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Executive Summary
The Koko Rose Boutique is a UK-based SME that provides unique and fashionable clothes and accessories to women. It is an online retailer which has been providing its products and services to worldwide customers. The company was established in 2010 by Kate Rose, a businessperson and socialite, to offer attire-forward women clients a more unique and modified shopping journey. KOKO Rose Boutique was established in the year 2010 by Kate Rose. The e-commerce retailer, Koko Rose Boutique has a strong online presence as various celebrities tend to purchase clothes from this boutique. Koko Rose Boutique has a unique product offering as well as a strong brand image which is providing them with a competitive advantage. Additionally, a boutique's foremost priority is sustainability and they ensure that they extract the materials for their products from ethical means. Thus, these struggles allow them to attract more customers while enhancing their revenue. 
	


Table of Contents
1. Introduction	4
1.1 Company Overview	4
2. Organisation’s Current Strategic Direction	5
2.1 Mission	6
2.2 Vision	6
2.3 Strategic Value	6
2.4 Goals and Objectives	6
3. Strategic Development Process	7
3.1 Strategic Analysis (SWOT)	7
3.1.1 Internal Analysis (SWOT)	7
3.1.2 External Analysis (PESTEL)	10
3.1.3 Industry Analysis	12
3.2 Strategic Growth Choices	14
3.2.1 Strategic Options Analysis	15
3.2.2 SFA Framework of Strategic Direction	18
3.2.3 Stakeholder Analysis (Mandelow’s Stakeholder Matrix)	19
4. Conclusion and Recommendations	21
4.1 Summary of Findings	21
4.2 Recommended strategic direction	21
4.3 Timeline of the strategic implementation process	22
4.4 Benefits of proposed strategic direction for KOKO ROSE boutique	22
4.5 Potential Consequences	23
5. References	24



[bookmark: _Toc134091966]1. Introduction
The strategic planning and execution for Koko Rose Boutique are aided by the report. An understanding of the process of developing strategies is contained in the report. consisting of the examination of Koko Rose Boutique's internal and external components using the SWOT and pestle method. The Ansoff matrix model, SFA framework, and Mandelow's stakeholder matrix are used to illustrate the strategic growth options in more detail later in the report. A recommendation for the creation and execution of Koko Rose Boutique's strategic expansion is included in the report's findings.

[bookmark: _Toc134091967]1.1 Company Overview
KOKO Rose is a UK-based boutique fashion enterprise that specialises in particular and fashionable women's clothes and accessories. KOKO Rose is a British clothing business that was established in the year 2010 by fashionistas. It is committed to offering women premium, extravagant accessories and clothing (Koko Rose Boutique, 2023). The company was established in 2010 by Kate Rose, a businessperson and socialite, to offer attire-forward women clients a more unique and modified shopping journey (Figure 1). The KOKO Rose brand represents a wide variety of apparel and accessories, encompassing dresses, pants with skirts, shirts, and jackets, as well as a comprehensive collection of designer bags, ornamental jewellery, and headscarves (Figure 2). 

[image: ]
Figure 1. Web Profile of Koko Rose Boutique
Source: Koko Rose Boutique (2023)
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Figure 2. Variety of Apparel offered by Koko Rose Boutique
Source: Koko Rose Boutique (2023)

The company takes great delight in producing fashionable and functional clothing from the highest quality materials. KOKO Rose puts their twist on the latest fashion trends in every new season. KOKO Rose is not just an online retailer; they also have a brick-and-mortar shop in the heart of London's vibrant fashion area. Customers visit on multiple occasions due to the boutique's kind service and unique ambience. The customised service at KOKO Rose allows consumers to have a commodity of clothing developed and customised to their unique requirements. Products from KOKO Rose have been worn by celebrities and influential people, and the brand has been featured in several fashion magazines and websites (Koko Rose Boutique, 2023). Fig. 3 shows the company's significant social media presence and the many ways in which it communicates with its consumers. KOKO Rose has become one of the most renowned UK fashion labels attributable to the company's dedication to outstanding merchandise and customer service.
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Figure 3. Instagram Profile of Koko Rose Boutique
Source: Instagram (2023)

[bookmark: _Toc134091968]2. Organisation’s Current Strategic Direction
The strategic direction of the enterprise could be defined through the mission, vision, strategic value as well as goals and objectives. 

