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Green Haven Florists – Component 2 (Report)
Introduction
The case of Gren Haven Florists, a small and independent flower shop located in Norwich, UK, is the subject of this report. Since its inception in 2016, Green Haven Florists has established a solid reputation in its local community due to its unique floral designs, eco-friendly initiatives, and community relations. However, the recent rise in competition among online stores and the escalation in operational expenses have negatively affected the revenue and customer traffic levels at the location.
This report will set out to discuss and evaluate the business challenges currently being faced by Green Haven Florists, as well as recommend a feasible solution that will enable the company to adapt to the changing environment. The success of the selected solution will then be ensured through a detailed action plan outlining how it should be implemented, including performance indicators and monitoring mechanisms.




Identifying the Problems in Business
During the last year, Green Haven Florists has lost an extreme number of customers in terms of revenue, as well as store-based customers, which can be attributed to heightened competition from online flower delivery services that are convenient, cheaper, and have a larger variety of products. With the shift in consumer behaviour towards online shopping, small independent retailers such as GREEN HAVEN FLORISTS are finding it harder to retain their customer base and profit margins.
Operational expenses, such as rent, utilities, and the cost of imported flowers and greener packaging material. This has helped in cutting down on these costs. Profitability's main business problem is the declining sales and profitability as a result of heightened competition in the online market, increased costs, and insufficient online strategies and adjustments, limiting its market penetration to younger, more technologically savvy customers.



Alternative Solutions
Solution A: Develop a strong Online presence and E-commerce Platform
The first one is turning the business digital through the development of a professional e-commerce platform and enhancing its online marketing position. Customers would be able to do this through this platform.
Search for, build, and order floral arrangements through the Internet, including the possibility of local (same-day) delivery or picking them up in the store. The company can initiate specialized social marketing campaigns in the media.
Install Instagram and Facebook to attract new people and gain brand loyalty, and partners and local influencers to promote events would further make it more visible, reach more customers outside of the local market, and make it more convenient for modern customers.
Consumers, and create new selling points, particularly for holidays and events. However, they also have a drawback, as they might require employees to be educated in running internet-based activities and customer services.
Solution B: Positioning and Activation of Community and Diversification of Service.
The second alternative would be to diversify the product and service line and strengthen the local brand of the shop. G REEN HAVEN FLORISTS has an opportunity to implement the workshops and floral design lessons, corporate subscriptions, frequent office or event deliveries of flowers, and collaboration with the local wedding planners or eco-friendly brands. To sustain good relationships with the local communities and to introduce new customers, the shop can plan seasonal pop-up stores or attend local markets and festivals. Expands on the current reputation of personal service and

Sustainability creates new revenue streams and strengthens customer relationships, encourages repeat business, and local brand loyalty.
In summary, both strategies offer growth opportunities. Alternativa A developing a digital presence provides greater long-term potential for market expansion and competitiveness, aspects.


Alternative B could be integrated later to reinforce customer loyalty and local engagement.



Evaluation Using Grid Analysis


In a bid to make a decision on which is best among the two, the two options were compared against important business considerations via a grid analysis. All criteria were allocated a weight (1-5) according to their significance to the business. All options were then ranked (1-5) on their performance based on each criterion.




	Criteria
	Weight (1–5)
	Solution A: Develop online presence &E- e-commerce
	Total
	Positioning and Activation of Community and Diversification of Service.

	Total

	Cost
	4
	2 higher setup costs
	8
	4
	16

	Implementation time
	3
	3(3-6
months)
	9
	4(1-3 moths)
	12

	Revenue potential
	5
	5(high – scalable and wide reach)
	25
	3(moderate-local focus)
	15

	Customer reach
	5
	5 (global
/online audience
	25
	3(local customers
	15




	Sustainability Alignment
	4
	4(digital operation with eco-
delivery options)
	16
	4(community engagement and local sourcing)
	16

	Risk lower
	3
	3(moderat online competition
	9
	4(low local,stable market)
	12







Chosen Solution and JustificationTOTAL score (A)=92 TOTAL score (B)=86


Migration of Selected Solution and Justification.
Choice Solution: Design an Online Presence and E-commerce solution
Justification
           Highest score in the Grid Analysis.
Opportunity to grow in the long term and a higher level of flexibility in reaching new markets.
Conforms to consumer preferences of online shopping and online convenience.
Enhances the brand image that makes the business look modern and professional.
Although startup costs are higher, it is the most sustainable option because of the payback and scalability.
Also, online platforms enable data-driven marketing, which enables the business to gain further insight into customer tastes and preferences and modify the offerings. The local foot traffic and physical location are also not as crucial to the business since it is scalable online.
Both strategies are bold, but SOLUTION (A) achieves a slightly higher score. Although it is more expensive and complicated, it has more potential to generate revenue, expand the market, and grow the business in the future.
The solution (B) can also be used as a supporting program to the local brand and customer loyalty.



