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[bookmark: _Toc85553393]Introduction
The organisational strategy determines the sustainability of the organisation in the market. The organisation tries to compete with the other competitors from the industry through implementing long and short term strategies. Now, the business strategies of the organisations help the organisation minimise the challenges offered by the business environments and maximise the chances of success. It is to note that the strategies set by the management of the business organisations must ensure maximum usages of the internal resources. Likewise, they need to be strong enough to help the organisation in differentiating itself from the competitors in the external business environment. This report will analyse the business strategies of Pharmacy2U. The organisation was formulated back in 1999. The aim of the organisation is to provide the customers with virtual medicine purchasing services. The management of Pharmacy2U has initially involved with NHS for selling the medicine as per the prescriptions of the practitioners. The mission of Pharmacy2U is to provide the customers with easy medical products purchases. The vision of the organisation is to gain market share and be one of the top medical retail sellers of the country. 

[bookmark: _Toc85553394]Depth of critical analysis of your chosen organisation’s internal and external environment
Business environments are made of the factors that affect the operations of the business organisations. Now, the factors can be both internal and external. It is the management of the business organisation that needs to assess the impacts of these factors before taking decisions and setting strategies for the organisation (Wilson, 2018). It is to keep in mind that the internal factors of the organisation affect the decisions and strategies of the organisation the most. When the management of the organisation manages the internal factors perfectly, the chances of successes in the external environment automatically increase. The environmental analysis for the management of Pharmacy2U is being done below:
Analysis of Internal Environment: The business environment that is being made up of inside the organisation factors is known as the internal environment analysis (Davidson, 2019). The internal business environment includes the financial resources, human resources, organisational production techniques and different other elements. 
[bookmark: _Toc85553395]SWOT Analysis
The internal environmental analysis for the organisation is being done below:
	Factor
	Assessment

	Strengths
	· Wide ranges of products from different generic categories;
· The organisation accepts prescriptions from various medical institutions like NHS;
· Interconnected distribution centres help the organisation manage the customer order efficiently (Russvelt, 2020);
· Multiple customer care support and order placing scopes through hotline, social media and website;
· Dedicated customer accounts help the customers place the orders easily and keep tracks of the medicines.

	Weaknesses
	· The organisation has issues with security and privacy. The other previous cases where the organisation failed to provide enough virtual securities to the customers. As a result, customer data had been hacked by the hackers.
· In recent times, Pharmacy2U has issues with customer services. There are different online platforms like trust pilot where customers have complained about unsatisfactory services, additional charges, wrong deliveries and other issues of the organisation (Davidson, 2019). 
· The organisation has pricing issues. It is being seen that the NHS prescription medicines were being charged less. On the other hand, at times, medicines prescribed by the other medical institutions have been charged higher.

	Opportunities
	· The management of the organisation has greater opportunities in expanding in online medical treatments. The patients these days need initial treatment instantly (Denson, 2019). Similarly visiting the doctors might become difficult at times. This is why online consultancy is the opportunity where the management of pharmacy can emphasize on expanding its business.
· The organisation has an opportunity in expanding the business in other global regions of the world. It only operates in the UK. A large organisation like Pharmacy2U has chances and capabilities of expanding to new destinations like New York. 

	Threats
	· The prices of other retailers are a threat to the organisation. The physically operating businesses are trying to offer reduced prices to the consumers, as their sales are higher (Evans, 2018). 
· New competitors are entering the market with different new features. Similarly, the old businesses are expanding into virtual arena. 



