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Introduction of green haven florists: 
Green haven florist has been struggling with business problems as sales and profits have declined over the past year. In store sales have fallen by about 30%, largely because fewer customers are coming to the market. Many people now prefer to buy flowers online because its more convenient and often cheaper. Large online flower companies also offer same-day delivery and regular discounts, which green haven is struggling to compete with. 
At the same time, the cost of doing business has increased. Inflation and supply chain issues have driven up the price of fresh flowers, especially for imported flowers. Green haven florist commitment to sustainable packaging and locally sourced flowers has also become more expensive. These higher costs reduce profit margins and make it difficult for the business to remain profitable.
In addition, green haven florist website is outdated and difficult to use, which limits online sales growth. The owners rely mostly on word-of-mouth marketing and do not actively use digital marketing tools such as social media or online advertising. New competitions have also entered the local market, including a strong Instagram, Facebook, TikTok presence and wide delivery coverage. 
Overall, the major business problem is that green haven florist has not been able to adapt quickly enough to changes in consumer behaviour and the retail environment. Without improving its online presence and finding new ways to attract and retain customers, the business it at risk of continued decline and long-term financial instability. 

Two alternative solutions: 
Improve online sales and digital presence.
Green haven florists can focus on improving their online presence to attract more customers. This would include updating the website so that it is easy to use, mobile-friendly, and allows customers any hassle. This business could use social media platforms like Instagram, Facebook, and TikTok more regularly to showcase its floral designs and promote exclusive offers.
Additionally, green haven could introduce flexible delivery options and a flower subscription service where customers receive flowers weekly or monthly. This solution would help the business reach customers who prefer online shopping and generate regular revenue. By increasing online sales, the store would become less dependent on in-store customers.
Focus on local community and premium services: 
Another option is for green haven florists to focus more on their local community and provide premium, personalized service. The business could host flower arranging workshops, work closely with local businesses, and expand its services to weddings, event, and corporate clients. This would help the shop stand out as a high-quality, local florist rather than competing on price with large online retailers. 
Green haven could launch a loyalty program for regular local customers and more strongly promote its eco-friendly values. The goal of this solution it to build stronger relationships with customers and encourage repeat business, even its overall foot traffic is low.
PMI analysis 
PMI analysis is used to compare different options by looking at the positive points (plus), negative points(minus), and interesting points (interesting) of each solution. 
Solution1: improve online sales and digital presence.

	Plus (+)
	Minus (-)
	Interesting

	· Helps green haven florists reach more customers who prefer shopping online.
· Sales do not depend only on people coming to the shop.
· Can help increase income with online orders and subscription.
	· Requires money to update the website and run online marketing.
· Owners need to learn new skills or get help.
· Online competition is strong from large national flower companies.
	· Online sales can bring regular monthly income.
· Customer data from online sales can help improve future marketing.



Solution2: focus on local community and premium services.

	Plus (+)
	Minus (-)
	Interesting

	· Customers feel closer to the business.
· Helps green haven stand out from big companies.
· Builds customer loyalty through workshops and personalised service.

	· Only local people can use the service.
· Still depends on people visiting the shop. 
· Premium pricing may not suit all customers. 
	· Workshops can attract new customers.
· The shop could become well known as a local specialists’ florists.




Best solution for green haven florists:
The best solution for green haven florists is to improve their online sales and digital presence. This is because fewer customers are coming to the store and many now prefer to buy flowers online. By improving the website and offering online ordering and delivery, the business can reach more customers and increase sales.
This solution allows green haven to better compete with large online flower companies while promoting eco-friendly values. The community- focused solution builds loyalty but does not solve the core problem of low visitor numbers. Therefore, improving online sales is the most appropriate solution for long-term success.

Basic risk analysis
One risk of improving online sales is the excessive cost of creating a new website and managing online marketing. This can impact the financial health of the business. To mitigate this risk, green haven florist can invest in phases and set a clear budget.
Another risk is the lack of digital skills. The owners may not have experience with websites or online marketing. This risk can be mitigated by using external experts or learning basic digitals skills.
There is also the risk that the website may not work well or that the online experience of customers may be poor. This can damage the business reputation. Choosing a reliable website developer and testing the website before launch can mitigate this risk.
Overall, these risks are manageable and can be controlled with careful planning, making the selected solution a good fit for green haven florists. 

Implementation plan of green haven florists
Step1: planning (month 1)
Green haven florist should first decide how much money they can spend to improve online sale. Owners should set clear goals, such as increasing online orders and attracting new customers. They should also choose a web design or online service to help them create the website.
Step 2: website development (months 2-3)
A new, easy- to- use should be created. The website should be created. The website should allow customer to view products. Place orders and choose delivery options. The site should work well on mobile phones. 
Step3: online marketing (month4)
Green haven florists should start using social media platform like Instagram and Facebook to promote their products and eco-friendly values. Simple online advertising and email messages can be used to attract customers to the new website.
Step4: launch and review (month 5 onwards)
The website should be officially launched. The business online sales, customer feedback, and website performance should be regularly monitored. Changes can be made to improve results.
Measures of effectiveness:
To test whether the new online sales strategy is working, green haven florists should use a few simple metrics.
First, the business should track online sales to see if the number of online orders and total online revenue is increasing. This shows whether the website is helping to improve sales.
Second, green haven florists should monitor website activity, such as how many people visit the website and how many place orders. This helps to understand customer interest.
Third, the business should measure the number of repeat customers or subscription users. This shows customer loyalty and regular revenue.
Finally, green haven florists should collect customer feedback, such as reviews and comments, to see if customers are happy with the online service and delivery. 

Conclusion 
Green haven florists are facing a few of business challenges, including declining in-store sales, rising costs and intense competition from online flower companies. Changes in customer busing behaviour have reduced the number of high-street shoppers, making it difficult for business to rely solely on walk-in customers. It these issues are not addressed; the long-term viability of the business could be at risk. This report examines the core business problem and considers two potential solution improving online sales and focusing on the local community. Suing PMI analysis, both options are assessed. While a community-centric approach can help build customer loyalty, it does not fully address the issue of declining footfall and limited growth. In contrast, improving online sales directly addresses the core problem, allowing green haven florists to reach more customers and increase sales.
The chosen solution of improving digital presence, online ordering and delivery services offers better long-term opportunities for growth and sustainability. While there are risks, such as setup costs and lack of digital expertise, these can be managed through careful planning and phased investment. With a clear implementation plan and regular performance measurement, green haven florists can adapt to changing market condition while maintaining their eco-friendly values. Overall, this strategy gives the business the best chance of success in the future.
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