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[bookmark: _Toc513123506]EXECUTIVE SUMMARY
This report presents the formulation of Apple Inc next business strategy in an environment where market share is continually hard to gain. Analysis of internal and external environments are conducted through SWOT and Porter’s 5 forces models. The report addresses issues that globally affect Apple’s strategy directly or indirectly. The results of the analysis show that apple competitive advantage is one of its biggest strength that is threatened by competitors’ constant innovations and diversification into other industry. Results also suggest that Apple should continue to innovate and look for ways to grow its market share, but more importantly Apple should consider investment in other technology sectors. Apple’s strategy options development propose that Apple reduces its price in order to appeal to the lower end of the smartphone market, Apple should acknowledge the developments in AI and invest in the sector, Apple could also attempt to grow in the financial service market though it will encounter major issues. Opening its operating system to other manufacturers, implementing vertical integration and developing more products are also proposed as options the company could take. The limitation of the report is the general analysis of the company strategy instead of a meticulous analysis of each business operation which will yield more accurate results. 

















1. [bookmark: _Toc513123507]INTRODUCTION

We live in a world where technology is at the heart of everything we do. The rise of consumer electronics products has put us in a position where we are literally dependant on them most of the time. At least 2.3 billion people own a smartphone worldwide and 4 billion people have access to the internet (Statista , 2017). This increasing internet penetration means consumers electronic companies have to produce more devices in order to satisfy the growing demand in countries that are just getting access to the internet, and also develop new products or improve on the ones already existing in places where technological advances are high. Leading technology companies are therefore attempting to expand their reach, so they can get more customers and they are also looking for new ways to capture customers attention by developing new consumer electronic products that consumers will love. Apple is one of those companies which already has a great global presence and wishes to expand more in order to capture new customers and generate more revenue while ensuring the quality of its products continues satisfying customers. In order to do so, Apple must come up with a new well-developed strategy that will take the company to new heights.
Apple Inc is an American company technology company that operates globally and offers a variety of consumer electronic products and services such as: mobile phones, tablets, computers, music streaming, etc… The company was created in the 70s because its founder Steve Jobs had the idea that computers would become household device instead of just a business tool. The company struggled to make its mark in the 80s while Steve job was forced to leave. Apple continued to struggle in the 90s until Steve Jobs came back in 1997 and turned things around. Then in 2001 the iPod was launched and became Apple’s most successful product (Michaels, 2006), surpassing its computer business. Apple later entered the music business creating iTunes, a platform where songs and albums could be downloaded at a fee; The company later took a leap into the mobile phone market with the iPhone in 2007 which also broke sales record. Since then, Apple has also launched the iPad, the smartwatch and Apple music which were all successes. With such a successful story, it is hard to predict what strategy Apple will adopt in the future to keep is competitive advantage. 
This report aims to evaluate the current situation of Apple in order to find out how the company can develop its strategy for the years to come. This paper starts with an internal and external analysis of Apple using relevant auditing tools, then possible strategies are developed based on the results of the analysis and finally we take a look at the obstacles the company might face and how they can be overcome.


2. [bookmark: _Toc513123508]INTERNAL ANALYSIS

[bookmark: _Toc513123509]SWOT Analysis
The SWOT is a very popular tool used to evaluate the strategy of a company. It has an advantage in that it internally scrutinises an organisation’s resources and capabilities; it also examines the environment and identifies the organisation’s opportunities and threats (Coman & Ronen, 2009). Other researchers such as (Valentin, 2005; Pickton & Wright, 1998) believe that even though SWOT model is a good tool for organisation internal analysis, it has its flaws. Valentin’ s (2005) list of those flaws include: “inability of rank issues by order of priority, does not readily accommodate trade-offs, swots commonly muddle accomplishments and strengths”.
Apple is a multinational which operates in a multitude of businesses; in order to clearly represent the factors that surrounds the organisation, it is necessary to look at the company on a global scale i.e. while considering all of its businesses in one instead of considering each division separately. Therefore, this analysis only looks at elements that impact the whole company. Because the iPhone is Apple best-selling product, the report will focus on the smartphone part of the business more than other segments. Moreover, elements mentioned in the analysis have been selected because I believe are most important issues to address at Apple and only those are necessary for the strategy formulation of a strategy.

