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[bookmark: _Hlk205982484]
Brief Explanation of the Specific Business Problem
[bookmark: _Hlk205979492]Green Haven Florists, a Norwich-based shop founded by Liam and Priya Patel in 2016, is struggling with declining revenue and foot traffic amidst rising operational costs and intense competition from online flower delivery services. Known for bespoke arrangements and eco-friendly practices, the business faces challenges adapting to a shifting retail landscape. Key contributing problems include increased online competition impacting traditional sales, rising costs squeezing profitability, and potential gaps in digital presence. The root problem appears to be Green Haven's struggle to maintain relevance and profitability in a rapidly evolving market. This report will address the specific problem of Green Haven's limited online presence and e-commerce capabilities, hindering their ability to reach and serve customers in a digitally driven market. 

[bookmark: _Hlk205982497]Suggested Two Alternative Solutions


Solution A Proposal   arragements in community 
Green Haven could forge strategic partnerships with Norwich-based businesses like cafes, restaurants, event planners, and wedding venues, creating a 'Floral Ecosystem'. Collaborations involve supplying bespoke floral arrangements for these partners' events/spaces, promoting mutual branding. Green Haven could offer tailored packages for corporate gifting, weddings, and regular refreshes for commercial spaces. This ecosystem builds recurring revenue streams, strengthens local ties, and raises Green Haven's profile in Norwich's community and business circles, addressing downturns in walk-in traffic through allied commercial opportunities.


Solution b Propoposal  - upgrading webiste 
Green Haven Florists could launch an Integrated Floral Experience blending physical shop experiences with enhanced digital offerings. This involves creating an immersive online platform showcasing bespoke arrangements, coupled with a curated 'Floral Subscription & Pickup' service. Customers order online and pick up arrangements in-store or opt for local delivery. In-shop experiences like 'Design Your Bouquet' workshops foster engagement. This integrated approach broadens Green Haven's reach, catering to online shoppers while leveraging Norwich's local clientele, driving revenue through multiple channels and countering online competition.
Justification for Selected Solution 
    t he Integrated Floral Experience is the best solution because it combines online convenience with in-store engagement. By launching a digital platform, Green Haven can reach more customers who prefer shopping online. The ‘Floral Subscription & Pickup’ service adds regular income and flexibility. In-store workshops like ‘Design Your Bouquet’ create a personal touch and build customer loyalty. This approach uses both digital and physical channels to attract different types of customers, helping Green Haven stand out from online competitors and increase revenue. It also strengthens local connections in Norwich, making the business more visible and community-focused.
[bookmark: _Hlk205982530]Risk Analysis of the Selected Solution
Based on the risk analysis in Appendix 2, I identified three key risks: competition from online flower delivery services (Risk Factor 20), declining foot traffic (16), and rising operational costs (20). I used a 1–5 scale to assess likelihood and impact, which allowed me to calculate a Risk Factor by multiplying the two. This method helped me prioritize threats that are both probable and potentially damaging. For example, the high likelihood (5) and impact (4) of online competition reflects the growing dominance of digital platforms. Despite these risks, I believe the proposed solution—expanding our digital presence and diversifying income streams—is reliable because it directly addresses these challenges while building on our strengths in sustainability and local engagement.
Plan to Implement the Selected Solution
 The tasks in a clear order to make sure everything runs smoothly. First, we’re building the e-commerce website so customers can shop online before the busy season. Then, we’ll launch floral subscriptions to bring in regular income. Next, we’ll form partnerships with local cafés and event venues to create a ‘Floral Ecosystem’ and reach more people. After that, we’ll host joint events to boost foot traffic and community engagement. Finally, we’ll run a social media campaign to support all these steps. Each task is assigned to the person best suited for it, based on their skills and role.
[bookmark: _Hlk205981406]


Means of Measuring Effectiveness of Implementation of Selected Solution

The Key Performance Indicator is to increase revenue by 30% within four months through the new digital platform and local partnerships. This KPI is clear and easy to measure, focusing on the main goal of boosting income. The SMART objectives support this by being specific to online and partner sales, measurable through monthly tracking, and realistic based on expected customer interest. They are relevant because they directly address the problem of falling revenue, and time-bound with a four-month deadline. This makes it easier to check progress, stay focused, and adjust the plan if needed to reach the target.


