1. [bookmark: _Hlk101875096][bookmark: _Hlk101973260]Introduction

This report will critically appraise the current situation of Gram Bangla Wholesale. Once this is determined, a strategic plan will be devised, to enhance the position both in value and longevity of this business. 

Gram Bangla Wholesale Ltd, is based in the outskirts of Birmingham City centre, this company sells fresh produce sourced from overseas, primarily Bangladesh, India, Thailand, and Malaysia to local retailers. It is relatively a new company in comparison to the competitors based in Birmingham, who have been in business 15+ years. Gram Bangla commenced in October 2018 (pre covid) with 2 employees and has steadily been making a mark on the local cliental, this is primarily due to the fact the Director has been in the business for over 10 years, as an ex-employee for some of the current competitors, so he is already a very well-known established salesperson within the business. 

Making a profit as a Fruit and Vegetable wholesaler is very hard due to various reasons one being that larger competitors can “undercut prices” to strategically “squeeze” the smaller competitors out of the business, especially in the peak of the Covid pandemic however, Gram Bangla has been fortunate enough to keep afloat due to minimal costs and help provided from the Government. Due to the size of Gram Bangla, increasing employees will be beneficial to sustainability of the business, ways to recruit staff and maintain staff will be explored. 


[bookmark: _Hlk101973318]

2. Current Strategic Direction

Strategic planning is a management tool which establishes a direction for businesses to take. It pushes businesses to clarify objectives, providing a framework in allocation resources in line with the company’s mission and vision (Boyne, 2010). Studies suggest that Strategic management positively correlated with financial performance, however it may impact innovation within the business. Structural choices, limit the empowerment and incentives in employees, impacting outcome (Arend et al, 2017). 

This report will use primary/ secondary data to ascertain where Gram Bangla is now. Implementation of the Strategic management process (fig 1) analysis will identify key areas required to generate an advantageous level of competitiveness for Gram Bangla (Voloshina, 2014)
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Figure 1: “The strategic Management Process”



Gram Bangla is a small company with 2 employees, their cliental focus is central Birmingham and its surrounding areas. (Fig 2). 
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Figure 2:  Geographical Reach (Source - Google Maps, 2022)

Gram Bangla does not at present have a specific mission or vision in place, this has not been a factor due to being a small business with two employees, however this will be advised once we recognise the functionality of the business. The primary reason for starting in business was to have a guaranteed basic monthly income and covering overhead costs, by staying afloat with minimal income. During Covid this approach has been positive, however if there was no Government handout, then this method would have been detrimental to surviving in the long term. 


2.1 [bookmark: _Hlk101973363]Current strategy

Gram Bangla have acquired customer within their geographical reach, high street shops in Asian areas are targeted. Customer requirements differ to the size of a business, at present Gram Bangla adapt their customer services to incorporate their customers business demands. (fig 3), 
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Figure 3: Structure of How demands met 

This approach been successful, however for the longevity of the business it cannot be sustainable with minimal employees. Should employees become unwell, it will impact the business. One employee can only manage so many customers and will lead to loss to customers. At present when an employee of unwell, they make alternative arrangements to deliver produce into the market through communication with customers, who will pick up produce direct from the warehouse, however if this does not happen then the business will be in standstill, effectively losing out in sales and detrimental to the quality of produce and cost. When this occurs, the company sells to other wholesalers at either cost price or at a loss. 


3. [bookmark: _Hlk101973378]Porters Five Forces
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3.1 [bookmark: _Hlk101973405]Threat of new entrants 
New entrants can easily start a new business, which requires registering with a bank, government bodies – DEFRA, Cargo agent, there are no additional requirements. The main barriers are acquiring suppliers, who require recommendations from affluent people (usually competitors) already in the industry to vouch for the new entrants. This is a barrier as businesses are less likely to endorse new competition. Acquiring customers that already have a supplier in place, is another barrier unless you can provide a better product/ price, getting your foot in the door will be hard. New entrants tend to find a supplier who is also new to the business (usually an ex-employee of the supplier who has branched out on their own), this is hard to sustain as both parties are new to running a business and financial constraints provided added problems into effectively managing the business. This is reflected in the report by Statista, between 2008 to 2019, there is a 0.5% increase in businesses (fig 4). There is minimal increase in this industry.
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Figure 4: Number of Enterprises for the wholesale of Fruit and Vegetables in the United Kingdom from 2008 to 2019 (Statista, 2022).

