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[bookmark: _Hlk205982484][bookmark: _Toc214063806]
Brief Explanation of the Specific Business Problem
[bookmark: _Hlk205979492]Green Haven Florists have a massive drop of 30% in sales in-store over 12 months. This has been caused by multiple reasons, such as lower high street foot traffic due to online shift in shopping habits of customers and many high-street shops closing (The Guardian, 2025), stronger local and online competitors, outdated website, as well as their online marketing is inconsistent. The business received feedback that customers would like to have more flexible options for delivery and subscription, but no actions were taken as the main goal was to have successful high-street store. The business is struggling with rising operational costs and maintaining profitability.

[bookmark: _Hlk205982497][bookmark: _Toc214063807]Suggested Two Alternative Solutions
[bookmark: _Toc214063808]Digital Modernisation and Subscriptions
The business needs to invest with small steps into building their website to be simpler and user friendly, potentially even an app. This would give them the opportunity to build more stable online store while still maintaining the high street shop until they make the decision to go fully digital. Appropriate marketing and social media presence is highly recommended as this guarantees to reach more returning and new customers (Brooks, Weatherston and Wilkinson, 2011). Once the website is generating some more sales, they should invest in adapting a subscription model with same day or next day delivery. This would help the business to plan the workload and reduce their waste.  
[bookmark: _Toc214063809]Partnership with local businesses and B2B contracts
The owners of Green Haven could reach out to local hotels, restaurants, event venues and offices to supply them on a regular basis for all events, they could offer them some discounts for the first event they would supply as it would attract more. This would provide steady income and would reduce the reliance on the unpredictable walk-in customers. Therefore, they would be able to make a working operational plan that would reduce the waste which would promote their eco-friendly politics and brand recognition. According to Proctor (2019), businesses that use creative problem-solving with adapted strategies to changing market demands have better chances to long-term sustainability and competitive advantage.

[bookmark: _Toc214063810]Justification for Selected Solution
Looking at both options, it is important to look at all angles, as Adair (2022) says that the most effective decisions are coming when the solution that has the most benefits over time are chosen especially when businesses are in a complex situation. That’s why we need to evaluate the risks and plan accordingly. Based on the GRID analysis (Appendix 1, p.8), it makes sense to incorporate both options at some point, but as a start, local partnership with businesses is the most logical and low risk solution. This would solve Green Haven main issue with inconsistent income and potentially predictable demand.


[bookmark: _Hlk205982530][bookmark: _Toc214063811]Risk Analysis of the Selected Solution
The risk analysis in Appendix 2 is highlighting the most probable risks associated with the chosen solution. These may include companies already doing business with other florists, possible shortages or not having enough staff to handle the new clients’ orders. Likelihood and impact show realistic picture of what issue could affect the daily operations. Possible impact-reducing decisions were proposed. Higher weighting was given to risks that could potentially give the business bad reputation and lead to more losses. As Sproull (2018) explains, weighting the risks in a way that is structured help management take informed decisions. Every decision has risks but if they are clearly known from the beginning and evaluated with potential plan on occurrence makes every risk manageable.
[bookmark: _Toc214063812]Plan to Implement the Selected Solution
The implementation plan in Appendix 3 is structured in a logical order to secure that the solution is implemented with no unnecessary risk. Kotler and Armstrong (2024) advise that the good market research is the best starting point to understanding what the clients really need. This supports the business to focus their efforts where they are needed so no unnecessary time and resources are spent on companies that are unlikely to engage in any trades. Once there is a potential client that could very possibly be interested, marketing materials must be prepared so a clear presentation of the company and the products is made - the portfolio of floral arrangements, bouquets are in immaculate order, quotes on products are listed, testimonials are complimentary visible on the back of the goodie bag that has been carefully hand-crafted just for this occasion. All this attention to detail helps build the trust easily. Next step – point of contact - when speaking directly to the client there is a space for honest feedback, which can be used to adjust the offer and improve the chances of long-term sales. If an agreement is made and a contract is signed, the business must have enough materials to guarantee production of all necessary bouquets and arrangements, which means securing more suppliers to meet the new demand. Final stage – fulfilling trial orders and improving the service based on the received feedback. This plan is ensuring manageable and reliable time-tracking of tasks.
[bookmark: _Toc214063813]Means of Measuring Effectiveness of Implementation of Selected Solution
The proposed KPIs in Appendix 4 are focused on securing new partnerships in the first three months of implementation of this solution. This will reveal if the solution is working as intended. It is practical and relevant as the main goal is to gain long-term regular customers. The results can be monitored, and it can prevent the business from taking on more workload than it can handle.
[bookmark: _Toc214063814]Key Findings
· Market research is the door to steady income; it reduces the reliance on individual customers that cannot be predicted when would come back.
· The risk analysis shows that most risks can be managed with planning.
· Digital modernisation and subscription solution is still valuable opportunity for the future that can further strengthen customer retention and potentially improve sales.
· B2B sales are great way to boost sales and stabilize a business only if planning and execution are done right as it might include bigger investments.
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[bookmark: _Toc214063816]Appendices
[bookmark: _Hlk205987492]Appendix 1

