
STRATEGIC 
MANAGEMENT



Strategic management essentially means the 

implementation and formulation of various 

strategies in order to achieve the goals of the 

company.

It is the detailed initiative which is taken by the top 

management – these strategic decisions are taken on the 

basis of available resources – they also take into 

consideration the effects of the external and internal 

environment on their decisions.



Strategic Management is the process of managing a business 

with the goal of fulfilling its mission, vision and objectives.

Strategic Management is a stream of decisions and actions 

which lead to the development of an effective strategy or 

strategies to help achieve corporate objectives.



NATURE OF STRATEGIC MANAGEMENT

Nature of strategic management specifies its characteristics which are 
as follows

Strategic Management as a Process: 

Strategic management involves establishing a framework to perform various 

processes. The concept of strategic management must embody all general 

management principles and practices devoted to strategy formulation and 

implementation in the organization. 



Top Management Function: 

Strategic management is basically top management function. Thus, in order 

to ensure effective top management function, it is necessary that a 

distinction should be made between strategic management and operational 

management which emphasises day-to-day operations in the organization, 

so that top management can focus more attention on the strategic aspect 

rather than emphasising on operational management. 



General Management Approach: 

Strategic management has general management approach. 



Relating Organization to Environment: 

The focus of strategic management is on relating the organization to its external 

environment. This emphasises that there is continuous interaction between the 

organization and its environment taking an open systems approach. Thus, the 

organization must create adequate channel through which external information will 

pass to various points in the organization. 



Long-Term Issues: 

Strategic management deals primarily with long-term issues of the organization 

that may or may not have an immediate effect. For example, investment in 

research and development (R&D) may yield no immediate effect in terms of new 

product development. However, this investment may lead to development of new 

products and, therefore, enhanced profits. 



Flexibility: 

 Strategic management has flexibility.

 This flexibility is required because strategic management works in the context 

of environment which is quite dynamic.

 As a result, many strategic actions planned maybe either left, postponed, or 

changed in the light of environmental requirements. 



Innovation: 

 Strategic management puts emphasis on innovation which is the 

process of introducing new things or new ways of working.

 Innovation is achieved through new strategic actions which are quite 

different from the previous actions. 

 Innovation is required to face environmental challenges effectively. 



IMPORTANCE
It helps the organization to be more proactive instead of reactive in 

shaping its future. Organizations are able to analyze and take action 
instead of being mere spectators. 

It provides framework for all the major business decisions of an enterprise 
such as – decisions on businesses, products, and markets, manufacturing 
facilities, investments and organizational structure. 

 It seeks to prepare the corporation to face the future and acts as a 
pathfinder to various business opportunities. Organizations are enabled to 
identify the available opportunities and identify ways and means to reach 
them. 



It helps organizations to avoid costly mistakes in product market choices 
or investments. 

It helps organizations to evolve certain competitive advantages that assist 
in their fight for survival and growth. 

 Strategic management looks at the threats present in the external 
environment and thus companies can either work to get rid of them or else 
neutralizes the threats in such a way that they become an opportunity for 
their success. 

It also adds to the reputation of the organizations because of the 
consistency that results from organizational success. 



BENEFITS
The process of strategic management is a comprehensive 

collection of different types of continuous activities and also the 

processes which are used in the organization.

Strategic management is a way to transform the existing static 

plan in a proper systematic process.

Strategic management can have some immediate changes in the 

organization. 



1. Creating a better future:

There is always a difference between reactive and proactive actions.

When a company practices strategic management – the company will always be on the 

defensive side and not on the offensive end. 

You need to come out victorious in the competitive situation and not be a victim of the 

situation.

It is not possible to foresee each and every situation but if you know that there are 

chances of certain situations then it is always better to keep your weapons ready to fight 

the situation.



2. Identifying strategic directions:

 Strategic management essentially and clearly defines the goals and mission of 

the company. The main purpose of this management is to define realistic 

objectives and goals – this has to be in line with the vision of the company.

 The strategic management provides a base for the organization on the basis of 

which progress can be measured and on the basis of the same, the employees can 

be compensated.



3. Make Better business decisions:

 It is important to understand the difference between a great idea and a good idea. If you 

do have a proper and clear vision of your company – then having a mission and 

methods to achieve the VISION always seems to be a very good idea. You need to make 

better decisions and that too within less time.

 Here come the benefits of a strategic approach. It turns into a great idea when you 

decide what is the type of project that you want to invest your money; how do you plan 

to invest your time and also utilize the time of your employees.

 Once you are clear with your ideas about the project and the time each of your 

employees and yourself will have to allocate, you will need to focus your attention on 

the financial and human resources.

https://content.wisestep.com/recruitment-analytics/


4. Business Longevity:
 The times are changing fast and there are dynamic changes happening every day. The 

industries worldwide are changing at a fast pace and hence survival is difficult for those 

companies which do not have a strong and perfect base in the industry.

 The strategic management ensures that the company has a thorough stand in the related 

industry and the experts also make sure that the company is not just surviving on luck and 

better chances or opportunity. When you look at various studies you would know that the 

industries which are not following the strategic management will survive for not more than five 

years.

 This suggests that companies should have a powerful focus on the longevity of the business. 

This suggests that without strategic management, it is not possible for a company to survive in 

the long run.

https://www.linkedin.com/pulse/business-longevity-focus-both-survival-regeneration-lim-ca-mba


5. Increasing market share and profitability:

 With the help of strategic management, it is possible to increase the market share 

and also the profitability of the company in the market. If you have very focused 

plan and strategic thinking then it is possible for all the industries to explore 

better customer segments, products and services and also to understand the 

market conditions of the industry which you are operating in.

 Strategic management skills will help you to approach the right target market. 

The experts will guide for better sales and marketing approaches. 

 You can also have a better network of distribution and also help you to take 

business decisions which at the end of the day results in profit.

https://smallbusiness.chron.com/effective-sales-marketing-techniques-815.html


6. Avoiding competitive convergence:

 Most of the companies have become so used to focusing on the 

competitors that they have started imitating their good practices. 

 It has become so much of competition that is becoming difficult to 

part the companies or identify them differently.

 With the help of strategic management this magic is possible – try and 

learn all the best practices of a company and become a unique identity 

which will keep you apart from your competitors.



7. Financial benefits:

 The firms which follow the process of strategic management 

proves to have more profits over a period of time as compared 

to the companies that do not opt for strategic management 

decisions.

 Those firms which are involved in using strategic 

management use the right method of planning – these 

companies have excellent control over their future.

 They have a proper budget for their future projects; hence 

these businesses continue for a long time in the industry.



8. Non-financial benefits:

 Companies using strategic management also provides various financial and non-

financial benefits of strategic management. The experts informed that the firms which 

practice strategic management are always ready to defeat the external threats.

 They have a better understanding of the strengths and weakness of the competitor and 

hence they are able to withstand the competition. This paves way for better 

performance and rewards for the company over a period of time.

 The main feature of this management system is that it has the capacity of problem 

prevention and problem-solving skills. 

 It also helps in bringing about discipline in the firm for all types of internal and 

external processes.

https://content.wisestep.com/show-problem-solving-skills-resume-work/


DISADVANTAGES OF STRATEGIC 
MANAGEMENT

Here are some of the limitations of strategic planning in management.

Complex process:
The strategic management includes various types of continuous process which 

checks all type of major critical components. This includes the internal and 
external environments, long term and short term goals, strategic control of the 
company’s resources and last but not the least it also has to check the 
organizational structure. This is a lengthy process because a change in one 
component can affect all the factors.

Hence it is vital that one understands the issues with all the concerned factors. 
This generally takes time and at the end, the growth of the company is affected.

Being a complex process it calls for lots of patience and time from the 
management in order to implement the strategic management.

In order to have proper strategic management, there should be strong 
leadership and proper structured resources.

https://content.wisestep.com/best-ways-to-improve-leadership-skills-in-the-workplace/


Time-consuming process:
In order to implement strategic management, it is necessary that the top management 

spends proper quality time in order to get the process right. The managers have to 
spend a lot of time researching, preparing and informing the employees about this new 
management. This type of long term and time-consuming training and orientation 
would hamper the regular activities of the company.

The day to day operations are negatively impacted and in the long term, it could affect 
the business adversely. For e.g. there are many issues that require daily attention but 
this is not taken care because they are busy researching the details about strategic 
management.

In case, proper resolution of the problems are not done on time then there could be a 
great amount of attrition increase. Besides this, the performance of the employees will 
also go down because they are not getting the required resolution of their problems. 
This type of situation may lead the management to divert all their critical resources 
towards employee motivation and performance – while doing this your strategic 
management process will be sidelined.

https://content.wisestep.com/how-to-improve-employee-morale-and-motivation-ways/


Tough implementation:

When we speak the word strategic management then it seems to be a huge and large word. But it 

is also a fact that the implementation of this management system is difficult as compared to other 

management techniques. The implementation process calls for perfect communication among the 

employees and employer.

The strategic management has to be implemented in such a way that the employees have to 

remain fully attentive; there should be active participation among the employees and besides this, 

the employees have to be accountable for their work. This accountability is meant not only for the 

top management but for all employees across the hierarchy. The experts mention that 

implementation is difficult because they have to continuously strive to make the employees aware 

about the process and benefits of this system.

For e.g. if a manager was involved in forming of the strategic process and he/she has not been 

involved in the implementation process then the manager will never be accountable for any 

processes in the company.



Proper planning:

When we say management systems then it calls for perfect 

planning. You just cannot write things on paper and leave them. 

This calls for proper practical planning. This is not possible by 

just one person but it is a team effort.

When these types of processes are to be implemented then you 

need to sideline various regular decision-making activities which 

would adversely affect the business in the long run.