Analysis of external environment: The business factors that affect the operations of the business organisation from the outside of the organisation are known as external environmental factors. It is being seen that these Factors mostly affect the inter-industry rather than a certain business organisation (Sergio, 2020). This is why the management of the business organisations must carefully assess these factors in order to overcome the challenges and win over the competitors.
[bookmark: _Toc85553396]PESTLE Analysis:
Political Factors: The political factors are mostly the government policies, the regulations, government authorities, and the overall legal business environment of the country. It is being seen that the government of the UK is always supportive to the businesses of the country. Particularly when it comes to businesses associated with medical treatments. The NHS is the government appointed medical service provider of the country (Lovour, 2020). This is why services associated with the NHS always get financial benefits from the government of the country. Besides, being in the medical selling business, the management of Pharmacy next to pay less business taxes compared to other businesses of the country. 
Economic Factors: The economic condition of the UK is stable and strong. It cannot be denied that after the Brexit issue, the economic condition of the country where unstable and vulnerable. However the country has recovered from that economic disaster and is now progressing very strongly. The purchasing powers of the consumers are higher in the country (Veren, 2021). As a result, the consumers are willing to spend more money after the medical expenses. There is one additional benefit that the customer gets from the government. The government mostly subsidises the medical expenses. As a result the consumers can emphasize on the expenses of the medicine. This is why the consumers are willing to pay higher prices or ask prices after the medicine (Polard, 2019).
Social Factors: in the social factors the consumer behaviors are taken into account. The practices, the values and the behaviors of the consumers are critically being analyzed here. It is being seen that the consumers of the UK are very cautious about the authenticity of the medicine (Tensils, 2018). As a result the consumers always try to purchase medicines from the trusted shops. Pharmacy is the organisation where authentic medicines are being sold. This is why the organisation is creating a positive mindset in the mind of the consumers and is affecting their purchase decisions. Alongside, such tendencies of the consumers are helping Pharmacy2U in developing reliable online consultancy services and expanding the business in this sector (Cathonic, 2021).
Technological Factor: Pharmacy2U is an online based pharmacy business. The organisation entirely relies upon technologies to operate its business and provide medical services to the potential patients. Now, the UK is being considered one of the advanced countries in the world that offers the latest technologies to businesses. Such indications can be found when the management of Pharmacy2U opened their business back in 1999 (Wilson, 2018). Even in recent times the technologies offered by the technological farms of the country are helping the management of the organisation to manage their inventory, their logistics supports, medical services and consultancy of the doctors. Thus, it can be stated that the technological advancements and the other factors of the UK are actually assisting the management of the organisation to excel in the business (Davidson, 2019).
Environmental Factors: The environmental factors ensure that the business organisations are maintaining the ecological balance and then not harming any natural processes of the nature. Now, Pharmacy2U is entirely a technology-based business organisation that operates in the pharmacy businesses. The organisation does not cause any harm to the environmental elements (Russvelt, 2020).
Legal Factors: And the legal factors of the country ensure that the businesses of the country are abiding by the rules and regulations imposed by the government and its authorities. According to the rules of the consumer medical products of the country, the businesses are not permitted to sell any fake medical products to the consumers (Evans, 2018). Besides, charging excessively higher prices from the consumers in the name of medical services is also forbidden by the government of the UK. The government also has imposed privacy policies over technology based companies. It is being seen that the management of the Pharmacy2U about why all of these issues (Denson, 2019). However, in recent times the organisation has gone through complaints and cases related to privacy breach regarding leaking personal information of the consumers to the hackers. This has caused damages in the reputation of the organisation. However, if the event keeps on repeating, the government or its authorities have the right to take actions against the organisation (Sergio, 2020).
[bookmark: _Toc85553397]Porter’s Five Forces 
Porter’s five forces analyses five different factors for the business organisation. The theory aims to assess the intensity of the impacts of these factors and later help the business managers build strategies accordingly. Porter's five forces are being applied over the business scenario of Pharmacy2U (Hilton, 2019).
Bargaining Power of the Consumers: The buying powers of the consumers are surely high in this industry. Pharmacy2U is an entirely technology-based virtual medicine shop. As an alternative, the consumers have physical stores available to purchase their medicines. Besides, the same medicines are being offered by different other medicines selling shops. This is why the customers have a greater power in this industry (Lovour, 2020).
Bargaining Power of the Suppliers:  The bargaining powers of the suppliers are also higher in this industry. There are around 37,000 drugstores available in the entire UK. The suppliers of the medicines, or the manufacturers, have the Chances to reach all of these drug sellers. As a result the competition is very high among the sellers to get a healthy rate from the suppliers. The sellers that sell a good quantity of medicines surely get preferences from the supplier (Veren, 2021).
Threat of New Entrants: The trait of new entrance in this competitive industry can also be considered as high. The business model that is being followed by the management of Pharmacy2U is not unique. As a result, new entrants, irrespective of their mode of operation, can easily enter the market and compete with the existing competitors (Wilson, 2018). There are numerous new small medicine stores entering the market that are offering both physical and virtual medicine selling services to the consumers. Similarly, the global pandemic has shown the importance and impact of the virtual stores in the purchase decisions of the consumers. Online based medicine shops like Chemist4U or Chemist On the Go are a direct threat to the management of Pharmacy2U (Davidson, 2019).
Threat of Substitute: There is no alternative to medicine selling businesses. Thus, there is not much threat of this business. However, the business model can be in threat of substitute. Larger number of consumers still relies on over the counter or physical stores for purchasing their medicines. They find this model of the business reliable and trustworthy. Thus, the online model of selling the medicine and providing consultancy services to the patients are still challenging to the management of Pharmacy2U (Denson, 2019).
Industrial Rivalry: The industrial scenario is highly competitive. There are around 37,000 drugstores available in the entire UK. All of these competitors are posting strong competition in the market (Russvelt, 2020). Besides, the chances to introduce new features in the sector are also lower. This is why the consumers do not have many options to differentiate among the sellers. It is to note that there are new entrants that are entering the industry and thus is making the competitive scenario much more complex for the old businesses. Thus, the industry rivalry can be marked as heavy at this moment.