[bookmark: _Toc134091969]2.1 Mission
Being a clothing store particularly focused on women's apparel and accessories, the Koko Rose Boutique is aimed to provide fashionable clothing options to women, along with cost-effectiveness (Koko Rose Boutique, 2023). Besides this, the quality of their products boosts the confidence of their customer base by enhancing their physical appearance. 

[bookmark: _Toc134091970]2.2 Vision
The company’s vision is to lead the UK’s clothing industry, specifically in the women's clothing sector. The brand identity of Koko Rose Boutiques is based on the quality offered to their customers through excellent products as well as exceptional customer service while fulfilling the commitment of empowering women (Koko Rose Boutique, 2023).

[bookmark: _Toc134091971]2.3 Strategic Value
The firm is keen on distinguishing itself from the competitor’s enterprises by providing an innovative experience of shopping which aims to cater for the particular requirements and preferences of its customers. 

[bookmark: _Toc134091972]2.4 Goals and Objectives
	Goals

	Koko Rose Boutique's goals are to increase its market share, expand its product offerings, improve customer satisfaction, and increase profitability.

	Objectives

	Increase Market Share
	Koko Rose Boutique seeks to boost the market share it holds by broadening the demographic it serves via successful advertising and promotional efforts as well as launching new stores in strategic locations (Djafarova and Bowes, 2021).

	Expand Product Offerings
	Koko Rose Boutique intends to further broaden its range of merchandise through the introduction of fresh apparel segments, accessories, and skincare products that correspond with the tastes and preferences of its clientele (Koko Rose Boutique, 2023).

	Improve Customer Satisfaction
	Koko Rose Boutique seeks to enhance customer satisfaction by offering superior customer service, providing a customised shopping experience, and accumulating customer feedback regularly for improving the quality of its goods and services (Goworek et al., 2020).

	Increase Profitability
	Koko Rose Boutique seeks to increase revenues by optimising its workflow, reducing expenditures, and raising revenue from sales through successful advertising tactics and business alliances.



[bookmark: _Toc134091973]3. Strategic Development Process
The strategic development process is conducted on the two analyses SWOT and PESTLE for Koko Rose Boutique. SWOT analysis is used in the strategic development process to conduct strategic analysis and help identify internal business issues affecting performance (Lestari, et al. 2020). Finding Koko RoseBoutiques' strengths, weaknesses, opportunities, and threats is made easier with the help of the SWOT analysis. The Pestle analysis is employed to assess the external factors (Thomas, et al., 2021). Where the Koko Rose Boutique will look at external variables such as legal, political, economic, social, technological, and environmental ones.

[bookmark: _Toc134091974]3.1 Strategic Analysis (SWOT)
The strategic analysis is performed through Swot and Pestle for Koko Rose Boutique.

[bookmark: _Toc134091975]3.1.1 Internal Analysis (SWOT)

	STRENGTHS 
	WEAKNESSES 
	OPPORTUNITIES 
	THREATS 

	Unique Product Offerings: The Koko Rose Boutique's strength is that they frequently provide unique products alongside fashionable apparel, jewellery, and accessories.
	Limited physical presence: Koko Rose Boutique currently only has one physical store, which limits its reach to customers who prefer to shop in person.
	Expansion into new markets: Koko Rose Boutique can expand its reach by opening new physical stores in different locations or by expanding its online presence to reach customers globally.
	Intense competition: The fashion industry is highly competitive, and Koko Rose Boutique faces competition from other established brands and new entrants.

	Strong Brand Image: The business has put a lot of effort into building a strong brand image over several years by consistently providing high-quality products and outstanding customer service.
	Dependence on suppliers: The company relies heavily on a few key suppliers to provide its products, which leaves it vulnerable to supply chain disruptions and price fluctuations.
	Diversification of product offerings: The company can explore the possibility of offering new product categories to cater to a wider customer base.
	Economic downturns: Economic downturns can have a significant impact on consumer spending, which can negatively affect Koko Rose Boutique's sales.

