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Introduction 
This report investigates the current financial and operational challenges facing Green Haven Florists in Norwich. Established in 2016, the business has built a strong reputation for sustainability and bespoke floral designs. However, the shop has recently experienced a significant 30% decline in sales. The primary objective of this report is to analyse the root causes of this downturn using professional diagnostic tools. Additionally, it will propose two strategic solutions to modernize the brand and recover lost revenue. By evaluating market trends, we will outline a clear path for future growth.

[bookmark: _Hlk205982484]Brief Explanation of the Specific Business Problem
[bookmark: _Hlk205979492]Green Haven Florists is a small, eco-friendly business in Norwich that is currently facing a serious financial problem. Although the shop has a good reputation for its unique floral designs, it has experienced a 30% drop in sales over the last twelve months. This decline in revenue is a major concern because it makes it difficult for the owners to cover their rising operational costs.
[bookmark: _Hlk205982497]After analysing the situation with professional tools, I identified several reasons for this downturn. The primary issue is a change in consumer behaviour. Most customers now prefer the convenience of ordering flowers online from large national chains instead of visiting a physical store. Additionally, the shop has a very weak digital presence. The current website is outdated and does not support online transactions, which prevents the business from reaching new customers. Local competitors are also using social media platforms like Instagram much more effectively to attract younger people. These factors, combined with the high price of materials, have significantly reduced the shop's profits. To resolve these issues, the business must modernize its sales strategy and improve its visibility in the local market.

Two Alternative Solutions:

Solution A:  To Upgrade Website 
· Upgrade the website to add an online shop.
· Create professional photos of all flowers.
· Connect the shop to Instagram and Facebook.
· Start a same-day delivery service for orders.
· Provide easy payment options 24/7.

Solution A effectively fixes the 30% drop in sales. This plan helps Green Haven Florists find new customers online. First, a website upgrade is necessary because the current site is old. The website accepts orders 24/7, and Liam and Priya deliver them in the morning. Second, using Instagram shows flowers to many young people. Finally, a fast delivery service makes shopping easy. Solution uses technology to increase sales and make the business successful again.

	Plus
	Minus
	Interesting

	Find many new customers online.
	Website upgrade is expensive.
	Offer a digital loyalty card.

	People can buy flowers 24/7.
	Needs time to update the photos.
	Use a "Chat Bot" for customers.

	Selling flowers is faster and easier.
	
	See which flowers are popular now.

	Attracting new clients online from social networks
	
	














Solution B: To Organize Floristry School and Creative Hub

· Organize floristry events once a week or once a month to teach people.
· Invite local artists to paint in the shop and sell their pictures.
· Create special gift boxes with flowers and chocolate candies inside.
· Sell beautiful vases and home decor as separate products.

Solution B turns the shop into a small floristry school and creative hub. Green Haven can hold flower classes every month for local people. It can invite local artists to display paintings in the shop, which makes the space more interesting. The business can also sell gift boxes with flowers, chocolates, and vases, and work with a local café to exchange discount coupons. This solution is useful because it creates more than one source of income. Customers pay for classes, buy extra products, and may return again with friends. It also helps the shop become more visible in Norwich and builds a stronger local community around the brand. For this reason, Solution B can help the business reduce the fall in sales and bring more people into the shop (Stokes and Wilson, 2017).

	Plus
	Minus
	Interesting

	New income from floristry events and workshops.
	Liam and Priya need extra time to plan events.
	Partner with a local cafe 
Double discount deal. Flower shop gives coffee coupons, and the cafe gives flower discount

	Selling artists' pictures brings extra profit.
	The shop space is small for many people.
	Give a "Florist Certificate" after the event.

	Gift boxes with chocolates increase the average check.
	
	

	The shop becomes a popular place for the community.
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Justification for Selected Solution

	Factors
	Weight
	Solution A
	Score
	Solution B
	Score

	Community building
	5
	2
	10
	5
	25

	New income opportunities
	5
	2
	10
	4
	20

	Average customer spend
	4
	2
	8
	4
	16

	Local promotion / visibility
	4
	3
	12
	5
	20

	Implementation cost
	2
	3
	6
	3
	6

	Total
	
	
	46
	
	87



Solution B was selected because it makes Green Haven Florists a special place in Norwich. It is better than just a website because it creates a community. Floristry events bring new people to the shop every week. These customers pay for classes, so the shop gets new income. Also, selling gift boxes with chocolates and vases increases the average check. The partnership with the local cafe is very smart. We give discounts to their customers, and they send people to us. This is free advertising. This solution fixes the 30% drop in sales effectively.

