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Executive Summary
Green Haven Florists is facing a steep revenue decline driven due to shifting consumer preferences. To combat this, they need to modernise their digital infrastructure and launch a subscription model. The owners can secure a monthly recurring income while upholding their sustainable practices. This strategy will bridge the gap between traditional craftsmanship and modern ecommerce. Also, ensuring the shop remains a relevant, resilient florist in the Norwich area. There has also been provided with a risk analysis as well as Grid analysis for the task. It has effectively justified and depicted the feasibility of the implementation plan as well as the proposed solution. 
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[bookmark: _Toc224320296]Task 1
[bookmark: _Toc224320297]Overview of Green Haven Florists 
Green Haven Florist is a Norwich-based independent business that opened in 2016 and is facing a lot of challenges in the business. Over the years, despite developing a strong and eco-friendly arrangement, the growth was 30% less in the year. The main reason is the rise of high-street activity and also intense competition from new and trendy boutiques, which offer low prices and increased digital convenience. Moreover, just like any other business in the country, this too has been facing rising costs of operations, especially for sustainable packaging and imported blooms (UK Government, 2025).  Customer reviews are one of its major weaknesses, as is an outdated website and an absence of flexible delivery. Even the founders, Priya and Liam, struggle to bridge the gap in social media marketing and are completely dependent on word-of-mouth despite the competitors having a massive reach on social media. Green Haven needs to modernise and upgrade itself to survive the difficulties it is going through. 


[bookmark: _Toc224320298]Task 2
[bookmark: _Toc224320299]Solution A: Digital Transformation
Green Haven Florist must leverage digital technology and must completely redesign their website to make it friendly for users. In the UK, there are 59 million ecommerce users, and the company must take the necessary steps to cater to their needs (Landmark Global , 2025). Liam and Priya should try to switch to the digital means of delivery, and by increasing their footprint, they should create a more sustainable and diversified source of revenue. Doing this will also solve the problem of an outdated website and generate positive feedback, providing the customers with a platform for a user-friendly interface. Moreover, having a digital presence in 2026 is a way to enhance one's professional image to a large extent. 
[bookmark: _Toc224320300]Solution B: Create a hyper-local experience
Green Haven must be leveraging their physical space and also personal touch, and must pivot itself towards experiential retail by hosting sustainable floral workshops. These are the events which capitalise on the unique eco-friendly aesthetic of the store, and will also turn the place into a place where communities can come together and bond together. Customers through this are also going to get a motivation to visit the store and enjoy a pleasant time with like-minded people. Both solutions have the potential to solve the low footfall and sales of the stores (Plummer, 2021). Integrating these proposals into the everyday functioning of the place must be fruitful in attracting the younger generations. 


[bookmark: _30ze5vdgbauq][bookmark: _Toc224320301]Task 3
[bookmark: _Toc224320302]Explaining the results and selecting the preferred solution 
Based on the results of grid analysis, digital transformation with a subscription-based model is recognised as the preferred solution for Green Haven Florists. This option is further denoted to achieve the highest score as it directly addresses several of the business’s main concerns. For instance, it includes declining foot traffic, outdated websites, as well as increasing competition from online flower retailers. Thus, by enhancing the website and introducing subscription services, the business can draw interest from new online customers while generating predictable recurring revenue (Adekunle et al., 2023). Although experiential workshops can help to reinforce community engagement, their capacity related to reach and are limited as compared to the scalable benefits of digital transformation.


[bookmark: _Toc224320303]Task 4
[bookmark: _Toc224320304]Explaining the results and the feasibility of the selected solution 
The risk analysis has effectively showcased the existence of several risks, while remaining manageable and relatively moderate (Igbekoyi et al., 2024). Meanwhile, the highest risk factors are associated with delays in developing websites along with uncertainty in subscription adoption. However, it has indicated mitigation as well as emphasising careful planning of the professional web design support, and targeted marketing efforts (Smith, 2022). Apparently, none of the pinpointed risks show a severe or unmanageable threat to the business. This signifies consideration of the probable benefits such as expanded market reach, enhanced customer convenience, along with recurring revenue streams. Therefore, illustrating that the digital transformation strategy remained to be a highly feasible and practical solution for Green Haven Florists.


[bookmark: _Toc224320305]Task 5
[bookmark: _Toc224320306]Providing reasons for the activities, timings, order, responsibilities, etc. 
The implementation plan is regarded to be structured as per the logical sequence in ensuring efficiency in the development of the new digital platform. In the initial stage, conducting platform research can help to select the most suitable e-commerce system, which will ensure alignment of the technology with business needs. Subsequently, it will prefer to design the subscription services as well as pricing structure so as to address increase of material costs and customer expectations. Beta testing with loyal customers while developing the website will allow incorporation of feedback before the final launch (Galeano et al., 2023).



