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Overview Green Haven Florists
Green Haven Florists is a small, independent flower shop located in Norwich, UK. Founded in 2016 by partners Liam and Priya Patel, the shop quickly gained reputation for its bespoke floral arrangements, eco-friendly packaging, and strong community ties.
In the past 12 months, the shop has seen a 30% decline in in-store sales.
Over the past year Green Haven Florists has experienced a significant downturn in revenue and foot traffic.
[bookmark: _Hlk205979492]The owners have struggled to keep up with digital marketing with rising operational costs and new competitors; the business is struggling to maintain profitability. 

[bookmark: _Hlk205982497]Two Proposed Solutions
Solution A: Develop Modern Platform and Digital Marketing Strategy
Green Haven Florists should update its current website to create a modern and user-friendly platform. The website will allow customers to browse the orders easily, choose delivery options, and make secure payments.
The site should have a mobile app, and many customers like using smartphones. It's easy, quick and on the way, from workplaces, homes and everywhere. Upgrade websites, the business should implement a digital marketing strategy, including social media posts like Instagram or other platforms.
These tools will help increase online visibility and attract current and new customers. This solution should help Green Haven Florists with online competitors, increase online sales, and reduce the impact on the loss of foot traffic they faced in the past year.


Solution B: Introduce Flower Subscription Service and Community Experiences
[bookmark: _Hlk205980222]Green Haven could introduce a flower subscription service for customers who want fresh flowers deliveries on a regular basis, weekly or monthly depending on their budget or preferences, making it easier and more convenient.
This will encourage customers to stay connected with the shop rather than making occasional purchases; this will also help Green Haven with a more reliable, consistent source of income.
The shop could arrange community events, like flower arrangements workshops. These experiences would make the shop feel welcoming, strengthen relationships with customers, and encourage more people to visit the shop.

Task 3b) Evaluation Results and Justifications
 Appendix 1: Solution A is preferred option because improving the Website, Digital marketing and create a Digital app will help Green Haven reach more online customers, increase sales opportunities, and compete more effectively with larger online flower retailers.

I used these criteria because it helps Green Haven reach more customers online and grow sales, using practical criteria like costs, impact, ease and future growth.
I gave higher positive scores to thinks that will really help the business grow, like online ordering and the app, as they directly boost sales, convenience. Negative scores are lower because challenges like costs and training can be managed. Interesting points show future potential, so I weighted them moderately.
Task 4b) Risk Analysis Results and Justifications
Appendix 2: Solution A could face risks like low engagement, technical issues, and low conversation rates. I used likelihood and impact as criteria because they helped me understand how serios each risk is and how often it might happen. I gave higher scores to risks that could strongly affect sales or customer experience, like website problems. Lower scores were given risks that are easier to manage, like engagement. These risks can be reduced through regular updates, better marketing, and improving user experience. Overall, the solution is still reliable because most risks are manageable and can be controlled with proper planning and ongoing monitoring.

[bookmark: _Hlk205981406]Task 5b) Justifications for the Implementation Plan 
Appendix 3: The implementation plan follows a clear and sensible order to make sure everything runs smoothly. It starts with informing staff about the goal of increasing sales, which is important so everyone understands what they are working towards and can stay focused. Assigning tasks early also helps avoid confusion. Updating the website and creating the app comes next because these are key to attracting customers and improving their experience. Staff training is included before launch, so employees feel confident using the new system. Finally, monitoring results allows the business to see what works, listen to feedback, and make improvements, helping to achieve long-term success.

Task 6b) Justifications for the KPI and SMART Objectives
[bookmark: _Hlk205981688]Appendix 4: The KPI of increasing sales by 30% is a strong choice because it clearly shows what success looks like and gives the business something concrete to aim for. Its ambitious, but still realistic if the right steps are taken, such as improving the website, launching a digital app, and using more effective marketing. These changes can help bring in new customers while also encouraging the existing ones to buy more, especially as fewer people shop in-store.
The SMART objectives make this goal feel more manageable by breaking it down into smaller, achievable actions. For example, aiming to increase online sales within in six months gives a clear deadline to work towards. Focusing on growing engagement and website visitors is also important, as more traffic usually leads to more sales. Encouraging mobile orders is relevant today, since more people already shop using their phones, making this a practical and sensible approach.

Task 7) Key Findings
· [bookmark: _Hlk208302504]Updating the website and launching a digital app can significantly boost online sales and attract new customers.
· Stronger marketing and consistent social media engagement help increase website traffic and customers interaction.
· Mobile-friendly platforms are crucial, as most customers now shop using smartphones.
· SMART objectives make achieving the 30% sales increase more realistic by breaking it into measurable, time-bound steps.
· Focusing on online strategies helps recover sales lost from declining in-store sales.
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[bookmark: _Hlk205987492]Appendix 1 – Task 3a
Appendix 1 – Task 3a

PMI Analysis Table

	Solution A

	Plus
	Minus
	Interesting

	Customers can order online without foot traffic.             +5                  
	It may cost a lot of money to build and maintain the website and mobile app.  -3
	Online ordering may increase purchases, for birthdays anniversary or last-minute gift.                                    +2

	Mobile app makes it easier and quicker to place an order anytime, anywhere.          +5

	Employee might need training to use the new system.                              -3
	Mobile app could attract the younger customers who prefer placing an order from their phones                      +4

	Social media marketing can help business, reach more people, make new customers.          
                                          +4
	The business will need time to keep up with regular posts to manage social media accounts.                           -2
	Customers to share photos or reviews, which can promote the business.           