The future does not unfold as anticipated

Expensive

Problem in analysing the external environment

Overestimation of target

Lack of acceptance by the lower level management



Conclusion
 In recent years, most of the firms have understood the importance of strategic management – it plays a key role in 

the upbringing and downfall of any company. In a nutshell, we can conclude that the purpose of strategic 

management is possible if a company can provide dedicated resources and staff in order to formulate and 

implement the entire system.

 If strategic management is implemented in the company thoroughly then there is no doubt that the company will 

survive all types of odds and competition and remain in the market for a long period of time. This is required in the 

present situation for all companies. It just calls for proper planning and the right people in order to implement them 

in the company.

You need to keep a regular check on all external and internal factors affecting your industry; besides this check all 

your financial resources whether they are enough to expand your business. If you could keep in mind these things, 

the implementation will become very easy and quick for any organization irrespective of their sizes.



GUIDELINES FOR EFFECTIVE 
STRATEGIC MANAGEMENT

They should contribute to objectives and 

plans:

If strategy or policy does not further plan or make enterprise objectives 

more sustainable, it has not done its job.

They should be consistent:

Both policies and strategies should be consistent in the sense they should 



They should be Flexible:
If goals or plans are changed the strategies and policies must also be 

changed.

Policies should be distinguished from Rules 

and Procedure: 
They should be clearly distinguished with each other in order to avoid 

confusion and to reduce the distraction of managerial functioning. 

The correct separation of these three types of guidelines is important to 

good planning, workable delegation of authority and even good human 
relations.



Policies should be in Writing: 

For effective communication, policies must be in writing. 

It can also fix responsibility over the staff. 

‘If policies are to be used they should be written.

 Putting a policy in writing does not make it clear, but a 

policy that cannot but put in writing is at best an unclear 

one’.



Policies should be taught:

To understand the policies properly it must be explained and interpreted to 

the concerned line of staff. 

Misinterpretation or wrong conception of a policy may not lead to achieve 

the goals.

They should be reviewed:

Policies and strategies must review before they become obsolete or 

misinterpreted.



LEVELS OF MANAGEMENT



Top-Level Management:

This is the highest level in the organizational hierarchy, 

which includes Board of Directors and Chief 

Executives. 

They are responsible for defining the objectives, 

formulating plans, strategies and policies.



Middle-Level 
Management:

It is the second and most important level in the corporate 

ladder, as it creates a link between the top and lower-level 

management.

It includes departmental and division heads and 

managers who are responsible for implementing and 

controlling plans and strategies which are formulated by 

the top executives.



Lower Level Management:

Otherwise called as functional or operational level management. 

As lower-level management directly interacts with the workers, it plays a 

crucial role in the organization because it helps in reducing wastage and 

idle time of the workers, improving the quality and quantity of output.

The three management levels form the management hierarchy



OVERVIEW OF STRATEGIC 
MANAGEMENT PROCESS

Strategic Management Process is an ongoing process of five steps which 

defines the way an organization makes its strategy to achieve its goals. 

Using Strategic Management Process, an organization decides to 

implement a selected few strategies, details the implementation plan and 

keeps on appraising the progress & success of implementation through 

regular assessment. 



5 Steps in Strategic Management 
Process

The process is not a one time implementation but we can think strategic 
management process as a loop which keeps on going to achieve the 

objectives as per the need.



1. Goal Setting:

The vision and goals of the organization are clearly stated. 

The short-term and long-term goals are defined, processes to achieve the 

objectives are identified and current staff is evaluated to choose capable 

people to work on the processes.

 This can be done through proper environmental scanning.



2. Analysis:

Data relevant to achieve the goals of the organization is 

gathered, potential internal and external factors that can 

affect the sustainable growth of the organization are 

examined and SWOT analysis is also performed.



3. Strategy Formulation:

Once the analysis is done, the organization moves to the 

Strategy Formulation stage where the plan to acquire the 

required resources is designed, prioritization of the issues 

facing the business is done and finally the strategy is 

formulated accordingly



4. Implementation:

After formulation of the strategy, the employees of the 

organization are clearly made aware of their roles and 

responsibilities. 

It is ensured that funds would be available all the time.

 Then the implementation begins.



5. Strategy Evaluation:

In this process, the strategies being implemented are evaluated regularly 

to check whether they are on track and are providing the desired results. 

In case of deviations, the corrective actions are taken.

As shown in the figure, the five stages are not stand-alone and constantly 

interact with each other in order to ensure better management of the 

business.



LEVELS/TYPES 
OF 

STRATEGIES

Competitive 
Strategy

Corporate 
Strategy

Business 
Strategy

Functional 
Strategy

Operating 
Strategy



1. Competitive Strategy:

Firstly, competitive strategy is the first of the kinds of strategies in strategic 
management.

 Along with the integrative concerns of the personal status of an organization.The
competitive strategy aims at gaining a competitive advantage in the marketplace 
against competitors. 

Competitive advantage comes from strategies that lead to some uniqueness in 
the market. 

Examples of the competitive strategy include contrast strategy, low-cost strategy, 
and focus or market-niche strategy.



The competitive strategy consists of business approaches and initiatives.

 It undertakes a company to attract clients and deliver Superior values to them 

through fulfilling their looking forward as well as to strengthen its market 

position. 

The competitive strategy is concerned with actions. As well, it’s managers 

undertake to improve the market position of the company by satisfying the 

customers.

 The enlightening market situation infers undertaking actions contrary to 

competitors in the industry.



 Therefore, the notion of competitive strategy has a 

competitor-angle.

 The competitive strategy includes those tactics that lay 

down various ways to build a livable, competitive 

advantage.

 Management’s action plan is the focus of the competitive 

strategy. 

 The objective of the competitive strategy is to win the 

customer’s heart by satisfying their needs. 

 Finally, it is to outcompete competitors and attain 

competitive advantages.



2. Corporate Strategy:
Secondly, corporate strategy is a type of strategy in strategic management.

 It draws up at the top level by the senior management of a diversified company.

A diversified company is known as ‘group of companies’

A corporate strategy defines the long-term objectives and generally affects all the 

business units under its umbrella. 

A corporate strategy, maybe acquiring the major tissue paper companies to 

become the unquestionable market leader.



3. Business Strategy:
types of strategies in strategic management’s third one is a business strategy.

Business strategy formulates at the business-unit level. 

It is popularly known as ‘business-unit strategy’. 

This strategy emphasizes the building up of the company’s competitive position 
of products or services.

 Business strategies composes of a competitive and cooperative approach.

The business strategy covers all the activities and tactics for competing in 
denial of the competitors. 



The business strategy consists of plans of action. 

It’s strategic managers adapt to use a company’s resources.

 Additionally, managers change distinctive attitudes to gain a competitive 
advantage over its rivals in a market. 

The business strategy usually formulates in line with the corporate strategy.

 The main focus of the business strategy is on product development, 
innovation, integration, market development, diversification,etc.

In doing business, companies confront a lot of strategic issues. 

Management has to address all these issues effectively to survive in 

the marketplace.

 Business strategy deals with these issues, in addition to ‘how to 
compete’.

https://higherstudy.org/business-dimension-factors/


4. Functional Strategy:
Fourthly, the functional strategy is a type of strategy in strategic management. 

A functional strategy refers to an approach that points up a particular functional 
area of an organization.

It sets down to achieve some objectives of a business unit by maximizing 
resource productivity. 

Examples of functional strategy comprise production strategy, marketing 
strategy, human resource strategy, and financial strategy.

The functional strategy is concerned with developing distinctive the right stuff to 
provide a business unit with a competitive advantage. 

Each business unit has its own set of departments, and every department has a 
functional strategy. 



Functional strategies adapt to support a competitive strategy. 

For example, a company following a low-cost competitive strategy needs a 
production strategy. 

It insists on reduction cost operation and also a human resource strategy.

Furthermore,  It insists on retaining the lowest possible number of employees. 

These employees are highly qualified to work for the organization. 

Other functional strategies such as marketing strategy, advertising strategy, 
and financial strategy are also to be formulated aptly to support the business-
level competitive strategy.

The organizational plans become more and more detailed. Likewise, it 
becomes specific when managers move from corporate business to functional-
level strategies.



5. Operating Strategy:
Finally, the operating strategy is the fifth type of strategy in strategic 

management. 

It gives form to the operating units of an organization. 

A company may develop an operating strategy. As an instance, for its sales 

zones. 

An operating strategy put across at the field level, usually to achieve on 

hand objectives. 



Types / Levels Of Strategy Meaning

Competitive Strategy

The competitive strategy includes those 

tactics that lay down various ways to build a 

livable, competitive advantage.

Corporate Strategy
The top-level by the senior management of a 

diversified company

Business Strategy Business-unit level or business-unit strategy

Functional Strategy
Pointing up a particular functional area of an 

organization

Operating Strategy Operating units of an organization



Types of Strategy:

The following are the alternative strategies that an organization 
can peruse.



Types Of 
Strategy

Integration 
Strategies

Forward Integration
BackwardIntegration

Horizontal 
Integration

Intensive 
Strategies

Market Penetration

Market Development

Product Development

Diversification 
Strategies

Concentric Diversification

Horizontal Strategies

Conglomerate 
Diversification

Defensive 
Strategies

Retrenchment

Divestiture

Liquidation



1. INTEGRATION STRATEGIES

Integration strategies allow a firm to gain control over the distributors, 

suppliers and/or competitors.

a. Forward Integration: Involves gaining ownership or increased control 

over distributors.

b. Backward Integration: is a strategy of seeking ownership or gaining a 

firm’s supplies.

c. Horizontal Integration: Refers to a strategy of seeking ownership of or 

increased control over a firm’s competitors.



