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[bookmark: _q0xmhuii6bfq][bookmark: _Toc215146873]1. Introduction
Green Haven Florists is a stand-alone flower shop located in Norwich, and it is characterized by made-to-order floral designs, ecological packaging, and strong sense of community. The business has developed a base of regular customers and good reputation since it was established in 2016. However, the changing consumer behaviour, economic forces and increment in competition have shown significant pressure in operation and finances to the owners of it, Liam and Priya. This report seeks to examine the business issue that is facing Green Haven Florists, suggest possible alternative remedies to the issue, evaluate the possible alternative remedies using a suitable decision-making tool and choose the most suitable alternative remedy. There will be a risk analysis of the selected solution, an implementation plan will also be outlined clearly and how the success of the decision will be monitored and measured. The report is culminated by the conclusion of the analysis and stressing on the importance of the chosen strategy in recovering the performance of the business. 
[bookmark: _emrlls5dx2t3][bookmark: _Toc215146874]2. Explanation of the Business Problem
Green Haven Florists is now witnessing a major drop in financial performance. In the last one year, the business also has witnessed a decline of 30 per cent in in-store sales that used to make much of its income (Gouveia and São Mamede, 2022). To a large extent, this decline can be referred to a reduction in footfall in the local high street, where the shop is situated, as several local retail outlets have been shut down, thus cutting down the count of walk-in clients. Moreover, clients purchasing behaviour has also changed significantly and most clients are more comfortable with the opportunity to shop online through flower retailers, who deliver their products quickly and at low price.  
The feedback by the customers has detected the following areas of weaknesses. Although customers also value the quality of the setups, most complain about the outdated nature of the business webpage which is not user friendly with intuitive navigation systems as well as modern tools like online booking, subscribing and live tracking of delivery timetables (Mandviwalla and Flanagan, 2021). The digital presence of the shop is not high as it is based mostly on occasional social media posts as opposed to targeted digital marketing campaigns. Internally, Liam and Priya have a low level of digital expertise, which limits their adjustment to the existing market needs.  
[bookmark: _4vr86ke49ppf][bookmark: _Toc215146875]3. Alternative Solutions
[bookmark: _jhd1fls8g43y][bookmark: _Toc215146876]3.1 Solution 1: Digital Transformation and Website Upgrade
The initial possible alternative involves a wholesome digitalization of Green Haven Florists. This would entail redesigning the site to obtain the visual appeal, navigation and the ability to facilitate online ordering and paying facility (Zn et al., 2025). Desirable new features may encompass subscription services, the possibility of delivery timeline, the automated confirmation of the messages, and a range of product customisation. It would also be necessary to strengthen the social media presence of the business, by assuming consistent posting, eye-pleasing graphics, and specifically target advertising through such platforms as Instagram and Facebook. Such solution would allow the business to serve new clients outside the local market, attract younger audience, and make the life of current clients easier (Candelo et al., 2022). 
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[bookmark: _Hlk215146780]Figure 1: Digital Transformation
(Source: Infiraise, 2024)
[bookmark: _mqqxsjwj9ejx][bookmark: _Toc215146877]3.2 Solution 2: Expansion of Products and Local Partnerships
The second solution aims at diversifying the business in terms of new products and alliances. Green Haven Florists may also initiate floral workshops to the community, which enables the customers to learn to make bouquets and also earn more money (Zohir and Ait Nasser, 2023). The shop can cooperate with other environmentally conscious companies in the same city to produce gift packages, seasonal sales, and community events. Moreover, the monthly eco-flower subscription box might be a solution to increase customer loyalty and create a stable recurrent revenue. This strategy will build on the current advantages of the shop in the area of sustainability and craftsmanship and strengthen the connection to the community.
[bookmark: _9qcgimcobssb][bookmark: _Toc215146878]4. Evaluation of Solutions (Using Grid Analysis)
An analytical grid is used in ranking each solution taking into consideration such measure as cost, feasibility, customer demand, long-term gains, and alignment with the current market trends (Zhang et al., 2025). In spite of the fact that an in-depth grid is granted in the appendix, the current analysis proves the fact that Solution 1 performs better in general evaluation.  
The online transformation project is in line with the latest trend of consumer demand, in particular, a preference towards online shopping and subscription services. Furthermore, it directly fills the major gaps determined in the business problem that are outdated site and insufficient online marketing (Faruque et al., 2024). Although the initial cost incurred to redesign the site will be high, the long-term projected gains in terms of increased market presence and a possible high sales potential is high.  
