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[bookmark: _Toc153385958]Ⅰ.  Executive Summary

This report aims to comprehensively analyse the Happy Beds Company's strategy, including its strengths, weaknesses, opportunities, and threats (SWOT analysis) and external factors such as political, economic, social, technological, legal, and environmental (PESTEL analysis). Additionally, this report includes an Ansoff matrix and a new strategy recommendation.


[bookmark: _Toc153385959]Ⅱ. Introduction


1. [bookmark: _Toc153385960]The Happy Beds' history


Online retailer Happy Beds is committed to providing the best prices and service for beds and bedroom furniture. 2012 Happy Beds launched its website after being founded in Northern England in 2010. The company has maintained its core value of ensuring everyone can have a good night's sleep.

[image: ][image: Happy Beds | Quality Beds & Mattresses at Affordable Prices - Google Chrome]Figure 1: Happy Beds Website: https://www.happybeds.co.uk                                      
                                                                          Source: ( https://www.happybeds.co.uk, 2023)

Phone: 0333 444 0180      Email: ask@happybeds.co.uk       Address: PO Box 316 Dewsbury
                                                                                               WF13 9BW



Opening Hours:
Monday - 9 am to 5 pm
Tuesday - 9 am to 5 pm
Wednesday - 9 am to 5 pm
Thursday - 9 am to 5 pm
Friday - 9 am to 5 pm
Saturday - 9 am to 4 pm
Sundays and Bank Holidays - Closed



2. [bookmark: _Toc153385961]The Happy Bed's Strategy

The Happy Bed is a successful mattress brand that focuses on providing customers with a comfortable and enjoyable sleeping experience. In order to continue its growth and success, the company has developed a comprehensive strategy focusing on several key factors contributing to customer satisfaction.

Product Innovation

· One of the key strategies employed by The Happy Bed is its commitment to continuous product innovation. The brand understands that the bed is a central component of a good night's sleep, and it invests heavily in research and development to create cutting-edge mattresses that provide optimal comfort and support. The Happy Bed ensures its customers access the best products by staying ahead of the curve and introducing new features and technologies.

Customer Experience

· Another important aspect of The Happy Bed's strategy is its commitment to delivering an exceptional customer experience. When a customer enters a store or visits the website, the brand strives to provide a seamless and enjoyable shopping experience. This includes friendly staff, knowledgeable sales associates, and user-friendly websites that offer a seamless purchasing process. Additionally, The Happy Bed prioritises quick and hassle-free delivery and returns, ensuring that customers receive their products promptly and can return them if necessary.


Digital Marketing and social media

· In today's digital age, digital marketing and social media play a vital role in the success of any business. The Happy Bed recognises this and dedicates significant resources to its online marketing efforts. The brand engages with its customers through social media platforms like Facebook and Instagram, providing valuable insights, product information, and personalised recommendations. By leveraging the power of social media, The Happy Bed can establish a solid online presence, build trust, and expand its customer base.



3. [bookmark: _Toc153385962]Vision and Mission


3.1. Vision Statement

· The vision of Happy Beds is to provide high-quality and comfortable sleep products that promote well-being, relaxation, and a better quality of life. Through innovative designs, exceptional customer service, and a commitment to sustainability, we strive to be the go-to brand for sleep solutions.

3.2. Mission Statement

· Our mission is to create and deliver the perfect sleep experience for our customers. We strive to provide a wide range of beds, mattresses, bedding, and other sleep essentials that cater to individual needs and preferences. By offering superior comfort, durability, and value for money, we aim to be the go-to choice for customers seeking restful nights and rejuvenated mornings.


4. [bookmark: _Toc153385963]Values and Goals 

4.1. Happy Beds values the following:

· Customer Satisfaction: The company prioritises customer satisfaction above all else. They strive to understand and meet customer expectations by providing high-quality products and exceptional customer service.

· Quality: Happy Beds is committed to producing and delivering only the highest quality products. They source the finest materials and employ skilled artisans to ensure each product meets the highest standards.

· Innovation: Happy Beds embraces innovation and constantly seeks ways to improve its products and processes. They stay updated with the latest trends and technologies in the furniture industry to provide their customers with unique and innovative solutions.

· Sustainability: The company recognises the importance of sustainability in today's business world. They prioritise eco-friendly manufacturing processes, use recycled materials, and strive to reduce waste and energy consumption.

