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Executive Summary 
The report has analysed the strategic direction of SMEs like Pharmacy2U in the UK market by focusing on differentiation and market penetration strategy. The business landscape is challenging due to multiple players for similar products/services. Moreover, ongoing changes in the preferences of the people are also reducing the product life cycle stages and accordingly increasing the business expenditures. The SMEs are finding it a challenge to enhance business survival due to funding aspects and a lack of strategic planning. Therefore, the report has analysed the determining factors of the business environment for analysing strategic growth choices of Pharmacy2U. Furthermore, the report has undertaken stakeholder analysis to sort out the expectations of the stakeholders associated with the business operations of Pharmacy2U. 
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[bookmark: _Toc132099376]1.0 Introduction 
The report aims to develop a sustainable business strategy for an SME (Pharmacy2U) based on strategic management frameworks and theories. Sustainable business practices ensure the longevity of the business and tend to create goodwill in the market. However, the business landscape is challenging due to multiple players for similar products/services. Moreover, ongoing changes in the preferences of the people are also reducing the product life cycle stages and accordingly increasing the business expenditure. SMEs are finding it a challenge to enhance business survival. Therefore, the report will identify the determining factors of business environment for analysing strategic growth choices of Pharmacy2U. Furthermore, the report will draw stakeholder analysis to sort out the expectations of the stakeholders associated with the business operation of Pharmacy2U. Lastly, the report will propose strategic recommendations as a part of the strategic direction of Pharmacy2U. 
[bookmark: _Toc132099377]2.0 Company background 
[bookmark: _Hlk132022977][bookmark: _Hlk132024638][bookmark: _Hlk132024697][bookmark: _Hlk132023001][bookmark: _Hlk132023415][bookmark: _Hlk132022807]Pharmacy2U is a popular online medicine company that is operating in the UK since 2000. The total number of employees employed at Pharmacy2U is around 200 approximately (Pharmacy2U, 2023). The company is having headquarter located in Leeds, UK. Moreover, the services of Pharmacy2U include safe and secure online doctor consultation in the UK, selling medicines, serving repeat prescriptions of NHS, online delivery service, etc. The customers have to create a virtual account with Pharmacy2U through a website or mobile application initially to get the services. People are finding it convenient to order their medicine from Pharmacy2U.  The pharmacy team of Pharmacy2U used to check and dispense the prescription ready for delivery. Moreover, reminders for repeat purchases of the medicines are provided to the customers. 
[bookmark: _Toc132099378]3.0 Role of SMEs in the UK economy 
Small and medium sized businesses (SMEs) in the UK is a pillar of the UK economy as it plays a key role in economic growth and employment opportunities. Accordance to a Government report, currently there are 5.5 million small and medium-based businesses operating in the UK (Bank, 2020). Currently, 99% of the business population is accounted for by SMEs in the UK. However, the report has claimed about the skill shortages and funding issues after the COVID-19 pandemic has affected 60% of the business turnover of SMEs in the UK (Bularafa, 2021). SMEs operating in the UK have supported employment opportunities by directly contributing to 16.3 million people. Therefore, 44% of the British workforce is working with SMEs in the UK (Dimson, 2021). Furthermore, the total business turnover of SMEs in the UK has reached £2.3 trillion in the year 2021. 
[bookmark: _Toc132099379]4.0 Key challenges encountered by SMEs in the UK 
The SMEs of the UK are encountering a series of challenges like high rates of inflation, rising living costs, less consumer spending, volatility of the market, socio-economic uncertainty, skill shortages, etc (Asteriou, 2019). The cost of living is impactful on consumer spending and eventually reduces the business turnover of SMEs. Moreover, SMEs are also facing issues to achieve ‘Net Zero’ as a part of sustainable business practices due to a lack of planning and guidance. Therefore, SMEs are opting for new business models like Strategic Alliance and Partnerships to overcome business challenges. Furthermore, SMEs are also instilling technological development to drive operational efficiency. 