	Online Presence: The Koko Rose Boutique's online presence, which includes a well-designed website and active social media accounts, is another area of strength. Which is efficient and assisted the company in attracting a larger audience and boosting sales.
	Limited international presence: Koko Rose Boutique's international presence is currently limited, which restricts its ability to tap into global markets.
	Strategic partnerships: Koko Rose Boutique can form strategic partnerships with other companies in the fashion industry to expand its product offerings and increase brand awareness.
	Changing consumer preferences: The fashion industry is constantly evolving, and changing consumer preferences and trends can affect the demand for Koko Rose Boutique's products.

	Experienced Management Team: The Koko Rose Boutique team has previous expertise working in the fashion sector. The years of expertise help the management work hard on the business decisions that become the reason for the company's growth, which is another strength of the firm.
	
	
	



The Swot Analysis shows the business's strengths, weaknesses, opportunities, and threats through analysis of the Koko Rose Boutique. It is stated by Newman (2023) that the business is effective at offering distinctive items and that it has a strong brand image. Marroncelli and Braithwaite (2022) stated that British apparel companies are doing well because of good management practices and wise business judgements. Strengths include a solid team with experienced employees, an online presence for the company via social media platforms, and other factors. The other flaws listed by Gonda et al. (2020) that restrict businesses from achieving their sustainable goals are related to their limited global reach, reliance on suppliers, and physical presence. The potential for the apparel line and the Koko Rose Boutique is further explained by Lojacono and Ru Yun Pan et al. (2021) as being possible through expansion into new markets, product diversification, and strategic partnerships. According to Kottika et al. (2020), threats to the company include changing consumer preferences, fierce competition, and economic downturns.  

[bookmark: _Toc134091976]3.1.2 External Analysis (PESTEL)
Koko Rose Boutique is a fashion retailer that specialises in vintage-inspired clothing, accessories, and homewares. To assess the external environment of the company it is possible to conduct a PESTLE analysis, which looks at the Political, Economic, Sociocultural, Technological, Legal, and Environmental factors that affect the business.

	P
	Political 
	Political stability in the region where Koko Rose Boutique operates is crucial for the company's success. Any political instability or changes in the government's policies could affect the business negatively (Bhowmik, et al., 2021). Regulations regarding labour laws, trade policies, and taxes are other political factors that could impact the company's operations

	E
	Economic
	Economic factors such as inflation, recession, and currency fluctuations can impact Koko Rose Boutique's operations. A sluggish economy could lead to lower demand for luxury items, impacting the company's sales (Shebl, et al., 2021). Consumer spending habits and income levels also influence the company's sales, as Koko Rose Boutique targets a specific market of consumers who are willing to spend more on premium products.

	S
	Sociocultural
	Sociocultural factors such as changing fashion trends, customer preferences, and cultural differences can influence the success of Koko Rose Boutique. Since the business sells clothing with vintage-inspired, it must keep up with current trends to appeal to its target market. The ability of Koko Rose Boutique to conduct critical marketing through social media makes it important for retailers in the current environment. 

	T
	Technological
	Technological advancements such as e-commerce, mobile apps, and digital marketing have significantly impacted the retail industry. Koko Rose Boutique must adopt these technologies to remain competitive.
Cybersecurity threats such as data breaches and hacking pose a significant risk to the company, and Koko Rose Boutique must take measures to protect its customers' personal and financial information.

	E
	Environmental
	Climate change is an example of an environmental issue that can have an impact on a company's success. By choosing sustainable materials, decreasing waste, and emphasizing recycling in the clothing line, Koko Rose Boutique should take action to lessen the impact of environmental factors

	L
	Legal
	The legal factors that could impact Koko Rose Boutique include regulations on product safety, consumer rights, and intellectual property rights. The company needs to ensure that it complies with all relevant legislation to avoid any legal complications.



