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INTRODUCTION
This report will provide an in depth understanding of how the economic changes have arisen problems for Liam and Priya, the owners of Green Haven Florists (GHF). Identifying the rooted issues within the business which I will explain. This report outlines the economic impact on GHF and highlights the lack of vision and the desire to stay connected with current trends, i.e., using social media and an engaging user-friendly website. This report will also propose two strategic solutions for the business to be continuously sustainable in the short-term and long-term future.

SPECIFIC BUSINESS PROBLEM
Over the last year the business has suffered a 30% drop in in-store sales due to rising operational costs, reduced foot traffic (less customers entering the shop), increased competition online and a new florist opening nearby. The strong business ethos of being eco-friendly and conscious of environmental impacts remains a strong value for the owners. However, the business has an outdated website, minimal delivery service, limited use of digital services, and shrinking market presence. As Rashed et al. (2024) suggests the flower industry needs to create new methods to prolong the life of flowers in vases. This strategy could be used to appeal to new and existing customers.
TWO ALTERNATIVE SOLUTIONS
Solution 1: Collaborating & Expansion
This privately owned business could be in cooperation with many businesses, liaising directly with owners of cafes, bars, restaurants, local shops, post office, hospitals and funeral directors. Furthermore, encourage area managers of larger and franchised businesses locally to collaborate increasing brand awareness and incentivise for customers to interact with GHF. Cross-sector partnerships (CSP) are increasingly recognized as essential for addressing our world’s mounting sustainability challenges. Brenton, J. and Slawinski, N., (2023)
The owners could prioritise collaboration with specific businesses that may have similar economic challenges by mutually advertising products. In addition, they can create offers and incentives to encourage staff from other businesses to purchase from GHF. Staff will be eligible for discounted products and floral services, opening a possibility to maximise potential revenue as staff could refer family and friends.
Further to the above examples the following can be also have a positive impact:
· Arranging stalls at sporting events like cricket and football stadiums on match days.
· Taking initiative at local markets/festivals.
· Adding beverage menu within the florist, hot/cold drinks, snacks.
· Creating exclusive features for special occasions birthdays, newborn babies, matrimonial, graduation ceremonies.

Solution 2. Digital Upgrade & Subscription Plans
Digital Upgrade
The business requires a website that is digitally adequate in a world that is continuously becoming digitalised. To address this, it is important as people in the developed world and a growing number of people in the developing world now use e-commerce websites on a daily basis to make purchases, as per Ullah (2016). Customers can add or remove products from shopping basket, make card payments, be able to monitor orders and have real-time in-process delivery information and have access to customer services. The website needs to be of mobile responsiveness as it needs to work on different devices like smart phones, tablets and desktops without losing its appearance and function from device to device. It must also have a relevant look and appearance with images, animations and sharp floral colours. It can be further developed adding subscription plans and discounted incentives to encourage customer interaction and purchases. The owners can implement the extra services to incentivise customers to interact. 

Subscription Plans
Establishing subscription packages. Weekly, fortnightly or monthly basis, with flexibility suiting the customer’s needs and affordability. Adding loyalty incentives for loyal customers. Investing in and maximising the SEO service (search engines optimisation, (Bing, Google) for wider area coverage when searching for florists. Taking advantage of preferred modern-day communication methods like e-mail marketing. Sending offers and incentives via email can be a smart method to interact customers. 

SOLUTION JUSTIFIED
Digital Upgrades & Subscription Plans are the most appropriate solution for GHF, reasons being:
Customer feedback has expressed concerns with the website and are expecting an upgrade. Customers have also suggested subscription services.
Competitors are already established online, with marketing, have seamless delivery options, and are generating revenue to grow and expand their business.
Consumer preference has largely shifted towards online shopping and purchasing at their own time and convenience. Therefore, by undertaking a digital transformation it will offer the best viability to attract new customers, attempt to recover loss revenue and it could offer the chance for recurring revenue streams.

RISK ANALYSIS OF SOLUTION PMI
	SOLUTION
	Plus
	Minus
	Implication

	Collaboration & Expansion
	Raising brand awareness without the cost of advertising
	Setting stall at sports grounds on cold rainy, snowy days
	Flowers can get damaged in the winter weather.

	Digital Transformation
	Increase competitiveness,
Expanding reach,
Recurring revenue
	High costs
IT maintenance
Technical complexities
Could lose identity
	Long-term sustainability where this plan is implemented accurately




PLUS:
· Potential for recurring revenue when using subscription
· Advantage of reaching customers outside of the Norwich area
· Ability to meet consumer demands for convenient delivery service
· Improve competitiveness against online retailers as well as other high street florists
MINUS:
· Increased operational costs for IT maintenance, logistics, delivery management
· Could be at risk of losing its sentimental value and personal touch
· Significant investment may be required for IT, logistics and marketing
IMPLICATION
· The potential for long-term sustainability of GHF is in the balance, however, if the suggested plan and strategy is to be implied, it must be done to perfection in order to remain in business, generate profitability and grow over the long-term future.

IMPLEMENTATION PLAN
The implementation analysis will need to be conducted and monitored over a 12-month period. It is recommended to have 4 stages to this plan and analysed on a quarterly basis.
Stage 1
Establishing an up to date, presentable e-commerce website that suits consumer demands. The owners need to upskill in digital services. It is vital to introduce subscriptions plans immediately as revenue increase is paramount.
Stage 2
Initiate social media influence immediately. Collaborating with influencers, vloggers and people inspired by eco-friendly ethos can give GHF a significant leverage in the market. This can be coincided with offering promotions and discounts to first time online buyers or staff only incentive.
Stage 3
Trial-and-error subscription deliveries within the local areas before expanding to the wider region. Contacting local delivery/courier services. It is important to establish which courier is the best suited to their business needs, costs and requirements as customers may prefer to have a tracking option on their order.
Stage 4
At this stage evaluate the performance over a 12-month period. The number of sales online and in-store need to be evaluated to ascertain the trajectory of the business within the market and the hearts of customers. During this stage it should be clear to the owners whether expanding delivery into the wider region is operationally viable.

MEANS MEASURING EFFECTIVENESS - IMPLEMENTATION SELECTED SOLUTION
The measure of effectiveness is based on the following factors, to contribute to the success of GHF the following must be analysed and evaluated:
Firstly, growth of sales comparing in-store and online purchases.
Secondly, new customer acquisition, subscription purchases.
Thirdly, monitoring the traffic on the updated website to evaluate performance and understand the conversion rate of visitors and outcomes in action, such as, making a purchase, new registration, customer query, feedback and reviews.
Furthermore, monitoring social media platforms to establish followers, content interactions.
Finally, meticulously monitoring the success of deliveries and costs. This is arguably the highest priority in the long-term sustainability for GHF to operate and thrive in the market. More and more consumers are opting for delivery, therefore, it is vital to have cost effective delivery methods to maximise revenue.

Conclusion
Liam and Priya must adapt in all aspects mentioned in order to survive in the market. Based on the current climate establishing a digital recognition offers a strong viable solution. This can be achieved by addressing customer needs and aligning the business operations with current market trends and consumer values. Having a phased implementation with active risk management and performance monitoring is strongly advised, this business can revitalise its reputation and secure long-term sustainability.
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