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Executive Summary 
Problem-solving is a process of identifying the issue and solving it with a comprehensive analysis. Besides, decision-making is a process of selecting the best strategy for the identified problem. In this study, the solution for Green Haven Florists has been provided for their declining profitability. It has been found that subscription-based initiative could provide the essential strategy for the company by mitigating the market competition and stabilising operational cost. It can be said that, irrespective of the different risks of the market such as frequent cancellation, declining demand, delivery issue and others, the strategy can provide a boost in the profitability of the business by leveraging customer retention. The KPI to measure the subscription number can ensure the success rate of the selected strategy. 
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[bookmark: _Toc224727739]1.0 Introduction 
Problem-solving is a systematic process of identifying, analysing, and resolving the issue, and decision-making is an act of choosing the best (Attah et al. 2024). This study will focus on solving the business problem of Green Haven Florists through different solutions. Besides, risk analysis, implementation plan, and KPI of the best solutions will be evaluated in this study for the strategic decision development.


[bookmark: _Toc224727740]2.0 Main Analysis 
[bookmark: _heading=h.1y7yc8pye8by][bookmark: _Toc224727741]Task 1) Overview of the case study
[bookmark: _heading=h.mo277xhs4x76]Case study Overview 
[bookmark: _heading=h.bpwrnxkun6b0]Green Haven Florists is an independent flower shop in Norwich, UK, which was founded in 2016. The company gained a reputation due to its quality floral arrangement, strong community ties, and eco-friendly packaging. However, the company is currently facing issues in the business that require a strategic solution.  
Root Problem identification
The company is currently facing issues in its profitability due to increased market competition and rising operational costs. It has been found that operational costs surged due to the disrupted supply chain and inflation rate. Besides, many people felt the website of the company is tough to navigate, which is another reason for declining 30% profit in this organisation [Refer to case study]. 
Critique the problem 
The declining profit is negatively contributing to the operational capacity and threatening long-term survival of the company (CFI, 2025). Thus, the problem of Green Haven Florists can threaten the long-term sustainability of the company. 
[bookmark: _Toc224727742]Task 2) Two Proposed Solutions
Solution A Proposal
Considered solution
Increasing its omnichannel marketing strategy by developing a campaign plan.
Evaluation of the solution 
This can increase the sales of Green Haven Florists by developing an omnichannel marketing strategy. A campaign for the fresh products could mitigate the business problem of the company, as it can reach a wider audience. 


