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Introduction 
This report is about Green Haven Florist, a small flower shop in Norwich, UK. The report looks at a business problem the shop is facing. In the last year, the business has had fewer customers and lower sales. The aim of this report is to explain the main problem and why it is happening. Two possible solutions will be suggested and reviewed using the PMI method. The report will then choose the best solution. A simple risk analysis, an action plan, and key performance indicators (KPls) will be used to show how the solution can be put into practice and measured.


Brief Explanation of the Specific Business Problem
Green Haven Florists is a small independent flower shop located in Norwich, UK. The shop is known for good customer service, personalised flower designs and eco-friendly products. For many years, the business performed well and had many loyal customers. However, in the last 12 months, the shop has started to face serious business problems. 
The main problem is that in store sales have dropped by around 30%. This means fewer people are visiting the shop, and the business is making less profit. One reason for this problem is the increase in online flower shops. Many customers now prefer to buy flowers online because it is faster and more convenient.
Another cause is that Green Haven Florists has a weak online presence. The business website is old and difficult to use, and the shop does not use social media very often. This makes it hard to attract new customers. In addition, the cost of flowers and eco-friendly packaging has increased, which has reduced profit. All these issues together have caused the business to struggle and show that change is needed.










Suggested Two Alternative Solutions
Solution A : Improve Online Presence and Digital marketing.
Green Haven Florist could improve its in online presence and digital marketing. This solution focuses on updating the business website and using social media platforms more often. A new website would be easier to use and allow customers to order flowers online. Social media platforms such as Instagram and Facebook could be used to show flower designs and promote special offers.                                                                                                                                                                                                                                                                                                                                                                                                                                                              

	P
	M
	I

	Customers can find the business online more easily. 
	The business needs time to manage the website and social media 
	Social media can help build a strong brand image.

	Social media can attract new customers. 
	Staff may need training to use digital tools.
	Customer feedback can be collected online.

	Online marketing is cheaper than traditional advertising.
	Result may not be immediate.
	This solution can support future online services.

	Customers can see flower designs before visiting the shop.
	
	



Justification (Solution A)
This solution helps to solve the business problem because many customer now search for products and services online. By improving the website and using social media more often, Green Haven Florists can reach more people and attract new customers. This can increase both online and in-stores sales. Social media also allows the business to promote special offers and show flowers designs. Overall, this solution is simple to apply, low cost, and helps the business complete with online flower shops.








Solution B: Introduce a Flower Subscription Service.
Solution B is to introduce a flower subscription service. This means customers can sign up to receive flowers every week or every month. The flowers can be collected from the shop or delivered to the customer’s home. This service is useful for regular customers and business that need flowers often. It helps the shop have regular sales and better plan stock.

	P
	M
	I

	The business can receive regular income each month.
	Some customer may not want a subscription.
	Subscriptions can be offered at different prices.

	Customers do not need to order every time.
	The business must manage deliveries carefully.
	This service is attractive for businesses and offices.

	It helps build customer loyalty.
	There may be extra costs for packaging and delivery.
	Special seasonal flowers can be included.

	Stock planning becomes easier.
	
	



Justification (Solution B)
This solution helps the business by providing regular income and improving customer loyalty. Customers who subscribe do not need to order every time, which makes the service more convenient. It also helps the business plan stock more effectively and reduce waste. However, this solution requires good organisation and may involve extra delivery costs. For this reason, it may be more difficult to manage compared to other solutions.











Justification for Selected Solution
The selected solution is Solution A, which is to improve the online presence and digital marketing of Green Haven Florists. This solution was chosen because it directly addresses the main business problem, which is the loss of customers numbers and low visibility. Solution A scored higher when comparing key criteria such as cost, time, and impact. It is low cost, can be implemented quickly, and does not require major changes to the business. Compared to Solution B, it is easier to manage and more suitable for a small business with limited resources. Therefore, Solution A is the most appropriate and realistic option to improve sales and attract new customers.

Risk Analysis of the Selected Solution
One risk of improving online presence and digital marketing is that the business owners may not have enough experience using digital tools and social media. This could result in low engagement or poor promotion. Another risk is that managing the website and social media may take extra time, which could affect daily shop tasks. There is also a small risk that online investment may not immediately increase sales. However, these risks are low and can be reduced through basic training and simple planning. Overall, the benefits of this solution are greater than the risks.

Plan to Implement the Selected Solution
The first step in implementing the selected solution is to update the business website. This should be done in the first month to ensure the website is easy to use, mobile friendly, and includes clear information about products, prices, and contact details. Liam will be responsible for organising the website update, either by using a simple website builder or working with a web designer.
The second step is to improve social media activity. Priya will be responsible for managing social media accounts such as Instagram and Facebook. She will post, regularly, at least three times per week, sharing photos of flower arrangements, special offers, and seasonal promotions. This order is important because social media should support the website by directing customers to it.
The third step is to monitor customer responses and online engagement. Both owners will review website visits, social media interactions, and customer feedback on a monthly basis. This will help them understand what is working well and what needs improvement. 
The responsibilities are shared to ensure tasks are manageable and realistic. The scheduling allows the business to introduce changes gradually, reducing risk and disruption to daily operations. This plan is practical, low cost, and suitable for a small business with limited resources.

Means of Measuring Effectiveness of Implementation of Selected Solution
The effectiveness of the selected solution will be measured using clear Key Performance Indicators (KPIS) and SMART objectives. The main (KPIS) include the number of website visits, online enquiries, social media engagement, and overall sales figures. These KPIS are appropriate because they directly show whether the improved online presence is attracting more customers and increasing interest in the business.
Website traffic will be measured monthly using website analytics to see if more customer are visiting the site. Social media engagement, such as likes, comments, and followers, will be checked weekly to measure customer interaction. Sales figures will be reviewed monthly to identify any increase in revenue since the implementation of the solution. These indicators are simple to measure and suitable for a small business.
The Smart objectives support these KPIS. For example, one adjective is to increase website visits by 20% within three months. This objective is specific, measurable, achievable, relevant to the business problem, and time bound. Another objective is to increase Instagram followers by 15% within two months. These objectives help the business stay focused and allow progress to be monitored clearly.
Overall, the KPIS and Smart objectives provide a clear and realistic way to measure the success of the solution and support continuous improvement.












Conclusion:
The report reviewed the business problem faced by Green Haven Florists, where in store sales have dropped by 30% and fewer customers are visiting the shop. The main cause of this problem is the lack of a strong online presence and limited use of digital marketing.
The first key finding is that customers now prefer to search and order products online. Because Green Haven Florists does not have an effective website or active social media, it is losing potential customers. The second key finding is that improving online presence and digital marketing is a low-cost and realistic solution for a small business. This solution can be implemented without major changes to the shop.
The third key finding is that Solution A, improving online presence and digital marketing , is more suitable than Solution B at this time because it directly addresses the main problem of low visibility. The fourth key finding is that clear KPIS and SMART objectives help measure progress and ensure the solution is effective. Finally, the risk analysis showed that possible risks, such as lack of digital skills, can be managed with basic training and careful planning.
In conclusion, improving online presence is the most effective solution to increase customer awareness, attract new customers, and improve sales.
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