Key Findings
· Green Haven Florists is losing money and customers because of online competition and high running costs.
· The biggest risks are strong online flower services and fewer people visiting the shop.
· The chosen solution is to build a website and work with local cafés, restaurants, and event planners to create a ‘Floral Ecosystem’.
· These partnerships will help Green Haven reach more people and offer new services.
· A clear goal (KPI) is set: increase revenue by 30% within four months to measure if the plan is working.
[bookmark: _Hlk208302504]
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Appendix 1

PMI Analysis Table

	Solution A

	Plus
	Minus
	Interesting

	Flexibility for Customers: Offers online ordering with in-store pickup or delivery options                    +5
	Digital Marketing Effort: Needs ongoing effort to drive online traffic.      -3
	Subscription Services Potential: 'Floral Subscription & Pickup' could build recurring revenue.  +4

	Customer Engagement Opportunities: Workshops like 'Design Your Bouquet' foster interaction       .+5

	Competition Online: Faces competition from established online floral services. -3
	Local Pickup Option: Balances online convenience with physical shop interaction
   +3

	

	
	

	

	
	

	
TOTAL: +10
	
TOTAL: -6
	
TOTAL:  +7



[bookmark: _Hlk210816971]Therefore: Final Answer for Solution A =  11 (10-6=4+7=11


	Solution B

	Plus
	Minus
	Interesting

	Strengthens Local Ties: Partnerships with Norwich businesses deepen community connections. +4
	Dependency on Partners: Reliance on partnerships poses risk if collaborations falter. -4
	Wedding & Event Focus: Norwich weddings/events could be a strong partnership avenue.+4

	
ecurring Revenue Streams: Collaborations can lead to regular floral supply agreements. + 4
	Competitive Overlaps: Partners might have competing interests/vendor relationships.-3
	Storytelling Potential: Local partnerships add narrative depth to Green Haven’s marketing +3

	

	
	

	

	
	

	
TOTAL: +8
	
TOTAL: -7
	
TOTAL: +7



Therefore: Final Answer for Solution B =  14 (8-1=7+7=14)

(Proctor, T. (2019) Creative problem solving for managers: developing skills for decision making and innovation. 5th edn. New York: Routledge. E-book)
.
Appendix 2

Risk Analysis Table

	
	What could cause a risk?
	What is the likelihood of the risk occurring? 
(1 – 5)
	What is the impact of this risk? 
(1 – 5)
	Risk Factor = Likelihood X Impact
	What can you do to reduce this risk from happening?
	If it happens – what can you do to minimise the impact?

	1
	Increased competition from online flower delivery services

	5


              5 x
	4



4 = 
	20



20
	Launch an e-commerce site with local delivery and personalized options
	Offer exclusive local promotions, build loyalty through subscriptions and events

	2
	
Decline in foot traffic due to changing shopping habits
	4


            4 
x
	4
                               

4=
	16



16
	Improve local marketing, host in-store workshops, partner with nearby businesses
	Shift focus to online sales and delivery, offer virtual floral consultations

	3
	Rising operational costs (rent, utilities, supplies)

	4


             4x
	5


5 =
	20


20
	Renegotiate supplier contracts, streamline staffing and inventory
	Introduce budget-friendly product lines, adjust pricing strategy




(Sproull, R. (2018) The problem-solving, problem-prevention, and decision-making guide: organized and systematic roadmaps for managers [ebook]. New York: Taylor & Francis.)




Appendix 3
Implementation Plan

Name the problem you are solving : Declining revenue and foot traffic due to increased competition and rising operational costs.
Name the solution you are implementing: Creating a digital platform and forging a local 'Floral Ecosystem' through strategic partnerships and service diversification.
	
	Task
	WHAT

	WHEN

	WHO

	Done

	1
	
Task 1.

	Build and launch an e-commerce website with bouquet customization and local delivery options
	By the end of november 
	

Liam + Web Developer
	
In progress – platform selected, design underway

	2
	
Task 2 .

	Develop and promote floral subscription packages for homes and offices

	
Early december 

	

Priya + Marketing Team
	
Not started – pricing and packaging to be defined


	3
	
Task 3 .

	Forge partnerships with Norwich-based cafés, restaurants, event planners, and wedding venues

	Mid december 


	

Liam
	
Initial outreach done – meetings scheduled


	4
	Task 4. 


	Host collaborative events and workshops with partner businesses


	
Monthly from janaury 

	

Priya + Partner Businesses
	Planning phase – first event concept drafted

	5
	
Task 5.

	Launch a social media campaign showcasing the 'Floral Ecosystem' and sustainability values

	

Ongoing from december 
	Marketing Team
	Content calendar drafted – launch scheduled



(Institute of Leadership & Management (2013) Solving problems and making decisions. 5th edn. Routledge. Super Series.)
Appendix 4

The Key Performance Indicator is: To increase revenue generated through Green Haven’s new digital platform and local ‘Floral Ecosystem’ partnerships by 30% within four months of implementation.

	Specific
	Measurable
	Attainable
	Relevant
	Time-Bound

	

Increase revenue through the new digital platform and local partnerships tracking the number of views 




	


Achieve a 30% increase in revenue from online sales and partner-driven services


	

Based on expected growth from e-commerce, subscriptions, and collaborations with Norwich businesses.


	


Directly addresses the problem of declining revenue and supports the business’s growth strategy.


	



Target to be reached within four months of launching the solution.



(Institute of Leadership & Management (2013) Solving problems and making decisions. 5th edn. Routledge. Super Series.)
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