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Green Haven Florists – Final Report
Overview of Case Study
Green Haven Florists is a small flower shop in norwich  that is losing many customers recently. 
The high street is quiet now, online flower companies are cheaper, and flower prices are more expensive. 
Their website is old and not easy to use, so people prefer ordering from big online shops. 
Because of all these problems, the shop owners want to understand what is happening and find good solutions to survive.
Two Proposed Solutions
Solution A: Flower Subscription Service
This idea offers customers weekly or monthly flower deliveries. It keeps customers coming back and gives the shop more stable income. It also helps Green Haven compete with online stores that already offer subscriptions.

Solution B: Local Partnerships and Event Collaborations
This means working with cafés, wedding venues, and small local businesses. Green Haven provides flowers for their spaces or events. This increases visibility, brings new customers, and supports the local community.
Evaluation Results and Justifications
After comparing both solutions using a PMI table, Solution A scored higher. 
I chose criteria like cost, difficulty, long‑term benefits, and customer attraction. 
Subscription service has stronger long‑term results and brings regular money every month. 
Even if it needs some work to organist, it is more stable and helpful for the shop in the long run.
Risk Analysis Results and Justifications
Some risks include customers cancelling subscriptions, delivery delays, or problems getting fresh flowers. 
I rated risks based on how likely they are and how much impact they have. 
Even with these risks, the solution is still reliable because the shop can reduce problems by planning deliveries better and communicating with customers. 
It gives the business more stability than depending on walk‑in sales only.
Justification for the Implementation Plan
The plan starts with designing the subscription options, then updating the website, then promoting it on social media, and finally starting the deliveries. 
This order makes sense because the shop needs a clear product before advertising it. 
Each task has a person responsible so everything is organised and realistic for a small business.
Justification for KPI and SMART Objectives
The KPI is the number of new subscription customers. It shows clearly if the solution is working. 
The SMART goals are simple: grow subscriptions by a set number within three months, which is realistic for the shop. 
It is measurable, not too difficult, and directly linked to increasing stable income.
 Key Findings
• Green Haven is losing customers mainly because online competitors are cheaper.  
• Costs of flowers and sustainable packaging are rising.  
• A subscription service can bring stable income.  
• Local partnerships can bring new customers.  
• The subscription model is the strongest long‑term solution.
Appendices
Appendix 1 – PMI Analysis Table
	Solution
	Plus
	Minus
	Interesting

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	Solution A
	Stable income
	Needs website update
	People love subscriptions

	
	Easy to plan
	Delivery work needed
	Good long‑term idea

	Solution B
	More visibility
	Takes time to manage
	Helps local business

	
	New customers
	Income not stable
	Good community image


Appendix 2 – Risk Analysis Table
	Risk
	Likelihood (1–5)
	Impact (1–5)
	Risk Factor
	Response

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	Customers cancel
	3
	4
	12
	Offer flexible plans

	Flower supply delays
	2
	5
	10
	Use backup suppliers

	Delivery mistakes
	3
	3
	9
	Train staff, good system


Appendix 3 – Implementation Plan
	Task
	When
	Who
	Done

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	Design subscription packages
	Week 1
	Liam
	

	Update website
	Week 2–3
	Web designer
	

	Marketing campaign
	Week 4
	Priya
	

	Start deliveries
	Week 5
	Team
	


Appendix 4 – KPI and SMART Objectives
	KPI
	New subscription customers

	Specific
	Increase subscription customers

	Measurable
	Count number of sign‑ups

	Attainable
	Small target achievable

	Relevant
	Helps increase income

	Time‑Bound
	Reach target in 3 months
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