[bookmark: _Toc513123510]Strengths
· Market Leadership: Apple has in the last decade made numerous accomplishments that would make it the most successful company in the world. It is the most profitable company in the world, the largest by market capitalisation for the 6th year in a row, it is the most profitable company in the world (PwC, 2017). Moreover, its products and services are among the top performers in their categories; the iPhone is the 2nd most popular phone brand in the world (Reisinger, 2018), the iPad is the number one  in the world, iTunes is one of the largest music retailers in the world, Apple watch became the number one smartwatch in world in 2017 (IDC , 2018), and Apple music a music streaming service Apple recently launched in 2015 is now the second largest in the world (ifpif, 2017). This shows that Apple always succeeds at most of their endeavour, this position of competitive advantage on a global does put some pressure on the company to stay at the same level. Because Apple is the industry leader in so many sectors, they have the possibility to lead the whole industry towards their own direction. This however does not mean Apple can take any action without strategically planning it, following the process of a good strategy implementation is crucial for any market leader. The first quarter’s company report of 2018 shows that revenues were $88.3 billion, its highest ever, up 113% from the previous quarter and 13% from the same period in 2017 (Apple Inc, 2018), proving the company.

· Apple’s ecosystem: Apple continuously makes it harder for its customers to leave its ecosystem (Canada, 2012). Apple’s ability to seamlessly interconnect its products/services has been one of the biggest strategy success. Added to that, the experience, the ease to use (which they praise themselves for) of apple product, the premium feel all contribute to the reason why consumers love Apple. The company succeeded in creating desired offerings and features which locked customers in and created switching costs (Canada, 2012). This does not mean Steve Jobs from the beginning had a roadmap of the products he would follow; instead, his plan was to turn Apple into a digital hub where customers can seamlessly have access to the best technology. The ecosystem started with the launch of iTunes in January 2001, followed by the first iPod a few months later; making it easier for music buyers to store their music on a handheld device and listen on the go. It is also important to point out that iTunes was only available on Mac at first which meant only mac users could take full advantage of the iPod-iTunes experience, windows users waited until 2003 to get a version. This ecosystem has made customers loyalty one of the strongest points of the business with 90% customer Loyalty (Richter, 2014); the results of this loyalty can be seen through the products Apple has released the past 10 years, most of their products instantly becomes a hit because customers trust Apple’s ability to make the best consumer electronic products. Customers stand in queues for days, sometimes in freezing temperature just so they can get the next iPhone when it comes out (Guenette, 2012). In 2014 the company broke a milestone when launched the iPhone 6 and iPhone 6 Plus, selling 10 million handsets the weekend it was released (Apple Inc, 2014). 

· Apple’s Culture: Apple organisational culture is a major factor in its success. The culture of a company is the foundation on which everything is built, employees must thoroughly understand the culture in order to effectively do their duty within the company. According to Katzenbach, et al., (2012) the dependence of strategy effectiveness on cultural alignment should not be underestimated because “culture trumps strategy every time”. This means that as long as a company has not got their culture on point, their strategy cannot be effective. This is exactly what Steve Job knew from the early days of Apple, he wanted Apple to stand for something different than just a computer maker; he wanted to change the way people live through Apple’s products. Apple stands for excellence (it makes the best hardware matched by no other brand), creativity (it takes customers to places they would have never imagined), innovation (it creates new technology with great usability) and secrecy (its projects must stay secret until they’re unveiled). The company has always operated within that culture, and it gives it tremendous advantage over competition. But it is important to note that this culture of excellence could have certain risks; Apple was criticised for slowing down their previous phone models to make their batteries more efficient. A move that was badly received by customers who did not like that Apple wants to have that much control over their devices. (The Guardian, 2017) 