Basic Risk Analysis


	

	What could cause a risk?
	What is the likelihood of the risk occurring?
(1 – 5)
	What is the impact of this risk?
(1 –
5)
	Risk Factor = Likelihood X
Impac t
	What can you do to reduce the risk of happening?
	If it happens, what can you do to minimise the impact?

	1
	High initial investment cost
	3
	4
	12
	Competition from large online florists.
	Start with a minimal viable website and expand later; use affordable
hosting platforms

	2
	Lacks technical expertise
	4
	3
	12
	Delivery and cybersecurity issues.
	Outsource web development to a freelancer or collaborate with a local college
An IT student for a lower cost.

	3
	Competition from large online florists
	4
	5
	20
	Moderate to high but manageable with proper planning and phased implementation.
	Differentiate through eco-friendly branding, bespoke designs, and personal customer
service.



Implementation Plan
The issue is that the in-store sales and profitability are falling because of the rise of online competition and changed consumer behavior.
[bookmark: _heading=h.wz8ptsk07gte]
. Solution Implemented

Establish an effective online presence and e-commerce platform to grow the customer base of GREEN HAVEN FLORISTS, make more sales, and ensure sufficient profitability.





	
	Task
	WHAT
	WHEN
	WHO
	Done

	1
	Planning and Research
	Conduct market research to identify customers, pricing
strategies.
	2 weeks
	Liam and Priya Patel
	Research time, online
surveys.

	2
	Website development
	Design and launch an e-commerce website, supports online ordering, payments
and delivery scheduling
	4 weeks
	External web developer
	£1.500
website setup

	3
	Logistics setup
	Partner with a reliable local
	2 weeks
	Liam Patel
	£200
contract setup




	
	
	Courier services sustainably.
	
	
	

	4
	Digital marketing campaign
	Create social media pages and run online advertisements (Facebook, Instagram
m)
	6 weeks
	Priya Patel
	£200 for packaging and materials

	5
	Staff training and operations
	Train staff in online order management, customer service
communication.
	1 week
	Liam and Priya Patel
	In-house training


The Total Implementation Period was 3 months.







Measuring Effectiveness
 
Key Performance Indicators (KPIs) will be used to verify performance after implementation: Green Haven Florists will use Key Performance Indicators (KPIs).


	KPI
	Target
	Data Source

	Increase in online sales
	+20% after 6 months
	Sales reports

	Grow online traffic
	2000 monthly visits
	Website analytics

	Improve customer retention
	15% repeat order rate
	Repeat orders

	Maintain profitability
	+10% increase in profit
	Cost tracking

	Brand visibility
	+1000 new followers
	Social media followers


Monitoring Method:
· Monthly performance reviews.
· Adjustments can be made to marketing, pricing, or based on performance data.




SMART TABLE
This SMART objective ensures GREEN HAVEN FLORISTS adapts to market trends by moving online, increasing sales and visibility, and strengthening its competitive position while maintaining its eco-friendly brand identity.



	Specific
	Measurable
	Attainable
	Relevant
	Time-Bound

	Develop and promote a modern e-commerce platform for flower sales with delivery options.
	25% increase in total online and 30% increase in website traffic within the first 12 months after launch.
	Achievable through digital marketing, web launch, 
and partnership, leverage social media and email marketing to promote the platform.
	Offsets the 30% decline in in-store sales and rising competition from online retailers by shifting toward digital commerce and sustainable online growth.
	E-commerce website launched within 6 months with performance targets (traffic, sales, satisfaction)reached by December 2026



Conclusion
Having considered all options with the help of a structured Grid Analysis, Green Haven Florists is destined to use the most appropriate solution existing in a difficult retail environment characterized by the decrease in foot traffic, the increase in costs, and online competition. Having considered the options of the problem, the idea of the online expansion can be discussed as the most efficient and durable course of action. Although there are expenses and operational risks, the advantages-broader and revenue scalability with brand differentiation are much greater than the disadvantages. Green HAVEN FLORISTS ' operations appeal to new clients and guarantee future profitability without compromising its environmental values.
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