SUPPLIERS

COMPANY COMPETITORS

DISTRIBUTORS



2. INTENSIVE STRATEGIES

They require intensive efforts if a firm’s competitive position with existing 
products is to improve.
a. Market Penetration

A market penetration strategy seeks to increase market for present product 
or services in present market through greater marketing efforts.
b. Market Development

Market Development involves introducing present products or services into 
new geographic areas.
c. Product Development:

is a strategy that seeks increased sales by improving or modifying present 
products or services.



3. DIVERSIFICATION STRATEGIES

a. Concentric Diversification

Adding new but related products or services is called concentric 

diversification. Hawkins

b. Horizontal Diversification

Adding new unrelated products or services for present customers is called 

horizontal diversification. Apple

c. Conglomerate Diversification.

Adding new but unrelated products or services is called conglomerate 

Diversification. Amazon books



•The concentric strategy is used when a firm wants 

to increase its products portfolio to include like 

products produced within the same company, the 

horizontal strategy is used when the company 

wants to produce new products in a similar market, 

and the conglomerate diversification strategy is 

used when a company starts operating in two or 

more unrelated industries.



4. DEFENSIVE STRATEGIES

a. Retrenchment:

Occurs when an organization regroups through cost, expense and 

asset reduction to reverse declining sales and profit.

b. Divestiture:

Selling a division or a part of an organization.

c. Liquidation:

Selling all of a company’s assets , in parts, for their tangible worth is 

called liquidation.



MEANS FOR ACHIEVING STRATEGIES:

1. Joint Venture

Joint venture is a popular strategy that occurs when two or more companies 

form temporary partnership or consortium for the purpose of capitalizing 

opportunity.

2. Merger/ Acquisition

Merger occurs when two organizations of about equal size unite to form one 

enterprise.

Acquisition occurs when a large organization purchases (acquires) a smaller 

firm or vice versa.



FIRST MOVER ADVANTAGE:

First mover advantages refers to the benefits a firm may achieve by 

entering a new market or developing a new product or service prior to 

rival firms.

Some advantages of being first mover include:

Securing access to rare resources

Gaining knowledge of key factors and issues

Carving out market shares and a position that is easy to defend and 

costly for rival firms to overtake.



Outsourcing:

Business-Process outsourcing (BPO) is a rapidly growing new 

business that involves taking over the functional operations such as 

human resources, information systems, customers service and even 

marketing of other firms. Reasons for outsourcing are as follows:

Less expensive

Allows business to focus on it core businesses

Enables the firm to provide better service.



ENVIRONMENTAL 
ANALYSIS /

ENVIRONMENTAL 
SCANNING



Environmental analysis will help the firm to 
understand what is happening both inside and 
outside the organization.

Environmental scanning is necessary because 
there are rapid changes taking place in the 
environment that has a great impact on the working 
of the business firm.

 Analysis of business environment helps to identify 
strength weakness, opportunities and threats. 

SWOT analysis is necessary for the survival and 
growth of every business enterprise.



NEED AND IMPORTANCE OF 
ENVIRONMENTAL SCANNING:
1. IDENTIFICATION OF STRENGTH:

Strength of the business firm means capacity of the 
firm to gain advantage over its competitors. 

Analysis of internal business environment helps to 
identify strength of the firm.

After identifying the strength, the firm must try to 
consolidate or maximise its strength by further 
improvement in its existing plans, policies and 
resources.



2. IDENTIFICATION OF 
WEAKNESS:

Weakness of the firm means limitations of the firm.

 Monitoring internal environment helps to identify not 

only the strength but also the weakness of the firm.

 A firm may be strong in certain areas but may be weak 

in some other areas.

 For further growth and expansion, the weakness 

should be identified so as to correct them as soon as 

possible.



3. IDENTIFICATION OF 
OPPORTUNITIES:

Environmental analysis helps to identify 

the opportunities in the market. 

The firm should make every possible 

effort to grab the opportunities as and 

when they come.



4. IDENTIFICATION OF 
THREAT:

Business is subject to threat from 
competitors and various factors.

Environmental analysis help them to 
identify threat from the external 
environment. 

Early identification of threat is always 
beneficial as it helps to diffuse off some 
threat.



5. OPTIMUM USE OF 
RESOURCES:

Proper environmental assessment helps to 
make optimum utilisation of scare human, natural 
and capital resources. 

Systematic analyses of business environment 
helps the firm to reduce wastage and make 
optimum use of available resources, without 
understanding the internal and external 
environment resources cannot be used in an 
effective manner.



6. SURVIVAL AND 
GROWTH:
Systematic analyses of business 
environment help the firm to maximise their 
strength, minimise the weakness, grab the 
opportunities and diffuse threats.

 This enables the firm to survive and grow 
in the competitive business world.



7. TO PLAN LONG-TERM BUSINESS 
STRATEGY:

A business organisation has short term and long-
term objectives. 

Proper analyses of environmental factors help the 
business firm to frame plans and policies that could 
help in easy accomplishment of those organisational
objectives.

 Without undertaking environmental scanning, the 
firm cannot develop a strategy for business 
success.



8. ENVIRONMENTAL SCANNING AIDS 
DECISION-MAKING:

Decision-making is a process of selecting the best 
alternative from among various available alternatives. 

An environmental analysis is an extremely important tool 
in understanding and decision making in all situation of 
the business. 

Success of the firm depends upon the precise decision 
making ability. 

Environmental analysis enables the firm to select the 
best option for the success and growth of the firm.



STRATEGIC 
MANAGEMENT 

PROCESS

STRATEGY 
FORMULATION

•SETTING OBJECTIVES

•ANALYSING ENVIRONMENT

•STRATEGY MAKING

•MODES/MODELS OF STATEGIC 
PLANNING

•TYPES OF STATEGIES

•ANALYSING & CHOOSING

•THE RIGHT STRATEGY

STRATEGY 
IMPLEMENTATION

IMPLEMENTATION OF STRATEGY TO 
FUNCTIONAL AREAS

PRODUCTION

MARKETING

OTHERS

STRATEGY 
EVALUATION

REVIEW

FEEDBACK

CONTROL

GENERAL CHARACTERISTICS OF AN 
EFFECTIVE EVALUATION SYSTEM



STRATEGY FORMULATION

Strategy Formulation is an analytical process of 
selection of the best suitable course of action to 
meet the organizational objectives and vision. 

It is one of the steps of the strategic 
management process. 

The strategic plan allows an organization to 
examine its resources, provides a financial plan and 
establishes the most appropriate action plan for 
increasing profits.

https://businessjargons.com/strategic-management.html


It is examined through SWOT analysis. 

SWOT is an acronym for strength, 
weakness, opportunity and threat.

The strategic plan should be informed 
to all the employees so that they know 
the company’s objectives, mission and 
vision. 

It provides direction and focus to the 
employees.



Steps of Strategy 
Formulation



Establishing Organizational 
Objectives:

This involves establishing long-term 
goals of an organization. 

Strategic decisions can be taken 
once the organizational objectives 
are determined.

https://businessjargons.com/organization.html


Analysis of Organizational 
Environment:

This involves SWOT analysis, meaning identifying the 
company’s strengths and weaknesses and keeping vigilance
over competitors’ actions to understand opportunities and 
threats.

Strengths and weaknesses are internal factors which the 
company has control over. 

Opportunities and threats, on the other hand, are external 
factors over which the company has no control. 

A successful organization builds on its strengths, overcomes its 
weakness, identifies new opportunities and protects against 
external threats.



Forming quantitative 
goals:

Defining targets so as to 
meet the short-term and long-
term COMPANY’S objectives. 

Example, 30% increase in 
revenue this year of a 
company.



Objectives in context with divisional 
plans:

This involves setting up targets for 
every department so that they work in 
coherence with the organization as a 

whole.



Performance Analysis: This is done to estimate the 

degree of variation between the actual and the standard 

performance of an organization.

Selection of Strategy: This is the final step of strategy 

formulation. It involves evaluation of the alternatives and 

selection of the best strategy amongst them to be the 

strategy of the organization.

• Strategy formulation process is an integral part of 

strategic management, as it helps in framing effective 

strategies for the organization, to survive and grow in the 

dynamic business environment.

https://businessjargons.com/business-strategy.html
https://businessjargons.com/business-environment.html


Levels of strategy formulation
There are three levels of strategy formulation 

used in an organization:



• Corporate level strategy: This level outlines what you want to 
achieve: growth, stability, acquisition or retrenchment. It focuses 
on what business you are going to enter the market.

• Business level strategy: This level answers the question of how 
you are going to compete. It plays a role in those organization 
which have smaller units of business and each is considered as 
the strategic business unit (SBU).

• Functional level strategy: This level concentrates on how an 
organization is going to grow. It defines daily actions including 
allocation of resources to deliver corporate and business level 
strategies.

• Hence, all organisations have competitors, and it is the strategy 
that enables one business to become more successful and 
established than the other.

https://businessjargons.com/business.html
https://businessjargons.com/strategic-business-unit.html


STRATEGY MAKING PROCESS
•The strategy making process is the activity 
by which an organisation defines 
its strategy and ensures that the 
defined strategy becomes a reality rather 
than just an abstract wish list. 

• It involves not only coming up with 
a strategy but also planning how to execute 
it and adjusting to unexpected events.





Entrepreneurial Mode
 In entrepreneurial mode, strategic planning is done by 
one person. 

He takes the full responsibility of planning for the 
production department. 

That is, he does production planning on behalf of the 
production department. He has entrepreneurial skills. 

That is, he is good in planning, organizing, motivating, 
etc.