[bookmark: _Toc513123511]Weaknesses
Though Apple is the largest company in the world, it is not perfect, there are areas where the company struggles; while these flaws have not yet cost Apple to make dramatic changes in the company strategic vision and objective, it is necessary to address them. Here are some of Apple’s weaknesses:
· High Price points: Apple’s pricing strategy has been to position itself in the upper end of the market by setting its price higher than the competition. This led customers into deducting that these high prices must be the reflection of the superiority of Apple products. According to Mohammed (2017) “a key reason of Apple’s success involves using a premium price to set an expectation of excellence in consumers’ minds”. The iPhone x, the latest phone released by Apple is on average 20-30% more expensive than the latest Samsung phone. The same goes with the Mac, the iPad and the Apple watch. Though it has worked so far, this strategy is a threat to Apple because as markets become more saturated, the company will not be able to achieve the selling numbers it is it achieving now. This already shows in their latest report; Apple sold 1 million less iPhone in Q1 2018 compared to Q1 2017 (Apple Inc, 2018). Though this still resulted in higher revenue because of the expensive iPhone X, a same level of acceptance cannot be expected from customers in the future. Other mobile phone brands (Samsung, Xiaomi, Huawei, Google, etc…) are making phones that are considerably cheaper than iPhone. Added to that, Apple’s strategy to make its products unique and exclusive should be avoided in the future. For example, when the first iPhone was launched in 2007, Apple made a partnership with AT&T in the US and O2 in the UK, so they could be the exclusive carriers to distribute the iPhone to its customers (Giachetti, 2017). This proved to be an excellent strategy at the time, but it would probably not yield the same results in this era where carrier exclusive phones do not perform very well because they impose of mobile carrier to customers (Levi, 2015), which can negatively clash with consumer preferences.  

· Limited product catalogue: Apple’s product catalogue is not very long for a company that generates $229 billion in a year (Su, 2018). This could be seen as an advantage at first for the company as more care, time and effort is put into making each product the best it could be, but when looking at the long-term effects, this limited range of products can only be a weakness. Apple best product, the iPhone accounts for 70% of the total company’s revenue stream in the first quarter of 2018. Such a high dependency on a single product can be detrimental for the future for the company, given that it is involved in other ventures. If the iPhone was to lose the dominance it has over the market today, Apple Inc would struggle dramatically because all the other products/services offered by Apple are not enough on their own to make the company sustainable at the level it is at today. Companies such as Samsung on the other hand do not overly rely on one product to meet their revenue target. Samsung offers many product/services across multiple industries, namely: semiconductors, mobile communications, display panels, accounting for 19.8%, 23.5% and 10.5% of revenue respectively (Statista a, 2018). 

· Software Limitations: Apple is very proud company in terms of all the products they develop. It has been the case since the company was still in its early years, when apple decided to create its own operating system it would use for its computers (Bajarin, 2017). The strategy was not to use an operating system built by other computer makers, nor to let other computer makers use Apple OS. That philosophy has been kept by the Apple through the years until today. Unlike Microsoft, the biggest operating system in the world which decided to let other manufacturers use its operating system Windows now has the largest market share in computer operating systems at 82% (Statista b, 2018). Apple’s obsession over the control of everything it produces continues a big threat to the company, only Apple products can use its operating system which is very limiting. Opening its operating system to other phones and computer manufactures would considerably increase the company’s reach, even though it might compromise the ecosystem.  

[bookmark: _Toc513123512]Opportunities
· Apple’s services are constantly growing year after year, but sales in services are not as strong as that of products department; only accounting of 10% of total revenue. Apple services include cloud services, iTunes, Apple pay, the App store, Apple music etc… the services segment provide high margin and growth, with the smartphone segment is doing but at a slow rate due to the intense competition (Balakrishnan, 2018). There is an opportunity for Apple to strategically develop Apple pay, cloud services, etc…
· Apple also has the opportunity to enter new markets in technology or develop new product and services as it has done in the past. There has not been a revolutionary product at Apple since the iPad. Apple could look at products in the market that do not have a seamless usability and transform them, in order to make them part of its ecosystem. Moreover, given that Apple devices are used by more than 500 million people in the world, there is an opportunity here to use its platforms to bring new services to consumers. The reach of Apple is immense; therefore, it is possible to convince existing customers to buy new products or services.
· Because Apple has already dominated the high-end market for so long, it has now the opportunity to enter the affordable part of the market which is the biggest portion of the market. Lower prices would enable Apple to acquire more customers. Apple could also open its ecosystem by forming partnerships with other manufacturers; Letting other manufacturers uses its operating system for example would enable Apple to determine what other manufacturers can do with its resources, they could come up with ways of improving the ecosystem.

