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[bookmark: _Toc375805020][bookmark: _Toc194656417]1 Introduction

Green Haven Florists, is a small independent flower shop, founded in 2016 by Liam and Priya Patel in Norwich, UK., very popular and known for bespoke floral arrangements, eco-friendly packaging, and strong community ties. They had an early success, despite of that, the flower shop faced declining sales and its competition has increased from online retailers. 
Green Haven Florists has experienced a 30% decline in in‑store sales over the past year. This downturn is driven by reduced high street foot traffic, rising costs of imported flowers and sustainable materials, and increased competition from online retailers and local boutique florists. While online orders have grown slightly, they have not compensated for the loss of physical customers. The business struggles with an outdated website, limited delivery options, and weak digital marketing, leaving it vulnerable in a rapidly changing retail environment.
This report evaluate the current situation, and proposes 2 strategies for Green Haven Florists, then I will choose one of them to reach repositioning for long-term sustainatibility in the market.
“Making decisions and solving problems are two key areas in life, whether you are at home or at work”[footnoteRef:1] [1:  Decision-Making and Problem-Solving | SkillsYouNeed ] 


[bookmark: _Toc194656418]2 Description 

Green Haven Florists is a retail florist offering bespoke arrangements for walk-in customers, weddings, and corporate clients. 
However has experimented with 30% decline in in-store sales over the past year
Slight increase in online orders, but insufficient to offset losses.
Risign costs of imported flowers and sustainable materials
Reduced foot traffic due to high street decline.

Identify the problem using the 5W2H
· What: Decline foot traffic 30% drop in in‑store sales, I think it was a significantly impacting revenue.
· Why: Rising operational costs of the fresh flowers such as orchids and tulips has surged due to inflation, and competition from online retailers, outdated digital presence.
· Where: Norwich high street, now less busy due to closures nearby.
· When: Over the past 12 months.
· Who: Liam & Priya Patel
· How: Traditional marketing, limited online engagement, higher costs for sustainable materials.
· How much: Significant enough to threaten profitability.

[bookmark: _Toc194656419][bookmark: _Toc194656421]3. Personal Reflection
I recognise the strengths of Green Haven Florists, their creativity, quality, and sustainability, but also see gaps in digital presence and adaptability. The business has relied heavily on traditional methods, and weak presence in social media, which are no longer sufficient for the actual market, because the current market is competitive and strong social media. Reflecting on this case the importance of balancing values eco‑ethics with modernisation, it is necessary a digital transformation. I consider that Green Haven Florists, has to re-star again, put their focus to build a strong marketing,  one important point is that they have a strong community ties for long time, despite of  competition from online retailers, they have a good presence which has to adapt to the challenges market, understanding shifting consumer behaviour, convenience, online shopping, suscriptions. Modernising their business model to remain relevant, is the first step.

3.1 Evaluation: 
· Strengths: High‑quality arrangements, eco‑friendly ethos, loyal customer base.
· Weaknesses: Outdated website, limited delivery options, weak digital marketing.
· Opportunities: Subscription services, workshops, partnerships with local businesses, stronger online presence.
· Threats: Online competitors, boutique florists with strong social media branding, rising costs.
Evaluation Using PMI (Plus, Minus, Interesting)
	
	
	
	

	
	
	
	

	
	
	
	


	
Solution
	
Plus (Advantage)
	Minus
(disadvantages)
	Interesting
(Neutral /
Considerations)

	
Digital 
Transformation

	
Expands customer reach beyond Norwich; aligns with consumer shift to online shopping, catch more (subscriptions).
	
Requires upfront investment in technology and marketing.
	
Could reposition Green Haven as a “sustainable luxury” brand online.

	
Community
Engagement
	
Strengthens local loyalty; low‑cost marketing through word‑of‑mouth; builds brand identity around sustainability and creativity.
	
Limited scalability; does not fully address decline in foot traffic.
	
Could create niche positioning as a community hub rather than a retailer.



“Problem-solving and decision-making skills are both important because they can help you navigate a variety of situations that might come up at work”[footnoteRef:2]  [2:  Decision-Making and Problem-Solving: What's the Difference? | Indeed.com] 


3.2 Analysis
PESTEL
· Political: UK trade policies affecting flower imports.
flower imports through post‑Brexit border controls, new inspection fees, and recent tariff suspensions. These changes have created both challenges (higher costs, delays) and opportunities (reduced duties on certain products).
· Economic: Inflation and reduced consumer spending on luxury goods.
· Social: Shift toward online shopping and subscription models.
· Technological: Competitors leveraging e‑commerce and social media.
· Environmental: Sustainability valued but costly to maintain.
· Legal: Compliance with packaging and sustainability regulations.