5. Company Goals

5.1. Happy Beds has the following goals:

· Growth: The company aims to continue its steady growth in the mattress and bedroom furniture market. They aim to expand their product range, increase market share, and attract new customers.

· Customer Retention: Happy Beds is committed to building long-term relationships with customers. They strive to exceed customer expectations, provide ongoing support, and ensure that their customers remain satisfied with their purchases.

· Green Initiatives: The company aims to reduce its carbon footprint further and positively impact the environment. They will continue implementing sustainable practices, investing in renewable energy sources, and promoting recycling and waste reduction.


· Employee Development: Happy Beds values the growth and well-being of its employees. They invest in employee training programs, promote a culture of continuous learning, and provide opportunities for career advancement
[bookmark: _Toc153385964]Ⅲ. Main body


1. [bookmark: _Hlk153368366][bookmark: _Toc153385965]PESTEL analysis of Happy beds

PESTEL analysis is a valuable tool for conducting an external analysis to identify macro-environmental factors impacting Happy Beds. By considering the political, economic, social, technological, environmental, and legal factors, the company can make informed decisions and adapt to the changing business environment.


[image: ]Figure 2: PESTEL analysis diagram
Source: (https://www.shopivo.com, 2023)


1.1. Political
· Government support: Happy beds can benefit from government support initiatives such as grants, subsidies, or favourable regulations that promote the growth and development of the hospitality sector.

· Trade policies: The company operates in a market with favourable trade policies, ensuring an uninterrupted flow of goods, services, and capital. This facilitates international trade and expansion opportunities.

· Regulatory compliance: Happy beds must comply with various regulations related to health and safety, environmental standards, and labour practices. Meeting these regulations is crucial for ensuring customer satisfaction and maintaining a good reputation.


1.2. Economic:


· Consumer spending patterns: Happy Beds monitor consumer spending patterns and adjusts product offerings accordingly. Understanding changing preferences and demands helps the company stay relevant and competitive.

· Inflation and currency fluctuations: Inflation and currency fluctuations can impact the company's production costs and selling prices. Happy beds need to manage these fluctuations effectively to ensure profitability and competitiveness.

· Supply and demand dynamics: The supply and demand dynamics in the bedding industry can directly impact Happy Beds. The company needs to analyse market trends and anticipate changes in demand to ensure adequate inventory and efficient production.



1.3. Social

· Changing consumer preferences: Social factors such as changing consumer preferences can impact Happy Beds, especially in the younger generation. The company must adapt to changing tastes and preferences by offering a diverse range of beds and bedding products.


· Environmental awareness: Happy Beds can position itself as a sustainable and environmentally friendly company. Implementing eco-friendly practices and using recycled materials in its products can help differentiate the company from competitors.

· Demographics and target market: Understanding the demographics and target market is crucial for Happy Beds. The company can develop tailored marketing strategies and product offerings by understanding the preferences and needs of different customer segments.


1.4. Technological

· E-commerce and online shopping: The rise of e-commerce and online shopping has revolutionised the bedding industry. Happy Beds can leverage online platforms to reach a wider audience and expand sales.

· Artificial intelligence and automation: Happy Beds can explore using artificial intelligence and automation to enhance its production processes, inventory management, and customer service.

· Social media marketing: Social media platforms have become powerful tools for promoting products and engaging customers. Happy Beds can harness the power of social media to build brand awareness, engage with customers, and drive sales.


1.5. Environmental

· Climate change and regulations: Climate change regulations and concerns can impact Happy Beds' operations and supply chain. The company must adapt its production processes and products to meet environmental standards and comply with environmental regulations.

· Energy efficiency and sustainability: Happy Beds can prioritise energy efficiency and sustainability in its operations, such as using renewable energy sources and eco-friendly materials. This can help attract environmentally conscious customers and support the company's sustainability goals.

· Waste management: Proper waste management is crucial for Happy Beds, as improper disposal of bedding products can harm the environment. The company can invest in recycling programs, reduce packaging, and promote eco-friendly packaging materials.

1.6. Legal

· Intellectual property protection: Happy Beds needs to protect its intellectual property rights, including patents, trademarks, and copyrights, to ensure its competitive advantage and prevent copycat products.

· Employment and labour regulations: Happy beds must comply with labour and employment regulations, including minimum wage laws, working hours, and employee rights. Compliance with labour laws ensures a fair and equitable work environment.