[bookmark: _Toc132099380]5.0 Current strategic direction of Pharmacy2U
[bookmark: _Hlk132022775]Pharmacy2U is an online pharmacy service that provides safe and secure online doctor consultations to people in the UK along with selling medicines, serving repeat prescriptions of NHS, and online delivery service, etc. (Pharmacy2U, 2023). The mission of Pharmacy2U is to put the ‘customers’ in the central position of the strategy to provide a superior value proposition. Pharmacy2U is the first distance-selling pharmacy service established in the UK. The clinical excellence of Pharmacy2U is a part of award-winning technology that improves the lives of patients. With the online doctor service, Pharmacy2U offers secure and safest consultation service to patients from an experienced UK GP. The convenient service of Pharmacy2U is confidential to the people that are purchasing. Furthermore, low prices for genuine medicines in the UK are offered by Pharmacy2U. Moreover, the vision of Pharmacy2U is to allow people to get an affordable, safest, and most convenient medical service that includes purchasing medicines, consulting doctors, and booking vaccines. The values of Pharmacy2U include integrity, passion, innovation, and convenience. The innovative market-leading technology of Pharmacy2U is supporting customers to get an integrated medical service conveniently. Moreover, Pharmacy2U respects the dignity and privacy of the customers by providing the safest and most secure online doctor consultation service. In the terms of business objectives, Pharmacy2U is providing information as a part of health assessment and treatment services at an affordable price to the patients in a convenient way. The business model of Pharmacy2U is a liaison between the patient with GPs by dispensing centrally and delivering the services directly to their homes. The clinical excellence provided by Pharmacy2U can make the patient happier as well as healthier. Moreover, the goal of Pharmacy2U is to deliver appropriate information regarding health assessment at an affordable price by allowing convenient choices. Pharmacy2U has undertaken business expansion planning in the UK by raising a total of £57M at the 3 rounds of investment from private equity. The opening of the new facility in the year 2021 allows Pharmacy2U to dispense around 7.5 million items in a year (Pharmacy2U, 2023). The services of Pharmacy2U are dedicated to providing safe and secure online doctor consultation services in the UK along with selling medicines, serving repeat prescriptions of NHS, and online delivery service, etc. Currently, customers have to create a virtual account with Pharmacy2U through a website or mobile application initially to get the services. Pharmacy2U is trying to bring flexibility in ordering medicine from the mobile application by focusing on subscription services. Pharmacy2U is trying to woo customers with a sales promotion strategy by offering discounts. Moreover, faster delivery service and confidential doctor consultation services are the unique selling proposition of Pharmacy2U. People across the UK are preferring online retail services due to convenience. Furthermore, the proliferation of the internet and smartphone penetration has raised the popularity of online services. In consideration of digital culture, Pharmacy2U has improved its capacity and operational process to achieve the desired profitability. 
[bookmark: _Toc132099381]6.0 Business environmental scanning (Internal and External) 
Business Environment is the combination of events, condition, and situation that influences business activities and growth (Bryson, 2019). Moreover, the business environment consists of external and internal factors that affect the ability of the business firm in achieving the desired profitability. 
[bookmark: _Toc132099382]6.1 PESTLE Analysis  
External business factors comprise uncontrollable events and contexts that are impactful to the business operation. PESTLE Analysis is the strategic business management framework that identifies the external business factors affecting the business operation in a specific market (Mintzberg, 2017). The purpose of PESTLE analysis is to detect the key influences that influence the business decision-making process of the organisation. In the context of the UK pharmacy market, the following factors that influence Pharmacy2U are as follows: 
· [bookmark: _Hlk132024731][bookmark: _Hlk132024757]Political factors: Political intervention in the UK like Brexit formation has influenced business operations. The Brexit formation has increased complexities towards immigration policies of the EU workers in the UK. The skill gap created after the Brexit formation has affected the talent pool of the UK. The complexities in the immigration policy have restricted UK-based operations to hire EU workers. The skill shortages and funding issues after the COVID-19 pandemic have affected 60% of the business turnover of SMEs in the UK. Moreover, the Government of the UK has implemented an unprecedented 27% payback rate on the NHS sales of branded medicines in the year 2023 (EC, 2020). However, the UK Government has initiated a Brexit-EU trade deal to remove the restrictions and difficulties. Moreover, the UK Government has reduced the interventions to encourage business investments. Therefore, the initiatives of the Government related to the political scenario of the country are impactful to the business operation of Pharmacy2U. 