Justify the solution 
For online marketing, different social media channels will be used along with influencer marketing. The influencer market growth rate is 22.2% in the UK from 2025 to 2030 (Grand View Research, 2025). Besides, the offline marketing will be conducted through 3D billboards and leaflet distribution. For example, flower company Bloom & Wild leaned on emotional resonance with their campaign to drive profitable growth in the business (Marketing Week, 2026).
Solution B Proposal
Considered solution
Developing a subscription-based initiative for the customers with premium discounts and offers
Evaluation of the solution 
The subscription-based initiative by Green Haven Florists can mitigate the ongoing pressure of competitors from the market by developing a long-term customer relationship. This increases customer loyalty as customers will get premium discounts and offers after availing the subscription from the company. The increased customer base can enhance the profitability of the company. 
Justify the solution 
It has been found that in the UK, almost 30% of people subscribed to at least one subscription-based service (Entrepreneur, 2026). This denotes the likeness of the subscription-based model among the Brits.
[bookmark: _Toc224727743]Task 3b) Evaluation Results and Justifications
Selection of either solution A or Solution B
According to Qiao et al. (2023), PMI technique is a decision-making tool to explore positive, negative and interesting aspects of the proposed solution. Solution 1 is focused on improving the marketing plan of the company and attracting new customers. Solution 2 will focus on customer retention and increase brand loyalty [Refer to Appendix 1]. Among these two solutions, solution B has been considered because it got score 4, whereas, solution A got score 1. 
Defended Criteria used 
In Solution A the cost of business will increase, which is another significant issue. However, in Solution B, the risk of subscription cancellation is prominent but it can leverage business profitability through addressing the growing market competition without increasing the operational cost. 
Weightings attribute of the criteria 
Each factor is denoted with 1 point and if the factor is under plus or interesting quadrant, then the mark is denoted with (+1) and if the factor is under minus quadrant then it has been marked with (-1). 
Justification of the selected solution 
It can be said that solution B will be more effective for Green Haven Florists because it can address both the issues of the company, which are enhancing competitiveness without increasing operational cost. The subscription-based model is successful due to an effective pricing strategy and provides long-term success (Suntech Group, 2025). Besides, the discounts and offers in the subscription-model can increase customer satisfaction, retention, and profitability. Around 79% of Brits agreed that lower prices of products are one of the major driving forces for them while shopping (YouGov, 2024). Adhering to the subscription-based initiative, the company can address consumer demands. 
[bookmark: _Toc224727744]Task 4b) Risk Analysis Results and Justifications
Risk Analysis 
The frequent cancellation can be a major issue for Green Haven Florists while implementing the subscription-based model. According to Nansubuga and Kowalkowski (2024), customer cancellation is a big issue in the subscription-based model due to the changing economic situation of customers and dissatisfaction with the service or products. Besides, the reduction of the market demand for flowers with other substitutes is another major risk. Besides, considering a new business model can create operational complexity for the company, which can lead to delivery issues [Refer to Appendix 2]. As mentioned by Lindström et al. (2024), a subscription-based initiative is complex due to its requirement for flexible pricing, variation of features, and dynamic requirements of customers.
[image: ]
Figure 1: Risk for the proposed solutions
(Source: Self-developed)
Defended Criteria used
These criteria are effective as the Green Haven Florists’ subscription model might encounter cancellation threats, delivery issues, and shifting demand. Using such criteria helps in assessing the profitability of each threat and the severity with which it could affect profitability and service quality.
Weighting attribute of the criteria 
Operation issues acquired medium weighting as a result of delivery reliance, while the financial significance has been prioritised due to profitability is the main issue faced by the firm. This weighting guarantees that the highly critical threats require immediate attention to be addressed. 
Justification of the reliability of the solution  
The subscription-based initiative for Green Haven Florists is feasible, irrespective of a few risks of application. For the frequent cancellation risk, offering a downgraded subscription-based can allow customers to still avail the products at a lower price which can provide market feasibility. The AI-driven predict tool is helpful to determine the pattern, anticipated customer behaviour and upcoming demand forecast by using Artificial Intelligence (AI) and machine learning (ML) (McKinsey, 2025). The company must do pilot testing before application of the subscription-based initiative, which can ensure operational feasibility. This utilises software tools like FarEye, which is one of the software programs that is used for planning routes for delivery (FarEye, 2026).
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Figure 2: Solutions for risks to create feasibility for the selected strategy
(Source: Self-developed)
[bookmark: _Toc224727745]Task 5b) Justifications for the Implementation Plan
Defend the order, scheduling and responsibilities 
The structural implementation plan is essential for a strategy because it provides a comprehensive understanding of what should be done when (Vuong and Nguyen, 2022). The implementation plan is sequenced in a logical way, beginning with undertaking market research to determine the demand, supported by designing subscription plans, influencing those using social media, and lastly monitoring performance for elevation. Responsibilities are transparently assigned to market analysts, marketing employees, operations staff, and management, guaranteeing accountability, significant scheduling, and effective execution.  
Justification for the implementation plan 
Conducting market research: The market analyst should conduct market research regarding the demand for fresh flowers in the UK market and the USP of different competitors. The UK flower delivery market has a compound annual growth rate of 5.7% by 2030 (Grand View Research, 2025). Leveraging market information can help the company to successfully design the subscription plan.
Implementing different plans for customers: The subscription-based initiative of the company can engage customers towards the business by giving discounts and offers. Different subscription-based offers should be provided by the company. For example, a weekly, bi-monthly, monthly, quarterly, half yearly, or yearly plan design can engage a wider range of customers.
Creating market awareness: Social media can be used to create market awareness against the plan. The social media penetration rate of the UK is 92.03% (Statista, 2025). Thus, the company will get many customers through social media promotion.
Monitoring the service and continuous improvement: The continuous monitoring and service improvement can cater to more customers for the business. A KPI matrix should be used for monitoring the progression and determining the continuous improvement process. 
[bookmark: _Toc224727746]Task 6b) Justifications for the KPI and SMART Objectives
Defend the Key Performance Indicator (KPI)  
The number of subscriptions per month is one of the key performance indicators for this proposed strategy for Green Haven Florists. ‘Monthly Recurring Rate (MRR)’ is the KPI which can determine the subscription rate by multiplying ‘number of customers and monthly rate’ (Gocardless, 2026). The MRR can determine the number of subscriptions Green Haven Florists is getting after application of the subscription-initiative by the company.
Defend the SMART objectives 
The customer engagement rate can measure the like, share, and comment in the social media posts of the company regarding their new subscription-based initiative. Lastly, the profitability can be measured through ROI of the business. Return on Investment (ROI) is a metric that determines the revenue against the invested cost (CFI, 2022). 
[bookmark: _Toc224727747]Task 7) Key Findings
· The core problem is declining sales due to increased competition and operational cost.
· Two proposed solutions are market campaign and subscription-based initiative.
· The suitable strategy selected for the problem is subscription-based initiative because it can increase loyalty to customers while stabilising the operational cost. 
· Irrespective of risks, this initiative can be feasible for the UK market and reduce competition using monitoring and continuous improvement processes. 
[bookmark: _heading=h.t9w575twq5wn]

[bookmark: _heading=h.hqu3943hgz6b][bookmark: _Toc224727748]3.0 Conclusion
It is concluded that Green Haven Florists can tackle the issue of reducing profitability by using a subscription-based initiative. This solution is highly effective when compared to omni-channel marketing as it proves to be more effective in elevating customer loyalty, promoting recurring revenue, and controlling costs. Even after certain risks, careful planning, contact observation, and execution through SMART objectives make the strategy feasible, effective, and sustainable.
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[bookmark: _heading=h.5xe2syt3qd2][bookmark: _Toc224727751]Appendix 1 – Task 3a
PMI Matrix 
	Solution A 

	Plus 
	Minus 
	Interesting 

	Improve brand visibility
	Increased marketing costs of the business
	Opportunity for influencer collaboration. UK influencer marketing growth rate is 22.2% (Grand View Research, 2025).

