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Introduction 
 This report focuses on a business issue affecting Green Haven Florists, a small independent flower shop based in the UK. Recently, the company has faced a noticeable drop in in-store sales and is finding it difficult to stay competitive in today’s retail market. The purpose of this report is to explore the reasons behind this situation and to suggest two possible solutions. These options will be analysed and compared in order to identify the most effective approach. In addition, the report will outline potential risks, propose an implementation plan, and explain how the success of the chosen solution can be evaluated.

[bookmark: _Hlk205982484]Brief Explanation of the Specific Business Problem
  In recent months, Green Haven Florists has faced a noticeable decline in its in-store performance, with sales dropping by around 30%. While there has been a slight growth in online orders, this increase has not been sufficient to replace the loss of customers visiting the shop in person.

This situation is happening because more people prefer to order flowers online. Many online competitors offer lower prices, faster delivery, and greater convenience, which makes them more attractive to customers. In comparison, Green Haven’s website is outdated and not user-friendly, which discourages potential online buyers.

In addition, the business is experiencing rising operational costs, including higher prices for flowers and eco-friendly materials, which reduces overall profitability and makes it harder for the company to maintain stable earnings.

[bookmark: _Hlk205982497]Suggested Two Alternative Solutions
Solution A 
The first solution is to improve the company’s digital presence. This would involve creating a modern and easy-to-use website, introducing a reliable online ordering system, and using social media platforms such as Instagram to promote products. The business could also offer delivery services and flower subscription options for regular customers.

PMI Analysis:
Plus: This approach can attract a wider audience and increase online sales. It also helps the business stay competitive in a digital market.
Minus: It requires financial investment and some technical knowledge, which may be challenging for the owners.
Interesting: This strategy may help the business move from mainly selling in-store to selling both in-store and online.

Overall, this solution supports long-term growth and better matches current consumer trends.

Solution B 
The second solution is to focus on improving the experience inside the shop. This could include organising workshops, offering personalised customer service, and introducing a loyalty programme to encourage repeat visits. The business could also host small events to attract more local customers.

PMI Analysis:
Plus: This strategy can strengthen relationships with customers and improve brand loyalty.
Minus: It may not bring in enough new customers and still depends on people visiting the shop physically.
Interesting: It shows what makes the business special, but it does not help compete with online companies.

This solution can improve customer satisfaction, but it may not fully solve the main issue of declining sales.

Justification for Selected Solution
After looking at both options, the digital solution is the better choice. This is because it deals directly with the main problem, which is that more people are shopping online. Compared to the second option, it gives more chances to grow and attract new customers.

When making this decision, more attention was given to factors like market trends, possible profit, and long-term results. The second solution can improve customer experience, but it does not fully solve the main problem. For this reason, the digital solution is the most effective option.



[bookmark: _Hlk205982530]Risk Analysis of the Selected Solution
There are several possible risks connected to the digital solution. First, there is a financial risk, because creating a new website and running marketing campaigns can cost a lot of money. Second, the owners may not have enough digital skills, which can lead to mistakes. Another risk is strong competition in the online market.

These risks were considered based on how likely they are and how serious they can be. For example, financial risk can have a big effect on the business, but it is not very likely if the budget is planned well. On the other hand, problems with digital skills are more likely, but their impact is not as serious.

For this reason, it is important to plan carefully and get help if needed.

Plan to Implement the Selected Solution
To apply the digital solution, the business should follow a clear step-by-step plan. First, the company needs to do simple market research. This means looking at what customers want and what competitors are doing. This step is important because it helps the business understand what needs to be improved.

Next, the company should create a new website. The website must be easy to use and safe for payments. Customers should be able to order flowers quickly without problems. At the same time, staff should learn basic digital skills, such as how to manage online orders and reply to customers.

After that, the business should start using social media to promote its products. For example, it can post photos of flowers, share special offers, and communicate with customers. This will help attract more people and increase online interest.

The next step is to introduce a delivery service. This will make shopping more convenient and help the business compete with online companies.

Finally, the company should check its results regularly. It can look at sales, customer feedback, and website activity. If something is not working well, changes should be made.

The order of these steps is important because the business needs a good website before promoting products online. Tasks should be shared between the owners and, if needed, external experts.

Means of Measuring Effectiveness of Implementation of Selected Solution
 The company can check if the solution is working by using some key indicators. For example, it can look at how much online sales increase, how many people visit the website, and how many customers come back again.

One clear goal is to increase online sales by 20% in three months. This goal is easy to understand and measure, and it is realistic for the business. It is also connected to the main problem and has a clear time limit.

Another goal is to bring more visitors to the website. For example, the business can try to increase website visits by 30% within four months. It is also useful to track activity on social media, such as likes, comments, and shares, because this shows customer interest.

These indicators are important because they help the business see real results. By checking this information regularly, the company can understand what works well and what needs to be improved.


Conclusion:
Key Findings
[bookmark: _Hlk208302504]To sum up, Green Haven Florists is facing a clear problem with falling in-store sales. This is happening because more customers are choosing online services, while the business is not strong enough in the digital area. Two different solutions were considered: developing an online strategy and improving the in-store experience.

The analysis shows that the digital option is the better choice. It gives the business a chance to reach more people and increase sales. The second option can improve customer experience, but it does not solve the main issue.

There are some challenges, such as costs and lack of digital knowledge, but these can be managed with careful planning. The steps in the plan are clear, and the use of KPIs will help the business check its progress.

In general, focusing on online development will help the company stay competitive and improve its performance over time.
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The Key Performance Indicator is: 
	Specific
	Measurable
	Attainable
	Relevant
	Time-Bound

	

Questionnaire

Observation

Reviews



	

 10–15 questions, 30–50 responses, 2 weeks

	
Done by staff, low cost, easy to manage.




	
Customer feedback, understand online behaviour, find improvements


	


2–3 weeks data collection, 1 week analysis
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