· Privacy and data protection: Happy Beds must prioritise customer privacy and data protection. The company must establish robust data security and privacy measures to protect customer information and prevent breaches.

· 


6. [bookmark: _Toc153385966]VRIN Model of Happy Beds

The VRIN (Value, Rarity, Imitability, Non-substitutability) model is a strategic planning tool that helps businesses identify their unique value proposition in the market. It is beneficial for companies that differentiate themselves based on intangible attributes. 



Figure 3:  VRIO model diagram

[image: ] Source: (https://strategicmanagementinsight.com, 2023)




1. Value

· Happy Beds' value proposition lies in its ability to provide high-quality and comfortable beds at affordable prices. The company's commitment to customer satisfaction is evident in its emphasis on sourcing the finest materials and crafting beds that cater to diverse sleep preferences and needs. Happy Beds' commitment to delivering exceptional value sets it apart from competitors who may offer similar products at lower price points.

2. Rarity

· Happy Beds' products are unique in their combination of style, comfort, and affordability. The company's extensive collection of beds and mattresses caters to a wide range of customers, including couples, individuals, and families. Happy Beds' focus on innovation and design allows it to introduce new products that continuously cater to evolving consumer preferences. This rarity factor contributes to the company's competitive advantage.

3. Imitability

· Happy Beds faces limited imitability due to its strong brand reputation and extensive product range. The company's emphasis on quality and durability has built trust and customer loyalty for years. Happy Beds' commitment to customer satisfaction and personalised service makes it difficult for competitors to replicate its offering. These factors contribute to Happy Beds' sustainable competitive advantage.

4. Non-substitutability

· Happy Beds' products are non-substitutable due to their unique comfort, style, and affordability blend. Customers often purchase Happy Beds' products based on recommendations from friends, family members, and online reviews. The company's commitment to customer satisfaction and its reputation for high-quality products make switching to alternatives complex. Happy Beds' non-substitutability makes it a preferred choice in the furniture market.





7. [bookmark: _Toc153385967]SWOT analysis of Happy Beds

A SWOT analysis is a method for identifying Strengths, Weaknesses, Opportunities, and Threats concerning business competition or project planning. Analysing the situation is sometimes referred to as assessing the situation.


[bookmark: _Hlk153369906]Figure 4: SWOT analysis diagram

[image: ]Source: (https://medium.com, 2023)



1. Strengths

· Strong brand recognition: Happy Beds has built a strong reputation in the market, with customers recognising the quality and value of its products. Wide range of products: Happy Beds offers a wide range of mattresses, bed frames, and other bedroom furniture, catering to different preferences and needs.



· Quality assurance: The company prioritises quality and ensures its products meet strict standards and are backed by a warranty.

· Excellent customer service: Happy Beds is known for its excellent customer service, providing prompt and helpful assistance.

· Convenience: The company has a user-friendly website and offers easy online ordering, making it convenient for customers to shop.

2. Weaknesses

· Limited geographical reach: Happy Beds operates primarily in the UK, which limits its customer base. Expanding into new markets would provide growth opportunities.

· Competitor advantage: Happy Beds competes with established brands in the bedroom furniture industry, which poses a challenge in gaining market share.

· High investment costs: Creating and maintaining a sizeable retail presence requires significant financial investment, which may not be feasible for all customers.

· Limited customisation options: While Happy Beds offers a wide range of products, it may not have sufficient customisation options to meet all customer needs.

3. Opportunities

· Online sales: With the increasing popularity of online shopping, Happy Beds can expand its reach by optimising its website for e-commerce and offering delivery services.

· International expansion: Expanding into new markets, such as continental Europe or North America, would provide opportunities for growth and diversification.

· Partnerships and collaborations: Collaborating with interior designers, furniture retailers, or home decor brands could enhance Happy Beds' visibility and attract new customers.

· Eco-friendly products: Embracing sustainable practices and offering eco-friendly products could appeal to environmentally conscious customers and help differentiate Happy Beds from competitors.



4. Threats

· Competition: The bedroom furniture industry is highly competitive, with established brands and new entrants vying for market share.

· Economic downturns: Economic downturns can affect consumer spending, impacting Happy Beds' sales and profitability.

· Changing customer preferences: Customer preferences and buying habits may evolve, requiring Happy Beds to adapt its product offerings and marketing strategies.

· Technology advancements: Advancements in technology, such as smart home products, may impact the demand for traditional bedroom furniture.




