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Introduction



Part 1: Identifying 
the Problem 

(5W2H)



5Ws:
Question Answer

What? A ~30% decline in in-store sales over the last year, online orders 

have only increased slightly and do not compensate, while 

operational costs (imported flowers and sustainable packaging) 

have risen.

Why? Consumer behaviour has shifted toward online purchasing; large 

online flower retailers offer lower prices and more convenient 

delivery; the shop’s website is outdated and digital marketing is 

weak, limiting reach and competitiveness.

Where? The business operates from a high street in Norwich that has 

experienced reduced foot-traffic due to nearby business closures 

and a broader shift toward online shopping.

When? The decline has occurred over the past 12 months; competitor 

entry and cost pressures are recent developments.

Who? Owners Liam & Priya Patel; their staff and long-term customers; 

new local competitors (a trendy boutique florist, a national chain) 

are also part of the dynamic.



2Hs:

How? Through fewer in-store visits, weaker 

digital presence, fewer 

subscriptions/flexible delivery options, 

customers shifting to online, and rising 

costs eating margins.

How much? A 30% drop in in-store sales is the 

headline figure; exact cost increases for 

imported blooms and sustainable 

materials are not specified, but the 

scale is large enough to threaten 

profitability and sustainability.



Part 2: External 
Factors – PESTEL 

Analysis
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PESTEL Analysis – Political · Economic · Social
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PESTEL Analysis – Technological · Environmental · Legal
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Part 3: Cause-and-
Effect Analysis



Cause-and-Effect Analysis
Effect (Problem Statement): 30% decline in in-store sales and margin 

compression for Green Haven Florists

Major Cause Category Example Causes

Marketing / Digital 

Presence

Outdated website; weak social-media strategy; no 

subscription/delivery service

Operations / Cost 

Structure

Rising cost of imported blooms & sustainable 

packaging; supply-chain disruption; high-street foot-

traffic decline

Competition Entry of a boutique florist with strong Instagram 

presence; a national chain with aggressive pricing 

& wide delivery reach

Customer Behaviour / 

Delivery Models

Customers shifting to online; increasing preference 

for flexible delivery/subscriptions; convenience over 

local walk-in

Technology / Systems Website not mobile-optimised; limited e-

commerce/support systems; poor digital analytics

External / Environment / 

Location

Nearby business closures; reduced high-street 

activity; overall retail shift to online
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Strategy Overview
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Thanks For Your 
Attention!


	Slide 1
	Slide 2
	Slide 3
	Slide 4
	Slide 5
	Slide 6
	Slide 7
	Slide 8
	Slide 9
	Slide 10
	Slide 11
	Slide 12
	Slide 13
	Slide 14