[bookmark: _Toc513123513]Threats
· The grow of the smartphone industry is the biggest threat to Apple. After market saturation Apple will find difficult to capture more market share.
· Companies like Google, Amazon, Microsoft and Samsung pose a threat to Apple. They are all present in the technology sector but do not only rely on their smartphone sales like Apple does. They might make the next breakthrough in technology before Apple does, which will give them considerable advantage.

3. [bookmark: _Toc513123514]External Analysis
The external Analysis examines the environment in which a company is operating by looking at all the elements that are out of the company’s control. Apple operates in many different technology areas, therefore it’s external analysis should consider all its operations that could potentially affect the company. The external analysis takes a look at how some stakeholders (customers, competitors, law makers and suppliers) and other factors in order to be constantly alerted about the changes in the industry. Failure to do so would put the company at risk of falling behind competition and lose competitive advantage. The External analysis in this paper if performed through the Porter’s five forces model.


[bookmark: _Toc513123515]Porter’s 5 forces
This model was developed by Michael E Porter in 1979 as a framework which would enable the assessment and evaluation of the strength and position of a company in terms of competitive advantage (Downey, 2007). During this analysis, the author will focus on issues they think need to be addressed to help the company determine its position in the market, and factors that might influence its grow, in order to formulate a strategy that improves its competitive advantage.


[bookmark: _Toc513123516]Intensity of rivalry within the industry
Samsung
Given that Apple in involved in many industry, it has man competitors that fight to gain more market share every day. In the mobile phone industry, Apple’s global market share is 19.2%. Its biggest competitor is Samsung, followed by other manufacturers such as Huawei and Xiaomei with 18.4%, 10.2% and 7% respectively. While Samsung does not have Apple’s customers loyalty and the seamless ecosystem, it does rely on its mobile revenue stream less than Apple does on theirs. Moreover, Samsung being highly invested in the display technology and semiconductor market happens to supply Apple with screens and microchips (The Economist, 2017). This supplier-customer relationship between the two companies gives Samsung leverage over Apple not only from a business point of view, but also from a customer point of view. It would hurt Apple customers’ perceived trust if they knew Samsung, Apple’s biggest competitor was making parts of the iPhone. On the other hand, it is fair to notice that both Apple and Samsung are benefiting from this relationship, “they need each other” (Kang, 2016). Samsung does have competitive advantage when it comes to mobile phone manufacturing as it successfully vertically integrates its supply chain giving it more control over processes.

Google
Another large Apple competitor is Google which is the second largest company in the world by market cap behind Apple, both companies are on the race to become the first trillion-dollar company (Ritholtz, 2018). Google largest revenue stream is online advertising, which contributes to more than 80% of its total revenue, but the company is also the highly invested in the smartphone industry. Google competes with Apple with products/services sus as Chromecast vs Apple TV, Google Home vs Home Pod, music and movies retailing, iPhone vs Pixel and Android vs iOS. Though Google phones haven’t captured enough market share yet (less than 1%), its operating system Android is the world’s largest smartphone OS with 85% market share (IDC, 2017). Google has gained so much market share because it decided to make its software opened to other mobile phones manufacturers, the trend in the industry is that almost all new companies entering the industry adopt Android OS, while Apple remains the only company using its iOS. Google does have the advantage here because its software has become the standard in the industry. In addition to that, Google constantly invests in companies and acquire others in order to keep its competitive advantage. Google acquired a large part of HTC design team in order to improve its smartphone business (Whitwam, 2018), it has also invested or merged more than 200 companies in the last two years, strengthening its presence in industries such as: Enterprise, Data and AI, Robotics and hardware (Google ventures, 2018). This is part of a larger strategic move Google is implementing, making sure it is present in all these industries will enable Google to quickly react to change in a particular industry i.e. it would be easier to develop into a new market where they’re already present rather than entering it from scratch. Vertical integration also a part of that strategy as Google would be able to take care of all the processes involved in the development of a new product or service. 