 He is also a strong and bold leader.

http://kalyan-city.blogspot.com/2010/11/what-is-entrepreneur-qualities-or.html
http://kalyan-city.blogspot.com/2010/06/planning-first-primary-important.html
http://kalyan-city.blogspot.com/2011/07/what-is-organising-meaning-definition.html
http://kalyan-city.blogspot.com/2010/06/motivation-motivational-factors.html
http://kalyan-city.blogspot.com/2011/05/qualities-of-good-leader-traits-of.html


Adaptive Mode
In adaptive mode, the production managers go on changing his plans

according to the changes in the environment.

 He first makes a big plan, then he breaks it into smaller plans.

 This is done to adjust with the dynamic environment.

Then he tries to combine all these plans to make a strategic production
plan.

 In this method, the production manager is not at peace.

He works in a disorganized environment.

Therefore, his planning is also disorganised.



Planning Mode
In planning mode, the production manager makes
the plan after analyzing the objectives and
resources of the organization.

He carefully considers all the factors before
making the plan.

In this method, his approach is very rational.

He gives prime importance
to management science.

Therefore, his plan is very logical.

http://kalyan-city.blogspot.com/2011/04/what-is-management-definitions-meaning.html


Conclusion
So, there are many methods of strategic production planning.

The company can use any of the above methods or modes of
strategic planning.

However, strategic planning for production must be consistent
with the overall strategies of the company.

That is, it must support the main strategies of the company.

 It must not clash with the prime strategies.

 Similarly, it must also not clash with the strategies of other
departments, especially of marketing department.

http://kalyan-city.blogspot.com/2010/05/marketing-marketing-mix-4-ps-of.html


STRATEGIC PLANNING MODELS / TOOLS

1. BALANCED SCORECARD
• The Balanced Scorecard is a strategy management framework 

created by Drs. Robert Kaplan and David Norton. It takes into 
account your:

• Objectives, which are high-level organizational goals.

• Measures, which help you understand if you’re accomplishing 
your objective strategically.

• Initiatives, which are key action programs that help you achieve 
your objectives.

• There are many ways you can create a Balanced 
Scorecard, including using a program like Excel, Google 
Sheets, or PowerPoint or using reporting software. 

https://www.clearpointstrategy.com/what-is-a-balanced-scorecard-definition/
https://offer.clearpointstrategy.com/balanced-scorecard-excel


2. STRATEGY MAP
•A strategy map is a visual tool designed to 
clearly communicate a strategic plan and 
achieve high-level business goals.

• Strategy mapping offers an excellent way to 
communicate the high-level information 
across your organization in an easily-
digestible format.

•Cause effect relationship.

https://www.clearpointstrategy.com/complete-strategy-map-template-examples/


STRATEGY MAP BENEFITS
• It provides a simple, clean, visual representation that is easily 

referred back to.

• It unifies all goals into a single strategy.

• It gives every employee a clear goal to keep in mind while 
accomplishing tasks and measures.

• It helps identify your key goals.

• It allows you to better understand which elements of your 
strategy need work.

• It helps you see how your objectives affect the others.



3. SWOT ANALYSIS
• A SWOT analysis (or SWOT matrix) is a high-level model 
used at the beginning of an organization’s strategic 
planning.

• It is an acronym for “strengths, weaknesses, 
opportunities, and threats.” Strengths and weaknesses 
are considered internal factors, and opportunities and 
threats are considered external factors.

• Using a SWOT analysis helps an organization identify 
where they’re doing well and in what areas they can 
improve. 

https://www.clearpointstrategy.com/swot-analysis-examples/


4. PEST Model
•Like SWOT, PEST is also an acronym—it stands for 
“political, economic, sociocultural, and 
technological.” 

•Each of these factors is used to look at an industry 
or business environment, and determine what could 
affect an organization’s health. 

•The PEST model is often used in conjunction with 
the external factors of a SWOT analysis. 

https://www.clearpointstrategy.com/pest-analysis-healthcare/


•You’ll occasionally see the PEST model 
with a few extra letters added on. 

•For example, PESTEL (or PESTLE)
indicates an organization is also 
considering “environmental” and “legal” 
factors. 

•STEEPLED is another variation, which 
stands for “sociocultural, technological 
economic, environmental, political, legal, 
education, and demographic.”



VRIO Framework
• The VRIO framework is an acronym for “value, rarity, imitability, organization.” This 

strategic planning process relates more to your vision statement than your overall 
strategy. The ultimate goal in implementing the VRIO model is that it will result in a 
competitive advantage in the marketplace.

• Here’s how to think of each of the four VRIO components:

• Value: Are you able to exploit an opportunity or neutralize an outside threat using a 
particular resource?

• Rarity: Is there a great deal of competition in your market, or do only a few companies 
control the resource referred to above?

• Imitability: Is your organization’s product or service easily imitated, or would it be 
difficult for another organization to do so?

• Organization: Is your company organized enough to be able to exploit your product or 
resource?

• Once you answer these four questions, you’ll be able to formulate a more precise 
vision statement to help carry you through all the additional strategic elements in your 
plan.

https://www.clearpointstrategy.com/vrio-framework/


Porter’s Five Forces
• Porter’s Five Forces is an older strategy execution framework 

(created by Michael Porter in 1979) built around the forces that 
impact the profitability of an industry or a market. The five forces 
it examines are:

1.The threat of entry. Could other companies enter the 
marketplace easily, or are there numerous entry barriers they 
would have to overcome?

2.The threat of substitute products or services. Can buyers 
easily replace your product with another?

3.The bargaining power of customers. Could individual buyers 
put pressure on your organization to, say, lower costs?



4. The bargaining power of suppliers. Could large 

retailers put pressure on your organization to drive down 

the cost?

5. The competitive rivalry among existing firms. Are 

your current competitors poised for major growth? If one 

launches a new product or files a new patent—could that 

impact your company?

• The amount of pressure on each of these forces can help 

you determine how future events will impact the future of 

your company.





OKRs (Objectives and Key 
Results)

• The strategic planning model of choice for Google, Intel, Spotify, 

Twitter, LinkedIn, and many other, the OKR framework, is one of 

the more straightforward strategic planning tools.

• It’s designed to create alignment and engagement around 

measurable goals by clearly defining:

• Objectives: What you want to achieve. Choose three to five 

objectives that are brief, inspiring, and time-bound.

• Key Results: How you’ll measure progress toward your 

achievements. Set three to five key results (they must be 

quantitative) per objective.

https://www.clearpointstrategy.com/okrs/


•This model is effective in part because of its 

simplicity; it also employs a “reverse” hierarchy that 

works to gain alignment from the ground up.

• You begin by setting OKRs at the employee level 

and then flow upward through the management 

levels. 

•The OKR framework is also effective because goals 

are continually set, tracked, and re-evaluated so 

organizations can quickly adapt when needed.

• This is a fast-paced approach that flips the 

traditional top-down strategic models.



ANALYSING & CHOOSING THE 
RIGHT STRATEGY

•Strategy analysis and choice focuses on 
generating and evaluating alternative 
strategies, as well as on selecting strategies to 
pursue.

•Strategy analysis and choice seeks to 
determine alternative courses of action that 
could best enable the firm to achieve its 
mission and objectives.



STRATEGY IMPLEMENTATION
•Strategy implementation is the process by 

which an organisation translates its 
chosen strategy into action plans and 

activities, which will steer the organisation in 
the direction set out in the strategy and 

enable the organisation to achieve 
its strategic objectives.



Strategy Evaluation
•Strategy evaluation means collecting 
information about how well 
the strategic plan is progressing. 

• Strategic Evaluation is defined as the 
process of determining the effectiveness 
of a given strategy in achieving the 
organizational objectives and taking 
corrective action wherever required.



The process of Strategy Evaluation consists 
of following steps

1.Fixing benchmark of 
performance 

2.Measurement of performance 
3.Analyzing Variance 
4.Taking Corrective Action 



GENERAL CHARACTERISTICS OF AN EFFECTIVE 
EVALUATION SYSTEM

Contingency Planning
A basic premise of good strategic management is that 

firms plan ways to deal with unfavorable and
favorable events before they occur. 

• Too many organizations prepare contingency plans just 
for unfavorable events; this is a mistake, because both 
minimizing threats and capitalizing on opportunities
can improve a firm's competitive position.



Auditing
A frequently used tool in strategy evaluation is the audit.

Auditing is defined by the American Accounting Association (AAA) as 

"a systematic process of objectively obtaining and evaluating evidence regarding assertions about economic actions  
and events to ascertain the degree of correspondence between those assertions and established criteria, and 
communicating the results to interested users.“

 People who perform audits can be divided into three groups: independent auditors, government auditors, and 
internal auditors. 

 Independent auditors basically are certified public accountants (CPAs) who provide their services 
to organizations for a fee; they examine the financial statements of an organization to determine whether
they have been prepared according to generally accepted accounting principles (GAAP) and whether they fairly 
represent the activities of the firm.

 Independent auditors use a set of standards called generally accepted auditing standards (GAAS). 



The Environmental Audit
For an increasing number of firms, overseeing environmental affairs is 
no longer a technical function performed by specialists; it rather has 
become an important strategic-management concern. 

Product design, manufacturing, transportation, customer use, 
packaging, product disposal, and corporate rewards and sanctions 
should reflect environmental considerations. 

Firms that effectively manage environmental affairs are benefiting 
from constructive relations with employees, consumers, suppliers, and 
distributors.

Instituting an environmental audit can include moving environmental 
affairs from the staff side of the organization to the line side.

Some firms are also introducing environmental criteria and objectives 
in their performance appraisal instruments and systems. 



Using Computers to Evaluate 
Strategies

When properly designed, installed, and operated, a computer 
network can efficiently acquire information promptly and 
accurately. 

Networks can allow diverse strategy-evaluation reports to be 
generated for—and responded to by—different levels and types of 
managers. 

