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INTRODUCTION 

This presentation focuses on Green Haven Florists, an 
independent flower shop located in Norwich, UK. The business, 
funded in 2016 by Liam and Priya Patel, has built a strong 
reputation for the floral designs and eco-friendly packaging. 
However, over the past year, the company has faced a 30% 
decline in sales and increasing financial pressure. The purpose 
of this analysis is to identify the key problems affecting the 
business.



Company background

Green Haven Florists

• Founded in 2016

• Owners: Liam and Priya Patel

• Sells bespoke flower arrangements for walk-ins, weddings and 
corporate events.

• Strong community ties

• Known for: Eco-friendly packaging, sustainable materials and creative 
designs

• Current issue: 30% drop in sales, rising costs and increase online 
competition.



Problem: 
nature and 
scope

5W2H

What: A 30% decline in in-store sales and reduced customer traffic.

Why: Growth of online shopping, competition, rising costs and weak 
online presence.

Where: Norwich high-street shop, affected by local business closures.

When: Decline occurred over the past 12 months.

Who: Liam and Priya Patel.

How: Outdated website, minimal marketing and expensive sustainable 
materials.

How much: Around 30% revenue loss 



PESTLE 
ANALYSIS: 
Green 
Haven 
Florists

Political:

1. Import regulations and pos-
Brexit trade changes have 

increased the cost of imported 
flowers such as orchids and tulips.

2.Uk environmental policies 
encourage sustainable business 

practices, which Green Haven 
follows but this raises costs for eco-

friendly materials.

Economic:

1.Inflation and supply chain 
disruptions have made fresh 
flowers and packaging more 

expensive.

2.Reduced local footfall and higher 
operating costs have decreased 

profit margins.

Social:

1. Consumer behaviour is shifting 
toward online shopping and 

convenience over in-store 
purchases.

2. Environmentally  conscious 
consumers still value sustainability, 

which aligns with Green Haven’s 
eco-friendly brand image. 

Technological:

1. Green Haven’s  outdated website 
limits online sales and customer 

engagement.

2. Competitor’s use social media and 
digital marketing effectively, attracting 

a younger audience.



PESTLE 
ANALYSIS: 
Green 
Haven 
Florists

Environmental: 

1.The business uses biodegradable 
packaging and locally sourced flowers, 

reflecting its sustainable values.

2.Climate and seasonal changes affect 
flower supply and quality, increasing costs

Legal:

1.Consumer protection laws require 
transparency in online sales, which Green 

Haven must improve through a better 
website.

2. UK environmental regulations affect 
packaging material and sourcing 

standards, adding extra compliance costs 



MAN

DROP IN 
SALES

METHOD

Liam and Pryia struggling 
to keep up with digital 

marketing trends

Reliance on word-of-mouth 
and rare social media activity

Lack of modern marketing or 
customer engagement strategies

Outdated and hard 
to navigate website

Limited delivery options 
and no subscriptions

Over reliance on in store 
sales despite online 
shopping growth.

MANGEMENT MATERIAL

Business model not adapted to 
online shopping trends

Rising operational costs not 
being managed efficiently.

No clear digital or growth 
strategy to compete with 

new florists.

Rising costs of imported flowers 
(orchids, tulips) due to supply 

chains issues.

Eco-friendly packaging and 
materials becoming more 

expensive

Dependence on limited local 
supplies



Conclusion

Overall, Green Haven Florists is really at a 
point where they need to adapt. Their drop 
in sales isn’t just about fewer customers it’s a 
mix of higher costs, stronger competition, 
and not keeping up with how people shop 
online. But the good thing is, they’ve got a 
strong brand and loyal community behind 
them. If they focus on updating their website, 
improving their social media marketing and 
offering new things like delivery and 
subscription, they could easily start growing 
again. With the right changes, Green Haven 
can turn things around and stay successful 
for the long run.
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THANK YOU

Thank you for listening.
                 Any questions or feedback are welcome.
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