[bookmark: _Hlk101973413]3.2 Buyer bargaining power 
Larger companies use the buyer forced application, which obligates the supplier to not sell to another company at a reduced price, so they are not placed at a product cost disadvantage relative to another retailer. Also, exclusive supply agreements deny other companies access to the supplier’s produce, which may allow the company to gain a produce differentiation advantage over its competitors. Businesses buying from the same suppliers make a direct impact on Buyer bargaining power. Intense rivalry between competitors can drive down or elevate costs, this affects the power of buyer’s ability to influence the supplier in terms of the profit margin. Regular buyers incur build-up of credit over time and suppliers are unable to break away from financial obligations. This provides buyers a leverage in exploiting their supplier, through securing financial advantage, this either results in the supplier being financially bonded to them or they cut their losses. However, this questions the buyer’s integrity and overall future sustainability of their company due to lack of trust. However, this is not favourably looked upon in the industry as credibility is required for consistent loyalty within the supply chain. 


[bookmark: _Hlk101973419]3.3 Threat of Substitutes
The customers of this industry prefer to buy from ethnic grocery stores, as they have access to various fruits and vegetables under one roof. Larger retail stores such as Tesco’s and Asda have expanded into selling ethnic foods, however their price is higher than the Asian high street grocery stores. Inherently consumers assume that buying fresh fruit and vegetables will provide vitamins and nutrients, however studies conducted have revealed that frozen fruit and vegetable have higher nutritional levels of vitamins and antioxidant compounds after storage (Gray, 2013). Environmental change i.e., Covid, will affect future buying trends which will affect supplier and wholesalers. 

[bookmark: _Hlk101973427]3.4 Bargaining power of suppliers
Negotiations between buyers and sellers may not arrive at the equilibrium price that is controlled by supply and demand conditions. Price fluctuates day to day dependant on the supplier’s agricultural climate, price discovery is dependent on quality, which segments into grading. Due to this, bargaining power is limited because there are many agricultural barriers that suppliers face from developing countries such as India, Bangladesh, Thailand, and Malaysia. Fresh fruit and vegetables are highly perishable items and have a limited shelf life. Majority of India’s agricultural economy is made up of small farms, due to credit market constraints, they are unable to exploit the productivity and cost saving by not investing enough in mechanization (Foster & Rosenzweig, 2010). Studies have reflected that factor such as lack of training, finance, policy, infrastructure, and market intervention, directly affect post-harvest loss reduction in South Asia (Stathers at al. 2020). India’s central government are inconsistent in their import export policies impacting famers adversely (Ministry of Agriculture Department of Agriculture and Co-operation Government of India, 2013).

[bookmark: _Hlk101973434]3.5 Rivalry between competitors
Gram Bangla has been effective in maintaining its position in the market, due to being able to sell a variety of produces. Customers are likely to buy from one supplier who can cater for all their demand than buy different produces from separate companies. The large competitors have a greater geographical area to cover, their buying tactic is to bulk buy produce in demand, however they invest less in variety, the difference is made up by buying through other wholesalers (competitors). However, collaboration between competitors is required to sustainability in business. Healthy competition is good for motivation, research has shown that the presence of a competitor increases physical effort over short/ long durations (MiMenichi & Tricomi, 2015)

Gram Bangla has currently changed its market segment strategy by selling the more expensive products. which have a better sales margin, in large quantities i.e., Durian and Jackfruit. They have branched out from their usual Indian, Bangladeshi customers to the Vietnamese community. 

4. [bookmark: _Hlk101974015]Value Chain 
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4.1 [bookmark: _Hlk101974029]Primary Activities

Customer Operations
[bookmark: _Hlk101974047]Each customer is catered for their demands (fig), for time management Gram Bangla obtain payment at the end of the day, when business is less busy. The produce is sold during the duration of the customers business hours, excellent quality produce has longevity and maintains its sale price, however if produce is sold at a lesser price due to quality, Gram Bangla makes good of negotiating a mutually beneficial price at the end of the day, this maintains customer satisfaction.