[bookmark: _Toc85553398]Conduct a stakeholder analysis and an evaluation of stakeholder expectations.
The business organisations have different individuals associated with the operational processes of the organisation. These associated individuals might have direct or indirect impacts over the business. Similarly, their impacts can also be mild or intense. These individuals are being called as the stakeholders of the organisation (Sergio, 2020). The management of the organisation needs to critically assess the involvement and impacts of these individuals, and then set the organisational goals and objectives accordingly. Now, for assessing the stakeholders, the management of the organisation uses stakeholder analysis theory (Hilton, 2019). The stakeholders of Pharmacy2U and their impacts are being evaluated below:
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Source: (Russvelt, 2020)
High Power, Low Interest: These are the stakeholders that show lower interest in the organisation, but possess higher influences over the businesses. These stakeholders are usually the external stakeholders of the company (Lovour, 2020). The suppliers or manufacturers of medicine are the stakeholders here. The suppliers of the medicines, or the manufacturers, have the Chances to reach all of these drug sellers. As a result the competition is very high among the sellers to get a healthy rate from the suppliers. The sellers that sell a good quantity of medicines surely get preferences from the supplier. Thus, the management of Pharmacy2U needs to ensure that they are selling a good amount of medicines (Polard, 2019).
High Power, High Interest: These are the stakeholders who are much involved in the operational processes of the organisation. The business decisions of the organisation are much evolved around these stakeholders. The stakeholders can be internal and externals. For Pharmacy2U, the customers and the employees of the organisation are the key stakeholders. The customers of the service takers for the organisation (Sergio, 2020). These service takers are the cash generators for the business. Thus, the benefits of these stakeholders are to be taken care of alongside finding ways to increase benefits. Likewise, the employees of the organisation are the key resource to the management. These human resources are to be offered handsome salaries and other employee benefits so that their satisfaction can be guaranteed. As a result of which, the employees will focus on their performances and the organisation will gain the benefits (Polard, 2019).
Low Power, Low Interest: These stakeholders do not have much impact over the operations of the business organisations, nor they have much interest over the businesses. However, these stakeholders have the chances to get involved in the operations of the organisation. These stakeholders are mostly external. In the business environment of Pharmacy2U, the government and its agencies are the external stakeholders (Gitnick, Rothenberg and Weiner, 2020). The rules and the regulations imposed by the government and its agencies are to be followed by the managers of the organisation. As long as the management of the organisation keeps on abiding by the rules and regulations, and ensures fair and transparent business operations, these stakeholders are not involved in the operations of the organisation (Cathonic, 2021).
Low Power, High Interest: These stakeholders have lower involvement with the operations of the business organisations. However, their interest over the operations and the courses of actions taken by the management of the organisation are higher. These stakeholders are mostly external to the organisation (Tensils, 2018). The investors of Pharmacy2U, or the stockholders of the organisation, are these types of stakeholders. They are interested in the profitability and the performances of the organisation. These stakeholders cannot directly involve themselves in the actions, but monitor the actions taken by the management of the organisation (Gitnick, Rothenberg and Weiner, 2020). They have invested their money into the business and thus are interested in getting a healthy return. Thus, in order to manage these stakeholders, the management of Pharmacy2U needs to ensure that the organisation is performing better in the competitive business contexts (Tensils, 2018). The management of the organisations must generate profits and positive brand image in the industry in order to make these stakeholders satisfied.


