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Abstract


My name is Peppy Prabowo and I’m studying at University of Wales Trinity Saint David London and my course is CERTHE Business Skills for Workplace. One part of my study is to writing report on Green Haven Florist  to identifying the problem the shop problem at the moment. I will help the Liam and Priya Patel the owner of the shop to look at analysis using theories also suggestion for solutions to help the shop thrive again like before the past year. With the analysis and solution hopefully the owner willing to have a look and trying to implement on theirs shop and help them get back to business.














Introduction 
Green Haven Florists, established in Norwich in 2016 by partners Liam and Priya Patel, is a respected independent shop known for its strong community presence and sustainable ethos. Located on a busy main road, the shop specializes in bespoke wedding and corporate flower arrangements, alongside serving walk-in customers with high-quality, all-occasion bouquets, utilizing eco-friendly packaging. Their personal service and commitment to sustainability have been key drivers of their early reputation and success.
Despite their strong foundation, the business faces an urgent financial crisis, experiencing a 30% drop in revenue and profit over the past year. This decline is attributed to a combination of factors: rising operational costs, the negative impact of surrounding business closures reducing local traffic, and aggressive competition from convenient, low-cost online flower delivery services.
Liam and Priya are now at a critical juncture. They must rapidly adapt their established model to survive the volatile retail environment. The challenge is to effectively integrate their highly valued personal touch and ethical brand into a resilient strategy that addresses escalating costs and the convenience demands of the modern consumer, securing the future of Green Haven Florists.












Brief explanation of the specific business  problem 
 
Green Haven Florists, a beloved local shop in Norwich run by Liam and Priya Patel, faces a critical and immediate threat to its survival. The core business problem is the erosion of traditional high street retail profitability, driven by three interconnected factors. Firstly, the closure of surrounding local businesses has led to a 30% drop in foot traffic and revenue, starving the shop of its conventional customer base. Secondly, competition from large national online flower delivery services is aggressively capturing market share by offering digital convenience that Green Haven currently lacks. Thirdly, and compounding the issue, rising operational costs (rent, utilities, and wholesale flower prices) are squeezing the already reduced profit margins. The shop is therefore caught in a vicious cycle of decreasing sales and increasing expenses, demanding an urgent, decisive strategic pivot to a model that incorporates both online scalability and high-margin experiential services to ensure its long-term viability.















I’m going to introduced two solution for Liam and Priya Patel to help them with their shop.one of the solution will be using PMI (Plus Minus Interest)
Solution 1 
The solution using PMI (Plus Minus Interest) Hybrid E-Commerce and Subcription Model


	Plus 
	Minus
	Interest

	Annual Recurring Revenue (taking 12 months, subscriptions).  7
	High initial investment for e commerce website development and intregatioan of subcrition billing system. 5
	Attract customers from all platform. 9

	Expand market area. 10
	Working with florists around the world, open and engage with local flower farmer. 7
	Shop physical space can be transform into efficient fulfillment hub.6

	Helping to offset fixed costs. 10
	Significant logistic complexity related to packaging, scheduling and reliable delivery management. 6
	Consultation area. 7


Using PMI the total number is (27-18) + 22 =31 
Liam and Priya able to earn more profit by 31% within a year by using PMI analysis. 

Solution 2
Establish a Community Workshop and Experience Hub. Solution 2 is an excellent strategic complement that transforms Green Haven's physical shop from a liability into a high-value experiential asset. By offering ticketed workshops and team-building classes, Liam and Priya create a high-margin revenue stream based on selling their expertise and time, rather than just perishable product. This approach directly counters online competition, as the hands-on experience cannot be replicated digitally. Workshops also tap into the lucrative corporate wellness market and drive high-quality, intentional foot traffic to the store. The risk lies primarily in owner time commitment and the need to efficiently convert the retail space into a classroom. However, the potential for high profitability ( Gross Margin) and deep customer loyalty, which encourages future purchases and strong word-of-mouth referrals, makes this solution highly viable and immediately actionable for financial stability.





















Evaluation solution 1 
The evaluation confirms that implementing a Hybrid E-Commerce and Subscription Model is a strategically necessary move for Green Haven Florists, directly tackling the three major threats they face: declining local traffic, rising costs, and competition from large online delivery services. This solution creates a vital new revenue stream, known as Annual Recurring Revenue (ARR), through subscriptions, providing the financial predictability needed to manage their escalating operational costs. By taking their eco-friendly and bespoke brand online, Liam and Priya transform their sustainable ethos into a potent unique selling proposition (USP), allowing them to differentiate themselves from mass-market competitors and appeal directly to environmentally conscious customers across a wider geographic area.
However, the path to implementation is challenging and carries two primary risks. Firstly, there is the initial financial and technical investment required for the e-commerce setup. While simple platforms like Shopify or specialized florist software (Floranext, Local Line) offer monthly subscriptions starting as low as  per month, there are added costs for transaction fees, photography, and essential recurring billing plugins. Secondly, the logistical challenge of delivering perishable products is significant. Maintaining the cold chain (temperature control), optimizing delivery routes, and securing specialized, eco-friendly packaging add complexity and cost to their operation, which must be carefully managed to prevent flower spoilage and maintain the premium brand image. Success hinges on a phased implementation, prioritizing quality control within a tight local delivery radius before attempting wider expansion, and ensuring the new digital revenue stream quickly outpaces the increased operational costs.