Risk Analysis of the Selected Solution
There are some risks for Solution B. First, Liam and Priya need a lot of time to organize events. If they are too busy, the service in the shop may be bad. Second, the shop space is small. If many people come to the workshop, it will be very crowded. I used "Time" and "Cost" as my criteria. Creating workshops and gift boxes costs money for materials. If no one buys the tickets, the shop loses money. We need to plan the schedule and the budget carefully to avoid these potential problems.



Plan to Implement the Selected Solution


	Actions
	Description
	Time frame
	Staff responsible

	Meet the cafe owner
	Talk to the local cafe. Give them coupons for our shop. They give us their coupons.
	1 Week 
	Priya

	Buy new stock
	Buy nice chocolates, vases, and tools for the flower classes.
	1 Week 
	Liam

	Find local artists
	Invite local artists to show their paintings in our shop.
	2 Weeks
	Priya

	Make adverts
	Create simple posters and social media posts about the new classes.
	2 Weeks
	Priya

	Start first class
	Host the first flower class and give certificates to students.
	4 Weeks
	Liam


The implementation plan is simple and practical. It helps Green Haven Florists start the new idea step by step. First, the business will meet the café owner in Week 1. This is important because the partnership must start before the business promotes the new activities. The café can help Green Haven reach more local people. It can share coupons and tell customers about the shop. This is a low-cost way to attract attention and bring in more visitors. The second action is buying new stock in Week 1. This must be done early. The shop needs chocolates, vases, and tools before the first class starts. These items can also be used for gift boxes. This may help increase customer spending. Liam is responsible for this task because he looks after stock and shop operations. In Week 2, Priya will find local artists and make adverts. These tasks fit well together. The artists can make the shop more interesting. The adverts can tell people about the new classes and products. Priya is responsible because these tasks are linked to promotion and customer communication. The first flower class will start in Week 4. This gives the business enough time to prepare. Liam will lead the class because it is a practical shop activity. Bottom of Form





Means of Measuring Effectiveness of Implementation of Selected Solution

To measure the effectiveness of the selected solution, Green Haven Florists will use KPIs and SMART objectives shown in the table. The first KPI is a questionnaire. Priya will ask 30 customers five simple questions after the floristry class. This is useful because it gives direct feedback about the new lessons and shows whether customers enjoy the experience. The second KPI is observation. Liam will count how many people visit the shop for two hours every Saturday over three months. This is important because Solution B aims to bring more people into the shop, so customer visits are a clear sign of progress. The third KPI is reviews. Liam and Priya will read 10 to 15 new reviews on Instagram and Google every month. This will help them understand what customers think about the new gifts, art displays, and events. These measures are also SMART. They are specific because each activity is clearly defined, measurable because numbers are recorded, attainable because the owners can do them themselves, relevant because they match the goals of Solution B, and time-bound because each task has a clear period for checking results. Overall, these tools will help the business see if the new plan is working and where changes are needed.


The Key Performance Indicator is: 


	Specific (Method)
	Measurable
	Attainable
	Relevant
	Time-Bound

	Questionnaire
	5 simple questions for 30 customers.
	Priya will ask people after the floristry class.
	To know if customers like the new lessons.
	1 month (after 4 classes)

	Observation
	Count people for 2 hours every Saturday.
	Liam will do it while working in the shop.
	To see if more people visit the shop.
	3 months to see the progress

	Reviews
	Read 10-15 new reviews on Instagram/Google.
	Liam and Priya will check their social media.
	To see if people like the new gifts and art.
	Every month.



Conclusion:

In this report, I analysed the business of Green Haven Florists. Here are the five most important findings:
Main Problem: The shop is losing money because sales fell by 30% last year. This happens because many people now shop online and the street is quiet.
Creative Solution: The best way to help the shop is Solution B. Organizing monthly floristry events will bring new customers who want to learn a hobby. This gives the shop new and regular income.
Local Art: Inviting local artists to show and sell their pictures is a great idea. It makes the shop beautiful and attracts people who love art. The shop can get a commission from these sales.
Smart Partnership: The deal with a local cafe is very effective. Giving double discounts (for coffee and flowers) is a free way to find new customers for both businesses.
New Products: Selling gift boxes with chocolates and separate vases is a smart strategy. It increases the average check because customers buy more things at one time.
If Liam and Priya follow these findings, they can increase sales by 15% in six months. This plan will make the shop a popular creative centre in Norwich and save the business.
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