For example, strategists will want reports concerned with 
whether the mission, objectives, and strategies of the enterprise 
are being achieved. 

Middle managers could require strategy-implementation 
information such as whether construction of a new facility is on 
schedule or a product's development is proceeding as expected.



Lower-level managers could need 
evaluation reports that focus on 
operational concerns such as 
absenteeism and turnover rates, 
productivity rates, and the number and 
nature of grievances. 



The Nature of Strategy 
Evaluation

The strategic-management process results in decisions that can have 
significant, long-lasting consequences.

Erroneous strategic decisions can inflict severe penalties and can be 
exceedingly difficult, if not impossible,to reverse. 

Most strategists agree, therefore, that strategy evaluation is vital to 
an organization's well-being; timely evaluations can alert 
management to problems or potential problems before a situation 
becomes critical. 

Strategy evaluation includes three basic activities: 

(1) examining the underlying bases of a firm’s strategy, 

(2) comparing expected results with actual results, and 

(3) taking corrective actions to ensure that performance conforms to 
plans.



What Are the Four Types of Strategic 
Control?

After designing a strategy for your small business, you will need 
to track whether your desired results occurred as expected. 

Strategic controls help you do this by analyzing your company 
and its ability to maximize its strengths and opportunities. 

The four types of strategic control are premise control, 
implementation control, special alert control and strategic 
surveillance. 

Each one provides a different perspective and method of 
analysis to maximize the effectiveness of your business strategy.



Premise Control
Your business strategy is based on an assumed premise of how 

things will occur in the future. 

Premise controls allow you to examine whether this assumption 
still holds true once you actually put your ideas into action. 

Premises may be affected by environmental factors such as, 
interest rates and social changes or by industry factors such as 
competitors, suppliers and barriers to entry.

 These controls will help you recognize changes in the premise 
so you can adapt your strategy accordingly.



Implementation Control
Once you design a strategy for your business, you will need to implement 

it. 

As you take the steps necessary to put your plan into action, use 
implementation controls to ensure no adjustments to your strategy are 
necessary.

 Two basic types of implementation controls are monitoring strategic 
thrusts and doing milestone reviews. 

The former means you analyze the tactics you're using to gain market 
share. 

The latter allows you to conduct a full-scale assessment of your business 
at designated points in your strategy.



Special Alert Control
You will need mechanisms in place to assess the position 
of your business in the case of sudden events, such as 
natural disasters, or market spikes. 

Special alert controls allow you to reconsider the 
relevancy of your strategy in light of these new events. 

Prepare how you will handle these special alerts with 
procedures to be followed, priorities to keep and tools to 
be used.



Strategic Surveillance Controls

As a small-business owner, you need to protect your 
business from external threats that may hinder the 
success of your strategy. 

Strategic surveillance controls allow you to monitor 
multiple sources for these threats. 

Continually safeguard your strategy by following trade 
journals, attending conferences and keeping awareness 
of industry trends to meet these risks as they arise.



7 Steps to Implementing 
Business Strategy

• Business success is the result of strategy, planning and 
management skills. 

• Every business should have a strategy and a plan.

• However, a strategic plan is only as effective as the supporting 
goals that are written to implement it.

• And goals are only as effective as the people who have 
responsibility for completing them.



1. Mission, Vision and Values

The first step for any business strategy is writing a mission, vision, and 

values statement. 

This important step clarifies what the organization is about and what it is 

trying to achieve. 

It also determines the values and guiding principles that are used to make 

business decisions. 

Without clarity and articulation of vision, organizations are at risk of 

distraction and steering off course.

https://thethrivingsmallbusiness.com/how-to-write-a-vision-mission-values-statement/


2. Strategic Plan
• Once the mission, vision, and values are written, a strategic 

plan can be created. 

• The plan identifies the steps needed to achieve the 
organization’s mission. 

• Strategic plans can be written as long term (1-3 years) or short 
term (3-6 months). 

• It used to be that strategic plans were written as far out as ten 
or even twenty years.

• However, because of the rapidly changing market conditions, 
shorter-term plans seem to be more common today.

https://thethrivingsmallbusiness.com/the-5-step-process-of-strategic-planning/


3. Organizational Goals

Business goals are written at the organizational level and 

involve high-level goals that the organization as a whole is 

trying to accomplish. 

Goals at this level are typically what a CEO or executive 

level manager is accountable for to the board or other 

governing body.

https://thethrivingsmallbusiness.com/examples-of-business-goals/


4. Departmental Goals

Once organizational goals are written, these key objectives 

should be delegated to the next level of management. 

This is where the chain-of-command disseminates 

responsibilities throughout the organization. 

As a CEO has accountability for achieving organizational 

goals, his/her direct reports share the responsibility and 

employees help a department manager achieve departmental 

goals.



5. Employee Goals

Departmental goals should be used to 

create employee goals so there is shared 

responsibility for getting things done. 

The more people who have accountability 

for achieving goals, the more streamlined the 

implementation becomes.

https://thethrivingsmallbusiness.com/example-of-employee-goals/


6. Job Description
• An employees’ job description should include their 

goals and should be updated annually to reflect goal 
responsibilities. 

• This ensures accountability for goal completion as well 
as job description accuracy. 

• Another benefit of updating annually is it ensures 
employees are spending their time on tasks that help 
with global strategy.

https://thethrivingsmallbusiness.com/job-description-template/


7. Performance Appraisals
• A well-structured performance management process 

incorporates annual goals into the employee appraisal. 

• Holding employees accountable at performance 
evaluation time ensures targeted employee performance 
and goal completion.

• Organizations that are successful at creating a vision, mission 
and values statement and develops a strategic plan that 
drives goals throughout the organization, not only 
experiences success at implementing the plan, but also 
engages employees because they can see how they do 
supports the mission of the organization.

http://thethrivingsmallbusiness.com/what-are-the-advantages-and-disadvantages-of-performance-management/
https://thethrivingsmallbusiness.com/example-performance-appraisal/


GUIDELINES FOR SETTING GOALS

Define Quantifiable Goals
The first step in setting business goals is determining exactly what you want 

to accomplish. Make sure your goal is worth your effort.

• Think about how you would design goals if you were certain that they 
would be successful. 

• Conversely, what would your strategy be if this was your last opportunity? 

• It’s important to set clear goals; you should know exactly where you want 
to go and you should not waiver from your target regardless of failures 
along the way.

• Be as specific as possible, so you are able to determine when you’ve 
reached your goal.



Make your Goals Specific

Once again, make sure your business goals aren’t too 
vague. 

It’s critical to use a goal setting formula that gives your 
goal a built-in action plan. 

Define your end goal and create a road map for exactly 
how you’re going to reach your goal. 

Be specific with what you want to accomplish at each 
check point.

You’ll achieve a great deal more than you would without 
these guidelines.



Commit to your Goals

Make a commitment and stick with it. 

Once you’ve set your plan in motion, stay 
motivated to see your goals through to the 
end. 

Don’t procrastinate or second-guess your 
decisions, as this will only delay the process. 

Don’t forget to enjoy the process and reward 
yourself for staying focused.



Make your Goals Public

An extremely effective technique for achieving 
business goals is making them public. 

Invite a team or even a single person into your 
plan; you’ll face accountability which can be very 
motivating. 

Once you share your goals with someone, you 
can determine what sort of involvement they will 
have with your plan. 

 What their role entails is up to you.



Set a Deadline

If you don’t set a deadline, your goal will 
fail. 

Goals without deadlines indicate that you 
are not fully committed.

 Determining a deadline puts your goal into 
context.

 Pick a reasonable date that isn’t too 
aggressive, but also not too far away.



Reward Yourself

In the goal-setting process, there’s one very 
important thing to remember: you. 

Once you’ve accomplished a goal or reached a 
milestone within your goal, make sure to mark the 
occasion.

 You’ve invested an incredible amount of time, 
energy and determination to reach your goal, so 
make sure you take a moment to celebrate your 
success.



IMPLEMENTATION OF STRATEGY TO FUNCTIONAL AREAS / 
TYPES OF FUNCTIONAL STRATEGIES

PRODUCTION OPERATIONS MARKETING

FINANCE
HUMAN 

RESOURCE 
MANAGEMENT

OTHERS

(R&D,

INNOVATION,

QUALITY 
ENHANCEMENT,ETC)



PRODUCTION STRATEGIES
Production strategies are broad long-term action plans. 

They are made for achieving the main objectives of organisation. 

Production strategies tell us what the production department must do to achieve 
the top aims of the organisation. 

It provides a road map for the production department.

So, production strategies are long-term action plans of the organisation, for the
production of goods and services.

Production strategies decide about the investment to be made for production,
the technology to be used for production, the training to be given to the
production staff, the production schedule to be followed, etc.

It also decides about the goods and services to be produced and when to
introduce them in the market.

It is the top level of management that first fixes the main objectives of the
organisation.

Then top-level managers make strategies for achieving these objectives.

http://kalyan-city.blogspot.com/2010/06/organisation-organizational-structure.html
http://kalyan-city.blogspot.com/2011/06/what-is-investment-meaning-and-types-of.html
http://kalyan-city.blogspot.com/2011/05/levels-of-management-top-middle-and.html


What are Different Types of Production 
Strategies ?

https://kalyan-city.blogspot.com/2011/12/what-are-different-types-of-production.html


The types of production strategies under Business Strategies are as follows:
• Differentiation strategy
• Cost leadership strategy
• Market segmentation strategy

The production strategies under Competitive Priorities are as follows:
• Price or cost strategy
• Quality strategy
• Delivery strategy
• Product mix or flexibility strategy
• Service strategy
• Eco-friendly products

The production strategies under Competitive Advantages are as follows
• Flexible response strategy
• Low cost strategy



The types of production strategies under Business Strategies

1. Differentiation strategy
Under a differentiation strategy, the company tries to be different and unique 

from its competitors. 

