
KORA CASE
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Have you experience the feeling or sensation of smelling 
fresh flowers in a garden ?



KORA FLOWERS : TWO 
MAIN ACTIVITIES 
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KORA 
FLOWERS  

SCHOOL 

TRADE 



What we know ...

Type of customers 

• 20% : Looking for 
something special

• 10% : Eco activist
• 60% : Men 

presents
• 10 % : Girls for 

home 

Revenue 

• E-com : 10 %
• Walk in : 40 % 
• Instagram : 50 %
• KORA : 70 %
• TERA : 30%

School target 
group: 

• 99% Girls : 
between 19 and 
45 years old 
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Data about the Trade activity in % 

4



The target of the school activity in % 
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Sales of flowers by month in %

6



Challenges
Plans for future development : 
• Plans intensive growth (School 

and Trade) 
• Need an effective digital 

promotion 
• 10% revenue through website 
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Initial Ideas : 
School

Developing a florist 
Podcast

Developing 
promotion 

by social media and 
leaflet. 

Online classes 
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Initial Ideas : 
Trade 

Focus on B to B : 

Digital Leaflet

Promotion on 
social media (VK, 

Instagram, 
Telegram, Youtube)

Yandex and Google 
SEO

Create 
subscriptions 
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Final Ideas 

Promotion by 
social media 
(Freebies), 

special offers 

Know your 
customers drive 

(SMS)

Recurring 
income 

(Subscriptions) 
Podcast Chat Bot
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Prototypes
• Podcast  Test by Kora Flowers (anchor.fm)
• Leaflet  
• Chat Bot  
• Advertising SMS
• CRM
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Thank you ! 
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