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Green Haven Florists, a small independent flower stores situated in Norwich, has gained a success for its custom-made floral arrangements, sustainable packaging, and its strong relation and good communications with its customers and society. However, from the 1-year Green Haven Florist business has faced a considerable decrease in sales. Since business have noticed a 30% fall in in-store sales due to growing competition from digital businesses selling flower online which has reduced the in-store footfall of customers. Moreover, some other key issues comprise of operations costs, in-effective digital presence and also changing customer demand due to lack of time and modern service offerings.
This report examines the key issues faced by the Green Haven Florists and also provides two strategic alternative solutions choices, evaluates them with the help of PMI Analysis, and selects the utmost appropriate solution for the business. Moreover, risk analysis of the selected solution, action plan and evaluation approach were also provided in the report. 
[bookmark: _Toc216453816]Explanation of the Business Problem 
Major business problem Green Haven Florists is facing from last 12 months is a decrease of customer foot fall in store due to increase competition from businesses operating digitally, and also ineffective digital presence. Various other interrelated factors contribute to this business problem:
[bookmark: _Toc216453817]Declining in-store customer footfall 
The Green Haven Florists is location at one of the high-street locations which was their one of the huge advantages in before time but currently noticing facing low customer footfall due to reduced activity as near by other businesses have closed and changing customer purchase behaviour towards online shopping. In-store customer is the major source of their business revenue which has been significantly reduced. While their online sales have increase but not that much that they can compensate the reduced offline sale. 
[bookmark: _Toc216453818]Growing Competition 
Green Haven has also faced huge competition from two developing rivals:
· Trendy boutique florist with strong social media presence 
· National chain offering best price with long home delivery coverage
Customer purchase behaviour is changing significantly towards online purchasing due to attractive pricing, better digital experiences and ease of purchase. 
[bookmark: _Toc216453819]Increasing costs and Operations Burdens
The price of fresh flowers, particularly imported ones has increased significantly due to inflations and supply chain disturbances. Also, the cost of eco-friendly raw materials increasing significantly which is Green Haven brand identity which results in decreasing margins and also restricts the flexibility in pricing tactics in competitive market.
[bookmark: _Toc216453820]Weak Digital Presence and Digital Marketing 
Also, customer feedback at Green Haven website revealed that some of the customers are still liking their quality but several other find the website outdated and also find difficulty in navigating through website pages. Partner of Green Haven, Liam and Priya significantly depending on word-of-mouth marketing and occasional posting over social media platforms. In the market where customer purchasing behaviour changing and shifting towards online shopping, their weak digital presence and marketing can be an important disadvantage for the business (Anand et al. 2023). 
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In the present competitive marketplace, customer is looking for attractive digital platform which are easy to use, have flexible doorstep delivery option, and multiple easy payment options (Cennamo, 2021). But Green Haven do not provide this kind of services. This gap among customer expectations and business competences will lead to decrease in loyalty and also reduce the repeat purchase form the customers. 
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As pes the business issues face by Green Haven, two alternate potential solutions are proposed:
Solution 1 – Digital Transformation and Redesigning of Website 
This solution includes reworking on the website with contemporary e-commerce features, executing online marketing approaches, and providing flexible delivery and ordering. Some of the key components are:
· More accessible and mobile-responsive website 
· Easy digital purchase, tailor made order, and subscription options 
· Updated SEO (Search Engine Optimisation)
· Active and attractive social media postings and marketing campaigns
· Loyalty programs for repeat customer purchase (Panickers et al. 2024)
Solution 2 – Increase of Local Partnerships and In-store Experience 
This business solution emphasis on firming community bonds and growing foot traffic by developing local partnerships and enhancing in-store purchase experience. It Comprise:
· Collaborating with local cafes, event planners, local artists, and groups preferring to buy eco-friendly products. 
· Organising floral workshops and occasional events.
· Promoting in-store promotions and loyalty program.
· Also preparing attractive corporate gifting options for local businesses 
Both the alternative business solution aims to increase the sales and revenue, but different in scope, investments are different and also their projected outcomes are different (Peters and Bodkin, 2021). 
[bookmark: _Toc216453823]Evaluation of Solution using PMI Analysis 
A PMI table will be included in Appendix 1. Below is a narrative summary.
[bookmark: _Toc216453824]Evaluation of solution 1: Digital Transformation and Redesigning of Website 
Plus 
· Increases the client reach outside local customers 
· Provides ease to use service on any time, from any place and deliver directly to your doorstep as per the current customer expectations.
· Enhance the competitiveness with other digital competitors.
· Allows data-driven advertising and buyer segmentation.
Minus 
· Initial investment costing is high 
· Also need digital skills, trainings and constant maintenance 
· Risk of slow acceptance from current old-style client base
Implications 
A robust digital presence can help the brand to regain its customer trust by offering the services as per current market trends and also help in essentially reshape profits streams. However, initial investment is high but the long-term benefits comprise of scalable development and enhanced competitiveness contrary to online retailers (Vendraminelli et al. 2023).
[bookmark: _Toc216453825]Evaluation of Solution 2: Local Partnerships & In-Store Experiences
Pluses
· It improves the society engagement and also strengths brand loyalty 
· Also improve the in-store foot fall and enhances awareness among local public 
· Also, low investment is there in comparison to digital transformation
· Constructs on Green Haven’s current strengths in sustainability and personal tailor-made service
Minuses
· Growth is limited to local area
· In-store foot fall might also not increase due to wider high-street stores shutdowns 
· It will also take time to build relation with community 