Political stability in line with trade, labour, and tax policies is crucial for the Koko Rose boutique, as stated by Bhowmik et al. (2021), the PESTLE analysis helps the company comprehend external issues. Along with Shebl et al. (2021), the further explanation was provided regarding the impact of economic and sociocultural factors on the company's sales as well as the need for the Koko Rose Boutique's target market of consumers to be aware of economic and social trends like currency fluctuations, recession, inflation, changing fashion industry trends, and consumer preferences. Godina et al. (2020) added that technological factors such as introducing innovation along with meeting the requirement of regulations are important for the success of the business. The company should perform ethically to avoid legal complications. Han et al. (2020) also added that considering the environmental factors it is important for the Koko Rose Boutique to consider the climatic or external environmental change and carry the practices such as decreasing waste, using sustainable materials and emphasising recycling activities to reduce the external impact on the company’s success. According to Godina et al. (2020), technological aspects like introducing innovation and adhering to rules are crucial for the success of the firm. A company should conduct itself ethically to prevent legal issues. According to Han et al. (2020), the Koko Rose Boutique must take into account climatic or external environmental change and implement practises like reducing waste, using sustainable materials, and emphasising recycling activities to lessen the external impact on the company's success.

[bookmark: _Toc134091977]3.1.3 Industry Analysis
Organisations tend to conduct industry analysis to have a brief insight into the industry in which an organisation is operating. Porter's five forces model is a significant tool which helps businesses to conduct industry analysis. The findings of Ge and Li (2019) highlight that porters five force model is helpful to analyse the competitive forces which can directly or indirectly impact a company’s outcome. The five forces included in Porter’s model are threats of new entrants, bargaining power of supplier and buyer, threats of substitutes and rivalry among existing competitors (Bansal and Sharma, 2022). 

Figure 1: Porter’s Five Force Model

Following are brief discussions about Porter’s five forces of the Koko Rose Boutique;

	Porter’s Forces
	Description
	Level of Force

	Threats of New Entrants
	Koko Rose Boutique is working in the fashion sector, which has a comparatively low entry barrier. Pereira et al. (2023) state that due to the growth of e-commerce, new rivals can enter the fashion industry easily. However, Koko Rose Boutique have a strong customer base. An SME already built their brand equity which is enhancing challenges for the new entrants to enter into a market easily. A boutique is mainly focusing on sustainable and ethical factors which is one of the significant barriers for new entrants to the market. Koko Rose Boutique can compete by emphasising the unique selling proposition which encourages customers to purchase products even at premium prices. Thus, a SME can have a threat of new entrants which can be reduced by implementing unique strategies.  
	Low

	Bargaining Power of Suppliers
	Koko Rose Boutique purchases its supplies from a range of vendors, which may reduce the negotiating power of any one vendor. Suppliers are the ones who have been providing raw materials or resources to an individual or businesses (Antoni and Akbar, 2019). Additionally, if only a few suppliers of the Koko Rose Boutique it can enhance the bargaining power of the suppliers.  Furthermore, Koko Rose Boutique employs the specialised fabrics of the cloths which provides the control to the suppliers to have more negotiations as a boutique has left with fewer options. Wilkins and Ireland (2022) also state that when businesses purchase high volumes of raw materials they have more chances to negotiate prices however, if purchases are in small volume then suppliers are charging more for a material. Consequently, it is important to purchase in bulk and set the prices of materials earlier.
	Low

	Bargaining power of Buyers
	Because they may quickly move to other brands or stores, Koko Rose Boutique's clients have high bargaining power. The distinctive designs and emphasis on sustainability at Koko Rose Boutique might encourage consumer loyalty and decrease switching rates.
	High 

	Threat of substitutes

	The threats of substitutes are when there is an availability of products which can be purchased by customers from others. Similarly, in the fashion industry, there are multiple brands and rivals which has been providing the same products or service as Koko Rose Boutique. Therefore, it has been an increasing threat of substitutes for the Koko Rose Boutique.  Thus, the boutique's emphasis on ethical and ecological fashion is helpful for an organisation to set it apart from rivals and lessen the threat of substitutes.
	High

	Rivalry among Existing Competitors
	The fashion sector is quite competitive and has a large number of competitors. Koko Rose Boutique's emphasis on ethical and sustainable fashion can set it apart from rivals and give it a competitive advantage. Additionally, the rivalry among the competitors has the potential to impact the profitability and market share of the Koko Rose Boutique. Thus, the boutique can be able to enhance customer satisfaction by providing value-added products to consumers.
	High 




[bookmark: _Toc134091978]3.2 Strategic Growth Choices
Strategic growth choices are analyzed through an ansoff matrix and SFA framework for the strategic direction of the company of Koko Rose Boutique. The Ansoff Matrix and SFA framework are two popular tools used by organizations to make strategic growth choices. The Ansoff Matrix helps companies to evaluate and choose different growth strategies by assessing their current market position and determining the potential for growth through market penetration, market development, product development, or diversification. The organisation will, nevertheless, benefit from the SFA framework's understanding of the internal and external factors determining strategic direction. These two instruments will be used to help decide how to sustain their growth. Koko Rose Boutique's Ansoff matrix and SFA framework are both useful for determining growth options.

