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1. Introduction

This report examines the primary business issue that Norwich small flower shop Green Haven Florists is facing. The store has seen a very big decline in both sales and customer visits during the past year. Two potential solutions are presented along with an explanation of the problems nature. The best option is chosen after these solutions are assessed. The report also includes a short risk analysis, an action plan for implementing the decision, and a discussion of how the success of the solution can be measured.
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Although Green Haven Florists is well-known for its creative floral arrangements and environmentally friendly products in-store sales have decreased by 30% over the past 12 months. Profit and revenue have been drastically decreased by this decline. The problem affects many areas of the business. The number of customers going to the high street has reduced, and there are more customers using online flower companies with quicker delivery and lower prices (Oyama et al., 2024).
The issue also includes increasing expenses. Imported flowers are more expensive due to inflation and supply chain issues, and the sustainable wrapping materials the shop uses also add to overall expenses (SONG, 2025). However, the company’s internet presence is lacking. Customer feedback indicates that people would prefer better online services better delivery options and perhaps a subscription option. The website is out-of-date and hard to use. 
Additionally, there is more competition. A national chain with extremely low prices is drawing customers and a new boutique florist with a strong Instagram presence has entered the local market. Given all these elements it is evident that Green Haven must change and improve quickly. 
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Two possible solutions can help Green Haven address the problem.
1. The first solution is to improve the digital presence of the business. 
This includes update the website, make it simpler to navigate, add online ordering and delivery, roll out some subscription plans, and get way more active on social media like Instagram, Facebook, TikTok, all of it (McKinsey & Company, 2022). Increasing that online presence attracts new shoppers, increases online orders and assists the shop to compete with those high scale online florists of its own.
2. The second remedy is to reduce its expenses through localization. Operating on a direct-source basis with the local flower farmers, will target the flower bouquets of the season, negotiate with the suppliers better, and develop a method of waste reduction (Thursd, 2025). This maintains costs low but does not compromise the green feeling of the shop.
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By using the PMI (Plus, Minus, Interesting) tool to look at both solutions. All details can be found in the Appendix.

In short, ramping up the digital presence draws in more customers and pushes sales up (Dwivedi et al., 2021). Of course, it needs some money and people who know their way around digital tools. The other idea cutting costs does help keep spending in check and backs local growers. But it doesn’t really bring in new customers or fix the falling sales problem. Both ideas have their upsides: Solution 1 tackles what’s really going wrong here, which is fewer customers and the need to reach more people.
Though the two solutions add value, further comparison indicates why 
Solution 1 has more impact. The key weakness that will be addressed with the adoption of digital visibility is the drastic loss of customer reach. It establishes new sale channels, builds brand awareness and enhances long term competitiveness. 
Solution 2, in its turn, primarily puts the costs under control and provides only partial growth. Although it can help, it fails to deal with the inherent problem of finding more customers in a transforming retail philosophy.
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To enhance the digital presence of the business is a wise suggestion. Meeting customers where they are makes sense because sales are dropping as more people shop online. While streamlining the ordering process an updated website and a more active social media presence will help draw in new clients.  
More people prefer to order flowers online. This is more convenient than going all the way to a florist shop. Not to mention that you can have flowers anywhere thanks to online flower delivery. Other local retailers who have already adopted internet marketing are outpacing Green Haven. The company will be able to catch up if they improve their website and increase their social media activity (Elisanaflorist.co.uk, 2025). 
A better website and solid digital strategy could open a whole range of new things for customers. Including flower subscriptions or seasonal gift packages (Habitat, 2025). Shoppers have also reported that the current website is hard to use therefore fixing the site will get them what they want and a better experience. 
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Solution 1 is by far the most optimal solution, although it does have its fair share of risks. To start with, the redesigning of the site is not pocket-friendly. We may have to import a developer and that is an expensive affair. Having a clear budget is helpful, however. Comparison shop and in case of need, cheap web page constructors can be found.
Next there is the issue of digital skills. The shop owners are not really marketing experts and therefore they are likely to require polishing. Online brief courses are effective, or perhaps they employ a part-time social media support to ensure some loopholes (Tiger Recruitment, 2025).
There is also the risk that online growth may be slow at first. Results may not appear immediately, but this can be managed by remaining consistent with posting, promotions and email marketing over several months.
Finally, technical problems could affect customer experience. This risk can be reduced by choosing reliable website hosting and testing the website properly before launching it.
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Implementation of the solution can be done in a step-by-step plan.
Here's how can roll this out.
Starting with essentials: take the initial week to have a proper look into existing site. Viewing the layout, to determine the speed at which it loads, and peruse customer reviews. This provides a clear insight of what should be fixed.
Then, the weeks two to four all relate to creating something better. Find a web developer or Web site builder (Shopify or Wix) (litextension.com, 2025). The goal is a new user friendly site with new product images and secure simple as possible checkout.
As soon as that is in force, begin adding significant online features in weeks three through six. Consider online booking of delivery, subscription, reviews and product photos.
Forget not now about spreading the word. Now, don’t forget about getting the word out. Create a social media strategy between weeks five and eight. Make Facebook Instagram and TikTok pages look better. Post anything that keeps people interested on a regular basis such as seasonal sales behind-the-scenes videos and bouquets.
Finally, from week eight on, start running online ads. Don’t need to break the bank; just put small weekly budgets into Facebook and Instagram. 

Distribution of responsibilities must be precise so as to facilitate the rollout. The shop owner will be able to supervise the branding and product content, and a web developer will be able to take care of the technical build. A social media assistant that comes in on a part-time basis may handle daily interaction. The plan is achievable and manageable since the redesign of a basic website can be as cheap as £500-£1,500 and social media advertising can be as low as £20-£30 a week.
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By examining a few important factors, can determine whether the solution is effective. Starting with looking at the traffic of the website. Increased traffic is a positive indication that digital marketing is working (Winwithmcclatchy.com, 2024). Next examine orders placed online. Increased sales indicate that users are pleased with the new website. Remember to use social media. Increased likes share comments and followers indicate that customers are genuinely interested in what the store offers. But ultimately the true picture is revealed by sales revenue. Sales growth over the next few months will indicate that the company is headed in the right direction. Moreover, to pay close attention to what customers have to say. If they report that the website is easier to use and that their online experience is better, you can be sure that the changes are having an impact. Measuring targets enhances the process of evaluation. Green Haven may want to increase their site traffic by 20 percent and the online orders by 15 percent in three months. 
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Green Haven Florists is experiencing a significant decline in sales due to reduced foot traffic, strong competition, rising costs and a weak online presence. Two solutions were analysed: improving the digital presence and reducing costs through local supply. Clearly the first solution is the most successful. It enables long term development by counteracting consumer behaviour developments.. Green Haven can increase sales, attract new clients and restore profits with a well-thought-out plan and frequent check-ins. This way gives the business a better chance to improve stability to future challenges. It also helps the company stay competitive in a fast-changing market.
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Solution 1: Improving Digital Presence
	Plus
	Minus
	Interesting

	More customers online
	Cost of redesign
	Can add subscriptions

	Competes with big brands
	Need digital skills
	Possible nationwide delivery

	Boosts long-term sales
	Slow initial results
	New partnerships



Solution 2: Cost Reduction and Local Supply
	Plus
	Minus
	Interesting

	Reduces expenses
	Limited variety
	Strong local identity

	Supports local growers
	May not increase sales
	Better sustainability reputation

	Keeps prices fair
	Seasonal risks
	Unique “local flowers only” concept
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