· [bookmark: _Hlk132024804][bookmark: _Hlk132024825]Economic factors: The unstable economic scenario of the UK can be observed from the rising rate of inflation. The inflation rate currently in the UK has reached 11% in the year 2022 and thereby affected consumer spending (Ansoff, 2018). The cost of living in the UK has increased due to rising procurement costs after the invasion of Russia into Ukraine. The consumers are cutting their annual budget and eventually affecting the business turnover of the organisation. However, the pharmacy sector of the UK has contributed $10 billion to the UK’s economy. In a report, it has been observed that customers in the UK used to spend 11 billion British pounds on pharmaceutical products. The overall sales of the pharmaceutical business in the UK have evidenced a strong growth of 14% in the year 2021 after the outbreak of the COVID-19 pandemic (Asteriou, 2019). In the present scenario, the pharmaceutical sector of the UK has the opportunity to grow due to consumer awareness after the outbreak of the COVID-19 pandemic. Therefore, economic uncertainty can affect business turnover but the overall pharmacy sector of the UK is growing due to increased consumption of medicines. 
· [bookmark: _Hlk132024873]Socio-cultural factor: The cultural shift along with the fast alteration of tastes and preferences of people across the people is impactful to the business decision-making process. People across the UK are preferring online retail services due to convenience. The demand for the online pharmacy sector has increased in the UK which can be recorded from the projected revenue of around US$0.89bn within the year 2023 (Bowman, 2019). The CAGR annual growth rate has been projected around 8% within the year 2027 can be observed in the online pharmacy sector. Furthermore, the people around 40% will shift to online pharmacy services in the UK by 2027. Therefore, the opportunities for Pharmacy2U are high in the UK due to the current taste and preferences of the people. However, the high recurring cost owing to the shortest life cycle of the product is impactful on the business expenditure of Pharmacy2U. 
· [bookmark: _Hlk132024913]Technological factor: The proliferation of the internet and the high usage of smartphones have raised the popularity of online pharmacy services in the UK. The annual growth rate of the online pharmacy sector has been projected around 8% within the year 2027 (Buysse, 2018). The people can order their medicines or book an online doctor consultation through the website or mobile application of Pharmacy2U. The services of Pharmacy2U are dedicated to providing safe and secure online doctor consultation services in the UK along with selling medicines, serving repeat prescriptions of NHS, and online delivery service, etc. In the UK, 88% of the population has a smartphone (Statista, 2022). Furthermore, social media networks and digital marketing tools have enabled companies to reach the target audience easily. Hence, Pharmacy2U has abundant opportunities to explore the UK market with the support of technological factors. 
· [bookmark: _Hlk132024948]Legal factor: The compliances related to pharmacy like prescription verification and meeting the authenticity benchmark the issues encountered by the online pharmacy businesses in the UK. The regulatory norms initiated by General Pharmaceutical Council (GPhC) have influenced the business operation process of Pharmacy2U (Hillman, 2019). The unauthorised distribution and selling of substandard medicines without the presence of valid prescriptions are treated as illegal. Cyber doctors are monitored by the Government to reduce malpractices in selling medicines in the UK. Therefore, legal factors are directly influencing the business operation and administrative activities of Pharmacy2U. 
· [bookmark: _Hlk132025023][bookmark: _Hlk132025044]Environmental factor: The pharmacy sector is exposed to maximum waste and pollution aspect due to the improper disposal of drugs along with medication waste. However, Pharmacy2U has changed the perspective of the pharmacy sector by reaching the customer through online channels. The multi-channel business perspective has enabled Pharmacy2U to reduce environmental pollution by replacing the conventional approaches to selling medicines (Bowman, 2019). Moreover, the UK Government is also supporting businesses to implement sustainable business measures for reducing the pollution level. Therefore, focusing on sustainable business measures can create goodwill in the market. Generation Z customers that are preferring online services are selecting sustainable brands. Sustainability ensures that businesses are socially responsible and focus on the betterment of the people. The environmental factor influences the business operation to replace the conventional approach to ensure the implementation of sustainable business operations. Hence, Pharmacy2U has to support sustainable business operations to achieve business goodwill. 