[bookmark: _Toc134091979]3.2.1 Strategic Options Analysis 
The Koko Rose Boutique can use the Ansoff Matrix to evaluate potential growth strategies. The findings of the Czinkota et al. (2021) state that the Ansoff Matrix allows marketers to evaluate growth opportunities by tapping into new markets or developing new products and services. According to Clarissia (2020), market penetration, market development, product development and diversification are major components of the Ansoff matrix. The following section provides the Ansoff Matrix of the Koko Rose Boutique. 

1) Market Penetration 
By boosting the sales of currently available goods or services in the market, Koko Rose Boutique can increase its market share. Market penetration enables businesses to determine strategies for selling an existing product of businesses into an existing market (Airfocus.com, 2023). Additionally, increasing the reach of the boutique by adding additional stores in existing markets is an example of market penetration. To reach a larger audience, raise brand exposure, and enhance sales in existing marketing, Koko Rose Boutique can create social media campaigns. Additionally, a boutique can incorporate multiple language options on its website so that consumers from another ethnic background with an existing market can easily able to understand and make purchases of the product easily. 
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Figure 2: Koko Rose Boutique Product
Source: Twitter (https://twitter.com/kokorosefashion)
2) Market Development
Market development is concerned with the idea of introducing the existing Koko Rose Boutique goods and services to new markets. This can be accomplished by locating previously untargeted new client categories. The business can focus on new areas or nations where there is a need for clothing that is produced sustainably and ethically. Additionally, businesses can boost sales and market share in these areas by selling existing products by opening new outlets. According to Elmustapha and Hoppe. (2020), targeting new consumer niches is an additional form of market development. Men's and children's clothing which is not available can be an appropriate strategy for market development. Therefore, providing the products and services to a new segment of customers eventually enhances the revenue of a boutique. 
[image: ]
Figure 3: Existing Product for New Customers
Source:  Kokoroseboutique.com
3) Product Development 
The process of product development includes the introduction of new products and services to the market (Cooper, 2019). Koko Rose Boutique can accomplish this by introducing new collections of apparel, accessories, or other fashion-related goods that enhance its current selection. Koko Rose Boutique has the option of collaborating with eco-friendly shoe producers or creating its line of shoes using ethically and sustainably sourced materials. The business can increase the range of products it offers and serve a vast range of customers by providing sustainable footwear. Introducing a line of eco-friendly jewellery is another example of product development. To provide distinctive and fashionable jewellery items that are consistent with its brand principles, Koko Rose Boutique needs to collaborate with eco-friendly jewellery designers. Thus, by doing so, businesses will be able to stand out from rivals and attract more customers by providing sustainable jewellery.

4) Diversification 
Diversification is concerned with the idea of launching a new product or service in a new market (De Rosa et al., 2019). Koko Rose Boutique can accomplish this by branching out into new fashion-related industries, including starting its own fragrance or beauty line. Expanding into the market for sustainable and ethically derived beauty goods is one example of diversification in which Koko Rose Boutique can be adopted. The business can increase its product offers and attract new customers by providing sustainable and ethical beauty items. Therefore, businesses will be able to stand out from rivals and gain a competitive advantage. 

[bookmark: _Toc134091980]3.2.2 SFA Framework of Strategic Direction
The SFA framework has been evaluating the strategies which can be more appropriate for an organisation. According to the report, the purpose of the SFA analysis is to evaluate whether an organisation can implement a strategy or not (getlucidity.com, 2023). Businesses can evaluate the strategies based on their suitability, feasibility and acceptability (Bhavnani et al.,2019). Thus, below is the discussion about if the strategy of the Koko Rose Boutique can meet the requirements of the SFA framework 

1) Suitability
The above findings reveal that Koko Rose Boutique need to diversify its product line by launching eco-friendly footwear as well as beauty products. Additionally, businesses need to enhance their physical presence to attract more customers.  Suitability is a way to evaluate whether a specific strategy will be able to address the problem or not. With the launch of new products and strengthening the presence of the existing product in an existing market through social media campaigns able to attract more customers. A boutique can focus on sustainability and ethical factor while promoting its product and services to new and existing markets. This strategy is suitable for the Koko Rose Boutique as it can overcome weaknesses and gain a competitive advantage. Thus, the strategy can meet the requirement of suitability by aligning it with a goal of an organisation and exploring new opportunities as well.