Inbound Logistics
Customers place orders with Gram Bangla, who purchase directly from Suppliers aboard – India, Bangladesh, Thailand, and Malaysia. This is done once a week for relevant supplier (fig), and this process revolves every week. Once shipment arrives, it is collected and delivered to Gram Bangla’s warehouse. 
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· Point A – WHATSAPP/ PHONE - Order UPDATED each day
· Point B - WHATSAPP Order sent o supplier manager
· Point C - EMAIL - Shipment details to DEFRA and RNB Cargo
· Point D - EMAIL - Cargo checked and released to RNB Cargo
· Point E - WHATSAPP - Release reference sent to GB to pick up from airport and unloaded at Gram Bangla’s Warehouse

Figure 5: Supply chain management

[bookmark: _Hlk101974067]Outbound Logistics 
Petrol is filled night before business day. Stores open at 8am, Gram Bangla’s drop off delivery starts at 7.30 and routes are made systematically according to geographical area. GPS is used to navigate through areas of heavy traffic congestion. 

  
[bookmark: _Hlk101974080]

Marketing & Sales
Gram Bangla have acquired customers since he was already known in the industry, and they have never advertised or promoted themselves through a social platform. They can create a social media platform to market their business, to further attract customers. however, this can only be done once they increase employees. Gram Bangla has an exceptionally good after care for customers as they cater for each customer’s individual need through negotiation. Gram Bangla differs in negotiation tactics when acquiring new business, here they give more onus on the customers preference in price (within reason).


[bookmark: _Hlk101974093]4.2 Secondary Activities
[bookmark: _Hlk101974100]
Firm Infrastructure
1 van and 1 warehouse in central Birmingham, this is very ideal location in terms to nationwide reach. Being central in the UK provides good accessibility to surrounding reach. 

[bookmark: _Hlk101974112]Human Resources
Gram Bangla does not have HR policies in place. When recruiting employees, it is not cost effective to use recruitment agencies, so employees are generally recruited through word of mouth, and contacts. 
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Circular Organisational Structure

[bookmark: _Hlk101974130]

Technology Development
Gram Bangla’s use of technology is basic, social app WhatsApp, email and phone, and face to face conversations are the only communication methods used. However, Technological advancement is the future, all industries are using this for innovative ideas, it is not beneficial for Gram Bangla to not make full use of its potential, implementing IT in customer purchase will reduce time and benefit the company. R and D is required to further implement this strategy. It is essential to further develop opportunities considered value for customer needs, than meeting demands (Lynch, 2018). It is mutually beneficial in streamlining customer purchase delivery time through IT innovation. 

5. [bookmark: _Hlk101974143]Balance Score card
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[bookmark: _Hlk101974155]5.1 Analysis – Key Findings
The mission, vision can be interpreted by the customer service that is already provided. The cliental base has been growing steadily through tacit and practical knowledge of the running of the business - supply and demand chain. Customers advise what their requirements are and in turn overseas suppliers are contacted and orders are placed at wholesale prices, at the best possible prices for the stakeholders, so that everyone takes away a positive experience. Mission and Vision (fig 6) are based on the company’s gradual expansion, which are holistically implemented. 

As a small business there are advantages in being able to provide customer centricity. A unique approach to each individual customer, having closer customer contact, enables Gram Bangla to take immediate corrective actions. However, this approach will only maintain a level of customer loyalty and does not necessarily increase your sales/ cliental. One approach to increase cliental would be to increase employees. Two employees can only work limited hours, even if you provide great service, you can only achieve a certain amount of productivity. At present Gram Bangla’s employees do everything themselves from purchasing to selling. There is a labour productivity gap, which is detrimental to company growth. Increasing workforce will increase sales and geographical reach. 



Figure 6: Vision and Mission
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[bookmark: _Hlk101974217]Gram Bangla Wholesale Ltd is a small company and requires a business analysis to ascertain where they are currently are in terms of market growth and where their can extend their profitability to enhance their sustainability within the market. The strengths indicated are viable to any new business in this area however it is how you manage these strengths that provide longevity in the business. 