[bookmark: _Toc85553399]Application of a range of relevant academic theories/models.
In order to win in the competitive business scenario, the business organisations must come up with strong and sustainable business strategies. The business strategies of the organisations help the organisation minimise the challenges offered by the business environments and maximise the chances of success (Denson, 2019). It is to note that the strategies set by the management of the business organisations must ensure maximum usages of the internal resources. Likewise, they need to be strong enough to help the organisation in differentiating itself from the competitors in the external business environment.
Now, to assess and analyse the strategies of the management of Pharmacy2U, both the internal and external capabilities of the organisations are to be taken into consideration. This is why McKinsey’s 7s model can be used. This model will give comprehensive view over the structural supports of different internal frames of the organisation (Harding and Taylor, 2018). As a result, the capability of the organisation in setting up and executing the present and future strategies can be identified. Similarly, Porter’s Generic Model will also be applied in this assessment process (Russvelt, 2020). The model gives a detailed view over the processes of gaining competitive advantages in the complex business scenario. This will help to understand the factors upon which the management of Pharmacy2U is relying upon to gain the competitive advantages and to win market share in this challenging industry.
[bookmark: _Toc85553400]McKinsey’s 7S Model 
The 7S model of McKinsey’s tries to assess seven different pillars of the organisation. According to the theory, each of these internal factors helps the organisation to win in the complex business scenario. McKinsey states that perfect harmony among these factors are essential for the successes of the organisation. The model is being applied below for Pharmacy2U (Sergio, 2020).
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Structure: Structure is the backbone of the company. The organisational structure is the organisational hierarchy that defines the flow of authorities and responsibilities within the organisation (Tensils, 2018). For organisational success, the management of the organisation must have appropriate organisational structure, which depends on the scale of operations, departments, functions and others. Now, the organisational structure of Pharmacy2U is functional. The organisation has different services to perform, which means there are different functions that the organisation performs at a time in order to run the business operations. There are departments like finances, marketing, sales, customer services, doctor consultancy and others to run the day to day functions of the organisation (Davidson, 2019). Now, this structural model is assisting the management of the organisation to manage the operations promptly and efficiently. Thus, other factors from the McKinsey’s are getting advantages due to this organisational structure.
Systems: The systems of the organisation are the operational processes of the organisation. The systems help the organisation to establish the strategies taken by the management. Now, Pharmacy2U is entirely an online based medicine selling business (Russvelt, 2020). The importance of introducing disciplined systems is crucial for achieving the organisational successes. The management of the organisation takes assistance of technologies to design and implement operational processes and strategies.
Style: Identifying the appropriate leadership and management styles within the organisation is also required to achieve the operational excellence. It is the management of the organisation that needs to critically assess the behaviours and psychology of the human resources (Denson, 2019). Now, the management of Pharmacy2U practices democratic leadership or participative management style. The top management engages the mid-level managers to understand the organisational scenario and to set strategies. The managers from the mid-level to the employees from the operational level can express their opinions to any operational processes. This is ultimately helping the organisation to execute the strategies better, as the organisation is involving all of the employees with the execution processes (Davidson, 2019).
Staff: The employees of the organisation are being talked about in this factor of the theory. Human resources are the backbone of the company. The employees of the organisation must be skilled and trained in order to execute the strategies for the organisation. Being an online medicine selling store, the employees of Pharmacy2U needs to be skilled in understanding prescriptions, requirements of the patients, demands of customers, required medical services and other services of a customer (Wilson, 2018). The strategy to grow the businesses relies entirely upon these staff. The management of Pharmacy2U focuses on these issues and ensures that the trained human resources are capable of executing any decisions taken by the organisation.
Skills: Skillful human resources are the assets to the organisation. The skills of the human resources make these employees efficient in the work processes. In executing the decisions, the skills of the human resources play the most crucial role (Wilson, 2018). Now, the human resources of Pharmacy2U are skillful. These employees are being trained regularly by the human resources department in order to keep the employees upgraded with required skills to implement business strategies.
Strategy: The strategy of the organisation is the ultimate weapon for the management in order to excel in the competitive business environment. Now, the management of the organisation needs to set both long-term and short-term business strategies for the organisation. In the case of Pharmacy2U, the long-term strategy of the organisation is to be a market leader in the medicine retail industry through the online sales channel (Polard, 2019). In order to achieve this goal, the organisation has implemented and continued different short term goals like providing doctor consultancy or working directly with the NHS.
Shared Value: The shared value is the common beliefs and practices of the large number of people within the organisation. Now, the shared values are integrated within the culture of the organisation. The management of the organisation needs to implement these shared values within the work and cultural practices of the organisation. The management of Pharmacy2U values teamplay, collective growth and mutual understanding. The organisation shares these values within the work and cultural practices (Sergio, 2020).
[bookmark: _Toc85553401]Porter’s Generic Factors
Porter’s generic factors analyse organisation’s scopes to gain competitive advantages over the scopes of the industry or competition. The strengths of the organisation to maximise its position in the mind of the consumers and in the industry are being determined by this model.
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Cost Leadership Approach: This is the approach where the management of the organisation emphasises on the cost of the operations and the products. Here, the organisation tries to reach a large number of customers through reduced pricing strategies. In this process, the organisation aims to keep the quality of the products the same, but reduce production costs through a large number of production units (Veren, 2021). Now, this approach is not very applicable for the management of Pharmacy2U. The organisation is a service based business that sells products of other manufacturers. As a result of which, controlling production or product costs are not much in the hand of the organisation. The costs and prices are mostly being determined by the manufacturers. The management of Pharmacy2U can give up their portions of commission for the consumers at best (Davidson, 2019).
Differentiation Approach: Here the management of the organisation relies on differentiating itself from the competitors. The organisation is much focused on the research and development in product and service development scopes. Now, the management of Pharmacy2U emphasises on the differentiation approach (Wilson, 2018). The organisation has been operating online since 1999. Since the inception, they emphasised on reliable and hassle free medicine purchases. The management of the organisation has developed more services alongside medicine selling (Ananthan, Appannaiah and Reddy, 2018). This is the result of the research and development activities of the organisation. This can also be stated as over the time market development activities of the business. Thus, it can be stated that the management of Pharmacy2U has emphasised on differentiation strategies (Wilson, 2018).
Focus Approach: This is the approach where the management of the organisation focuses on the niche market of a certain industry. Under this approach, products and services are being developed for the niche consumers. It is being seen that the product prices are a little higher than usual in these cases (Denson, 2019). However, the organisation emphasises on differentiating itself. Now, the management of Pharmacy2U initially emphasised on focus strategies where the organisation tried to target the NHS patients or service takers only. With time, the organisation had come out of this strategy and shifted more towards the differentiation strategy (Ananthan, Appannaiah and Reddy, 2018). 


