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Good morning/afternoon. My name is Simon Conka. This is my Component 1 presentation for Green Haven Florists. I’ll begin with an overview.
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In this presentation, I will provide an overview of Green Haven Florists, explain the problems they are facing, apply the 5W2H model, critique and apply the PESTEL framework, critique and apply the Cause‑and‑Effect model, and finish with key findings.
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Green Haven Florists is a small independent flower shop based in Norwich. It was founded in 2016 by Liam and Priya Patel and became well‑known for its bespoke floral designs, sustainable packaging, and strong community relationships. The business serves a mix of walk‑in customers, corporate clients, and wedding events. However, in the past year, the shop has faced declining foot traffic and growing competition, which has created significant challenges.
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The main challenge for Green Haven Florists is the decline in foot traffic and rising competition, which is affecting their sales and growth potential. Internally, the shop struggles with limited marketing efforts and relies heavily on walk-in customers, which limits reach. They also face inventory management issues. Externally, the market is becoming more competitive with new florists and online alternatives, while customer preferences are shifting towards online shopping. Economic pressures are also influencing consumer spending habits.




Slide 5




The 5W2H model helps summarise the core problem at Green Haven Florists. The business has experienced a 30% decline in in‑store sales over the past year. This is driven by increased competition, limited digital marketing, and reduced foot traffic. The issue mainly affects the physical store in Norwich and impacts both the owners and their customers. The decline has occurred over the last 12 months and is linked to an outdated website, minimal online presence, and rising costs associated with sustainable materials
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The PESTEL framework is useful because it helps businesses analyse external factors in a structured way. However, it also has limitations. It can be too broad, it doesn’t prioritise which factors matter most, and it doesn’t provide solutions. It’s a descriptive tool rather than a decision‑making tool
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Using the PESTEL framework, we can see several external factors affecting Green Haven Florists. Politically, local sustainability regulations and Brexit‑related import delays impact supply. Economically, rising costs and reduced consumer spending are key issues. Socially, customers increasingly prefer sustainable products and online shopping. Technologically, the business has an outdated website and limited digital marketing compared to competitors. Environmentally, seasonal flower availability and eco‑friendly packaging requirements affect operations. Legally, the shop must comply with health and safety rules and data protection laws for online orders
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The Cause‑and‑Effect model is useful because it helps identify root causes and encourages structured brainstorming. It visually organises issues into categories, which makes complex problems easier to understand. However, it also has limitations. It can oversimplify issues, it relies heavily on the knowledge of the people involved, and it doesn’t show how different causes interact. It can also be time‑consuming to complete properly.
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This Fishbone diagram highlights the root causes behind the decline in sales at Green Haven Florists. Under People, staff lack digital customer service skills and the owners are overloaded. Process issues include slow responses and inefficient order handling. Technologically, the website is outdated and there is no active social media presence. Materials are affected by rising costs and seasonal supply issues. Environmentally, competition has increased and foot traffic has dropped. Finally, management has not invested enough in marketing or long‑term planning.
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From the analysis, several key findings emerge. Sales have declined mainly due to reduced foot traffic and stronger competition. The business has a limited digital presence, with an outdated website and minimal online marketing. Rising costs and seasonal supply issues are affecting profitability. Internally, the shop lacks strategic planning and has slow processes, especially around order handling and customer communication. These factors together explain the challenges Green Haven Florists is facing.
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In conclusion, Green Haven Florists is experiencing a decline in sales due to a combination of external and internal factors. The analysis using 5W2H, PESTEL, and the Fishbone diagram shows that competition, rising costs, and reduced foot traffic are major external pressures, while internal issues such as an outdated website, limited digital marketing, and slow processes make the situation worse. To remain competitive, the business needs to adapt to digital trends and address these operational challenges.
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• Brooks, I. (2011) Organizational Behaviour: Individuals, Groups and Organization. 4th ed. Harlow: Pearson Education.
• Green Haven Florists Case Study (2024). Provided by the University.
• Norwich City Council (2024) Local Business and Waste Regulations.
• Office for National Statistics (2024) UK Consumer Spending Trends.
• UK Government (2024) Import and Customs Guidance Post‑Brexit.	
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The main challenge for Green Haven Florists is the decline in foot traffic and rising competition, which is affecting their sales and growth potential. Internally, the shop struggles with limited marketing efforts and relies heavily on walk-in customers, which limits reach. They also face inventory management issues. Externally, the market is becoming more competitive with new florists and online alternatives, while customer preferences are shifting towards online shopping. Economic pressures are also influencing consumer spending habits.
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The 5W2H model helps summarise the core problem at Green Haven Florists. The business has experienced a 30% decline in in‑store sales over the past year. This is driven by increased competition, limited digital marketing, and reduced foot traffic. The issue mainly affects the physical store in Norwich and impacts both the owners and their customers. The decline has occurred over the last 12 months and is linked to an outdated website, minimal online presence, and rising costs associated with sustainable materials
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The PESTEL framework is useful because it helps businesses analyse external factors in a structured way. However, it also has limitations. It can be too broad, it doesn’t prioritise which factors matter most, and it doesn’t provide solutions. It’s a descriptive tool rather than a decision‑making tool
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Using the PESTEL framework, we can see several external factors affecting Green Haven Florists. Politically, local sustainability regulations and Brexit‑related import delays impact supply. Economically, rising costs and reduced consumer spending are key issues. Socially, customers increasingly prefer sustainable products and online shopping. Technologically, the business has an outdated website and limited digital marketing compared to competitors. Environmentally, seasonal flower availability and eco‑friendly packaging requirements affect operations. Legally, the shop must comply with health and safety rules and data protection laws for online orders
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The Cause‑and‑Effect model is useful because it helps identify root causes and encourages structured brainstorming. It visually organises issues into categories, which makes complex problems easier to understand. However, it also has limitations. It can oversimplify issues, it relies heavily on the knowledge of the people involved, and it doesn’t show how different causes interact. It can also be time‑consuming to complete properly.
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This Fishbone diagram highlights the root causes behind the decline in sales at Green Haven Florists. Under People, staff lack digital customer service skills and the owners are overloaded. Process issues include slow responses and inefficient order handling. Technologically, the website is outdated and there is no active social media presence. Materials are affected by rising costs and seasonal supply issues. Environmentally, competition has increased and foot traffic has dropped. Finally, management has not invested enough in marketing or long‑term planning.
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From the analysis, several key findings emerge. Sales have declined mainly due to reduced foot traffic and stronger competition. The business has a limited digital presence, with an outdated website and minimal online marketing. Rising costs and seasonal supply issues are affecting profitability. Internally, the shop lacks strategic planning and has slow processes, especially around order handling and customer communication. These factors together explain the challenges Green Haven Florists is facing.
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Green Haven Florists is a small independent flower shop based in Norwich. It was founded in 2016 by Liam and Priya Patel and became well‑known for its bespoke floral designs, sustainable packaging, and strong community relationships. The business serves a mix of walk‑in customers, corporate clients, and wedding events. However, in the past year, the shop has faced declining foot traffic and growing competition, which has created significant challenges.
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