2) Feasibility
As this organisation is an SME, which does not have sufficient resources to implement these strategies easily. The idea of a physical store of Koko Rose Boutique is not feasible it it requires huge capital and human resources. However, if the Boutique is already focusing on products which are extracted from ethical and sustainable sources then it is feasible for them to introduce new products into markets which will able to increase their productivity. Thus, a business can adopt a launch of a new product as it is feasible while rejecting another strategy of a physical store. 

3) Acceptability
Recently, stakeholders are more responsible towards their environment or surrounding. Therefore, the strategy of the Koko Rose Boutique can be acceptable for a huge market size. Customers along with all the stakeholders will be able to show their interest as a business considering the ethics and sustainability throughout their services. Therefore, it can be stated that it is acceptable and can be able to meet the expectations of the major stakeholders. 

[bookmark: _Toc134091981]3.2.3 Stakeholder Analysis (Mandelow’s Stakeholder Matrix)
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Figure 4. Stakeholder analysis matrix 
Source: Author
Customers are a key constituency for Koko Rose Boutique since they are the company's main source of revenue. Their choices about what to buy can make or deplete a business, so they have a great deal of impact and influence (Ahmad et al., 2020). By integrating biodegradable and recyclable materials into the products they sell, Koko Rose Boutique can attract and retain consumers who are socially and environmentally conscious (Zhang et al., 2021). Customers embrace this option very favourably. The employees of Koko Rose Boutique are also vital stakeholders (Silva et al., 2019). They demonstrate a high level of interest but are comparatively powerless. If they work for a company which shares their values, staff members are more inclined to be enthusiastic and engaged. By utilising plant-based and recyclable materials, Koko Rose Boutique can enhance its reputation as an environmentally conscious business, thereby increasing its ability to attract and keep talented employees. Additionally, employees embrace this option. Suppliers are another essential group of stakeholders for Koko Rose Boutique. They have an elevated level of power but a low degree of interest. By utilising organic and biodegradable components, Koko Rose Boutique can demand from its vendor partners to supply environmentally friendly materials (Singh et al., 2019). This approach might turn out less appealing to suppliers as it could raise their expenditures. The shareholders of Koko Rose Boutique are also crucial stakeholders. They have a high degree of power but a low degree of interest. Maximising the return on their investments is the primary concern of shareholders. By incorporating biodegradable and recyclable materials, Koko Rose Boutique may incur higher expenses, which may affect returns to shareholders. This option may not be equally appealing to shareholders.
Subsequently, the local population is an essential partner for Koko Rose Boutique. They exhibit a high level of interest but are comparatively powerless. By employing biodegradable and recyclable materials, Koko Rose Boutique can enhance its image as an environmentally conscious business, thereby strengthening its connection to the community in which it operates. The local community strongly supports this option (Thorisdottir and Johannsdottir, 2020). Customers, employees, and members of the local community are highly receptive to the use of biodegradable and recyclable materials in the production of their products. Suppliers and shareholders may be less open to ideas. However, Koko Rose Boutique can use its position as a consumer and stockholder to make sure that its suppliers provide eco-friendly materials. It may additionally present the positive aspects of this approach to its stockholders and get their endorsement. Therefore, Koko Rose Boutique has the potential to profit through utilising organic and recyclable elements in its manufactured goods, as it will strengthen the company's image as a company that values social and appeal to environmentally cautious customers.

