	

	Supports online sales 
	
	



Advertising on social media can effectively solve the business problem by increasing awareness and attracting new customers. Many people spend a significant amount of time on platforms such as Instagram and Facebook making them ideal for promoting products like flowers .by posting appealing images, special offers and updates the business can engage with potential customers and encourage them to make purchases.
		
Solution 2 Traditional advertising.
 
Giving Flyers, posters, and local promotion of the business to the local newspaper shop and shops. 	
	Plus
	minus
	Interesting 

	Cost – effective 
	Limited reach 
	Can include discount codes or QR codes 

	Easy to distribute
	Printing cost can add up
	

	Tangible 
	
	

	Builds local brand awareness
	
	

	
	
	



Explanation of the solution 
This solution involves promoting the flower shop using traditional advertising methods such as distribution flyers putting up posters and advertising in local newspapers. these method target people in the local community who may not use social media by placing advertisement in busy areas and nearby neighbourhoods. The business can increase awareness and attract walk-in customers.
		
Justification for Selected Solution
Traditional advertising can help solve the business problem by increasing awareness within the local community. Many potential customers who live nearby may not know about the flower shop, and flyers or posters can attract their attention. By placing advertisement in high-traffic area person. Although Ing centres or community boards, the business can encourage more people to visit the store. This method is particularly effective for reaching customers who do not use social media or prefer to shop in person. Although it may cost more than online advertising, it directly targets nearby customers who are more likely to make immediate purchases.

[bookmark: _Hlk205982530]Risk Analysis of the Selected Solution
The selected solution may face several risks, including resource limitation, time delays, and potential technical challenges during implementation. There is also a risk that the solution may not fully meet user needs if initial assumption is inaccurate. To assess this risk, criteria such as likelihood impact, and controllability were used high-impact risk were prioritized, especially those affecting cost and deadline. This approach ensures that the most critical issues are addressed early. By evaluating both probability and severity, the analysis provides a balanced and realistic understanding of potential obstacles and helps in developing effective mitigation strategies.

Plan to Implement the Selected Solution
[bookmark: _Hlk205981406]Drop in sales has been decreasing. But when the business is put on online and social media the business will increase the business. The chosen solution is to advertise using flyers and social media.
 Action plan
	Actions
	Description
	Time frame
	Staff responsible

	Places the advisement   in a local paper. 

                      

	Go to the local newspaper and pay to advertise the flower business in the local area.


	 5 days 
	Liam Patel.

	To distribute get someone to distribute the leaflets 




	Go and get some leaflets printed in the printing shop and then ask someone to distribute them in the local area in the doors and shops.
	5 days 
	Liam Patel.

	billboard for the customers to advisement customers 
	 I would go see someone who makes billboards and ask them to make a billboard for the shop that could be put outside the shop.
	5 Days 
	Liam Patel.

	Social media to look at the business online to see what the shop sales.

	I would get someone to come to the shop to help put the shop online and social media and put photos.
	5 Days 
	Liam Patel.



	Deliver Staff Training session.
	Training delivered by the Internal/External Trainer. To improve staff skills in customer service and online sales.
	08th April 2026 (30 minutes)
	Internal/External Trainer

	Evaluate Staff Training session
	 A Questionnaire will be used to collect feedback and evaluate the effectiveness of the training session.
	08th  April 2026 (30 minutes)
	Departmental  Managers





Monitoring and evaluation
I would keep on eye on those things buy looking at the sales figures every week or monthly.

	
MONITORING

	

	
Description
	
Time frame
	
Staff responsible

	Participation
	Percentage of trainees who attend and participate in the training session 

	Daily
	Internal auditor

	Engagement 
	Average learner satisfaction rating and engagement (comments, activities)
	Daily
	Training committee

	Learning
	Average assessment scores achieved by trainees in quizzes and tests
	Weekly
	Training Committee

	
EVALUATION

	
Success Indicator(s)
	
Data source / Information collection method
	
Time frame
	
Staff responsible

	Number of customer complaints reduced by 20%
	Complaint logs, customer feedback records.
	Monthly
	Customer services Manager.


 Customers satisfaction scores (CSAT) online reviews a customer survey 
Numbers of complaints how many complaints they have had in the business.
Staff training test results in training because only two people work
Means of Measuring Effectiveness of Implementation of Selected Solution
 The key performance indicators (KPIs) selected forces on measuring improvements in customer service accuracy and overall satisfaction following staff training. 

Conclusion:
The report identified several key findings regarding the issue of low customer satisfaction. Firstly, the primary cause was staff lacking sufficient knowledge to respond accurately to customer queries. This highlighted the needs for a structured training program. Secondly, implementing targeted staff training was found to be the most appropriate solution, as it directly addresses the skill gap affecting service quality.
[bookmark: _Hlk208302504]The analysis of green haven florist identified several key issues affecting business performance. Firstly, the business has a limited online presence, which reduces its ability to reach a wider customer base and compete with other florists using digital platforms. Secondly, low customer engagement was identified, as there is minimal interaction through social media and limited use of customer feedback systems. Thirdly the lack of an online ordering system makes it inconvenient for customers who prefer digital purchasing, leading to missed sales opportunities.

Additionally, staff training was found to be insufficient, which may impact the quality of customer services and overall customers satisfaction. The evaluation also highlighted that competitors are using more advanced marketing strategies, increasing pressure on the business.

Overall, the findings suggest that improving digital marketing, implementing an online sales system, and enhancing staff training are essential steps for increasing customer satisfaction, engagement, and sales performance.
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The Key Performance Indicator is: 
	Specific
	Measurable
	Attainable
	Relevant
	Time-Bound

	

Questionnaire

Observation

Reviews to assess customer satisfaction and staff performance 



	

At least 80% of customers complete feedback surveys: customer satisfaction score (CSAT)=4/5 social media engagement increases by 20%

	
Date will be collected by the training committee and marketing staff using surveys social media analytics, and observation checklists





	
Measures improvement in customer satisfaction staff performance and online engagement which are the key to business growth.


	
Date will be collected daily ( engagement ) weekly (performances 0 and fully evaluated after 1 month
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