[bookmark: _Toc214063817]Grid Analysis Table

	Factors to consider
	Stabilising revenue

	Waste reduction

	Retention
	Cost efficiency
	Long-term benefit
	Convenience

	Total

	Weighting
	5
	3
	4
	4
	5
	3
	-

	Digital Modernisation and Subscriptions
	3=15
	4=12
	4=16
	2=8
	4=20
	5=15
	86

	Partnership with local businesses and B2B contracts
	4=20
	4=12
	5=20
	4=16
	4=20
	3=9
	97








Appendix 2
[bookmark: _Toc214063818]Risk Analysis Table
	 
	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 – 5)
	(1 – 5)
	
	
	

	1
	Local businesses might already have suppliers or have no interest
	4
	5
	20
	To research companies before approaching, make sensible offers and provide testimonials.
	Leave a business card, look for new companies to supply, reduce margin per flower to provide better price when larger quantity is bought. 

	2
	Supply chain issues to affect availability
	2
	5
	10
	Have multiple suppliers; when convenient – order in advance.
	Offer similar kind of flowers; To be open with the client and explain the situation and have backup plan with local suppliers.

	3
	Not ready financially for the setup 
	4
	4
	16
	Know the budget, limit any big discounts to first time orders only.
	Cut cost of marketing temporarily, adjust prices to have more margin on some clients.

	4
	Not enough product variation
	2
	3
	6
	Implement new bouquet options that could be requested in advance, work with multiple suppliers.
	Look online for inspiration of new ways of arranging the flowers and train the staff how to put it together. Offer discounts, if possible, of not so trendy but available flowers.

	5
	Not enough staff to fulfil the orders of multiple clients
	3
	4
	12
	To start with couple clients and slowly add more, plan ahead, and potentially look for part-time/temporary staff.
	On big orders negotiate to do partial competition, if possible, prioritise big, long-term clients. 





Appendix 3
[bookmark: _Toc214063819]Implementation Plan

	 
	Task
	WHAT
	WHEN
	WHO
	Done

	
	
	
	
	
	
	

	1
	Local client research
	Research local restaurants, hotels, & venues. Ask about current suppliers and their prices to see if Green Haven can compete. Take contact details.
	Week 1 & 2
	Priya and Liam Patel (owners)
	 
	

	2
	Prepare marketing materials, calculate possible negotiations
	Create portfolio with photos of bouquets and decorations, a list of pricing, testimonials and business cards.
	Week 1 & 2
	Owners
	 
	

	3
	Contact businesses
	Call / email or visit the business, leave a goodie bag, materials and business cards, take feedback, adjust offer.
	Week 2-3
	Owners
	 
	

	4
	Product preparations
	Sign contracts with multiple suppliers, confirm product availability and sample orders.
	Week 3-4
	Owners
	 
	

	5
	Contract signing and sample orders
	Complete first orders, monitor quality and workload, collect feedback from both client and staff, make necessary adjustments.
	Week 4
	Owners, Management & Staff
	 
	


· 

Appendix 4

[bookmark: _Toc214063820]The Key Performance Indicator is: 
	Specific
	Measurable
	Attainable
	Relevant
	Time-Bound

	Securing new clients such as hotels, restaurants, offices and event venues that require regular floral arrangements.
	To secure a minimum of 3-4 clients.
	Realistic target based on current and past capacity as store was on a high street with high demand.
	New B2B clients will assist the business to stabilize and improve their dropping sales. It would also reduce the reliance on individual customers in-store.
	To be achieved within 12 weeks of implementation.
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