Two Alternative Solutions

1. Digital Transformation
· Redesign the website with e‑commerce functionality and decorate
· Create a marketing slogan, functional, it could be special words for use them in promotional dates.
· Introduce subscription bouquet services and flexible delivery options.
· Invest in social media marketing (Instagram, TikTok, Facebook, Youtube).

2. Community Engagement & Diversification
· Host workshops (flower arranging, eco‑packaging) to strengthen local ties.
· Partner with local businesses for cross‑promotions.
· Focus on in‑store experiences to differentiate from online competitors.
Justification
· The core problem is declining foot traffic and competition from online retailers. Community engagement alone
· Digital transformation directly addresses customer demands for convenience, flexible delivery, and subscriptions.
· Though it requires investment, it offers scalable growth beyond the local market, ensuring long‑term sustainability in the community.
· It also allows Green Haven to leverage its eco‑friendly ethos as a differentiator in the online space.

Risk Analysis of Digital Transformation

Key Risks:
· Financial Risk: Upfront investment in website redesign, e‑commerce, and marketing may strain cash flow.
· Technical Risk: Lack of digital expertise could lead to delays or poor execution
· Customer Risk: Existing loyal customers may resist change or prefer in‑store experiences.
· Competitive Risk: Competitors may respond quickly with stronger promotions or digital campaigns.
· Operational Risk: Managing online orders, subscriptions, and deliveries could overwhelm current staff capacity.
· Start with phased investment (basic e‑commerce first, then subscriptions).
· Outsource technical tasks to experienced web developers.
· Provide training for staff in digital tools and customer service.
· Maintain in‑store experience alongside online expansion to retain loyal customers.

Rising Costs and Delays
· These new rules have increased administrative burdens and inspection fees, leading to higher retail prices and reduced product variety.
· Industry leaders warn that small florists may struggle to absorb these costs, potentially narrowing their offerings or passing costs to consumers.

“Problem-solving is a structured, systematic process to identify possible answers or solutions to a given situation”[footnoteRef:3] [3:  The Importance and Development of Decision-making and Problem-solving Skills – Sintelly] 



4. PLAN
DIGITAL TRANSFORMATION

Phase 1: Preparation (Month 1–2)
· Conduct market research on customer preferences for online services.
· Hire a web developer to redesign the website with e‑commerce functionality.
· Train staff in digital order management and social media marketing.

Phase 2: Launch (Month 3–4)
· Roll out updated website with online ordering and flexible delivery options.
· Introduce subscription bouquet service (weekly/monthly or even yearly).
· Launch targeted social media campaigns highlighting sustainability and bespoke designs.
Phase 3: Growth (Month 5–6)
· Monitor customer feedback and adjust website usability.
· Expand delivery coverage and partnerships with local businesses.
· Introduce loyalty programs for repeat online customers.
Phase 4: Consolidation (Month 7 onwards)
· Evaluate financial performance (sales growth, online revenue share).
· Continue refining digital marketing strategies.
· Explore corporate subscriptions and event partnerships.
Measuring Effectiveness
Key Performance Indicators (KPIs):
· Sales Metrics:
· Increase in total revenue (target: +15% within 12 months).
· Online sales share compared to in‑store (target: 40% online within 12 months).
· Customer Metrics:
· Website traffic and conversion rates.
· Subscription uptake (target: 100+ subscribers in first year).
· Customer satisfaction scores (via surveys).
· Marketing Metrics:
· Social media engagement (followers, likes, shares).
· Cost per acquisition (CPA) for new customers.
· Operational Metrics:
· Delivery success rate and turnaround time.
· Staff efficiency in managing online orders.
Evaluation Approach:
· Monthly review of KPIs against targets.
· Customer feedback surveys to assess satisfaction with online services.
· Financial analysis to ensure profitability of digital investments.
· Adjust strategy based on data (e.g., refine subscription pricing, improve website UX).
“The types of decisions we make are routine, impulsive, and reasoned”.[footnoteRef:4]   [4:  106 Think Decisions | Cuesta College | San Luis Obispo, Paso Robles, Arroyo Grande] 

“Effective leadership is a delicate balance of numerous attributes, but two essential skills stand out as fundamental pillars: problem-solving and decision-making”[footnoteRef:5] [5: 
https://economictimes.indiatimes.com//jobs/c-suite/problem-solving-and-decision-making-skills-every-leader-must-have/articleshow/104657283.cms?utm_source=contentofinterest&utm_medium=text&utm_campaign=cppst] 










5. Conclusion
Green Haven Florists must embrace digital transformation while preserving its sustainable ethos. By modernising its website, diversifying services, and strengthening marketing, the business can reposition itself as a competitive, eco‑conscious florist. This plan provides a roadmap for stabilising finances, regaining customer loyalty, and ensuring long‑term sustainability. Green Haven Florists must take decisive action to revitalize their business to reach high standards service.
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