                                          +2

	Online ordering will increase sales, especially if fewer people visit the shop in person.                              +4

	There is a lot of competition from the 2 new competitors.
  
                                           -4
	The business can learn what flowers customers like most from online orders.
                                          +4



	
TOTAL:                    +18
	
TOTAL:                    -12
	
TOTAL:                   +12



[bookmark: _Hlk210816971]Therefore: Overall Total for Solution A =18 (18-12) +12 
[image: ]

	Solution B

	Plus
	Minus
	Interesting

	A flower subscription makes it easy for customers to enjoy fresh flowers regularly without needing to remember to buy them.  +4
	Delivery, packaging, and flower supply could increase costs for the business. 
                                    
                                      -5
	Seasonal bouquets could make each delivery feel unique and exciting. 

                                        +3

	Regular subscriptions provide the shop with a more stable and predictable income.    
                                          +3

	Staff may need extra time to organise orders and deliveries. 
                                        -2
	Different subscription plans could suit different budgets.   
                                            
                                          +3

	Customer may feel more connected to the shop through regular contact.
                                        +2
	Some customers may not want a long-term commitment.                    -2
	Personalised bouquets could make the service feel special.
                                              
                                           +2

	Workshop could attract new visitors and create enjoyable experiences.                    
                                        
                                        +2
	Workshop require preparation, materials, and staff time.                      
                                         -2
	Customers might share their experiences on social media.
                                             
                                           +2

	
TOTAL: +11 
	
TOTAL: -11
	
TOTAL: +10



Therefore: Overall Total for Solution B = 10 (11-11) +1 
[image: ]


Appendix 2 – Task 4a

Risk Analysis Table

	
	What could cause a risk?
	What is the likelihood of the risk occurring? 
(1 – 5)
	What is the impact of this risk? 
(1 – 5)
	Risk Factor = Likelihood X Impact
	What can you do to reduce this risk from happening?
	If it happens – what can you do to minimise the impact?

	1
	Low engagement.

	2
	3
	6
	Make content more visible and engaging.
	Marketing team.

	2
	Tech issues.

	2
	2
	4
	We'll keep checking the website and app regularly to make sure everything is run smoothly. If something feels slow or doesn't work right, we'll fix it quickly, so customers don't get frustrated or leave. It's all about keeping the experience simple and stress-free.
	Developer / IT

	3
	Low conversations.

	3
	3
	9
	We'll look at the journey from a customer’s point of view and make it easier for them to take the next step. By simplifying things, improving how we present offers, and making the process clearer.
	Sales & marketing.



Adapted from: Sproull, 2018. Page 108



Appendix 3 – Task 5a
Implementation Plan

Name the problem you are solving: Increase sales by 30%.
Name the solution you are implementing: Update the website/Digital App.
	
	Task
	WHAT

	WHEN

	WHO

	Done

	1
	Increase sales by 30% in the following six months. Announcing it to employee and team. 


	To set up a meeting brief staff on new priorities for next few weeks or months.


	In the first two weeks each staff member assigned to their tasks.


	Liam and Priya Patel and their staff.


	The implementation plan completed at this stage.



	2
	Updating website.
Creating Digital up. 

	Make it fresh, easy to navigate, and mobile-ready. Digital marketing to boost visits. 


	After completed this step, next tasks are flowers arrangement, online and in-store.


	Green Haven Florists, the shop is located Norwich.


	Owners and staff gained knowledge of how the new system works.



	3   
	Monitoring visits on the website, and how many mobile apps have been downloading's and purchases by existing and potential customers.

	 Analysed the data see what working and what not, read the customers feedback and reviews.
	On this stage inform customers of new system, both online and in-store.


	 Advertising for customers, the flowers arrangement, prices. Via website and in-store.


	Staff training has been completed.



	4
	In the first week preparing and take actions.
	Update website and create a digital app being completed first.


	At this point the website and app will be ready to launch.


	Go live and promote website and app.


	Successfully launched. Increased customers engagement. Boosts purchased and built a stronger digital presence.




Anon (2007) Solving problems and making decisions. Fifth edition. Amsterdam :, Pergamon Flexible Learning.

· 

Appendix 4 – Task 6a

The Key Performance Indicator is: Increase sales by 30%

	Specific
	Measurable
	Attainable
	Relevant
	Time-Bound

	
Update website.

Launching
Digital app. 





	
Increase online sales revenue.

Engagement followers' growth.

Number of website visitors.

Percentage of mobile orders.








	
Achievable with better design and marketing.

By regular posting, with consisted marketing.

Many customers already use smart phones.




	Attracts new and existing customers.

More visitors mean more potential sales.

Help recover loss of in-store customers.



	Increase the online sales by 30% in the next six months.

Increase engagement in the next three months.

50% of orders via mobile in six months.







Dipura, S. and Soediantono, D., 2022. Benefits of key performance indicators (KPI) and proposed applications in the defense industry: a literature review. International Journal of Social and Management Studies, 3(4), pp.23-33.
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