[bookmark: _Toc132099383]6.2 SWOT analysis 
SWOT analysis is a commonly used strategic assessment technique to explore the strengths, weaknesses, opportunities, and threats of a business (Boyne, 2019). The purpose of SWOT analysis is to support the business in identifying the weakness and threats for capitalising on the key strengths and opportunities. In the context of Pharmacy2U, the following SWOT analysis has been identified: 
	Strengths
[bookmark: _Hlk132023133]Pharmacy2U is an online pharmacy service that provides safe and secure online doctor consultations to people in the UK along with selling medicines, serving repeat prescriptions of NHS, and online delivery service, etc. (Pharmacy2U, 2023)
[bookmark: _Hlk132023107]The clinical excellence of Pharmacy2U is a part of award-winning technology that improves the lives of patients. 
The innovative market-leading technology of Pharmacy2U is supporting customers to get an integrated medical service conveniently.
	Weaknesses
The trustworthiness among the people regarding the services of Pharmacy2U is less due to the non-trained pharmacists. 
The acceptance of the people regarding the services of Pharmacy2U is low due to the unsafe delivery of medicines. 
The low prices of medicines influence the perception of people regarding the consumption of fake medicines. 

	Opportunities
· The demand for the online pharmacy sector has increased in the UK which can be recorded from the projected revenue of around US$0.89bn within the year 2023. Moreover, the CAGR annual growth rate has been projected around 8% by the year 2027 (Gray, 2021). 
· In the terms of convenience, people can order their medicines or book an online doctor consultation through the website or mobile application of Pharmacy2U. 
· The proliferation of the internet and smartphone penetration has raised the popularity of online pharmacy businesses in the UK. 
	Threats
· The extensive competition between brick-and-mortar stores and online services has influenced the business growth of Pharamcy2U. 
· [bookmark: _Hlk132025518]People are preferring to buy medicines over the counter due to the lack of trustworthiness towards online pharmacy services. 
· The political instability in the UK due to the Brexit formation has affected the recruitment process of EU workers. Moreover, economic fluctuations owing to the rising inflation rate are another area of business threat to Pharmacy2U (Hosmer, 2019). 




[bookmark: _Toc132099384]6.3 VRIO analysis 
VRIO analysis is a part of the evaluation that measures the efficiency of the internal resources to attain competitive advantage (Boyd, 2019). Moreover, the resources that are rare, valuable, inimitable, and organised can help the organisation to achieve the desired market position. From the organisational perspective of Pharmacy2U, the VRIO analysis is as follows: 
· [bookmark: _Hlk132025550]Valuable: Pharmacy2U is the first distance-selling pharmacy service established in the UK. The clinical excellence of Pharmacy2U is a part of award-winning technology that improves the lives of patients (Heracleous, 2019). With the online doctor service, Pharmacy2U offers secure and safest consultation service to patients from an experienced UK GP. The reminders for repeat purchases of the medicines are provided to the customers by Pharmacy2U. Moreover, the doorstep delivery service of Pharmacy2U creates value for the customers. 
· Rare: Pharmacy2U is a popular online medicine company that is operating in the UK since 2000. The customers have to create a virtual account with Pharmacy2U through a website or mobile application initially to get the services. People are finding it convenient to order their medicine from Pharmacy2U (Grunig, 2019).  The pharmacy team of Pharmacy2U used to check and dispense the prescription ready for delivery. Moreover, low-priced medicines are offered to the people. 
· Inimitable: The clinical excellence of Pharmacy2U is a part of award-winning technology that improves the lives of patients. Moreover, Pharmacy2U is an online pharmacy service that provides safe and secure online doctor consultations to people in the UK along with selling medicines, and serving repeat prescriptions of NHS (Kaplan, 2019). Therefore, services like online doctor consultations and selling medicines at affordable prices are inimitable. 
· Organised: The integrated operational process of Pharmacy2U enhances organisational productivity due to the accessibility of real-time information (Lynch, 2019). The pharmacy team of Pharmacy2U used to check and dispense the prescription ready for delivery. Moreover, reminders for repeat purchases of the medicines are provided to the customers. 