Solution 2 provides significant possibilities of the community involvement and additional revenue. However, it is limited by the small amount of people in the area and the fact that people attend the workshops seasonally. Although the interest might be created through local partnerships, this is not a complete solution to both the reduction in footfall and the weak digital presence of the business (Kao et al., 2022). Also, there is a low potential of scalability of workshops and partnerships compared against the Internet expansion.
[bookmark: _2g4k1nw815ds][bookmark: _Toc215146879]5. Selection of Best Solution and Justification
According to the results of the analysis of the grid, Solution 1 Digital Transformation and upgrading of websites is the most suitable decision when it comes to Green Haven Florists. Such a solution is an open challenge to the root causes of the business issue, which include the transition to online purchases and increased rivalry with digital florists (Kurnia et al., 2025). A contemporary, functional web would increase accessibility to customers in the situation where they can be able to make purchases comfortably without the need to visit the store, which will reduce importance of loss of foot traffic (Istyanto and Mahendrawathi, 2025).  
In addition, larger online promotional efforts will probably lead to a considerable improvement of the business online visibility. Social media will offer an opportunity to present the floral arrangement, special offers and attract the younger demographics. Compared to the traditional advertising approaches, digital marketing will still cost less.
[bookmark: _e6y37i35boa7][bookmark: _Toc215146880]6. Risk Analysis of Selected Solution
Solution 1 is the best option but there are a number of risks that need to be addressed. The amount of money spent in creating a new site and hiring a digital designer can cause a business to strain financially. There is a threat of technical issues, including Web site crashes or cyber attacks, causing interference of operations (Smeshko et al., 2022). Liam and Priya can also face problems with coping with new digital systems without proper training, which can be corrected by mistake or inefficiency.  
The other important risk is that the customers might not be quick in adopting online services especially those who are used to visiting the store. The effectiveness of digital marketing campaigns also requires the use of regular administration and imagination, which can be rather problematic when it comes to business proprietors that have little technological background  (Papanagnou et al., 2022). The implementation plan contains the appropriate control measures of such risks.
[bookmark: _hlcjg9pewrfh][bookmark: _Toc215146881]7. Implementation Plan
The solution 1 should be implemented based on a structured timeline. The business needs to employ the services of a professional web developer to do modern webpage creation in the first three months with the integration of online ordering, subscription and delivery schedule  (Papanagnou et al., 2022). At the same time, the branding of the shop must be reviewed, to provide a level of consistency between the web site and the social media.  
In the third, fourth, five, and six months, the targeted social media marketing campaigns should be applied by Green Haven Florists to market the new site and its capabilities. Liam and Priya need to be trained so that they can have the ability to handle content on websites, to trace the orders and to analyze performance facts on the internet. The company should also consider the local courier collaborations in order to improve the efficiency of the delivery (Zhang et al., 2025).  
During the long-term period, which will be between six to twelve months, the owners are expected to track the analytics of the website in order to gauge the customer behaviour, trends in products and make required change. Some other features may be added like the live chat support or customer review sections.
[bookmark: _yiyurqey1msh][bookmark: _Toc215146882]8. Measuring Effectiveness of the Solution
To get the digital transformation to the desired effect, Green Haven Florists will need to use selected performance indicators. One of the main metrics is the traffic to the websites because when the number of visitors is greater, it means that the awareness and interest have increased. Online data on sales will be available on the sales volume, average basket size and number of subscriptions made by people that will give a better understanding of the financial growth (Zn et al., 2025).  
The effectiveness of marketing campaigns will be revealed by the number of follower growth, likes, comments, and the rating of click-through. Online review and survey might be taken as a measure of customer satisfaction, whereas the point of operation efficiency can be considered with references to delivery time and accuracy of orders.
[bookmark: _mghkcs6pbri1][bookmark: _Toc215146883]9. Conclusion
In this report, the challenges facing Green Haven Florists have been discussed and the root causes of low performance in the company have been pointed out. Two possible solutions were suggested and analyzed against using Grid Analysis. The results show that digital change presents the most efficient and sustainable solution that will allow the business to integrate with the changing customer behaviour, provide effective competition with online retailers, and expand the market. There were some possible challenges that have been outlined in a risk analysis, but they can be well-addressed by planning and training.
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