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Introduction 
This report is about Green Haven Florists, which is a small flower shop based in Norwich. The business has recently faced some problems, especially with sales going down and more competition in the market. The aim of this report is to explain the main issues the business is facing and suggest possible solutions. Two solutions will be discussed and compared, and then one will be chosen as the best option. The report will also look at risks, how the solution can be put into action, and how success can be measured using KPIs and SMART objectives.


[bookmark: _Hlk205982484]Brief Explanation of the Specific Business Problem
[bookmark: _Hlk205979492]Green Haven Florists has seen a 30% drop in in-store sales over the past year, which is quite big decline. This means fewer customers are coming into the shop. Although online sales have gone up a little, it is still not enough to cover the loss in store sales.

One of the main reasons for this is that customers now prefer to shop online because it is easier and more convenient. Also, the business has more competition now. For example, one local florist uses social media very well, and another big company offers cheaper prices and delivery, which makes it harder to compete.

Another problem is that Green Haven does not have a strong online presence. The website is outdated and not very easy to use. Also, business does not post much on social media. Customers have also mentioned they would like better delivery options. On top of that, costs have gone up, especially for flowers, which reduces profit. All of these issues together have affected the business quite a lot.

[bookmark: _Hlk205982497]


Suggested Two Alternative Solutions
Solution A 

One possible solution is to improve the online presence of Green Haven Florists. This includes creating a new website and using social media platforms such as Instagram and Facebook to attract more customers. This can help increase sales and make the business more competitive. 

	Plus
	Minus
	Interesting/implications

	More customers online (+5)
	Cost of website (-4)
	Long-term growth (+3)

	Increase sales (+5)
	Takes time (-3)
	Stronger brand (+2)

	Better communication (+3)
	Need skills (-2)
	More opportunities (+2)

	Total = +13
	Total = -9
	Total= +7











Solution B 
Another solution is to introduce a subscription service where customers receive flowers regularly. This could help the business generate stable income and build customer loyalty.

	Plus
	Minus
	Interesting/implications

	Regular income (+4)
	Not all customers may be interested (-4)
	Could build customer loyalty (+3)

	Loyal customers (+3)
	Delivery may be difficult to manage (-3)
	Chance to offer special packages (+2)

	Unique service (+2)
	Needs good planning (-2)
	Could become popular later (+1)

	Total=+9
	Total=-9
	Total=+6



The Outcome:
 
Based on the PMI analysis, solution A (improving online presence) is the better option. This is because it has a higher overall score compared to solution B. It shows more advantages, especially in terms of increasing sales and reaching more customers online. Even though there are some disadvantages, the benefits are stronger. Therefore, solution A is the most suitable choice for Green Haven Florist.

[bookmark: _Hlk205982530]Risk Analysis of the Selected Solution

	
	What could cause a risk?
	What is the likelihood of the risk occurring?
	What is the impact of this risk?
	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
	High cost of website development
	3
	4
	12
	Set a budget and compare prices
	Reduce costs or delay some features

	2
	Lack of digital skills
	4
	3
	12
	Provide training or hire expert
	Get external support if needed

	3
	Low online customer engagement
	3
	4
	12
	Use marketing strategies and ads
	Change strategy or improve content

	4
	Technical problems with website
	2
	4
	8
	Test website before launch
	Fix issues quickly with support





The Outcome:
The Risk Analysis Table shows that the main risks are related to cost, lack of digital skills, and low customer engagement. These risks were measured using likelihood and impact, which helped to identify the most serious risks. For example, the cost band lack of skills has a higher risk factor, so they need more attention. However, these risks can be reduced by careful planning, training staff, and using external support if needed. Overall, even though these are some risks, they are manageable and do not stop the business from implementing the solution successfully.

Plan to Implement the Selected Solution

First of all, the implementation of the solution will be done step by step so that is easier to manage. I n the beginning, the business will focus on improving its online presence by creating or updating social media accounts such as Instagram and Facebook. This will be done by the owner because it reduces cost.
After that, the website will be improved to make it easier for customers to use and place orders. If needed, some external help can be used for this part. Then, the business will start small online advertising to attract more customers and increase visibility.
In the next stage, delivery options will be improved, as customers have mentioned this is an issue. This could include offering more flexible delivery times.
The tasks are organized in this order because the business needs to first build an online presence before promoting it. Overall, this plan is realistic and can be done within a few weeks without causing too much pressure on the business.




	Tasks
	Who
	When

	Create social media pages
	Owner
	Week 1

	Improve website
	Developer/Owner
	Week 2-3

	Start online ads
	Owner
	Week 3

	Improve delivery service
	Staff
	Week 4



Means of Measuring Effectiveness of Implementation of Selected Solution
 The KPIs and SMART objectives help to measure if the selected solution is successful or not. For example, online sales is one of the most important KPIs because it shows if more customers are buying from the website. If online sales increase by 20%, this means the strategy is working.
Another important KPI is social media engagement. This shows how customers interact with the business online. If likes, comments and shares increase, it means more people are interested in the business. Also, customer satisfaction is measured through reviews and feedback. This helps to understand if customers are happy with the service.
The SMART objectives are useful because they are clear and realistic. For example, increasing online sales within 3 months is achievable and easy to measure. Also, improving delivery service in 1 month is important because it directly affects customer experience.
Overall, these KPIs and SMART objectives are suitable because they are simple to track and directly linked to monitor progress and make changes if needed. If the targets are not achieved, the business can review its strategy and improve it.




	KPI
	What it measures
	Target
	How measured

	Online sales
	Increase in online orders
	+20% in 3 months
	Website sales data

	Social media engagement
	Likes, comments, shares
	+30% engagement
	Instagram insights

	Customer satisfaction
	Customer feedback
	4/5 average rating
	Online reviews/survey

	Website traffic
	Number of visitors
	+25% traffic
	Google analysis

	Repeat customers
	Returning customers
	Increase by 15%
	Sales records




	Specific
	Measurable
	Attainable
	Relevant
	Time-bound

	Improve online presence of the business

Increase customer engagement on social media

Improve delivery service 


Attract new customers
	Increase online sales by 20%

30% more likes and comments



Reduce delivery complaints by 15%

Increase website traffic by 25%
	Yes, using social media and website improvements

Yes, by posting regularly



Yes, by better organisation



Yes, through marketing
	Helps increase revenue and attract new customers

Important for brand awareness


Improves customer satisfaction.


Support business growth
	Within 3 months



Within 2 months





Within 1 month




Within 3 months



Conclusion,Key Findings :

This report examined the main challenges faced by Green Haven florists, including strong competition and limited online presence. One key finding is that the business is not fully using digital marketing, which reduces its ability to attract new customers.
Another important finding is that customer engagement is relatively low, showing the need for better communication through social media. The analysis also showed that improving online sales and marketing can bring positive results.

Although there are some risks, such as cost and lack of digital skills, these can be managed. Overall, improving the online presence is essential for the future success of the business.
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