8. Strategic Growth Choices for Happy Beds in Markets


8.1. Market Expansion

· New Markets: Happy Beds can explore new markets by targeting regions or countries where it has not yet established a significant presence. This could include countries with similar consumer preferences and economic conditions. By diversifying its global footprint, Happy Beds can capture untapped growth opportunities and increase its market share.

· Online Expansion: With the growing popularity of e-commerce, Happy Beds can consider expanding its online presence to reach a more extensive customer base. Investing in an e-commerce platform and digital marketing strategies can help the company reach a wider audience and increase sales.




8.2. Product Innovation

· Product Differentiation: Happy Beds can develop unique products or features that differentiate it from competitors. This could include introducing innovative materials, designs, or functionalities. By offering unique products, Happy Beds can capture a larger market share and attract new customers.

· Sustainable Products: Happy Beds can prioritise developing and marketing sustainable products. This could include using eco-friendly materials or adopting sustainable manufacturing processes. Happy Beds can capture a growing market and drive brand reputation by appealing to environmentally conscious consumers.

8.3. Customer Experience Enhancement

· Enhanced Online Shopping Experience: Happy Beds can enhance its online shopping experience by providing user-friendly interfaces, improved search functionality, and streamlined checkout processes. Happy Beds can increase online sales and improve customer satisfaction by making it easy for customers to navigate its website and place orders.

· Personalised Customer Service: Happy Beds can improve customer service by providing personalised assistance and guidance. This could include offering personalised recommendations, offering live chat support, or implementing loyalty programs. By providing exceptional customer service, Happy Beds can differentiate itself from competitors and foster customer loyalty.



9. [bookmark: _Toc153385968]Porter's Generic Strategies of Happy Beds

[bookmark: _Hlk153371025]Porter's Generic Strategies, a renowned framework for analysing industries, provides valuable insights into companies' competitive positioning.






Figure 5: Porter's Generic Strategies diagram

[image: ]
       Source: (https://digitalleadership.com, 2023)



9.1. Differentiation Strategy

· Happy Beds focuses on differentiation as a generic strategy. Differentiation means offering a Unique Selling Proposition (USP) that differentiates the company from competitors. Happy Beds achieves differentiation by offering a wide range of high-quality mattresses and bedroom furniture at affordable prices. The company is committed to customer satisfaction and providing a comfortable sleeping experience. By offering diverse options, Happy Beds caters to different preferences and budgets, providing customers with choices that meet their specific needs.

9.2. Cost Leadership Strategy

· Happy Beds also employs the cost leadership strategy, which involves minimising costs while maintaining a high standard of product quality. Happy Beds can minimise production costs by sourcing materials from reliable suppliers and streamlining manufacturing processes. The company's focus on operational efficiency enables it to offer competitive pricing to its customers while still delivering high-quality products. Happy Beds leverages its size and economies of scale to achieve cost leadership, allowing it to provide competitive products and generate a profit.

9.3. Focus Strategy

· Happy Beds follows a distinct focus strategy focusing on a specific market segment or product category. Instead of trying to be all things to all people, Happy Beds specialises in mattresses and bedroom furniture. By narrowing its focus, the company can allocate resources more effectively and better understand its customers' needs and preferences. This strategy allows Happy Beds to develop deep expertise in the mattresses and bedroom furniture market, ensuring it can provide superior products and customer service.




10. [bookmark: _Toc153385969]Ansoff Matrix of Happy Beds

The Ansoff Matrix is a strategic planning tool that helps businesses identify growth opportunities. We can analyse the company's potential expansion strategies by applying the matrix to Happy Beds. The matrix comprises four categories: market penetration, market development, product development, and diversification.


Figure 6: The Ansoff Matrix Diagram

[image: ]              Source: (https://boolkah.com, 2023)

10.1. Market Penetration

Market penetration is a growth strategy where a company focuses on its existing market and tries to increase sales by targeting existing customers or expanding into new markets with existing products. For Happy Beds, this strategy could include:

· Increased Advertising: Investing in advertisements to attract new customers and raise awareness about the company's existing products.

· Promotional Activities: Offering discounts, loyalty programs, or value-added services to existing customers to encourage them to make repeat purchases.

· Product Customisation: Tailoring the company's products to meet specific customer needs and preferences.

10.2. Market Development

Market development is a growth strategy where a company seeks to increase sales by targeting new customer groups or new markets with its existing products. This strategy could include:

· International Expansion: Exploring new markets in other countries where Happy Beds is absent.