	Attract new customers 
	Need to find skilled marketers 
	

	Total: 2
	Total: -2
	Total: 1


Overall Total for Solution A = {2+ (-2) + 1} = 1
	Solution B 

	Plus 
	Minus 
	Interesting 

	Generating stable recurring revenue. The recurring revenue is focused on receiving monthly revenue from the customers by giving product or service (CFI, 2022)
	Risk of subscription cancellation
	Inventory planning based on predictable demand

	Customer loyalty increase 
	
	Social media marketing can help to analyse brand visibility 

	Developing a new sustainable service by the company 
	
	

	Total: 3
	Total: -1
	Total: 2


Overall Total for Solution B = {3+ (-1) + 2}= 4

[bookmark: _heading=h.rqsvm3jaso99][bookmark: _Toc224727752]Appendix 2- Task 4a
Risk Analysis table 
	
	Cause of Risks 
	Likelihood (1-5)
	Impact (1-5)
	Risk factor (Likelihood*Impact)
	Mitigation strategy to prevent the risk from occuring
	Mitigation strategy after occurring the risk

	1
	Frequent customer cancellation 
	4
	5
	20
	Enhancing transparency between customers and the company 
	Giving a downgraded option for the customers. 

	2
	Uncertainty in the demand of customers 
	3
	4
	12
	Conduct aggressive market research before the application 
	Using AI-driven predictive tools to determine the market demand before supplying fresh flowers, which can ensure the financial feasibility of the solution. 

	3
	Operational complexity 
	1
	2
	3
	Pilot testing before implementation. Pilot testing is a small scale trial of the project before application (Dovetail, 2025). 
	Streamline the workflow with skilled labours. 

	4
	Delivery issue
	3
	4
	12
	Diversification of the logistic partners 
	Route optimisation solution 




[bookmark: _heading=h.tk59btfuuvac][bookmark: _Toc224727753]Appendix 3- Task 5a
Implementing plan 
Name of the problem: The declining profitability issue of Green Haven Florists
Name of the solution: Developing a subscription initiative for the customers to create recurring revenue process 
	
	Task 
	What 
	When 
	Who
	Done 

	1
	Conducting market research
	Weekly research process before implementing the plan. Market research is helpful to target the potential audience and gain business success (Forbes, 2026). 
	4 weeks 
	Market analyst 
	Pre-launch activity

	2
	Implementing different plans for customers
	Determining different plans based on customer requirements. Developing plan according to the customer needs is essential for driving revenue from continuous recurring system (Forbes, 2022). 
	5 weeks
	Service development team 
	Launching the service 

	3
	Creating market awareness
	Marketing posts for different social media channels such as YouTube, Facebook, Instagram and others. Facebook is one of the leading social media platforms in UK with 73% reach followed by Instagram, TikTok and others (One of One Group, 2025). 
	2 weeks 
	Marketing team 
	Occurring after launching

	4
	Monitoring the service and continuous improvement
	Set KPIs such as ROI, MRR, and Customer engagement rate 
	3 weeks 
	Operational manager 
	Final checking 




[bookmark: _heading=h.5bgj7cbx4n7][bookmark: _Toc224727754]Appendix 4- Task 6a 
The Key Performance Indicator
	Specific
	Measurable
	Attainable
	Relevant
	Time-Bound

	To develop a social media marketing campaign to promote Green Haven Florists’ subscription service and attract more customers within 6 months.
	Increase customer engagement by around 50%, and observe the success using Monthly Recurring Revenue (MRR) and tracking the number of subscribers and the monthly subscription fee (Mar and Armaly, 2024)
	This can be acquired through undertaking targeted social media content, promotions, and engaging in ongoing customer interaction.
	It supports the subscription strategy by exceeding awareness, customer base, along with recurring sales.
	The target should be acquired within 6 months.

	To recruit skilled staff to support the new subscription approach and elevate operational excellence, leading to a profit increase within 12 months.
	Minimising operational costs by around 25%, elevating profitability, and tracking growth using KPIs like Monthly Recurring Revenue (MRR) as subscription income increased.  Profit rate increase could be measured using metrics like ROI that help in determining the revenue generated against the cost spent (Smith, 2021). 
	This is acquired through recruiting trained staff and elevating workflow management for the subscription function
	It is relevant as it help in elevating operational excellence, controlling cost and promoting sustainable profitability 
	The target needs to be acquired within 12 months 
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