It may offer better quality, quantity, pricing, appearance, and after sales-service, 
when compared to its competitors. 

It may offer more features and facilities in its product. It may be more flexible 
while dealing with its customers. 

It may also offer quick and better delivery of its products. 

So, there are many ways, in which a company can remain different from its 
competitors. 

If it maintains this uniqueness and difference in its product quality and customer 
service, then it can charge higher prices.



2. Cost leadership strategy
Under a cost leadership strategy, the company tries to reduce 

its cost of production. 

This is done by producing goods on a very huge scale. 

By doing so, the company will get the benefits of economies of 
large scale. 

Higher the scale of production, lower will be the cost of 
production.

This is because per unit cost of raw materials, labour, 
advertising, sales promotion, R & D, etc. will decrease.



3. Market segmentation strategy

In market segmentation strategy, the company divides the 
market according to the type of customers it has to focus and 
target. 

It sells different products and services to different types of 
customers. 

To achieve this goal, it produces and sells goods and services 
as per the needs of the customers. 

Therefore, market segmentation strategy is also called Focus 
Strategy.



The production strategies under Competitive Priorities are as follows:

4. Price or cost strategy
Under price or cost strategy, the company sells its product at a 

very low price.

This strategy is used when the products are homogeneous 
(same) in nature. 

That is, when the customers cannot distinguish the company's 
product from the competitors' products. 

In this case, the company will fix a low price. 

So, the customers will purchase the company's product and 
not the competitors' products.



5. Quality strategy
Under quality strategy, the company produces and sells high-quality goods and 

services. 

The prices of such goods and services are naturally very high. 

However, this strategy attracts those customers who prefer top quality products 
and are ready to pay necessary appropriate prices. 

The company must pay special attention to the design of its products. 

It must upgrade product design and add new product features to satisfy the 
current needs and demands of its customers. 

Products which are designed badly will naturally fail in the market. 

To gain success in the market, the company must smartly invest to make quality 
innovative products that are free from any defects.



6. Delivery strategy
Here under delivery strategy, the company delivers its product 

and services to their customers as early as possible that too 
within a fixed time period. 

The company gives top priority to fast delivery of products and 
providing quickest accessibility of services. 

Speed delivery of products and fastest accessibility of services 
removes the problem of unnecessary delays in the market.  

Delivery strategy is used as a selling tactic to fight cut-throat 
competition.



7. Product mix or flexibility strategy

Under this strategy, the company produces and sells a product mix. 

A product mix is a group of products, which are sold by the same 
company. 

Here, the company does not depend only on one product for its 
survival and growth. 

It uses a product mix because it offers many advantages to the 
company.

However, only large companies with huge production capacity can use 
this strategy.



8. Service strategy
Under this strategy, the company uses a service to 
attract the customers. 

It gives quicker and better after-sales service. 

It gives around the clock, i.e. 24-hour customer service. 

It may render this service directly via the company or 
through the network of call centres. 

Service is required for both consumer goods as well as 
industrial goods.



9. Eco-friendly products
Under eco-friendly strategy, the company produces and sells environment-friendly 

products also called as Green Products. 
For e.g. producing and selling lead-free petrol to reduce pollution, manufacturing 

mercury-free television panels, etc., are some good steps to preserve nature. 
This is a new type of production strategy. 
It is used to reduce pollution and protect the biosphere. 
Companies may also recycle certain materials like plastic, metals and papers. 
The properly recycled products are later used for manufacturing new products and in 

packaging. 
Companies use biodegradable packing material to reduce the problem of waste 

disposal. 
Recycling reduces continuous demand cycle of natural resources and hence somewhat 

minimize the exploitation of environment. 
The company informs the public about their environment-friendly manufacturing 

approach through advertisements.



The production strategies under Competitive Advantages are as follows

10. Flexible response strategy
Flexible response strategy is said to be used when a company makes 

necessary changes in its production plans that too in accordance with 
the emerging changes in the market. 

Here, importance is given to speed and reliability. 

That is, the company must make quick changes as per the arising 
changes in the market demand. 

It must also be reliable. 

That is, it must give a regular supply of goods to its customers. 

There must not be any shortage of goods in the market. 

To achieve this, the company must follow a strict production schedule.



11. Low cost strategy
Under low cost strategy, the company fights massive market 

competition by selling its products at very lower prices.

 Simultaneously, it must also maintain the quality of its 
products. 

A company can only sell its goods at minimum prices if it 
maintains a low cost of production and distribution. 

This can be done by producing and distributing goods on a 
large scale. 

That is, company must take advantage of economies of large-
scale production.



OPERATIONAL STRATEGIES / Operational 
Strategies to Remain Competitive and Efficient

Operational strategies refers to the methods companies 

use to reach their objectives. 

By developing operational strategies, a company can 

examine and implement effective and efficient systems for 

using resources, personnel and the work process. 

Service-oriented companies also use basic operational 

strategies to link long- and short-term corporate decisions 

and create an effective management team.



1) Corporate Strategy and Cross-
Functional Interactions

Corporate strategies involve seeing a company as a 
system of interconnected parts. 

Just as the muscles of the heart depend on brain 
functions in a human body, each department in a 
company depends on the others to stay healthy and 
achieve desired outcomes. 

The additional core strategies that a company uses 
should support the corporate strategy and use cross-
functional interactions.



2) Customer-driven Strategies
Operational strategies should include customer-driven 
approaches to meet the needs and desires of a target 
market. 

To do so, a company must develop strategies that 
evaluate and adapt to changing environments, 
continuously enhance core competencies and develop 
new strengths on an ongoing basis. 

When evaluating environments, a company should 
monitor market trends to take advantage of new 
opportunities and avoid possible threats.



3) Developing Core Competencies

Core competencies are the strengths and resources 
within a company.

While core competencies can vary by industry and 
business, they can include having well-trained staff, 
optimal business locations and marketing and financial 
expertise. 

By identifying core competencies, a company can 
develop processes such as customer satisfaction, product 
development and building professional relationships with 
stakeholders.



4) Development of Competitive Priorities

The development of competitive priorities comes from the 
creation of a corporate strategy, market analysis, defining core 
processes and conducting a needs analysis. 

To create competitive priorities, an organization evaluates 
operational costs, the quality of a product or service, the time it 
takes to develop and deliver a good or service and the flexibility 
of a good or service with regard to variety, volume and 
customization. 

Competitive priorities should include being able to provide a 
quality product or service at a fair cost that consistently meets the 
needs of a customer.



5) Product and Service Development
Strategies behind the development of products and services should 

consider design, innovation and added values. 

When developing new customer products, a company can decide to be a 
leader in introducing a new product or service, wait for the introduction of 
innovations on the market to improve upon them or wait to see if a 
company’s innovation is successful before moving forward. 

When developing a service, companies should consider packaging it with 
immediately observable and psychological benefits and support services.

When developing a good or service, a company should consider the 
wants of its customers, how its stands against the competition and how its 
technical measures relate to its customers’ needs.



•Optimize the Supply Chain

•Bridging the Manager Talent Gap

•Managing Inventory

•Finally, Adopt Continuous Process 

Improvement



MARKETING STRATEGY
• Marketing strategy is used by different companies to collaborate with their 

consumers.

• It is also employed to aware the customers about the features, 

specifications and benefits of company’s products. 

• It is basically focused on encouraging target population to buy those 

specific products and services. 

• The marketing strategies might be totally innovative or they can be 

previously tried or tested strategies.

• Effective marketing strategies help to get ahead in the competition.

• Marketing strategies are used by businesses to promote their products 

and services.



Types of marketing strategies
• There are different types of marketing strategies available. 

• Picking up a marketing strategy includes analyzing the needs of your 

business, your target audience and specifications of your products.

The two main types of marketing strategy are:

• 1. Business to business (B2B) marketing

• 2. Business to consumer (B2C) marketing

• The most common form of marketing is business to consumer (B2C) 

marketing.

• Following are the different types of marketing strategies available.



1. Paid advertising
•This includes multiple approaches for marketing. 

• It includes traditional approaches like TVCs and 
print media advertising. 

•Also, one of the most well-known marketing 
approach is internet marketing. 

• It includes various methods like PPC (Pay per click) 
and paid advertising.



2. Cause marketing
• Cause marketing links the services and products of a 
company to a social cause or issue.

• It is also well known as cause related marketing.

3. Relationship marketing
•This type of marketing is basically focused on 
customer building.

•Enhancing existing relationships with customers and 
improving customer loyalty.



4. Undercover marketing

•This type of marketing strategy 
focuses on marketing the product 
while customers remain unaware of 
the marketing strategy. 

•It is also known as stealth marketing.





5. Word of mouth

•It totally relies on what impression you leave on 
people. 

•It is traditionally the most important type of 
marketing strategy. Being heard is important in 
business world. 

•When you give quality services to customers, it 
is likely that they’d promote you.



6. Internet marketing

•It is also known as cloud marketing. 

•It usually happens over the internet. 

•All the marketing items are shared on the 
internet and promoted on various platforms 
via multiple approaches.



7. Transactional marketing
• Sales is particularly the most challenging work. 

• Even for the largest retailers, selling is always tough especially 
when there are high volume targets. 

• However with the new marketing strategies, selling isn’t as 
difficult as it was. 

• In transactional marketing the retailers encourage customers to 
buy with shopping coupons, discounts and huge events. 

• It enhances the chances of sales and motivates the target 
audience to buy the promoted products.



8. Diversity marketing
• It caters diverse audience by customizing and integrating different 

marketing strategies.

• It covers different aspects like cultural, beliefs, attitudes, views and other 
specific needs.