· Product Adaptation: Customising the company's products to suit customers' local needs in new markets.

· Partnerships: Collaborating with other companies or organisations to reach new customer segments.

10.3. Product Development

Product development is a growth strategy where a company tries to increase sales by introducing new products to existing markets. This strategy could include:

· New Product Launch: Introducing new products to cater to different customer segments or to address gaps in Happy Beds' current product portfolio.

· Product Enhancement: Continuously improve existing products by adding new features or functionalities.

· Technology Innovation: Investing in research and development to stay updated with industry trends and develop cutting-edge products.




10.4. Diversification

Diversification is a growth strategy where a company seeks to expand its product offerings by entering new markets or industries. 

· Diversification into Adjacent Markets: Exploring new markets similar to Happy Beds' existing markets but offering different products or services.

· Vertical Integration: Taking control of the entire production process or supply chain to gain a competitive advantage.

· Acquisitions: Acquiring other companies or brands that complement Happy Beds' existing products or services.




11. [bookmark: _Toc153385970]Strategic Clock model of Happy Beds

The Strategic Clock Model is a strategic planning tool that helps organisations identify and evaluate their current position, assess their competitive environment, and develop strategies for future growth and success. The Strategic Clock Model consists of four key quadrants, each representing a different stage in the strategic decision-making process. 


11.1 Current State: Happy Beds has a strong brand reputation and a loyal customer base, but its market share is declining due to increased competition. Strengths include a diverse range of products and a solid online presence. Weaknesses include limited international presence and ageing infrastructure.

11.2. Opportunity: Happy Beds could expand its product range to include adjustable beds, ergonomic mattresses, and furniture. Additionally, it could explore new markets through e-commerce channels.

11.3. Risk: Happy Beds faces competition from more prominent mattress manufacturers and online platforms. Adapting to changing consumer preferences and technological advancements poses a risk.

11.4. Strategy: To regain market share and stay competitive, Happy Beds should invest in research and development to introduce innovative sleep products. It should also enhance its digital presence through online marketplaces and invest in customer-centred marketing strategies.





[bookmark: _Toc153385971]Ⅳ. Strategic Recommendations for Happy Beds' Future Developments and Implementation

Happy Beds, a leading SME in the furniture industry, faces various challenges in implementing its strategic direction. These challenges often hinder the growth and success of small businesses. To navigate the complex landscape of competition, innovation, and market dynamics, Happy Beds must adopt strategic recommendations to overcome these obstacles and ensure its continued success. These recommendations will provide a framework for future growth and development.

1. Develop a Comprehensive Strategic Plan

Happy Beds must establish a clear and actionable strategic plan that outlines its business objectives, long-term goals, and strategic initiatives. This plan should align with the company's vision and values, ensuring all stakeholders are on the same page and working towards a common purpose. By defining clear objectives, Happy Beds can prioritise and allocate resources effectively.

2. Foster a Culture of Innovation

SMEs frequently face challenges when it comes to fostering a culture of innovation. However, innovation is crucial for survival and growth in a rapidly evolving market. Happy Beds should encourage a culture of innovation by allowing employees to share ideas freely, recognising and rewarding innovation, and providing the necessary resources and support for creativity. By fostering a culture of innovation, Happy Beds can stay ahead in the market and be more competitive.

3. Leverage technology

Technology has become an integral part of business operations in today's digital age. Happy Beds should leverage technology to streamline processes, enhance efficiency, and drive growth. Investing in e-commerce platforms, inventory management software, and customer relationship management systems can help Happy Beds improve its customer experience, enhance its online presence, and increase sales. Embracing technology can empower Happy Beds to overcome its limitations as a small enterprise.

4. Enhance Customer Experience

Happy Beds place a strong emphasis on customer satisfaction. However, SMEs often struggle to deliver the same customer experience as larger companies. Happy Beds should focus on providing exceptional customer service, personalised experiences, and convenient shopping options to differentiate itself. Implementing loyalty programs, offering extended warranties, and providing post-purchase support can help Happy Beds build strong customer relationships and foster brand loyalty.

5. Expand into New Markets

SMEs often have limited growth opportunities in their existing markets. Happy Beds should consider expanding into new markets and regions to leverage its brand and reach new customers. By diversifying its customer base and geographical reach, Happy Beds can reduce its dependence on a single market and minimise the impact of economic downturns. Conducting market research, identifying potential growth opportunities, and establishing strategic partnerships can help Happy Beds expand its presence effectively.