Amazon
Amazon is the largest online retailer in the world, and its main revenue generators are online retail, subscription services and Amazon Web Services (Amazon, 2018). Amazon might not seem like an Apple competitor at first, but when looked into, it is one of Apple’s rivals. The two companies compete on a few fronts: music streaming and numerous electronic products; In addition to that, Amazon is also in the race for the first trillion-dollar company; and according to (Randewich, 2018) Amazon will be the first company to reach that mark if it continues to grow at the same rate it has in the previous years with revenue growing by 42% between 2016 and 2017. Amazon is largely investing in its subscription services (amazon prime, amazon music and amazon movies). Amazon has taken advantage of its more than 100 million prime members and offered services like amazon music, by doing so Amazon has acquired more subscribers to its music service and now has 12 million members compared to Apple music 38 million subscribers (Heater, 2018). 
Amazon being the largest online retailer has to sell products of its competitors on its platform, including products that directly compete with its own products. In 2015 Amazon pulled Apple TV from its website because it did not offer easy access to amazon prime video; Amazon’s reason for removing Apple TV from its site was its inability to interact well with Amazon prime video (Carmody, 2015). Amazon did not add Apple TV back to its website until it could support Amazon prime video. In this case Amazon used its leverage to make Apple promote one of its services which it could not have if it did not have such a big online retail platform.

[bookmark: _Toc513123517]Bargaining power of suppliers
Apple has more than 200 suppliers with which it works for the acquisition of product parts and their assembly. The lack of vertical integration in Apple’s value chain means it has to constantly rely on suppliers for the production of its products. However, Apple often uses multiple companies to produce the same parts to prevent a fault from stopping the whole supply chain. So far Apple has not had a major issue concerning the inability of a supplier to deliver a product. With that being said, Apple’s only had one supplier (Samsung) produce the new OLED screen it used for its latest phone the iPhone X given that it was the only company that had a production plant large enough to produce the order; and given that Samsung has many years of experience with the OLED technology it was only right for Apple to take that decision. This does give Samsung High bargaining power over Apple, it could set prices as high as it likes, and Apple would have nowhere to go; hence why Apple is urgently looking for other manufacturers which can make the screen. Apple is reportedly investing in LG display division, so it can pass the manufacturing on to LG (Welch, 2017). Other suppliers such as music suppliers and components suppliers have lower bargaining power on Apple, they cannot dictate Apple on the cost of their product because Apple could find another supplier and since Apple’s orders are so large, it can negotiate good prices.

[bookmark: _Toc513123518]The bargaining power of buyers
Apple has a very strong customer base which are loyal and trustful to its products. Apple customers have proved over the years that the lower prices of the competition were not enough to make them switch brands.  While Apple’s mobile phones, smartwatches and computers cost considerably higher than competitors’, customers have remained with the brand. The biggest switching cost an Apple customer would endure is the change of operating system, the Apple ecosystem which is unique to Apple. Once a customer buys a phone from another brand, they won’t be able to have the same seamless interaction with an Apple watch or an Apple computer. Therefore, bargaining power of Apple customer is low.
[bookmark: _Toc513123519]Threat of new entrants
A new entrant would face considerable barriers if they wanted to compete with Apple. The technology industry requires tremendous amount of capital and resources for Research and development as well as marketing communication costs. However, companies that already operates in the technology sector such as a semiconductor or microprocessor manufacturer would not have as many barriers. With that being said, recent years have proved that newcomers can come and shake up the industry, Xiaomi is the proof of that. It was founded in 2010 in China and it now holds 8% of the world market (Baxi, 2018). This shows that a start-up can eventually become a giant even when there’s already strongly established in the industry. Getting there requires a lot of effort, patent infringement is a big issue for a start-up in the technology sector, resemblance with existing product could lead the founding company to charging the new entrant a fee or filing a complaint if there’s a resemblance in technologies. This could delay the launch of a product. In addition to that, new entrants do not usually have enough demand to exploit economies of scale, which prevents them from operating at minimum efficiency scale i.e. they’re not cost efficient. Before they reach that point, it is very difficult for a company to be profitable or competitive (Gupta, 1981).

