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[bookmark: _Toc216389610]Introduction 
Green Haven Florist is a local Flower shop in Norwich, UK, established in 2016 by Liam and Priya Patel. The business is known for its bespoke arrangements eco-friendly packaging, and strong community relationships. However, recent sales decline and reduced foot traffic have affected profitability. This situation reflects wider high-street challenges, where UK retailers continue to struggle as consumer behaviour shifts towards online shopping (Office for National Statistics, 2025). As a small business facing rising costs and growing competition, Green Haven must adopt strategic decisions to remain competitive. 



[bookmark: _Toc216389611][bookmark: _Hlk205982484]Brief Explanation of the Specific Business Problem
Over the past year, Green Haven Florist experienced a 30% decrease in in-store sales. Falling foot traffic has made it difficult to cover operational costs, a challenge many UK retailers face in the current period of high inflation and rising supply costs (Office for National Statistics, 2025). Additionally, social and economic changes have reduced local shopping habits, with nearby store closures contributing to lower visits. 
Competition has increased, particularly from online florists that offer same-day delivery options, flexible purchasing, and discount subscriptions. Consumer demand has shifted towards convenience-based shopping, supported by reports indicating the UK has one of the highest online purchasing adoption rates in Europe, reaching around 85% in 2025 (Statista, 2025). Research shows that retailers lacking a strong digital presence struggle to meet changing consumer expectations, reducing competitiveness and growth potential (Verhoef et al, 2021). 
[bookmark: _Hlk205982497]Internally, rising flower import prices and costs associated with sustainable packaging have reduced margins. Customer feedback also suggests weaknesses in the shop’s digital presence, including an outdated website and lack of delivery and subscription services. Without intervention, Green Haven risks further decline.

[bookmark: _Toc216389612]Suggested Two Alternative Solutions

[bookmark: _Toc216389613]Solution A: Local Partnerships and Community Events.

Explanation:
Green Haven could collaborate with schools, shops, small business and event organizers, to host floral workshops, seasonal arrangements, and eco-friendly promotions. These activities could increase visibility and encourage local engagement.

	
PMI Analysis.


	
Plus:
Builds loyalty, promotes brand values, low-cost promotion.


	
Minus:
Time-consuming to organize, revenue effects may take longer to show.


	
Interesting:
Positions the business as a community-focused florist, not just a retail outlet.




Justification:
This option addresses the issue of decreased foot traffic by bringing people into the shop and reinforcing Green Haven’s identity as a sustainable local business. It could create long-term loyalty and word-of-mouth marketing. However, outcomes may be gradual rather than immediate. 


[bookmark: _Toc216389614]Solution B: Cost Management through Local Suppliers. 

Explanation:
Instead of importing flowers, Green Haven could source stock from local growers. This may reduce transportation costs and improve freshness, supporting the eco-friendly brand image. 

	
PMI Analysis.


	
Plus: 
Lower costs, support local growers, aligns with sustainability.


	
Minus: 
Limited flower variety and seasonal restrictions.


	
Interesting: 
Locally sourced flowers can be marketed as premium eco-friendly products.





Justification:
[bookmark: _Toc216389615]This solution directly tackles rising import expenses and improves supply reliability. It also enhances freshness and reduces carbon footprint, strengthening brand identity. Customer trends show increased interest in locally sourced and sustainable products, which could improve sales if marked effectively. 



Justification for Selected Solution.

Preferred Solution: Cost Management through Local Sourcing. 
Although both solutions are beneficial, Solution B – sourcing flowers locally, is recommended as the primary strategy. It targets the business’s most immediate challenge: rising operational costs. Reducing import dependency may stabilize expenses, improve product quality, and support the brand’s sustainable values.
While Solution A has long-term potential for customer engagement, it does not address the urgent financial decline as directly. Research shows that SMART goal setting helps small businesses create a clearer expectation 
and improve the chances of successful implementation (Tracy, 2002). Linking the plan to SMART goals ensures progress is measurable and achievable within realistic timeframes (ProjectSmart, 2025). By prioritizing cost efficiency first, the business builds a stronger foundation for future customer-focused strategies like workshops and partnerships.

[bookmark: _Toc216389616][bookmark: _Hlk205982530]Risk Analysis of the Selected Solution

The main risks of relying on local suppliers is seasonal availability, which may limit the range of flowers offered throughout the year. Customers expecting exotic or out-of-season products may become dissatisfied, specially during key occasions such as weddings or Valentine’s Day. Local growers may also struggle to meet high-demand periods, creating stock shortages and potential revenue loss. These risks relate to customer expectations, supply reliability, and financial stability. Research suggests that SMEs benefit from supplier diversification strategies, as relying on a single supply channel increases vulnerability and disrupts business continuity (Hudson, Lean & Smart, 2001). Considering risks through structured decision-making support clearer evaluation and reduces uncertainty in business planning (Williams, 2002). Actioning hybrid approach, primarily sourcing locally while maintaining selective imports would reduce risk while still supporting cost control and sustainability goals. 
[bookmark: _Toc216389617]Plan to Implement the Selected Solution.