6. Build Strong Partnerships

SMEs often lack the scale of larger companies, making it challenging to access resources and capabilities. Happy Beds should build strategic partnerships with suppliers, manufacturers, and other industry players to address this issue. These partnerships can provide access to better products, reduced costs, and expanded distribution channels. By leveraging the strengths of others, Happy Beds can overcome its constraints and gain access to new opportunities.

7. Continuous Learning and Improvement

To stay competitive in a dynamic business environment, SMEs must continuously strive for improvement. Happy Beds should encourage a culture of continuous learning by fostering a mindset of curiosity, adaptability, and continuous improvement. Investing in training programs, attending industry conferences, and conducting regular internal assessments can help Happy Beds identify areas of improvement, adapt its strategies, and stay ahead in a rapidly changing industry. Implementing a strategic direction is crucial for the success of Happy Beds. By developing a comprehensive strategic plan, fostering a culture of innovation, leveraging technology, enhancing customer experience, expanding into new markets, building solid partnerships, and continuously learning, Happy Beds can overcome the challenges SMEs face and achieve their long-term goals. These strategic recommendations provide a roadmap for Happy Beds' future success in the highly competitive furniture industry.

[bookmark: _Toc153385972]Ⅴ. Conclusion

The Happy Beds Company's SME strategy focuses on building solid relationships with its customers, suppliers, and employees. By prioritising customer satisfaction, the company aims to differentiate itself from larger competitors by providing quality products tailored to its customers' specific needs. Additionally, Happy Beds Company emphasises the importance of efficient supply chain management and strategic partnerships with suppliers to ensure the availability of raw materials at competitive prices.












[bookmark: _Toc153385973]


Ⅵ. References 

Anon., 2023. Porter's Generic Competitive Strategies (ways of competing). [Online] 
Available at: https://www.ifm.eng.cam.ac.uk/
Association, S. B. I. D. & Institute, S. B., 1990. Journal of small business strategy.. Journal of small business strategy..
Barney, J. B., 2019. Strategic management and competitive advantage : concepts and cases. Harlow, England: Pearson.
Culp, M., 2012. Strategic Management. s.l.:World TechnologiesPUBLISHER.
Johnson, G., 2017. Exploring strategy: text and cases. Harlow, England: Pearson.
Lynch, R. L., 2018. Strategic management. Harlow, England: Pearson.
Management, A. o., 1963. The Academy of Management journal.. The Academy of Management Journal., p. 1.
Mango, A. t., 2023. The Clock Model framework. [Online] 
Available at: https://medium.com
Publications, S. & Publications, S., 1983. International small business journal.. International small business journal..
Whittington, R., 2020. Exploring strategy : text and cases. Harlow: Pearson.


2

image2.png
Happy beds-




image3.png
Happy is
a place.

enevetobea




image4.jpeg




image5.png
. Hoppy Beds | Qualty Beds & M. X

€ 5 C 0 & hpoybedscouk

Track Order | My Account  Sign In / Register

Happy beds* [ s @ e

own Bed

Mattresses  KidsBeds  KidsMattresses  Bedroom Fumniture  Headboards  Accessories Help & Advi

8 s e =

Beds&Bed Frames  Mattresses Divan Beds Kids Beds Storage Beds





image6.jpeg




image7.png
***

'I

J
Value Imitability

. , Rarity o Organization
'_I_|
@ ()





image8.png
WEAKNESSES THREATS

|

|

OPPORTUNITIES

STRENGTHS




image9.png
S SCOPE

BROAD SCOPE

NARROW SCOPE

PORTER’S GENERIC STRATEGIES

e

Cost Leadership Differentiation
Strategy Strategy

Focus Strategy Differentiation
Focus Strategy

cosT DIFFERENTIATION

“22 COMPETITIVE ADVANTAGE s

Digital
T B dership




image10.png
——— MARKETS

Ansoff Matrix

———————— PRODUCTS —M8M8M88F———
[ New ]
£
£ i
7
o) Market Product z
Penetration Development 2
=
,/“/ g
2
Market
Development

INCREASING RISK PETER BOOLKAH




image1.png
3
3

Prifysgol Cymru
¥ Drindod Dewi Sant

Y University of Wales
Trinity Saint David





