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Introduction 

· Green Haven Florists has been facing challenges recently, including increased local competition, difficulty keeping up with digital marketing trends, and shifting customer demands. This report aims to propose a solution to improve both Green Haven’s in- store sales and its online presence. In this section, the nature of the problem and definitions will be introduced clearly.


[bookmark: _Hlk205982484]Brief Explanation of the Specific Business Problem

[bookmark: _Hlk205979492]Green Haven Florists has long operated as a local flower boutique, but recently it has encountered significant challenges due to increased local competition, outdated digital and resign marketing strategies, and evolving customer expectations.
One major competitor is a trendy boutique with a national chain offering aggressive pricing and broad delivery services. Customer feedback highlights an outdated website, a lack of flexible delivery options, and a reliance on Worf-of-mouth rather than digital engagement. These factors combined -outdated online presence, insufficient marketing, and rising competition- directly contribute to Green Haven’s declining sales and brand visibility. Now, we must address these issues to ensure sustainable growth.
[bookmark: _Hlk205982497]Suggested Two Alternative Solutions
Solution A: Website Upgrade and Online Sales System
Solution A involves redesigning Green Haven Florists’ website and improving its online ordering and delivery system. The new website would be user-friendly, mobile-optimised, and include features such as same-day delivery, subscription services, and secure payment options.

PMI Analysis

	PMI
	Points

	Plus
	Increases online sales, improves customer experience, convenient ordering

	Minus
	High initial cost, requires time and technical support

	Interesting
	Creates long-term digital growth and competitive advantage



This solution directly addresses the business problem by replacing declining in-store sales with a stronger online presence. Customers who prefer convenience can easily order online, while improved delivery options attract new users. As competitors already operate digitally, this upgrade allows Green Haven to remain competitive and increase revenue sustainably.

Solution B: Digital Marketing and Social Media Strategy
Solution B focuses on strengthening digital marketing through platforms such as Instagram, Facebook, and online advertising. This includes regular content posting, influencer collaborations, and promotional campaigns to attract new customers.
PMI Analysis

	PMI
	Points

	Plus
	Increases brand awareness, attracts new customers, low cost compared to store changes

	Minus
	No guaranteed sales increase, requires continuous effort

	Interesting
	Builds strong brand identity and customer engagement


This solution helps solve the problem by increasing visibility and attracting more customers to the business. By improving online presence, Green Haven can compete with modern florists and appeal to younger audiences. However, while it supports growth, it is less direct than improving the sales system itself.

Justification for Selected Solution


Solution A is the most appropriate option as it directly addresses the root cause of the problem—declining sales due to weak digital capability. While Solution B improves brand awareness, it does not guarantee increased sales. Greater weighting was given to impact on revenue (50%), long-term sustainability (30%), and implementation feasibility (20%). Solution A scored highest in revenue impact and sustainability, as it enables immediate online transactions and long-term growth. Although it requires higher initial investment, its ability to generate consistent income and compete with online retailers makes it the most effective and strategically viable solution for Green Haven Florists.


[bookmark: _Hlk205982530]Risk Analysis of the Selected Solution

The selected solution may face several risks, including high initial development costs, potential technical issues, and staff resistance to adopting new digital systems. There is also a risk that the website may not attract sufficient traffic if not supported by marketing. The criteria used for this analysis include cost, operational impact, and likelihood of occurrence, as these directly affect feasibility and business performance. Cost is critical due to the business’s current financial pressure, while operational impact ensures daily activities are not disrupted. Despite these risks, they are manageable through phased implementation, staff training, and ongoing monitoring, making the solution viable and effective.

Plan to Implement the Selected Solution

The implementation of Solution A will follow a structured and phased approach to minimise disruption and ensure effectiveness. The first stage involves conducting a needs assessment to identify website requirements, customer expectations, and technical specifications. This is prioritised to ensure the new system directly addresses existing weaknesses.
The second stage is the design and development of the website, where a professional developer will be responsible for creating a user-friendly, mobile-optimised platform with integrated ordering and payment systems. This stage is scheduled after planning to avoid costly revisions.