[bookmark: _Toc85553402]Provide a critical appraisal of your chosen organisation’s current strategic direction
The organisational strategy determines the sustainability of the organisation in the market. The organisation tries to compete with the other competitors from the industry through implementing long and short term strategies. Now, the business strategies of the organisations help the organisation minimise the challenges offered by the business environments and maximise the chances of success (Sergio, 2020). It is to note that the strategies set by the management of the business organisations must ensure maximum usages of the internal resources. Likewise, they need to be strong enough to help the organisation in differentiating itself from the competitors in the external business environment.
Through analysing the internal business factors it has been found out that the management of Pharmacy2U has developed harmony among different functions of the organisation. The organisation is much focused on the research and development in product and service development scopes. Now, the management of Pharmacy2U emphasises on the differentiation approach. The organisation has been operating online since 1999 (Lovour, 2020). Since the inception, they emphasised on reliable and hassle free medicine purchases. The management of the organisation has developed more services alongside medicine selling. This is the result of the research and development activities of the organisation. This can also be stated as over the time market development activities of the business. Thus, it can be stated that the management of Pharmacy2U has emphasised on differentiation strategies (Lovour, 2020). 
The differentiation strategy of the organisation has assisted the organisation heavily during this time of the global pandemic. The consumers and the patients required to stay at home and thus relied more on the online services (Veren, 2021). The necessity of medicine has risen higher than before. In the similar pattern, the patients and potential customers are required to consult doctors. All of these services are being offered by the management of Pharmacy2U. These differentiating services have thus helped the organisation create a strong position in the market and gain competitive advantages over the competitors.