Final Word
• Marketing strategies have made it much easier to promote products and 

services. They also limit the strategy to target audience ensuring the 
proper advancement of the business.



FINANCIAL STRATEGY
• A financial strategy enables you to assess your financial needs and the 

resources required to support and meet your objectives and to fulfill your 
organisations' overarching objective, as well as plan for continued growth 
to enable business success and sustainability.

• Financial strategy of an organisation is essentially concerned with 
procurement and utilization of funds.

• The basic purpose is to ensure adequate and regular supply of funds 
fulfilling the present and future requirements of the business enterprise.

• Financial strategy deals with areas such as financial resources, analysis of 
cost structure, estimating profit potential, accounting functions and so on.



• In short, financial strategy deals with the availability 
of sources, usages, and management of funds. 

• It focuses on the alignment of financial management 
with the corporate and business objectives of an 
organisation to gain strategic advantage.

• It can also provide competitive advantage through a 
lower cost of funds and a flexible ability to raise 
capital to support a business strategy. 

•Financial strategy usually attempts to maximize the 
financial value of a firm.”



Effective financial strategies for business owners

Balance your business and personal goals
• The first and most crucial step in the personal financial planning 

process is setting your short and long-term financial goals. 

• In many cases, the business goals can interfere and clash over 
personal financial goals . 

• Business goals to expand into a new market or purchase a new 
factory can negatively interfere with your personal goals such as 
saving for retirement or college education for your children. 

• Striking the right balance between your business and personal 
goals is key to achieving them.



Control cost
• Even the best idea can fail if it doesn’t generate profit. 

• In simple numerical terms, the company revenue should be higher than its 
expenses. 

• Many ventures do not succeed because the company cannot generate 
enough revenue to cover all costs. 

• Clearly, the first answer will be to generate more revenue. 

• However, many successful companies are notorious with their focus on 
cost control. 

• Business owners must stay on top of their expenses. 

• They must track and analyze cost.

• Owners should look for operational deficiencies and overlaps, economies 
of scale and ways to increase productivity.



Explore different financing 
alternatives

• Every new business idea requires capital to start. 

• The success of the venture depends on the owner’s ability to secure 
financing.

• Sometimes, the funding comes from personal savings or the sale of a 
property. Other times, the owner needs to look for external funding within 
his or her social circle or even approach a financial institution. 

• The external financing can be in the form of a loan or equity stake.

• Both debt and equity financing come with embedded costs. 

• The cost can vary depending on the company’s size, industry, history, 
economic conditions, etc.



• Equity financing may allow for more flexibility.

•Another great way of financing your idea is your 

customers. 

• Indeed, your clients are one of the best and 

inexpensive sources of financing. 

• If your customers love your product, they will be 

willing to give you an advance payment.

• In any case, the entrepreneurs should seek to 

minimize the overall cost of capital of its business by 

exploring multiple financing channels.



Manage liquidity
• Businesses need cash to maintain healthy growth. 

• Not surprisingly, the prominent investor Warren Buffet 
prefers to invest in companies generating significant cash 
flows. 

• The capacity to produce cash from its operations will 
determine the company’s ability to pay its employees, 
creditors, and vendors.

• Building a disciplined system of managing receivables 
and payables and maintaining a cash buffer for 
emergencies are keys for effective cash flow 



Manage your taxes
•Filing and paying taxes is a long and painful 
process. 

•Tax law is very complex. 

•Many hidden threats can trigger tax events for you. 

•There are also many opportunities to save on taxes. 

•Often, your tax bill depends on your company’s 
legal status. 



•Speak to an accountant or tax lawyer to find out 
what legal status works best for you. 

•To avoid missed opportunities and last-minute 
mistakes, you have to prepare for the filing process 
in advance. 

•Start early. 

•Keep a clean record of all your expenses. 

•Track all tax filing dates. Remember to pay all 
federal and state taxes, social security, Medicare, 
local permits, and fees. 

•Consider using professional bookkeeping software 
and working with a CPA.



Manage risk
• Risk comes in all shapes and forms – business risk, operational risk, financial 

risk, disability risk and so on. 

• Managing the risk from different sources is a mandatory skill for any successful 
business owner and executive.

• External threats can impose significant obstacles to profitability and expansion 
but if managed successfully can create substantial opportunities for long-term 
growth.

• Business threats can come from new competitors, new technology, changes in 
consumer demand, new regulatory requirements, and so on. 

• Business owners have to be on top of these changes and often even drive the 
change.

• Operational risk impacts the companies’ ability to serve their customers.

• Financial risk can come from interest rates, volatile stock markets, and liquidity 



• Macroeconomic factors can affect your clients’ ability to pay off 
their debt. 

• Having a solid financial strategy, building buffers and managing 
cash will allow the business to withstand unexpected financial 
turbulence.

• Short-term and long-term disability will prohibit the owners and 
key employees to perform their duties. Injuries and sickness of 
key personnel can significantly hurt any business. 

• Prolonged disability can limit owners’ ability to make a living, 
support their families, and grow their business. Having disability 
insurance can help bridge the financial gap during a time of 
recovery. 

• Moreover, having a disaster plan can save your business at times 
of emergencies and unforeseen circumstances.



Establish a retirement 
plan

•Having a company retirement plan is 
an excellent way to save money in the 
long run. 

•A pension plan contributions could 
reduce current taxes and boost 
employee’s loyalty.



Build a safety net
• Creating a safety net is a critical step to protecting your wealth. 

• Many business owners hold a substantial amount of their assets tied up to 
their personal business. 

• By doing it, they expose themselves to a concentrated risk in one 
company or industry. 

• Any economic developments that can adversely impact that particular 
sector can also hurt their personal wealth.

• The best way to build a strong safety net is asset diversification. 

• Owners can significantly decrease the overall risk of their portfolio when 
investing in a broad and uncorrelated range of assets, sectors, and 
regions.



Start your estate 
planning

•Estate planning is the process of arranging the 
disposal of your assets after your passing. 

•It further involves your family members, other 
individuals, and charitable organizations. 

•Estate planning starts with setting up a family 
trust and personal will and can also affect 
financial, tax, medical and business planning. 



Plan for 
business succession• A successful business can impact various parties such as 

owners, employees, contractors, vendors, clients, 
landlords, and suppliers. 

• Therefore, creating a business succession plan will 
ensure that all parties’ interests are met in the event you 
decide to discontinue your business or pass it to another 
person. 

• Moreover, a robust plan will address numerous tax and 
financial issues that will result from the succession. 

• The complexity of the succession plan will depend on the 
size, industry, and legal status of your business.



Financial Strategy – 4 Key Elements to 
Financial Strategy

1. Acquiring Capital to Implement Strategies / Sources of Funds:

⮚Successful strategy implementation often requires additional capital.

⮚Besides net profit from operations and the sale of assets, two basic sources 
of capital for an organization are debt and equity. 

⮚Determining an appropriate mix of debt and equity in a firm’s capital 
structure can be vital to successful strategy implementation.

⮚Theoretically, an enterprise should have enough debt in its capital 
structure to boost its return on investment, but too much debt in the 
capital structure of an organization can endanger stockholders’ return and 
jeopardize company survival.



The major factors regarding in this which 
have to be made by strategists are:

i. Selecting right capital structure;

ii. Procurement of capital and working 
capital borrowings;

iii. Reserves and surplus as sources of funds;

iv. And relationship with lenders, banks and 
financial institutions.



2. Projected Financial Statements / Budgets:

Projected financial statement analysis is a key to implement financial strategy 
because it allows an organization to examine the expected results of various 
actions and approaches.

Projected Financial Statements:

This type of analysis can be used to forecast the impact of various revenue and 
cost provisions on the future cash flow. 

Nearly all financial institutions require a projected financial statements whenever 
a business seeks capital.

A projected (or pro forma) income statement and balance sheet allow an 
organization to compute projected financial ratios under various strategy-
implementation scenarios. 

Primarily as a result of the accounting scandal, companies today are being much 
more diligent in preparing projected financial statements.



Projected Financial Budgets:
⮚A financial budget is also a document that details how 

funds will be obtained and spent for a specified period of 
time. 

⮚Annual budgets are most common, although the period 
of time for a budget can range from one day to more than 
ten years.

⮚Fundamentally, financial budgeting is a method for 
specifying what must be done to complete strategy 
implementation successfully. 

⮚Financial budgets can be viewed as the planned 
allocation of a firm’s resources based on forecasts of the 
future.



There are almost as many different types of financial budgets as:

i. Cash budgets,

ii. Operating budgets,

iii. Sales budgets,

iv. Profit budgets,

v. Factory budgets,

vi. Capital budgets,

vii. Expense budgets,

viii. Divisional budgets, etc

When an organization is experiencing financial difficulties, budgets are 
especially important in guiding strategy implementation.



Financial budgets have some limitations:
i. First, budgetary programs can become so detailed that they are 
cumbersome and overly expensive. Over budgeting or under 
budgeting can cause problems.

ii. Second, financial budgets can become a substitute for 
objectives. A budget is a tool and not an end in itself.

iii. Third, budgets can hide inefficiencies if based solely on 
precedent rather than on periodic evaluation of circumstances and 
standards.

iv. Finally, budgets are sometimes used as instruments of 
dictatorship in which some senior objective prepare everything. To 
minimize the effect of this last concern, managers should increase 
the participation of subordinates in preparing budgets.



3. Management / Usage of Funds:
Plans and policies for the usage of funds deal with investment or 
asset-mix decisions i.e., which asset to be purchased and which to 
dispose off, etc.

Some key decisions included in this are:

i. Investment;

ii. Fixed asset acquisition;

iii. Current assets;

iv. Loans and advances;

v. Dividend decisions; and

vi. Relationship with shareholders.