Means of Measuring Effectiveness of Implementation of Selected Solution
 
The effectiveness of the selected solution will be measured using Key Performance Indicators (KPIs) and SMART objectives. The primary KPI is the increase in online sales, as this directly reflects the success of the new website and ordering system. Additional KPIs include website traffic, conversion rates, and customer satisfaction scores. These indicators were chosen because they provide both quantitative and qualitative insights into performance and customer experience.
The SMART objectives support these KPIs by providing clear and measurable targets. For example, increasing online sales by 25% within three months is specific and measurable, while being attainable given the improved digital platform. It is relevant to the business problem of declining sales and time-bound to ensure progress is tracked effectively. Similarly, reducing order processing time and improving customer satisfaction scores ensures operational efficiency and service quality.
These metrics are appropriate because they allow continuous monitoring and evaluation of the solution’s impact. By regularly analysing this data, management can identify areas for improvement and make informed decisions, ensuring the long-term success and sustainability of the business.



Top of Form

Bottom of Form

Conclusion: 

Green Haven Florists is currently facing a decline in sales driven by changing customer behaviour, increased competition, and limited digital capabilities. While the business maintains strong product quality and a positive brand image, these strengths alone are no longer sufficient in a market that is increasingly driven by convenience and online accessibility.
The analysis identified that improving the company’s digital presence—particularly through the development of an enhanced e-commerce website with delivery and subscription options—is the most effective solution. This approach directly addresses customer expectations and creates opportunities to increase both online and overall sales. Although there are some risks associated with cost and implementation, these are manageable with proper planning and monitoring.
Overall, by adopting this solution and following a structured implementation plan supported by clear performance measures, Green Haven Florists can strengthen its competitive position and achieve long-term business sustainability.

Key Findings
· Green Haven Florists has experienced a 30% decline in in-store sales, mainly due to reduced foot traffic and a shift in customer preference towards online shopping and convenience-based services. 
· Despite this decline, the business retains strong competitive advantages, including high-quality, bespoke floral arrangements and a well-established eco-friendly brand image that appeals to environmentally conscious customers. 
· The company’s weak digital presence, particularly its outdated website and limited use of social media marketing, has significantly reduced its ability to compete with online retailers and digitally active local competitors. 
· The evaluation of potential solutions showed that developing an improved e-commerce platform, combined with delivery and subscription services, is the most effective way to increase sales and customer engagement. 
· Risk analysis indicates that while there are challenges such as initial investment costs and technical implementation, these risks are relatively low compared to the long-term benefits of increased revenue, wider market reach, and improved customer satisfaction. 
· Overall, adopting a digital-focused strategy is essential for Green Haven Florists to remain competitive and achieve sustainable growth in the evolving retail environment. 
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The Key Performance Indicator is: 
	Specific
	Measurable
	Attainable
	Relevant
	Time-Bound

	
Improve Green Haven Florists’ online presence by upgrading the website and introducing delivery and subscription services.




	Track the number of online orders and monthly revenue, aiming for a 20% increase.
	
The objective is achievable through digital improvements and increased use of social media marketing



	
	



	This directly addresses the problem of declining sales and limited digital presence.
	The target is to achieve a 20% increase in online sales within 6 months.






Key Performance Indicator (KPI)


The key performance indicator for this report is to increase online sales by 20% within six months.

	
	

	
	

	
	

	
	

	
	



Data Collection Methods
Questionnaire
· Number of questions: 8–10 
· Days: Weekdays and weekends 
· Duration: 2 weeks 
· Responsibility: Staff members or business owners 
· Attainability: Low cost and easy to implement 

Observation
· Focus: Customer behaviour (in-store and online activity) 
Duration: 2–4 weeks 
· Type of data: Qualitative and quantitative 

Reviews
· Data collected: Online customer reviews and social media feedback 
· Purpose: To understand customer satisfaction and identify areas for improvement 
· Duration: Ongoing (with at least 1 month of analysis) 

Data Collection Timeframe
The overall data collection process is expected to take approximately 4–6 weeks.

Evaluation Explanation (for your report)
These metrics will allow the business to monitor performance effectively by analysing customer behaviour and sales trends. The use of questionnaires, observations, and customer reviews ensures a comprehensive understanding of the impact of the implemented solution, enabling continuous improvement and informed decision-making.
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