	Stakeholder Group
	Level of Interest
	Level of Power
	Acceptability of Option 

	Customers
	High
	High
	High

	Employees
	High
	Low
	Moderate

	Suppliers
	Low
	High
	Low

	Shareholders
	Low
	High
	Low

	Local Community
	High
	Low
	High




[bookmark: _Toc134091982]4. Conclusion and Recommendations

[bookmark: _Toc134091983]4.1 Summary of Findings
The Koko Rose Boutique is a UK-based boutique which is a fashion nosiness that sells stylish women's clothing and accessories. Kate Rose was founded in 2010 to provide fashion-conscious customers with a unique and personalized shopping experience. The company's strategic goal is to be the market leader in the UK's apparel business, particularly in the women's clothing market, by empowering women and offering top-notch products and customer service. In this report, SWOT, PESTEL, and industry analyses have been conducted for the strategic development process. The report highlights the strategies of Koko Rose Boutique to expand itself with a new product into a new market while also focusing on its physical stores. Additionally, an SFA analysis has been conducted which allows Koko Rose Boutique to evaluate the strategies of a business. Thus, this analysis provides an insight that physical stores are not feasible however Koko Rose Boutique can work to launch new products like footwear and beauty products as well. 

[bookmark: _Toc134091984]4.2 Recommended strategic direction
To attract more clients looking for sustainable fashion options, the brand can also advertise its sustainability efforts through marketing campaigns. To meet the changing demands of customers, the company can explore new product categories such as accessories or introduce a line of loungewear or activewear. KOKO Rose Boutique can attract more consumers and enhance revenue by expanding its product line (Sailer et al., 2022). Secondary KOKO can make physical stores that may provide clients with a more personalised shopping experience by allowing them to try on clothes before purchasing (Puspita and Chae, 2021). KOKO Rose Boutique can develop its brand image, attract more clients, generate revenue, and create a more sustainable future for the fashion sector by executing these strategic directions.

[bookmark: _Toc134091985]4.3 Timeline of the strategic implementation process
KOKO Rose Boutique should prioritise sustainability efforts in year one by collaborating with sustainable suppliers, employing eco-friendly materials, and decreasing waste. Based on the study made by Priyono et al. (2020) they can create a marketing campaign to publicise these sustainability efforts and attract environmentally concerned clients. This will aid in the brand's reputation as an environmentally friendly and socially responsible company. As stated by Garzoni et al. (2020) if a company is to integrate sustainable practises throughout the supply chain, from manufacture to packaging and shipping, in year two it can perform well in the future. Similarly, the KOKO corporation can broaden its product offers by introducing new product categories and more sustainable solutions that are sustainable. KOKO Rose Boutique can also choose a place for the first physical store and begin designing and arranging the layout. In year three, KOKO Rose Boutique will be able to assess the efficacy of its sustainability efforts and make changes as needed. The corporation can use sales data and consumer input to improve product offers and respond to shifting trends. KOKO Rose Boutique can open its first real store and use client input to develop. The corporation may potentially consider opening additional physical stores in crucial places. Overall, this timeframe can assist KOKO Rose Boutique in transitioning to a more sustainable, diverse, and customer-focused company model that can promote growth and success in the long run.

[bookmark: _Toc134091986]4.4 Benefits of proposed strategic direction for KOKO ROSE boutique
The recommended strategic path for KOKO Rose Boutique can be advantageous in a variety of ways. By emphasising sustainability, KOKO Rose Boutique may establish a reputation as an eco-friendly and socially responsible company, attracting clients who are increasingly concerned about environmental issues (Bocquet et al., 2019). Extending the product line and adding new categories can assist the company in diversifying its offers and catering to changing client needs, hence generating revenue and attracting new customers. Furthermore, opening physical stores can help KOKO Rose Boutique provide a unique shopping experience that cannot be replicated online, thereby strengthening customer relationships and increasing brand loyalty.

[bookmark: _Toc134091987]4.5 Potential Consequences
If the planned strategic directions for KOKO Rose Boutique are not implemented, the company may face significant long-term ramifications. Failure to prioritise sustainability can result in unfavourable publicity and the loss of environmentally sensitive clients. Similarly, failing to grow the product line can result in stagnation and the inability to attract new clients or respond to shifting market trends (Giyazova and Davlatov, 2021). Finally, failing to create physical storefronts limits the company's growth potential and prevents it from providing a unique shopping experience that can boost brand loyalty. Overall, not following the proposed strategic directions can leave KOKO Rose Boutique vulnerable to competitive pressures and customer demands, potentially leading to a decline in revenue and market share over time.
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