[bookmark: _Toc132099385]6.4 Critical Analysis of External and internal business environment 
The business environment consists of external and internal factors that influence and affect business operations (Bonn, 2019). Pharmacy2U is an SME operating in the online pharmacy sector since 2000. The total number of employees employed at Pharmacy2U is around 200 approximately. The company is having headquarter located in Leeds, UK. Furthermore, the key services of Pharmacy2U include safe and secure online doctor consultation in the UK, selling medicines, serving repeat prescriptions of NHS, online delivery service, etc. Political intervention in the UK like Brexit formation has influenced business operations (Asteriou, 2019). Moreover, the Brexit formation has increased complexities towards immigration policies of the EU workers in the UK. The complexities in the immigration policy have restricted UK-based operations to hire EU workers. Therefore, Pharmacy2U can fail to recruit cheap employees from EU states. The inflation rate currently in the UK has reached 11% in the year 2022 and thereby affected consumer spending (Buxton, 2021). The cost of living in the UK has increased due to rising procurement costs after the invasion of Russia into Ukraine. The consumers are cutting their annual budget and eventually affecting the business turnover of the organisation. Therefore, economic uncertainty can affect business turnover but the overall pharmacy sector of the UK is growing due to the increased consumption of medicines. The socio-cultural factor is positive for online pharmacy business in the UK. As per the market report, the CAGR annual growth rate has been projected around 8% within the year 2027 can be observed in the online pharmacy sector. Furthermore, the people around 40% will shift to online pharmacy services in the UK by 2027 (Alwon, 2021). In the context of technological factor, the proliferation of the internet and the high usage of smartphone has raised the popularity of online pharmacy services in the UK. The annual growth rate of the online pharmacy sector has been projected around 8% within the year 2027. The people can order their medicines or book an online doctor consultation through the website or mobile application of Pharmacy2U. Based on legal aspects, the regulatory norms initiated by General Pharmaceutical Council (GPhC) have influenced the business operation process of Pharmacy2U (Clark, 2019). The unauthorised distribution and selling of substandard medicines without the presence of valid prescriptions are treated as illegal. Lastly, the environmental factor has influenced Pharmacy2U to introduce sustainable business practices in the UK. Pharmacy2U has changed the perspective of the pharmacy sector by reaching customers through online channels. The multi-channel business perspective has enabled Pharmacy2U to reduce environmental pollution by replacing the conventional approaches to selling medicines. Moreover, Generation Z customers that are preferring online services are selecting sustainable brands. Therefore, Pharmacy2U can appeal to such customers with the introduction of sustainable business practices. 
On the contrary, the trustworthiness among the people regarding the services of Pharmacy2U is less due to the non-trained pharmacists (Lewis, 2019). The acceptance of the people regarding the services of Pharmacy2U is low due to the unsafe delivery of medicines. People are preferring to buy medicines over the counter due to the lack of trustworthiness towards online pharmacy services. Moreover, the low prices of medicines influence the perception of people regarding the consumption of fake medicines. However, Pharmacy2U is the first distance-selling pharmacy service established in the UK. The clinical excellence of Pharmacy2U is a part of award-winning technology that improves the lives of patients. With the online doctor service, Pharmacy2U offers a secure and safest consultation service to patients from an experienced UK GP (Kleinman, 2020). People are finding it convenient to order their medicine from Pharmacy2U.  The pharmacy team of Pharmacy2U used to check and dispense the prescription ready for delivery. Moreover, low-priced medicines are offered to the people. The reminders for repeat purchases of the medicines are provided to the customers by Pharmacy2U. Moreover, the doorstep delivery service of Pharmacy2U creates value for the customers. 
[bookmark: _Toc132099386]7.0 Justification for strategic growth choices for SMEs and Proposing a new strategy
Strategic Growth choices focus on the selective direction of the business that helps to attain competitive advantage (Parnell, 2020). The competitive market of online pharmacy in the UK due to the presence of online players like UKMeds, Direct Pharmacy, Chemist 4 U, Life Pharmacy, Lloyds Pharmacy, etc. have increased the rivalry. Furthermore, the customer confidence to purchase medicines and select online doctor consultation services is influenced due to the conventional mindset of the people. However, the business opportunities of Pharmacy2U are high in the UK due to the forecasted growth rate and proliferation of the Internet as well as the rising digital culture. The annual growth rate CAGR has been projected around 8% within the year 2027 can be observed in the online pharmacy sector. Furthermore, the people around 40% will shift to online pharmacy services in the UK by 2027 (Nucciarelli, 2020). Therefore, focusing on specific strategic choices can be effective for Pharmacy2U to achieve the desired competitive advantage. 
