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Introduction 
[bookmark: _Hlk205982484]This report examines the challenges faced by Green Haven Florists and identifies ways to improve its overall performance. It outlines the main reasons behind declining sales and suggests practical strategies to support business growth. Issues such as reduced income and limited market reach are explored, as these factors can hinder an organisation’s ability to meet its objectives. The report considers both internal and external influences, compares possible solutions and explaines the most suitable options. It also presents an implementation plan along with methods to measure success, ensuring a structured and realistic approach to improvement. 

Brief Explanation of the Specific Business Problem
Green Haven Florists is currently experiencing a decline in sales, which is affecting its overall performance and potential for growth. One of the main issues is the pressure from larger competitors, such as supermarkets and online florists, which often offer lower prices and greater convenience. This makes it difficult for smaller businesses to compete effectively (Porter, 2008).

Another key problem is the company's limited online presence. As more consumers choose to shop online, businesses without strong digital platforms risk losing visibility and potential customers (Statista, 2024). As a result, Green Haven Florists may struggle to attract new customers and maintain engagement with existing ones.

Customer expectations have also changed over time. Many customers now look for convenience, fast delivery, and personalised products. If the business is unable to meet these expectations consistently, it may lose customers to competitors who can.

In addition, rising operational costs, including supplies, rent, and utilities, are likely putting pressure on pricing decisions.Increasing prices may discourage customers, especially when cheaper alternatives are available. Overall, these issues have combined to reduce customer demand and make it harder for the business to grow.

[bookmark: _Hlk205982497]
Suggested Two Alternative Solutions
Solution A : Improve Digital Marketing and Online presence.

One possible solution for Green Haven Florist is to strengthen their marketing and develop a more effective online presence. This could include making a user friendly website, improving activity on social media platforms and also instituting a reliable online ordering system. Many successful businesses use digital channels to promote their products making it easier for customers to browse and place orders more conveniently. Features such as same day delivery and simple navigation are highly used by customers and can help the business stay competitive.
By investing in digital tools they would be able to reach a wider audience, particularly younger customers who are more likely to shop online. A stronger online presence could also help them to build brand awareness and encourage repeat purchases through targeted promotions and engagement.
The main advantage of this approach is to potentially to increase sales by  reaching more customers and improving accessibility. It can also strengthen the  brand snd create opportunities for ongoing customer interaction such as maybe a subscription service. However, there are some disadvantages to consider. Setting up and maintaining a website requires start us costs and effective marketing campaigns which may require additional spendings which they may not be ready for. Staff may also need training to be able to manage the Digital platform successfully.

	Advantages
	Disadvantages 
	Interesting / implications 

	Increase sales
	Initial costs for website development
	Opportunity to use social media trends to boost engagement

	Wider customer reach 
	Marketing campaigns
	

	Improve brand awareness
	Staff training
	

	Higher sales through subscriptions
	
	



Overall,this solution will improve digital marketing and the online presence  could help to address the decline in sales by increasing visibility. In the long term, this approach has the potential to improve the competitiveness in the market.

Solution B: Improve Product Range and Customer Experience
Another possible approach for Green Haven Florists is to expand its product range and focus on improving the overall customer experience. This could involve offering more personalised flower arrangements, creating seasonal packages, and including additional items such as chocolates or greeting cards. Providing a higher level of in-store service, along with loyalty schemes, could also encourage customers to return. By paying closer attention to customer preferences and current trends, the business can better meet expectations and stand out from competitors.


	Advantages 
	Disadvantages 
	Interesting / implications

	Higher customer satisfaction.
	Increase cost (stocking wider range of items
	Opportunity to create unique, customized products that competitors may not offer

	Increase repeat purchases
	Training staff
	

	Builds customer loyalty overtime
	
	

	
	
	



Overall, improving the product range and customer experience could make Green Haven Florists more appealing to customers and encourage repeat business. This may lead to increased sales, particularly through positive word-of-mouth and customer loyalty.


Justification for Selected Solution

Solution A is considered the most suitable option because it directly targets the main issue of limited visibility and declining sales. Greater importance is placed on factors such as increasing market reach and boosting sales, as these are essential for the business's survival and growth. Cost is given less priority in the short term, as investment is necessary to achieve long-term improvements. This solution is more effective because it enables the business to attract new customers through online channels.


[bookmark: _Hlk205982530]Risk Analysis of the Selected Solution
Although improving digital marketing and online presence offers clear benefits, it also involves certain risks. The main concerns relate to financial costs, implementation challenges, and uncertainty in results. For example, developing a website, running online advertising, and training staff may require significant upfront investment.

There is also a risk that the results may not be immediate, meaning sales growth could take time. However, given that Green Haven Florists currently has limited visibility, investing in digital platforms is an important step. While these risks need to be managed carefully, the potential long-term benefits are likely to outweigh the short-term challenges.
Overall, this makes Solution A a practical and sustainable choice for the business.

Plan to Implement the Selected Solution

	Actions
	Description
	Time frame
	Staff responsible

	Social media set up
	setting up or updating platforms such as Instagram and Facebook, and regularly posting content to promote products and offers.
	1-2 months 
	Marketing team

	Website development
	   allows customers to browse and place orders online.

	2 months
	 External web developers


	Staff training 
	staff should be trained to manage the new online systems and communicate effectively with customers through digital channels.

	3 months
	Management

	Digital marketing campaigns 
	launch digital marketing campaigns aimed at attracting newcomers.

	 4 months
	 Marketing team



Means of Measuring Effectiveness of Implementation of Selected Solution
 The success of this solution can be measured using key performance indicators (KPls) and SMART objectives.

Important KP|s include website traffic, online sales, social media engagement, and conversion rates. These measures help show whether the digital marketing efforts are actually increasing visibility and sales.
SMART objectives can be used to set clear targets. For example, the business could aim to increase website traffic by 30% within six months or boost online sales by 20%.
These targets are specific, measurable, achievable, relevant, and time-bound, making it easier to track progress.

Using KPIs and SMART objectives allows the business to monitor performance regularly and identify any areas that need improvement. This ensures that the strategy can be adjusted if necessary to achieve better results over time.

Conclusion:
In conclusion, Green Haven Florists is experiencing declining sales due to increased competition, a limited online presence, and changing customer preferences. Competitors such as supermarkets and online florists offer lower prices and greater convenience, while the shift towards online shopping has made digital visibility more important than ever. At the same time, customer expectations for personalised products and fast delivery are not always fully met.
Solution A, which focuses on improving digital marketing and online presence, is the most effective option as it directly addresses these issues. By increasing visibility and reaching a wider audience, the business is more likely to attract new customers and improve sales performance.
Although there are some financial and operational risks, these can be managed through careful planning and monitoring. The use of KPIs and SMART objectives will help track progress and ensure continuous improvement.
Overall, adopting a stronger digital strategy is essential for Green Haven Florists to remain competitive and achieve long-term growth.
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