⮚Usage of funds is important since it relates to the efficiency and 
effectiveness of resource utilization in the process of strategy 
implementation.

⮚Implementation of projects under the expansion and diversifications 
strategies results in increase in capital expenditures. 

⮚If planning is not done properly then capital expenditure can be inefficient 
leading to less than an optimum utilization of resources.

⮚An example is of Modi Cement, which followed a deliberate policy of 
generous capital investment in setting up its plant based on the latest 
technology. As compared to its competitor Jaypee Rewa’s plant, which cost 
Rs. 120 crore, Modi’s plant had an investment of Rs. 153 crore.

⮚The result was high interest liability and depreciation, causing a serious 
dent in profitability in the initial years. Similarly, payout policies for 
dividends and bonus distribution play an important role in the usage of 
funds.



⮚The management of funds is an important area of financial 
strategies.

⮚It basically deals with decisions related to capital expenditures, 
dividend policy, investment, cost control and tax planning, etc.

⮚The management of funds can play a pivotal role in strategy 
implementation. 

⮚For instance, Gujarat Ambuja Cements, currently a highly 
profitable cement company in the country, has achieved 
tremendous financial success primarily on the basis of its policies 
of cost control. 



4. Evaluating the Worth of a Business:

⮚Evaluating the worth of a business is also important financial 
strategy implementation because company may acquire another 
firm under diversification, or divest under retrench strategy. 

⮚Thousands of transactions occur each year in which businesses are 
bought or sold in the United States. 

⮚In all these cases, it is necessary to establish the financial worth or 
cash value of a business to successfully implement strategies.



What is strategic human 
resource management?

• Strategic human resource management is the connection 
between a company’s human resources and its strategies, 
objectives, and goals. 

• The aim of strategic human resource management is to:

• Advance flexibility, innovation, and competitive advantage.

• Develop a fit for purpose organizational culture.

• Improve business performance.



• In order for strategic human resource management to be effective, 
human resources (HR) must play a vital role as a strategic partner when 
company policies are created and implemented. 

• Strategic HR can be demonstrated throughout different activities, such 
as hiring, training, and rewarding employees.

• Strategic HR involves looking at ways that human resources can make a 
direct impact on a company’s growth. 

• HR personnel need to adopt a strategic approach to developing and 
retaining employees to meet the needs of the company’s long-term 
plans.

• HR issues can be a difficult hurdle to cross for many companies, there 
are all kinds of different components that can confuse business owners 
and cause them to make ineffective decisions that slow down the 
operations for their employees as well as their business.



Why is strategic human resource management important?
• Companies are more likely to be successful when all teams are working towards the 

same objectives. Strategic HR carries out analysis of employees and determines the 
actions required to increase their value to the company. 

• Strategic human resource management also uses the results of this analysis to develop 
HR techniques to address employee weaknesses.

The following are benefits of strategic human resource management:

• Increased job satisfaction.

• Better work culture.

• Improved rates of customer satisfaction.

• Efficient resource management.

• A proactive approach to managing employees.

• Boost productivity.



Seven steps to strategic human resource management
• Strategic human resource management is key for the retention and development 

of quality staff. 

• It’s likely that employees will feel valued and want to stay with a company that 
places a premium on employee retention and engagement. 

Before you implement strategic human resource management, you will need to 
create a strategic HR planning process using the steps below:

• Develop a thorough understanding of your company’s objectives

• Evaluate your HR capability

• Analyze your current HR capacity in light of your goals

• Estimate your company’s future HR requirements

• Determine the tools required for employees to complete the job

• Implement the human resource management strategy

• Evaluation and corrective action



1. Develop a thorough understanding of 
your company’s objectives

• Since the success of strategic HR is dependent on how well it 
links to your company’s goals, you need to have a thorough 
understanding of your aims, objectives, and mission. 

• You’ll need to be able to articulate both your short and long-
term plans for growth to the relevant HR personnel. 

• Ensuring clear communication of your company’s goals will 
make it easier for HR personnel to formulate an effective 
resource management strategy.



2. Evaluate your HR capability
• Evaluating your current HR capabilities will enable you to understand the 

employees you have and how they contribute to fulfilling your goals and 
objectives. 

• Additionally, you should also undertake a skills inventory for every employee. 
Skills inventories help you to discover which employees are experts in particular 
areas.

• It also helps you to identify the employees who have an interest in being trained 
in a particular aspect of your company. 

• A great time to asses skills is during a performance review. 

• However, the traditional performance review is dying. 



3. Analyze your current HR capacity in light of 
your goals

• An assessment of your HR capacity will help you to 
recognize barriers and implement a plan of action 
to capitalize on opportunities and effectively deal 
with threats. 

• Strategic HR personnel will analyze the number of 
employees as well as their skills and will work with 
senior leadership to identify ways to better equip 
employees to serve the needs of your company.



4. Estimate your company’s future HR requirements
• After an analysis of your company’s employees and skills has been done in relation to your 

objectives, it’s time to forecast your HR needs. The forecast should be done in relation to:

• Demand – A prediction needs to be made in relation to the number of employees with the 
associated skills that will be required in order for your company’s future needs to be met.

• Supply – Looks at the employees and skills that are currently available to help your company 
achieve its strategic goals.

• Forecasting your company’s future HR requirements also determines the following:

• New jobs and roles required to secure the future of the company.

• Skills required by current employees to undertake the responsibilities of new jobs and roles.

• Whether your employees’ expertise are being sufficiently utilized.
• Whether current HR personnel and practices can accommodate the company’s growth.



5. Determine the tools required for employees to 
complete the job

• HR personnel need to liaise with the appropriate departments to find out how 
the tools used by employees impact on their ability to perform their roles. 

• For example, an audit of hardware and software can be undertaken jointly with 
the I.T department to identify gaps in tools that will facilitate a more organized 
workforce.

• For example, where a company employs hourly staff, it’s crucial to utilize 
workforce management software. 

• This software manages important HR functions such as scheduling, holiday 
entitlement, and sick leave management.



6. Implement the human resource management 
strategy

• After the analysis and forecast of your company’s HR requirements have been 
completed, it’s time to start the process of expanding your workforce and developing 
current workers to equip your company for future growth. 

• You can achieve the implementation of your human resource management strategy by 
doing the following:

• Start with the recruitment stage – At this point, HR professionals begin searching for 
candidates who possess skills that have been identified during the HR strategic 
planning process.

• Organize a selection process – Interviews and other selection criteria take place at 
this time. Interview questions such as “what are your salary requirements?” and 
relevant tests will be used to assess whether the candidate is suitable to carry out the 
role.

• Begin hiring applicants – Your company will make the candidate a job offer after all 
appropriate checks have been carried out.

• Design onboarding and training – Employee Onboarding is a key determining 
factor as to whether an employee remains with a company. A comprehensive 
onboarding and training package must be put in place to increase employee retention. 
Once you have onboard your employees well, another important step to retaining them 
is to keep them engaged! 

https://www.deputy.com/blog/restaurant-interview-questions-for-every-position
https://www.deputy.com/blog/how-to-answer-the-question-what-are-your-salary-requirements
https://www.deputy.com/features/employee-onboarding


7. Evaluation and corrective action

• HR personnel should decide on a timeline to carry out a 
strategic HR management review. 

• This review will track the progress made and also identify 
areas for improvement. 

• The review should be measured against whether changes 
are helping your company to achieve their goals. 

• Corrective action must be taken if strategic human 
resource management is failing to meet its objectives



COMPANY

• A company, abbreviated as co., is 
a legal entity representing an 
association of people, 
whether natural, legal or a mixture of 
both, with a specific objective. 

• Company members share a common 
purpose and unite to achieve specific, 
declared goals.

https://en.wikipedia.org/wiki/Legal_personality
https://en.wikipedia.org/wiki/Natural_person
https://en.wikipedia.org/wiki/Legal_personality


BUSINESS

• The term "business" also refers to the 
organized efforts and activities of 
individuals to produce and sell goods 
and services for profit.



VISION STATEMENT
• A vision statement describes what a 
company desires to achieve in the long-run, 
generally in a time frame of five to ten years, 
or sometimes even longer. 

• It depicts a vision of what the company will 
look like in the future and sets a defined 
direction for the planning and execution 
of corporate-level strategies.

https://corporatefinanceinstitute.com/resources/knowledge/strategy/corporate-strategy/




Key Elements of a Good Vision Statement

• While companies should not be too ambitious in defining their long-
term goals, it is critical to set a bigger and further target in a vision 
statement that communicates a company’s aspirations and motivates 
the audience.

Below are the main elements of an effective vision statement:

• Forward-looking

• Motivating and inspirational

• Reflective of a company’s culture and core values

• Aimed at bringing benefits and improvements to the organization in 
the future

• Defines a company’s reason for existence and where it is heading



Example

• Let’s look at Microsoft Corp.’s Vision Statement. 
Microsoft Corp. is an American multinational 
company that develops, manufactures, licenses, 
and sells technology products, including 
computer software, electronics, and personal 
computers. 

• It is also one of the largest corporations in the 
world, alongside companies such as Apple, Inc. 
and Amazon.com, Inc.



Microsoft’s vision is:





MISSION STATEMENT

• A sentence describing a 
company's function, markets and 
competitive advantages; a short 

written statement of your 
business goals and philosophies



• Mission is a general statement of how you will achieve your vision.

• Strategies are a series of ways of using the mission to achieve 
the vision.





GOALS

• A goal is a desired 
future state that the 

organization 
attempts to realize.



• https://www.geektonight.com/what-is-strategic-management-
definitions-characteristics-benefits/

https://www.geektonight.com/what-is-strategic-management-definitions-characteristics-benefits/