[bookmark: _Toc132099387]7.1 Porter’s Generic Strategy 
[bookmark: _Hlk132097000]Porter’s Generic Strategies are the combination of strategic choices that support the organisation to achieve a competitive advantage (Asteriou, 2019). The purpose of Porter’s Generic Strategy is to focus on the specific direction that can provide a competitive edge to the businesses. In the context of Pharmacy2U, Porter’s Generic Strategy consist of three primary choices like differentiation, cost leadership, and focus. Under the differentiation strategy, the organisation used to emphasis to create differentiating products/services that can appeal to the target market efficiently. The differentiation in the business can support the organisation to attract new customers for increasing revenue generation. In consideration of anticipated growth in online pharmacy service in the UK, Pharmacy2U can try to woo customers with a sales promotion strategy by offering discounts and redeemable points. Moreover, faster delivery service and confidential doctor consultation services can create a unique selling proposition for Pharmacy2U in the UK health market (Bowman, 2019). The differentiation enhances uniqueness among the product and increases the acceptability in the market. Pharmacy2U can focus on innovation and customer feedback to bring differentiation to the service portfolio. Moreover, differentiation in the market requires extensive market research to add new features and introduce new products in the market. The cultural shift along with the fast alteration of tastes and preferences of people across the people is impactful to the business decision-making process. People across the UK are preferring online retail services due to convenience. The demand for the online pharmacy sector has increased in the UK which can be recorded from the projected revenue of around US$0.89bn within the year 2023 (Boyd, 2019). Furthermore, the multi-channel distribution strategy of Pharmacy2U can support a differentiation strategy to create desired competitive advantage in the UK pharmaceutical market. So, the differentiation strategy can create interest among people in considering Pharmacy2U services. 
[bookmark: _Toc132099388]7.2 Ansoff Matrix
Ansoff Matrix is a strategic planning tool that supports the organisation in selecting strategic growth choices for the business operation (Lewis, 2019). Moreover, future business growth strategies can be formulated with the Ansoff Matrix. 
[image: ]
Ansoff Matrix 
Source: https://www.smartinsights.com/ 
[bookmark: _Hlk132097038]The ‘market penetration strategy’ will be effective for Pharmacy2U in the UK market. Presently, the annual growth rate of the online pharmacy sector has been projected around 8% within the year 2027 (Lynch, 2019). The people can order their medicines or book an online doctor consultation through the website or mobile application of Pharmacy2U. The growth rate of online pharmacy services will be increased by 8% within the year 2025 in the UK (Nucciarelli, 2020). So, the market penetration strategy will be rational for Pharmacy2U to attain a competitive edge in the market. The concept of market penetration strategy is to accelerate the sales of existing products in the same market. Pharmacy2U will sell the products into an existing UK market by increasing the marketing efforts and streamlining the distribution process (Boyd, 2019). The market penetration strategy helps to acquire new customers in the existing market. Moreover, slightly decreasing the price or developing new sales promotion techniques can be impactful to Pharamcy2U in the online pharmacy market. The online pharmacy market is occupied by different players like UKMeds, Direct Pharmacy, Chemist 4 U, Life Pharmacy, Lloyds Pharmacy, etc. Therefore, selecting a specific marketing strategy to enhance superior customer value proposition is effective for Pharmacy2U in the UK market. 
[bookmark: _Toc132099389]7.3 Bowman’s Strategic Clock
Bowman’s Strategy Clock is a strategic positioning tool for the business to select based on the price and perceived value (Dimson, 2021). Therefore, a comprehensive strategy to support the business in selecting a specific position in the marketplace can be spotted from Bowman’s strategy clock model. 
[image: ]
Bowman’s Strategy Clock
Source: https://bstrategyhub.com/ 
[bookmark: _Hlk132097125]In the context of Pharmacy2U, the ‘hybrid position’ will be effective to cater to the online pharmacy sector of the UK. The hybrid strategy is the combination of low price and moderate differentiation to add value to the customers (Lynch, 2019). The customers will prefer Pharmacy2U due to slightly lower prices and moderate differentiation of the product. The clinical excellence of Pharmacy2U is a part of award-winning technology that improves the lives of patients. With the online doctor service, Pharmacy2U offers secure and safest consultation service to patients from an experienced UK GP. People can find it convenient to order their medicine from Pharmacy2U.  The pharmacy team of Pharmacy2U used to check and dispense the prescription ready for delivery. Moreover, low-price medicines can be offered to people as a part of the hybrid strategy. 