[bookmark: _Toc513123520]Threat of substitute product
Given the volatility of the technology and rapid technological advances, it is fair to say that the threat of substitution of Apple products is High. The iPhone biggest rival, there’s are many equally good alternatives of products or services that would replace the iPhone, apple watch, Apple music, computers, etc… The fact that Apple isn’t overly dominant in any sectors shows that the nearest competitor can always grab more market share from Apple. Apple is fighting to keep the global position is has right now while other companies are constantly creating and innovating to make their products more interesting to customers.


4. [bookmark: _Toc513123521]Strategy Development

[bookmark: _Toc513123522]Strategy Matching Tools

[bookmark: _Toc513123523]SWOT Matrix
The swot matrix model is a tool that helps business analysts and managers develop strategies based on their firm’s strengths, weaknesses, opportunities and threats. Internal strengths are matched with external threats and opportunities, internal weaknesses with external threats and opportunities (David & David, 2016). 

Strength-Opportunities: Apple’s leadership position puts the company in a position of power, where any of their endeavour would be seen as a threat to competitors. Apple can take on the opportunity of growing its service business. As the most profitable company in the world Apple has the resources to invest and capture market share in an industry that’s still growing. Moreover, the company’s culture of excellence and innovation would help in tailoring the service in Apple standards.

Weaknesses-Opportunities: Apple weakness in product catalogue can be reversed by looking at the industry and identifying what products or services are most demanded by customers. Also watching competitors can inspire Apple to undertake new projects. In addition to that, the smartphone industry growth in developing countries means Apple can correct its high prices weakness by developing more affordable products for other parts of the world.

Strength-threats: Apple’s should not worry too much about competitor’s threat to because it has the resources to fight back any attack as long as its monitoring the industry unless a new disruptive product was developed by a competitor; in which case a reaction might take some time to be implemented. Customer Loyalty and Apple ecosystem would make it difficult for Apple to lose market share are a fast rate. Therefore, Apple should continue improving its ecosystem and loyalty programs.

Weaknesses-threats: This strategy is a defence mechanism which reduces internal weaknesses and addresses external threats. Apple could invest in new sectors to tackle its limited products problem and also reduce the competitive threat that Google and Amazon are creating. Investing in software development and AI could be a good choice for Apple.


[bookmark: _Toc513123524]Ansoff Matrix
It is a tool developed by Igor Ansoff which suggests that businesses growth can only be achieved if strategies are implemented within one of his 2 frameworks: market growth or product growth. The model presents four strategy option a company could adopt and also shows the level of risk of each strategy.
The lowest risk strategy which is market penetration recommends a company to sell product into existing markets as customers’ familiarity in the market is known. Market penetration aims to sustain or create market growth, this done through pricing strategies, extensive marketing communications. It also aims to fight competition and secure market leadership. Adopting this strategy means that Apple will have to be more aggressive in terms of advertising and promotion in areas its already operating in because consumer behaviour towards a product is probably already known. Apple could intensify on software and Artificial Intelligence part of its business.
The second strategy, product development lets a company develop new products in markets that already exist. It requires a fair knowledge of customer needs and research in order to create a new product that customers will feel the need to buy. Innovation is key in this strategy. Apple is known as one of the best innovators in the technology industry. If Apple was able to develop a new audio player and phone they can do it again. Choosing this strategy would mean that Apple would identify a market with enough potential to invest in and they will have to create added value to whatever product/service they choose. 
Market development is the strategy where the company attempts to sell products in new markets. Possible strategies include developing a product for different demographics, entering new geographical markets, attracting new market segments and the adoption of different distribution channels. Apple successfully implemented this strategy when they defined the iPad not only as personal device but a business one. They therefore entered that market which is now their biggest iPad market. Apple can now try to enter the developing countries markets where they could offer products at lower prices.
The final growth strategy diversification is the riskiest where a company enters a market in which it does not operate in. The lack of experience in the sector is a very big risk factor and businesses must ensure they do their due diligence before they embark on this strategy. Again, Apple has done this before therefore they know the process and difficulties involved in diversification.