	Implementation Timeline for Local Suppliers Solution.
(up to Week12)

	
Stage

	
Timeframe
	
Main Tasks
	
Responsibility

	
Supplier Search
	
Weeks 1 – 2
	
Identify local growers, compare prices, seasonal ranges
	
Liam & Priya.

	
Negotiation and Agreements
	
Weeks 3 – 6
	
Meet suppliers, delivery schedules, quality standards.
	
Liam & Priya.

	
Trial and Adjustment
	
Weeks 7 – 12
	
Monitor customer feedback, sales performance, supply reliability.
	
Owners & Shop staff.



[bookmark: _Hlk205981406]The task order is realistic and follows a logical sequence that supports both planning and practical decision-making. Supplier search needs to take place first because the business must understand which local growers are available, what flowers they can provide throughout the year, and how their prices compare to current import costs. This stage acts as the foundation of the whole plan, as it helps the owners judge whether the local sourcing idea is financially and operationally feasible. Once potential suppliers have been identified, the Negotiation and Agreements stage naturally follows. 

This part of the process is important because it formalises key details such pricing, delivery schedules, minimum order quantities and expected quality standards. These discussions often require time and clear communication to make sure both the florist and the growers understand each other’s expectations. Tracy (2002) suggests that goals are more successful when expectations are clearly defined, which supports the time allocated to this stage. After agreements are in place, the Trial and Adjustment phase allows Green Haven to test the new supply arrangements in real working conditions. 
This stage is essential to observe how the new stock performs, whether customers respond positively to the changes, and if the suppliers deliver consistently. It provides the opportunity to make small adjustments before committing long-term. Staff involvement throughout this period is also important because their feedback and daily experience help identify problems early, supporting trust, teamwork and overall engagement (Verburg et al., 2017). Altogether, the order of tasks ensures that decisions are informed, measured and aligned with business’s goals.



















[bookmark: _Toc216389618]Means of Measuring Effectiveness of Implementation of Selected Solution

	
Smart Objective
	
Explanation
	
KPI


	
Increase overall sales within 6 months by improving website and delivery options.

	

Targets lost foot traffic by boosting online activity.
	

Monthly sales growth, online orders, Website visits.

	
Reduce flower supply costs within 3 months through local sourcing.

	
Measures cost-reduction effectiveness.
	
Monthly stock spending, cost per bouquet, % flowers sourced locally.

	
Improve customer satisfaction within 4 months.

	
Addresses feedback on service and website issues.
	
Customer review scores, repeat purchases.

	
Increase social media engagement within 8 weeks through regular post.

	
Helps compete with online florist. 
	
Likes, shares, reach, follower growth.

	
Launch a subscription service within 10 weeks. 

	
Builds stable income and loyalty. 
	
Subscription sign-ups and renewal rates.



KPIs focus on sales, cost reduction, customer experience and digital performance, all areas currently affecting Green Haven. Tracking these indicators monthly supports evidence-based decisions rather than assumptions, which is essential for improving business control and operational efficiency. Research by Neely, Gregory & Platts (2005) states that well-designed performance measurement systems helps SMEs link everyday activities with strategic objectives and improve overall decision-making. 
Likewise, more recent studies suggest that using both financial and non-financial indicators, such as flower cost savings, delivery orders, social media growth and customer satisfaction, gives a clearer picture of business progress and supports better long-term planning (Van de Ven et al., 2023). Setting SMART objectives also provides structure and deadlines, making progress easier to track and adjust if needed. 
[bookmark: _Toc216389619]Conclusion
Green Haven Florist faces declining sales, rising costs and increased competition from online florists. Despite this, the business has strong advantages, including loyal customers, quality products and a sustainable brand image, which provide a good basis for recovery. The analysis shows that local sourcing offers the quickest benefit by reducing costs and improving supply reliability. Longer-term growth can come from digital improvements, delivery services, social media activity and a subscription model. Research suggests that small retailers using digital and blended online-offline strategies are more competitive (Nobre & Ferreira, 2018). With SMART objectives and regular KPI tracking, Green Haven can strengthen performance and support future growth. 


[bookmark: _Toc216389620]Key Findings
[bookmark: _Hlk208302504]One key finding is that the decline in in-store sales is linked to changes in shopping habits, with more customers choosing online options. This means Green Haven needs a stronger digital presence. Another important finding is that rising supply cost are putting pressure on profits, especially with imported flowers becoming more expensive. Switching to local suppliers will help reduce this. A third finding is that customer feedback highlights issues with the website and delivery options, showing that convenience is now a major priority for buyers. Finally, competition has increased especially from florists with strong social media marketing, which means Green Haven must improve its online engagement to stay visible. 
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[bookmark: _Toc216389622]Appendix
The Key Performance Indicator is: 

	Specific

	Measurable

	Attainable

	Relevant

	Time-Bound


	
Questionnaire

	8-10 short questions for customers
	Staff can give out and collect forms
	Helps understand customer needs and satisfaction
	Collected over 2-3 weeks

	
Observation

	Note customer behaviour on set days
	Can be done by staff during shifts
	Shows what customers look at and prefer
	Done weekly for 6-8 weeks

	
Reviews

	Count online reviews and comments
	Staff can ask customers to leave feedback
	Shows satisfaction levels and common issues
	To be checked monthly. 
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