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Overview of the Case Study

Green Haven Florists is a small flower shop in Norwich, UK, owned by Liam and Priya Patel. They have built a reputation for being eco-friendly and providing great customer service, which has helped them become a favourite in the local area but the business has been struggling lately with a significant drop in sales, especially in foot traffic to the shop. In the past year, they've seen a 30% decrease in sales from walk-in clients, which is a significant loss. Even though they have seen a small increase in online sales it is unfortunately not enough to make up for the the 30% decrease. The owners are struggling and are not sure on how to improve their business they need to rethink their strategy or find new ways to attract new customers to the shop because relying on online sales alone on their current website might not be enough to keep the business thriving.

There are many several reasons for this. Firstly, there is strong competition from online flower retailers which offer convenience and lower prices. Secondly the cost of running the business has increased. Lastly the business does not have a strong online presence which makes it harder to attract new customers. As more people prefer to shop online Green Haven must  adapt its approach in order to stay competitive and improve its overall performance.


Proposed Solutions

Improve Online Presence

In order to boost the company's online presence a major redesign of the website is necessary. Currently, the site is outdated clunky and often difficult for prospective customers to navigate whether you're using a mobile phone or a computer. A brand new website design could make all the difference focusing on a modern user-friendly and more accessible website and some key features to include are online ordering high-quality images of products, transparent pricing alongside promotions to be able to compete with bigger companies and fast next day delivery options. This would not only improve the overall customer experience but also make it easier for customers to find what they're looking for to make purchases. By remodeling the website the business can increase its online visibility attract more customers and ultimately increase sales.
 Also a well designed website can help establish the company's brand  and build trust with potential customers. A modern and functional website is what the business needs to stay competitive in today's digital society in order to reach a wider audience.
To be able to boost the business using social media platforms like Instagram and Facebook more often would be a good idea. These sites are great for showing their unique flower arrangements and new deals to help widen their customer base. If the business posts regularly and talks to customers which boosts their engagement it might get more people interested and keep the customers it already has. This could help the business compete with online stores and improve their business and expand their customer base 



Subscription and Loyalty Programme

Another solution is to introduce a subscription service and a loyalty programme. The subscription service would allow customers to receive flowers regularly such as weekly or monthly deliveries. This would be useful for customers who want flowers for their homes or workplaces on a regular basis for example promoting weekly flowers for a significant other.Having a loyalty program in place can really help keep customers coming back. This is importantly as is to create a sense of reward for buying from the florist more than once. So for every time they make a purchase they get points. These points can then be used to get discounts or special deals. This way customers are more likely return and become regulars this helps build strong relationships with them which can be something that makes Green Haven Florist unique to a larger audience.



PMI Analysis

Solution 1: Improve Online Presence

Plus :
Reaches a wider audience
Helps compete with online retailers
Improves brand visibility

Minus :
Costs money to develop and maintain
Requires digital skills
Takes time to see results

Interesting :
Could expand to nationwide delivery
May attract younger customers


Solution 2: Subscription Model

Plus :
Creates regular income
Encourages customer loyalty
Builds long-term relationships

Minus :
Demand may be low at first
More difficult to manage deliveries
Requires consistent stock

Interesting :
Could lead to business contracts
Seasonal offers could increase interest



The Preferred Solution

Improving the online presence is the way to go due to technology evolving and society now in day preferring online shopping due to its convienence  which is the main problem the business is facing and there's a lot of competition from other online companies. By making its website and social media better the business can directly tackle this issue. This will help the business stay relevant and competitive in a market that's constantly changing due to improvements in technology with a stronger online presence the business can reach more customers increase sales and ultimately grow. It's a simple but effective solution to the current problem.

To really make the most of a subscription solution people  will need to know about your business first. Therefore it will be  a good idea to focus on promoting the business online before trying to get people to sign up. This way, you can make a bigger impact on sales and reach more customers. By improving your online visibility, you can make your subscription model more effective in the long run.


Risk Analysis

	Risk 
	Impact 
	Likelihood
	Solution 

	Website not working properly 
	High 
	Medium 
	Hire a professional 

	Low website traffic 
	High
	High 
	Use marketing and social media 

	Cost goes over budget 
	Medium 
	Medium 
	Set a clear budget 

	Lack of digital skills 
	Medium
	Medium 
	Provide staff training 





Risk Analysis Explanation

There are several risks involved in improving the online presence. One risk is that the website may not work properly or may be difficult for customers to use. Another risk is that not enough people visit the website, meaning sales may not increase There is also the possibility that the project could cost more than expected which could put the company in risk as they might not have the funds to recover from the investment if the website fails to increase sales. However with the right approach these risks can be avoided or controlled . For example hiring an experienced developer can help minimize technical glitches and a well-planned marketing strategy can also attract more visitors to the site. 
Additionally, providing any future staff or the owners themselves with adequate training ensures the system runs smoothly. By taking these steps, businesses can effectively manage risks and improve their business especially with careful planning and attention to detail the potential downsides can be avoided and the benefits of the system will flourish 


Implementation Plan

In Month 1–2: they should research customer needs and their competitors. Plan website features and hire a web developer

In Month 3: they should focus on building and testing the website and adding ordering and payment options

In Month 4: Launching the website and starting their social media marketing should be a priority 

In Month 5–6: Monitoring performance and Collecting feedback are key in order to make improvements




Justification of Implementation Plan

In order for this business plan to work intense research and planning will be needed before moving into development and launch. This will help reduce mistakes and ensure the website meets customer needs. The timeline allows enough time for testing before launching and having a clear plan in place which will be really helpful especially when it comes to managing a small business.The final stage which is all about using feedback to improve the website is really important for making sure the business keeps doing well in the long run. Overall the plan is straightforward and works well for small businesses making it a great way to improve their business






KPI and SMART Objectives

· Key Performance Indicator (KPI):

· Increase in online sales




SMART Objectives:

· Increase online sales by 20% within 6 months
· Reach 1,000 website visitors per month within 3 months
· Achieve a 3% conversion rate within 6 months
· Increase social media followers by 25% within 4 months





Evaluation

The diagnostics will help measure how successful the new strategy is. Website analytics can track how many people visit the site versus how many make purchases. Sales data will show whether revenue is increasing plus social media insights can also show engagement levels.By checking this data regularly the business can see what is working and what needs improvement. For example if traffic is low, more marketing may be needed. If people visit the website but do not buy then the website may need changes. This helps ensure continuous improvement.






Key Findings Summary

Sales have declined due to changes in customer behaviour and online competition is a major challenge the business has a weak online presence Two solutions were identified the first is Improving online presence which is the best option although Risks exist they can be managed A clear implementation plan has been created for example KPIs and SMART objectives will track progress which will Improve online presence that can increase sales and visibility
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