· Workshops are time taking and also need workforce to implement 
Implications
This alternative solution help in building image in the local community and might also enhance sales by some amount. However, the decrease in the sales is due to the changing customer purchasing behaviour shifting towards online purchase and high street stores closures, the result will be limited. 
[bookmark: _Toc216453826]Selection of the Most Appropriate Solution 
After examining both the solutions, the first solution digital transformation and redesigning of website is utmost suitable selection. 
Justification
Addresses Root Causes 
Through building strong digital presence both the key issues are addressed which are decreasing in-store footfall and growing competitions from online retailers. 
Greater Scalability 
Through e-commerce website redesigning, business can expand its customer base beyond the local customers and allow the business to target regional and national customers also (Sharma et al. 2023). 
Improves Customer Experience 
An update and well-designed website also enhance the customer experience since they will find easy to order from anywhere and get delivery as per their availably (Jauhar et al. 2024). 
Long-term Sustainability 
Digital platforms offer data insights, allowing better prediction, targeted marketing, and efficient operations.
While community collaborations provide value, but they do not solve the long-term business problem of decreased footfall. Thus, solution 1 offers an extra long-time approach. 
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[bookmark: _Toc216453828]Key Risks 
Financial Risk 
Cost might increase during website resigning or marketing campaigns.
Technical Risk 
It might be challenging required integrating e-commerce features or deficiency of digital proficiency. 
Operational Risk 
Employees might require training to handle online ordering and digital marketing promotions. 
Adoption Risk 
Also, some of the customer find it difficult to shift toward online platform from in-store. 
Cybersecurity Risk 
In online platforms risk of data breach and payment security problem might occur. 
[bookmark: _Toc216453829]Mitigation Strategies 
· Will set a budget and select phased implementation 
· Also employed professional web designers 
· Offer training to employees for digital training 
· Will provide some discount voucher and loyalty programs to promote websites purchase 
· Will design and use a secure, well-known payments gateway and data system 
[bookmark: _Toc216453830]Action Plan for Implementation 
Month 1 – First month will the planning period where company will conduct the digital audit of the website, define the website requirements and will design the budget for development and marketing. 
Month 2 & 3 – The second and third month will be the website development period during which company will contract the web design agency, list out the e-commerce features required, will also test the payment gateway and user experience over mobile and desktop.  
Month 4 – During the fourth month business will commence with digital marketing through creating social media platforms Instagram and Facebooks. Also commence the SEO optimisation and loyalty programs. 
Month 5 & 6 – The fifth and six months will the period of staff training and soft launch. During this proper training of order management and customer response will be provided to employees. Also, will commence with the limited-period offer and discounts orders. 
 Month 7 – Seventh will the final deadline month during which full Launch and review will be there. During this official website launch will be there along with monitoring customer feedback. Will also adjust the UI, product pricing and delivery partner as required during this month. 
[bookmark: _Toc216453831]Measuring Effectiveness of the Solution 
The effectiveness of digital transformation and redesigning of website can be assessed with the help of key performance indicator such as growth in online order, website traffic, positive feedbacks, and conversion rate which will highlight how effectively redesigned website is performing and attracting more customer. Customer satisfaction will me monitor through product feedbacks, reviews and sign ups received on the website. Performance of digital marketing can be measured through the growth of social media followers, post reach and likes. Operational effectiveness will be examined by tracking order processing speed and delivery accurateness. These system of measurement will be go over monthly, with quarterly assessments to make essential enhancements and safeguard long-term achievement (Sujatha, 2024).
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Green Haven is facing declining in-store sales and customer footfall challenge from last year due to increase in competition, and shifting of customer purchase behaviour towards digital platforms. This reports, proposed two of the alternate solution to over come from the above challenges. Furthermore, after evaluating two of the proposed solution, digital transformation and redesigning of website emerge as the utmost appropriate and sustainable choice. By redesigning the website, improving digital marketing, and familiarizing suitable online services, the business can grasp wider customer base, and can stand in the competition in this competitive market place. The planned action plan and evaluation approach provides a structured pathway for execution and success measurement.
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Appendix 1 – PMI Analysis of Solution 1 
	Plus
	Minus
	Implication

	Increases the client reach outside local customers 

	Initial investment costing is high 

	A robust digital presence can help the brand to regain its customer trust by offering the services as per current market trends and also help in essentially reshape profits streams. However, initial investment is high but the long-term benefits comprise of scalable development and enhanced competitiveness contrary to online retailers.

	Enhances customer experience via convenient online ordering
	Also need digital skills, trainings
	

	Improves competitiveness
	Risk of slow acceptance
	

	Allows data-driven marketing
	Initial traffic might be slow 
	

	Forms new income streams
	Might need regular digital maintenance 
	



Appendix 2 – PMI Analysis of Solution 2 
	Plus
	Minus
	Implication

	Strengthens community existence and brand loyalty
	Restricted to local market 

	This alternative solution help in building image in the local community and might also enhance sales by some amount. However, the decrease in the sales is due to the changing customer purchasing behaviour shifting towards online purchase and high street stores closures, the result will be limited.

	Improves customer engagement through workshops 
	In-store foot fall might also not increase due to wider high-street stores shutdowns
	

	Lower initial investment
	Time taking 
	

	Utilises existing business strengths
	Also need workforce to implement
	

	Opportunities for cross-promotion
	Workshop income depends on seasonal interest.
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