5. [bookmark: _Toc513123525]Implementation and barriers
Implementing strategies is not an easy task, Businesses have to do a lot of research in order to determine whether a strategy is good or bad for them. This section of the reports looks at the strategy options Apple has, the barriers Apple might face during implementation and how to overcome those barriers.

Apple should invest in software development and AI to make sure its ahead of its competitors. These sectors are set to grow exponentially in the next few years, which is why Apple should take on this chance to invest itself in those sectors. The next wave of technology will be about incorporation AI into existing consumer electronics. Apple already has some experience in making its own OS and its basic AI Siri. But that won’t be enough if Apple wants a leadership position, there are already many advanced companies in the field of AI. Apple would have to highly invest in R&D and to make the process faster, it might need to acquire companies already invested in the sector; Apple will have to put its own twist on the product created to make it different from the competition’s. And if it could find a way to directly sell AI to consumer it would be ideal.
The same goes with Apple pay; given the number of iPhones in use the global market, Apple can easily increase its market share in the financial services market. It is obvious that big corporate banks will not let Apple take a slice of their market share that easily, which is why Apple could take over smaller financial institutions, so it can make a bigger impact in the industry.

Producing affordable products for the lower end of the market. Apple is totally capable of producing such devices; This move would give Apple an advantage because it already has high customer trust. Apple would have to reduce its marketing spending for these cheaper products because margins will be tighter. The demand for the product will be insanely high so Apple could produce the products in limited quantity in order to amplify customers desire to own the product. Another option for Apple would be to produce a limited-edition Apple phone which it will sell to people who have never been able to afford an iPhone or those who were sceptical about apple products. This strategy would convert most of these people into Apple users, those who will like the experience will stay with the company while those who cannot afford expensive iPhone will have higher purchase intention towards an iPhone. Making sure the produced phone is a one-time release only will insure that there is no shift of customers from the higher end of the market to the lower end.

The only way to regain market share over android would be for Apple to open its operating system to other phones manufactures. Forming partnerships with other brands will enable Apple to get more customers into its ecosystem which will profit the company more. This could be done by charging a premium fee to those companies willing to use the iOS because Apple consider its system the best. 

Apple should also consider manufacturing the major components it need for its products. At the moment Apple outsources all these processes to third party companies. Vertical integration would help Apple in a way that first of all it will stop relying on Samsung for its screens; It would give Apple greater control over processes while increasing supply chain coordination, and it will also decrease manufacturing cost in the long term. However, doing so could mean that Apple will lose focus on most important issues because these new processes will be distracting. 
 

6. [bookmark: _Toc513123526]Conclusion
This report’s objective was to evaluate Apple’s current strategic position and develop future strategies the company could adopt to ensure growth. An internal analysis showed that Apple’s financial position is ideal, the culture of the company and its competitive advantage are the main reasons for its success; though high prices and its ecosystem are some of its weaknesses. An external analysis showed that It has a strong presence overall, but competitors are fighting to gain more competitive advantage through innovation and diversification. A few business strategies were then developed using relevant business tools, based on the issues faced by Apple Inc. Finally, a brief implementation strategy is presented to show the company capability of implanting the strategies while looking at some barriers that will be faced. Though the report develops strategies, it does not guarantee their success, Apple Inc is instructed to do more research into each of the strategies before embarking with either of them. The limitation of this report is its inability to use multiple different models for strategy analysis and development. 
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