Evaluation Solution 2 
The Community Workshop and Experience Hub solution is highly viable for Green Haven Florists because it effectively transforms their physical shop from a liability into a high-value asset, directly challenging the threat from online competitors. This approach strategically aligns with the growing consumer demand for experiential retail, as hands-on classes and workshops cannot be replicated by digital delivery services. By selling their knowledge and expertise through ticketed events, such as sustainable arrangement classes, Liam and Priya create a high-margin revenue stream independent of perishable product sales, directly improving profitability. Furthermore, offering specialized team-building sessions taps into the lucrative corporate wellness market, providing a scalable, high-value service that bypasses the difficulty of securing traditional large corporate contracts. Although this solution requires a significant time commitment from the owners and demands efficient space management to transition the shop into a classroom, the ability to drive new, intentional foot traffic, foster deep customer loyalty, and ultimately create a profitable community hub makes it an excellent path toward sustainable survival.

Appropriate Solution
The most appropriate and powerful solution for Green Haven Florists is a Combined Strategy that integrates the strengths of the two proposed models: Hybrid E-Commerce and Subscription (Solution 1) with the Community Workshop Hub (Solution 2). This holistic approach creates synergy, using the digital side to capture scale and recurring revenue, and the physical side to drive high-margin engagement and brand loyalty.

Risk Analysis 
The most significant risk in combining the E-commerce/Subscription model and the Workshop Hub is Owner Burnout, as Liam and Priya must simultaneously manage complex digital fulfillment logistics, in-person teaching schedules, and a high Initial Capital Expenditure (CAPEX). The cost for setting up a specialized e-commerce platform and initial digital marketing will heavily strain their existing cash reserves. This dual financial burden is the first hurdle they must clear.
Operationally, the primary threat is the magnified Inventory and Logistics Complexity. They must run two distinct systems: the rigorous 'cold chain' management to prevent flower spoilage in the subscription delivery service, and the liability of hosting physical workshops involving tools and customers, which requires specialized insurance. If the subscription quality dips due to exhaustion or poor logistics, Customer Churn will immediately erode the crucial Annual Recurring Revenue (ARR).
The key to mitigation is to use the Workshops strategically: they serve as a high-margin cash generator to fund the digital expansion and act as a low-cost, high-touch channel to acquire loyal customers, thereby ensuring the sustainability and success of the new, multi-faceted business model.

Implementation Plan
The implementation plan can be combine strategy is structured in three phases over 12-18 months, prioritizing stability and quick revenue. Phase 1 (Months 1-3) focuses on the physical shop. Liam and Priya must immediately launch the high-margin Community Workshop Hub. This generates essential, quick cash flow, which will be ring-fenced to fund the necessary digital investment. They must secure liability insurance and establish a simple online ticketing system. Phase 2 (Months 4-9) centers on the digital foundation. The E-commerce and Subscription platform is built and launched to establish ARR. Crucially, workshop attendees are immediately targeted and converted into early subscription members, ensuring low Customer Acquisition Cost (CAC) and validating the new revenue stream. Phase 3 (Months 10-18) is for optimization and scale. The operation must streamline inventory management to prevent spoilage and reduce waste across both channels. Finally, they will expand the subscription delivery radius and introduce high-value corporate packages, aiming for stable ARR that covers at least 70% of their fixed operational costs.

Effectiveness Measures
The effectiveness of the Combined Strategy for Green Haven Florists must be measured by tracking three core areas. Financial Health is confirmed by achieving Annual Recurring Revenue (ARR) sufficient to cover at least 70% of fixed costs, and maintaining a high Gross Margin () on workshops, proving the value of the new revenue streams. Operational Efficiency is measured by a low Inventory Waste Rate () and a high Delivery Success Rate (), which confirms the new logistical system is controlling rising costs and preventing spoilage. Finally, Customer Performance is crucial, requiring a low Monthly Churn Rate () to secure the ARR, alongside a strong Workshop-to-Subscription Conversion Rate () , proving the physical hub is successfully fueling the digital business and positioning the shop for sustained growth.











Conclusion 
The recommended path for Green Haven Florists is the Combined Strategy, integrating the E-commerce/Subscription Model with the Community Workshop Hub. This holistic approach is strategically necessary, as it moves the business from a passive reliance on declining local traffic to an active, diversified model. The Subscription Model provides the critical Annual Recurring Revenue (ARR) to combat rising operational costs and stabilize income, while the Workshop Hub acts as a high-margin, experiential asset that fosters deep customer loyalty and provides a low-cost channel to acquire subscribers.
Success hinges on a phased and disciplined implementation. Liam and Priya must first generate cash flow through workshops to fund the e-commerce build, simultaneously mitigating the high initial CAPEX and Owner Burnout risks. Effectiveness will be measured by tracking a low Monthly Churn Rate ( ) for subscriptions and a high Workshop-to-Subscription Conversion Rate ( ). By leveraging their unique sustainable ethos in both channels, Green Haven can achieve financial stability and establish a competitive, future-proof model.
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