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Introduction 
[bookmark: _Hlk216601683]In this report we will be looking at a barrier that was founded in a shop, which caused a lot of losing for the shop. Also, we will be looking at the case study and its solution using different problem-solving theories. The shop has already lost its profit in business due to several issues. The shop needs huge improvement to continue gaining. 
[bookmark: _Hlk205982484]Brief Explanation of the Specific Business Problem
Green Haven Florists is a small independent flower shop in Norwich, UK. The shop became known for its creative floral arrangements, ecofriendly packaging, and strong connection to the local community. However, during the past year the business has experienced a clear drop in sales and customer foot traffic. Several issues have contributed to this a 30% decline in in-store sales, including: Reduced foot. A shift toward online shopping and strong competition from online flower retailers. Rising operational and supply costs, especially for imported flowers. An outdated website that is difficult for customers to use. Limited digital marketing, relying only on word of mouth.
[bookmark: _Hlk205982497]There are various causes that contribute to those problems, first one is a significant loss foot traffic due to nearby shops closures. The shop also faced challenges in raising operational costs as the owner’s commitment to use ecofriendly packaging. Moreover, the business has a new strong coemptions with digital presence. The shop is struggling to maintain profitability.
Suggested Two Alternative Solutions
Solution A: Digital Transformation 
The shop can Improve their online presence, updating their website, offering flexible delivery options, and using modern digital marketing. (McKinsey & Company, 2022). 
PMI Analysis
· Plus: Improves online visibility, increases online sales, enhances customer experience, and is relatively cost-effective compared to physical expansion.
· Minus: Requires initial financial investment, technical expertise, and time before results are realized
Interesting: Creates opportunities for subscription services, customer data collection, and long-term brand development.

Solution B: Corporate Focus and Subscription Model
This solution suggests targeting corporate clients such as offices, hotels, and event planners, alongside introducing monthly flower subscription services.
PM Analysis
Plus: Provides stable and predictable revenue, strengthens long-term relationships, and reduces reliance on walk-in customers.
Minus: Limited market size, higher dependency on fewer clients, and longer negotiation periods.
Interesting: Potential for premium branding and exclusive contracts.
While this solution offers financial stability, it may not generate rapid growth in sales compared to digital expansion. The business can increase its competitiveness and move toward long-term sustainability. (PwC, 2023)  
Justification for Selected Solution
Solution A is the most suitable option. The Grid Analysis indicates that digital enhancement scores higher in terms of sales impact, implementation speed, and scalability. Greater weighting was assigned to sales impact and cost efficiency, as increasing revenue is the most urgent priority for Green Haven Florists. Although Solution B offers long-term stability, Solution A provides faster and broader market reach, making it more suitable for addressing the immediate decline in performance.
[bookmark: _Hlk205982530]Risk Analysis of the Selected Solution
Digital skills inability: the shop might face failure in digital marketing (Liu,2021).
Financial risk: moving toward long-term sustainability can cause a lot of money. 
Customer adoption risk: is managed through effective communication and promotional activities.
Plan to Implement the Selected Solution
Week 1: planning and preparation.
Week 2-3: improving website.
Week 4-5: rebuilding digital marketing. 
Week 6-7: moving toward long term sustainable.
Means of Measuring Effectiveness of Implementation of Selected Solution
 The effectiveness of the solution will be measured using Key Performance Indicators (KPIs) such as online sales growth, website traffic, social media engagement, and conversion rates. These KPIs were selected because they directly reflect customer interaction and revenue generation.
SMART objectives include increasing online sales by 20% within six months and achieving a 30% increase in website traffic within three months. These objectives are specific, measurable, achievable, relevant, and time-bound, ensuring progress can be accurately tracked and evaluated.
Conclusion:
[bookmark: _Hlk208302504]Key Findings

This report identified a significant decline in in-store sales at Green Haven Florists caused by reduced foot traffic, increased online competition, rising costs, and a weak digital presence. Two alternative solutions were evaluated using decision-making tools. The analysis demonstrated that enhancing digital marketing and upgrading the website is the most effective solution. Key findings highlight the importance of digital transformation, customer engagement, structured implementation, and performance measurement. Overall, the selected strategy offers a realistic and sustainable approach to improving competitiveness and long-term profitability.
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The Key Performance Indicator is: 
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	The data includes quantitative. It focuses on online sales and customer experience. The purpose is to evaluate whether the solution was successful.
	1 month 


3 months 


2 weeks 



Monthly 



Page 2 of 2