Primary Factors
· Government legislation in trading can change due to the current Covid climate.
· Global warming will affect supply chain - suppliers are from countries where environmental climate impact quality of produce.
· In 2015 UK imported 9.5 million tonnes more products than they exported (fig 7) UK, Russia’s decision to stop petroleum to the UK has surged prices, Gram Bangla will need to better strategize their current routes for optimum logistical efficiency. 
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Figure 7:   Source: Office for National Statistics, UK Energy: How much, what type and where from? 2016

· The rise of living cost is increasing, this will impact the end consumers, Environmental changes impact consumer buying trends, stock piling has become more common, this may mean, end consumers buying more non-perishable foods, impacting Gram Bangla. 



 
6.2 SWOT AnalysisWeaknesses – Internal 
· Products are highly perishable 
· Goods that are not sold are either sold at lower cost value or thrown away
· Due to being a small company – competitive edge with larger companies will be limited
· No Social Media Presence 
· Produces dependent on seasonality of Fruit and Vegetables sold
· Workforce size is minimal = manpower limited
Threats - External
· Imported products – likeliness to be held in airport to be checked, effects the freshness of produce
· Increase of fuels prices and vehicle maintenance – sustainability
· Customers are not prepared to pay higher prices to support smaller businesses
· Undercut prices from competitors – fierce competitiveness 
· Suppliers – quality of produce is dependent on weather – unreliable
· Changes to government requirements on imported produce – Department for Environment, Food and Rural Affairs (DEFRA)
· Threat from Substitutes – Frozen vegetables 
Strengths - Internal
· Freshest produce available 
· Low start-up cost
· Market size is flexible 
· Access to quality products 
· Business location – good access to all areas in UK due to being based in Midlands
· “Cost of Goods Sold” is low
· Able to provide customer centricity  

Opportunities - External
· Branch out to all seasonal fruit and vegetable 
· High demand in exotic produces 
· Online retail – free mentoring workshops available
· Expand nationwide 
· Provide extra services – sell dry produces in conjunction with fresh produce
· Decrease non-seasonal produce prices, counterproductive with mark up on seasonal produces - so no loss occurs
· Government grants available for small businesses (post Covid)
· Investment in HR, Marketing
· Incorporating IT – performance parameter, traceability, better data visibility, reporting
· Cross collaboration with IT - data can be used to design communications application 

Gram Bangla Wholesale Ltd SWOT
Analysis





















[bookmark: _Hlk101974352]Advanced SWOT
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Industry competition is intense, advanced SWOT has identified increasing employees and quality of produce vital for business sustainability. Competitive pricing strategy can only be maintained if your produce is of quality, for optimum price margin. Workforce size is too small to sustain, opportunities can only be implemented if Gram Bangla increase workforce. At present social media is not used as a strength, it has been noted that competitors that have social media presence are not using it as a marketing investment but rather to show presence. They are primarily basic and do not update at all. 
[bookmark: _Hlk101974360]6.3 VRIO Analysis 
VRIO framework is a tool for internal analysis, it focuses on business resources. It incorporates two theoretical frameworks which are the positioning prospect and the resource-based view (Barney & Hesterly, 2019). This framework helps highlights competitive strengths and weaknesses; it defines 4 attributes (fig 8) that companies must have to sustain competitive advantage. 
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Figure 8 – Source:  Barney & Hesterly, 2019, Strategic Management and Competitive Advantage, 6th edition

It has been identified that all competitors in this industry inherently use the same business strategies, customer centricity is what differentiate a company. It has been observed that in the larger companies, due to the having more employees it creates personality clashes amongst themselves. 

  
VRIO
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[bookmark: _Hlk101974409]6.4 Ansoff Matrix 

The Ansof Matrix is a strategic planning tool for market growth, it helps predict growth through product and market extension (Hussain et al, 2013). It incorporates four key market growth strategies Fig 9), 
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Figure 9:   ANSOF Matrix - Product -Market Growth Matrix – Igor Ansoff
Source – Hussain et al, (2022)

Gram Bangla target customers are primarily Indian, Bangladeshi, and Pakistani; however, the produce diversification (products from Thailand/ Malaysia) means that they can sell to other ethnicity i.e., Vietnamese customers. There are many Vietnamese shops within central Birmingham, Gram Bangla have already acquired 3 loyal Vietnamese customers and the profit margin is higher in comparison to their current primary customers. Vietnamese customers are buying the higher priced produce, Durian and Katol which is an expensive fruit, the cost margin of this produce is exceptionally good. Concentrating in this market is beneficial 
for Gram Bangla. 


