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1. Overview of the Case Study and Problem Impacting Green Haven Florists
Green Haven Florists, founded in 2016 in Norwich, UK, has built a reputation for bespoke floral arrangements and eco-friendly practices. Despite a loyal customer base, the shop has recently experienced a 30% decline in in-store sales, exacerbated by rising operational costs and fierce competition from online flower delivery services. The shop’s once-bustling location has seen reduced foot traffic, and a shift towards online shopping has driven many customers to larger retailers. Immediate adaptations are necessary for Liam and Priya Patel to stabilize and rejuvenate their business.

2. Proposed Solutions
1. Enhance Online Sales Strategy:
· Developing a modern e-commerce website would improve user experience and navigation. Features such as flexible delivery options and subscription services could attract new customers and retain existing ones by catering to their preferences for convenience and variety.
2. Revamp In-Store Experience:
· Introducing customer engagement initiatives like floral arrangement workshops and personalized consultations can create a sense of community and provide a unique selling point. This approach aims to draw in foot traffic and foster stronger relationships with customers, ultimately boosting sales.

3A. Evaluation of Proposed Solutions
PMI Analysis:
· Solution 1: Enhance Online Sales Strategy
· Plus:
· Wider reach to potential customers.
· Convenience for existing customers.
· Minus:
· Requires substantial investment in technology.
· Risk of high competition with established online retailers.
· Interesting:
· Potential for repeat business through subscription services.
· Solution 2: Revamp In-Store Experience
· Plus:
· Strengthens customer relationships.
· Differentiates from online competitors.
· Minus:
· May not immediately increase sales.
· Requires time and resources for staff training and event organization.
· Interesting:
· Possible partnerships with local businesses for events.

3B. Preferred Solution Explanation
I recommend enhancing the online sales strategy as the preferred solution. This approach directly addresses the critical decline in foot traffic by tapping into the growing online market. With the effective implementation of modern e-commerce features, Green Haven can attract a broader audience and provide flexibility that current competitors offer, leading to potential revenue growth.

4A. Risk Analysis
Key risks associated with enhancing the online sales strategy include:
· Technical Challenges: Difficulty in website development or maintenance.
· Market Competition: Established online competitors dominate the market.
· Cost Implications: Ongoing costs for digital marketing, website upkeep, and initial setup.

4B. Risk Analysis Result Explanation
The primary risks involve technical hurdles and fierce competition. However, these can be mitigated through careful planning, by hiring experienced developers, and conducting market research to tailor the business offerings effectively. A phased rollout of online services can further reduce financial strain during implementation.

5A. Implementation Plan
1. Market Research: Identify customer preferences and trends (1 month).
2. Website Development: Create an engaging, functional e-commerce site (2 months).
3. Marketing Campaign: Launch online marketing to promote new offerings (1 month).
4. Ongoing Monitoring: Review sales data and customer feedback (Ongoing).

5B. Justification of Implementation Plan
This plan is designed to ensure a thorough understanding of customer needs before launching the online platform, allowing for a tailored approach. By phasing the implementation, Green Haven can manage costs effectively while maximizing the chance of attracting new customers through robust marketing. Continuous monitoring enables rapid adjustments based on real-time data.

6A. Key Performance Indicator and SMART Objectives
KPI: Online Sales Growth
SMART Objectives:
· Achieve a 25% increase in online sales within six months of launching the website.
· Reach a customer satisfaction score of 90% through feedback surveys post-purchase.

6B. Metrics Usage Insight
Monitoring the online sales growth KPI provides insights into the effectiveness of the digital strategy. Regular reviews against the SMART objectives ensure proactive adjustments are made to enhance performance, ensuring the solution remains aligned with overall business goals.

7. Summary of Key Findings
· Green Haven Florists faces critical challenges from declining foot traffic and increased competition.
· Enhancing the online sales strategy offers a viable solution to boost revenue by targeting a wider audience.
· A structured implementation plan is essential for successful adaptation.
· Key metrics will facilitate ongoing evaluation of the strategy's effectiveness.
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