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                                        Abstract  
Green Haven florist is a small vibrant boutique, eco consious floral design studio that blend creativity with sustainability which is owned by Liam and Priya Patel Dedicated to providing fresh, locally sorted blooms, the business offers a diverse range of floral arrangement for various occasions, including the likes of weddings, and other events such as seasonal celebration. Despite strong customer loyalty for its quality and eco friendly ethos, the business struggle to adapt. Due to them facing multiple problems because they have competition because other stores sell it online instead of customers going to the store only which is what Liam and Priya currently have.

                                        Introduction 
I’m going to introduce my work wich is on Green Haven Florist is a small boutique which is owned by Liam and Priya Patel, they had a business which thrived on its personal touch and sustainable ethos which resonated with environmentally concious customers. However over the past year, Green Haven Florist has experienced a significant downturn in revenue and foot traffic. They have faced multiples issues on their small business it a well and nice organisation that they have had over the years they have loyal customers going to their boutque. However they need to improve on their marketing strategy because a lot has changed now as they faces a lot of competition so thy need a change of strategy of promotion and has also an outdated digital which has cost some issues. The highest impact for their business to work is to do user friendly online store and active social media presence for their marketing strategy to attract customers and increase their sales and marketing revenue to the business as well as their sales.


                        Brief of the explanation problem

                     

Green Haven Florist which is a local small boutique owned by Liam and Priya Patel it a nice small local boutique the issue is that the boutique has had a huge declined which was a 30% decined and it has happened over the past 12 months. While online orders have now slighly increased, they have not compensated for the loss of foot traffic. Liam and Priya Patel has also faced competition because other boutique sell their products online instead of customers going to the stores which is now trendy they also faces others issues such as rising cost their product is being too expensive which is also apart of the issues. Which is why the boutique has faced a 30% dropped off because of an outdated digital precense threatning it’s long term survival. The company need better promotion strategy such as promoting the company online on social media such as Instagram Twitter or on other platform. 










                                 Evaluation of solution   



The proposed solution for Green Haven Florist modernizing the website with the e commerce, launching targeted digital marketing such as Instagram, Twitter, Google Ads that is one of the solutions for Liam and Priya is to have better marketing strategy for their boutique to grow and be up to date. Another one is to have a introducing subscription bouquets and same day local delivery, and partering, with event planners. It one of the marketing strategy that will make the boutique improve because now customers want to book their flowers or other products online instead of going to tue store because some customers who are loyal to them are far, location could be an issue which if Liam and Priya start doing selling it online it could also help for the loyal customers who are far from the location.

Feasibility and Cost: Liam and Priya has also faced an issue regarding their prices on their products which need to be improved on by doing a website overhaul and social media marketing that is affordable for their loyal customers. To improve their small business is my other suggestions is to do a membership for their loyal customers or feedback to gain more points on boutique to have a good reputation on their business because it has faced a lot of problems ans they need feedback for ther business to grow and be better because their loyal customers can make their business grow. 
Overall Liam and Priya Patel need to priotizing digital transformation and flexible delivery/subcription options offers the strongest, fastest, and most sustainable path to reverse the 30% sales decline while preserving Green Haven’s sustainable, personal brand identity.  One of these suggestions could be one of the solutions to fix Liam and Priya business issue.






























                                           Conclusion 

In my conclusion, Green Haven Florist stands at a critical cross boards its cherished reputation for a beautiful sustainable arrangements and personal service remains a powerful asset, the traditional walk in model is no longer sufficient in digital first, convenience driven market. The 30% decline in store sales is not a reflection of diminished quality but Liam and Priya has faced a lot of problems due rising cost their product has increased a lot and also has outdated digital their main problem is the lack of marketing and their product has become too expensive. Although they have a good boutique they need to have a huge upgrade on the boutique because they have now competition and needed some changes they need to do more online exposure on their small business and do deliveries for their loyal customers. 
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