[bookmark: _Toc85553403]Depth and clarity of the proposed new strategy.
The business environment is ever changing and the management of the business organisations needs to keep their strategies updated in order to survive the competition in the market. In the medicine retail business, the competitors are facing challenges from the existing ones alongside the new competitors. Likewise, the business scenario and the consumer preferences are also changing with time (Davidson, 2019). There are numerous new small medicine stores entering the market that are offering both physical and virtual medicine selling services to the consumers. Similarly, the global pandemic has shown the importance and impact of the virtual stores in the purchase decisions of the consumers. Online based medicine shops like Chemist4U or Chemist On the Go are a direct threat to the management of Pharmacy2U. Thus, the management of the organisation needs to develop new strategies in order to survive in this competitive market (Wilson, 2018).
The management of Pharmacy2U have had introduced new services gradually rather than introducing all at a time. This similar approach can be followed this time too. As a part of intoducing new strategy, the business expansion approach has been followed. The organisation can introduce doctor consultancy services. The services that were being offered by the organisation all these days were just very primary (Wilson, 2018). Now, the patients can be offered full consultation by the doctors. In order to establish this strategy, the management of Pharmacy2U can collaborate with medical institutions. Their doctors can virtually provide consultation services to the patients. Alongside, patients can physically visit these medical institutions later, if required, and can get certain discounts over the total expenditure. Likewise, if the patients purchases prescribed medicines from online pharmacy of Pharmacy2U, they will get certain percentage of discounts (Tensils, 2018). 
This strategy can be considered as an aggresive strategy for the management of Pharmacy2U. The organisation can attain greater market share alongside competitive advantages over the competitors. Now, this strategy is believed to be sustainable (Davidson, 2019). Due to the global pandemic, the patients have realised the necessity of virtual consultation and medicine purchases. Besides, the global trend suggests that people are leaning towards virtual services with time. It is also to note that the people of the UK are welcoming to the new services (Rodrigez, 2013). Thus, all of these environmental factors indicate that the service market is potential and the management of Pharmacy2U can take the approaches for gaining competitive advantages and increasing market share.


[bookmark: _Toc85553404]Conclusion
The management of the organisation needs to critically assess the involvement and impacts of these individuals, and then set the organisational goals and objectives accordingly. Now, for assessing the stakeholders, the management of the organisation uses stakeholder analysis theory. It is to note that the strategies set by the management of the business organisations must ensure maximum usages of the internal resources. Likewise, they need to be strong enough to help the organisation in differentiating itself from the competitors in the external business environment. The management of Pharmacy2U emphasises on the differentiation approach. The organisation has been operating online since 1999. Since the inception, they emphasised on reliable and hassle free medicine purchases. The management of the organisation has developed more services alongside medicine selling. The management of Pharmacy2U have had introduced new services gradually rather than introducing all at a time. This similar approach can be followed this time too. As a part of introducing new strategy, the business expansion approach has been followed. The organisation can introduce doctor consultancy services. The services that were being offered by the organisation all these days were just very primary. Now, the patients can be offered full consultation by the doctors. In order to establish this strategy, the management of Pharmacy2U can collaborate with medical institutions. Their doctors can virtually provide consultation services to the patients. This is the result of the research and development activities of the organisation. This can also be stated as over the time market development activities of the business. The organisation can attain greater market share alongside competitive advantages over the competitors. Now, this strategy is believed to be sustainable. Due to the global pandemic, the patients have realised the necessity of virtual consultation and medicine purchases. Besides, the global trend suggests that people are leaning towards virtual services with time. It is also to note that the people of the UK are welcoming to the new services. Thus, all of these environmental factors indicate that the service market is potential and the management of Pharmacy2U can take the approaches for gaining competitive advantages and increasing market share.
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