[bookmark: _Toc132099390]8.0 Stakeholder analysis
Stakeholder Analysis is a strategic management tool that identifies the people or groups associated with the decision-making process of the organisation (Hosmer, 2019). The influence and interest of the groups/people within the organisation can be analysed from the stakeholder analysis. The expectations of the stakeholders can be analysed from Stakeholder Mapping. Moreover, the purpose of Stakeholder Mapping is to understand the role of stakeholders associated with the decision-making process of the organisation. Hence, the extent to which the stakeholders are influencing the business operation of Pharmacy2U can be analysed with Stakeholder Mapping. 
[image: ]
Stakeholder Mapping
Source: https://www.nngroup.com/articles/stakeholder-analysis/ 
· Investors: The investors hold a high interest and power dimension in the organisation as they finance the business operation to achieve desired competitive advantage in the market. Presently, Pharmacy2U has two business investors like Business Growth Fund and G Square. Moreover, Pharmacy2U has raised around £57m in the year 2022 for adopting the market expansion planning (Bank, 2020). Therefore, investors to be ‘managed closely’ to ensure a high return on their investment. 
· Customers: Customers are the primary source of revenue generation for the organisation. Presently, the annual growth rate of the online pharmacy sector has been projected around 8% within the year 2027. Therefore, providing convenience and value to the customers is imperative to achieve desired profitability (Dimson, 2021). Moreover, the customers have high power and low interest in the organisation. Hence, ‘keeping satisfied’ by delivering a superior value proposition can be spotted. 
· Employees: The strategic resources of the company are the employees. Presently, 200 employees are working with Pharmacy2U. The effort and contribution of the employees are important to maintain consistency in productivity (Bonn, 2019). Therefore, the management of Pharmacy2U has to maintain open communication in the workplace by keeping the employees informed about the changes in the operational process. 
· Competitors: The online pharmacy market is occupied by different players like UKMeds, Direct Pharmacy, Chemist 4 U, Life Pharmacy, Lloyds Pharmacy, etc. The competitors are segmented into low-interest and power positions of stakeholder mapping (Parnell, 2020). Therefore, ‘monitoring’ the activities and movement of competitors of the business is required to stay ahead of the competition. 
[bookmark: _Toc132099391]9.0 Strategic Recommendations 
Strategic Planning will be an ideal strategy for Pharmacy2U to overcome the challenges like manpower retention, high operational cost, and fast changes in the taste and preferences of the customers. Under strategic planning, a clear direction of the business needs to be focused on by identifying the goals and objectives. 
The differentiation strategy in the business can support Pharmacy2U to attract new customers for increasing revenue generation (Kleinman, 2020). In consideration of anticipated growth in online pharmacy service in the UK, Pharmacy2U can try to woo customers with a sales promotion strategy by offering discounts and redeemable points. Moreover, faster delivery service and confidential doctor consultation services can create a unique selling proposition for Pharmacy2U in the UK health market.
The adoption of a market penetration strategy by Pharmacy2U can help to acquire new customers in the existing market (Nucciarelli, 2020). Hence, slightly decreasing the price or developing new sales promotion techniques can be impactful to Pharamcy2U in the online pharmacy market. 
With the adoption of hybrid positioning, Pharmacy2U can appeal to the new generation of customers. The hybrid strategy is the combination of low price and moderate differentiation to add value to the customers (Boyd, 2019). The customers will prefer Pharmacy2U due to slightly lower prices and moderate differentiation of the product. Moreover, the clinical excellence of Pharmacy2U is a part of award-winning technology that improves the lives of patients
[bookmark: _Toc132099392]10.0 Conclusion 
To conclude, the report has analysed the strategic direction of SMEs like Pharmacy2U in the UK market. The business landscape is challenging due to multiple players for similar products/services. Moreover, ongoing changes in the preferences of the people are also reducing the product life cycle stages and accordingly increasing the business expenditure. SMEs are finding it a challenge to enhance business survival. Therefore, the report has analysed the determining factors of the business environment for analysing strategic growth choices of Pharmacy2U. Furthermore, the report has undertaken stakeholder analysis to sort out the expectations of the stakeholders associated with the business operation of Pharmacy2U. 
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