[bookmark: _Toc224320307]Task 6
[bookmark: _Toc224320308]Effectiveness of the metric
Green Haven will be using the Monthly Recurring Revenue for monitoring the stability of the new income stream as operational costs continue to rise (Jacobs, 2024). Liam and Priya, the founders of the company, have to compare the growth in MRR to evaluate if the subscription-based model can offset the losses that came due to the 30% decline in customer footfall. Moreover, the SMART objectives allow for evidence-based changes, such as the 100 subscriptions target and also a benchmark for the financial viability of the business. These metrics are real-time and can be justified whenever required by the founders of the company. 


[bookmark: _Toc224320309]Conclusion
The following are the main findings of the report for Green Haven Florists to regain the lost customers and also stay relevant in the market: 
· The report found that the florist has been suffering from a lot of challenges, such as rising operational costs, supply chain issues, stiff competition, an outdated website and others that are posing problems. 
· It proposed transitioning to a subscription-based model and overhauling the website to regain the market position, and has also given a risk analysis and an implementation plan. 
· For this, it has to stay sustainable and maintain eco-friendly business practices that are essential for this. 
· Lastly, using MRR and SMART objectives, it can meet the business goals and also measure the success. 
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[bookmark: _Toc224320312]Appendix 1: Task 3a Grid Analysis
	Factors to consider
	Weighting
	Digital Transformation
	Hyper-local Experience

	Implementation Cost
	Medium significance
	Moderate cost due to website development
	Lower cost by utilising existing store space

	Ability to Increase Sales
	Very high significance
	Strong opportunity through online orders and subscriptions
	Moderate potential as it depend on event participation

	Customer Reach
	Very high significance
	Broad reach beyond the local market
	Limited primarily to local customers

	Competitive Advantage
	High significance
	Significant advantage against online competitors
	Moderate advantage by unique experiences

	Long-term Sustainability
	High significance
	High sustainability towards continuous online sales
	Moderate sustainability relying on event demand

	Overall Result
	
	Most suitable solution
	Less impactful on total sales


[bookmark: _Toc224320313]Appendix 2: Task 4a Risk Analysis
	What could cause a risk?
	Likelihood (1–5)
	Impact (1–5)
	Risk Factor = L × I
	What can you do to reduce this risk from happening?
	If it happens – what can you do to minimise the impact?

	Delays in website development or technical issues
	3
	4
	12
	It is required to hire an experienced web designer and setting compelling project milestones
	Emphasise temporary online ordering by social media or email

	Low customer adoption rate for subscription service
	3
	4
	12
	Encouraging subscriptions by discounts, social media marketing as well as loyalty incentives
	Adjustment of pricing or offer flexible plans on the basis of feedback

	Challenges in delivery and logistics due to increased online orders
	2
	4
	8
	Partner with reliable local delivery services and schedule deliveries efficiently
	Temporarily limiting order volume and enhance operational processes


[bookmark: _Toc224320314]Appendix 3: Task 5a Implementation Plan
Problem being solved: Outdated website 
Plan to solve: Digital transformation and subscription-based model
	
	Task
	WHAT

	WHEN

	WHO

	Done

	1
	Selecting the right platform 

	The first includes thorough research and selection of a user-friendly platform, such as Wix or Shopify, that also has subscription extensions. Research is essential to find the most suitable and best platform for the business needs.

	
Week 1-2

	Liam 

	
Pending 


	2
	
Designing the service

	
The services, such as weekly or monthly subscriptions, need to be rolled out, and the price points also need to be explained so as to cover the rising cost of the materials (Robinson, 2024). They need to make it clear about the fact and way the system is going to work. 

	
Week 2-3
	
Priya 
	
Pending 


	3
	Web Development 

	
The website is to be completely overhauled so that it is also accessible and easy to view from mobile. This means making the navigation clear and keeping it very simple in nature. 

	
Week 4-6 

	Web Designer 

	Pending 


	4
	
Beta Testing 

	The site must be launched first to a group of loyal customers, and their feedback needs to be integrated for the subscription process. This is going to remove any bottleneck in the model before the service is rolled out for the masses and public use.

	Week 8

	Liam and Priya 

	


	5
	Launch in the market 
	An online grand opening of the new website and other social media handles of the business for higher rates of conversion. 
	Week 8 
	Liam and Priya
	Pending 



[bookmark: _Toc224320315]Appendix 4: Task 6a
The Key Performance Indicator is: Monthly Recurring Revenue 
	Specific
	Measurable
	Attainable
	Relevant
	Time-Bound

	
To launch a mobile-friendly e-commerce website featuring three tiers of subscriptions (weekly, monthly, and yearly) (FBC , 2024). 



	
To acquire 100 subscribers within the first three of the digital launch of services.


	


The goal is to make use of existing 200+ customers through personalised email and social media marketing, and also a special 15% discount for first-time clients. 

	


To diversify the streams of revenue to make up the 30% losses in physical store sales, and also be able to compete with other deliverers such as DPD. 

	
To achieve a net total of £3000 from subscription-based revenue by the end of the first six months of launching the new website. 
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