6. [bookmark: _Hlk101974416]Stake holder Mapping

Stakeholders are individuals/ organisations whose interest and activities strongly affect or are affected by issues concerned, they have information or resources that directly/ indirectly support any changes that a business may make (Aligica, 2006). A stakeholder analysis provides a transparent view of the level of power they hold and how relevant each individual/ organisation is in the success of the company. 

The evaluation has ascertained that it is in Gram Bangla interest to closely work with his primary stakeholders: Overseas suppliers are the most important stakeholder to ensure effective produce sustainability, production is maintained. They require RNB Cargo to realise the cargo from the airport. Customer (B2B) are imperative to the business, however end consumers are central in the process, and contribute crucial decisions in the value chain, though they are not the most influential (Akenji and Bengtsson, 2010).

Secondary stakeholders – local wholesalers and direct competitors provide produce when Gram Bangla are out of stock, even in competition, all rival businesses purchase produce from each other when required, so healthy interaction between competitors is essential. Mandatory stakeholders: Government body, DEFRA are required to release cargo shipment at the airport, HMRC for legal governments requirements: tax, NI, and accountants for 
effective financial running of the business. Figure 10 shows Gram Bangla’s stakeholders vested interest.



6.1 [bookmark: _Hlk101974425]Gram Bangla - Stakeholder power/ interest 
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[bookmark: _Hlk101974439]	Figure 10: Stakeholders – Vested Interest 
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7. [bookmark: _Hlk101974452]Strategic Growth Options

[bookmark: _Hlk101974456]8.1 	Option 1 - HR and Logistics expansion 
Gram Bangla is still in its growth stage, increasing HR will make a positive impact on its strategic growth. At present they outsource (as and when) collection drivers from airport.
Gram Bangla can financially benefit from recruiting permanent employees for this task (fig 11) with this in place and investing in an additional van will increase reach within the geographical area. Recruiting employees is a niche market, due to the cultural aspect of the Asian market, preference is to deal with fellow Asians. There is lack of formal procedures in customer care policies due to the cultural element because they believe “our culture and peer pressure and our values,” permeates throughout their business. Sales employees must have an element of bartering and cajoling clients to make a sale. This belief system extends into recruiting, word of mouth and recommendations of are more the line of recruitment, traditional lines of recruitment i.e., Recruitment agencies are not viable. One key factor in Organizational culture is ethnicity. Ethnical culture in their individual, personal and social sides have a considerable influence on the formation and development of organizational culture of the company (Erastova, A.V. 2016). Considering this recruiting employees through general word of mouth to known employees is the best option. 

[image: Table

Description automatically generated]
Figure 11: Difference between using outsourced driver and Employee recruitment s

[bookmark: _Hlk101974467]8.2 	Option 2 - Cool room investment 
For the customer satisfaction service element, it is essential that produce is fresh and of quality. Quality is determined as the most single important economic factor in having a major relationship to customer satisfaction (Agbor, 2011). Any produce that is not of quality due to non-saleability, will be either sold at a discounted price or given away, negatively affecting the profit margin. At present Gram Bangla rent a partial cool room in a grocery store, which is only accessible during opening hours. Incorporating an evaporative cooling system (room) in their warehouse will provide time/ produce value, saving money overall, this will help keep produce fresh and deplete the wastage of any unsaleable produce. Evaporative cooling is an efficient and economical means for reducing temperature and increasing the relative humidity of an enclosure and has been extensively tried for enhancing the shelf life of horticultural produce which is essential for maintaining the freshness of the commodities (Basediya et al, 2011). 

[bookmark: _Hlk101974479]8.3 	Option 3 - Change customer direction  
Gram Bangla have already managed to acquire new Vietnamese customers. Diversification of current produce has shown that there are other consumer areas that are cost affective. It has been observed that dealing with Vietnamese customers is far easier than South Asian customers. Their work ethics is very straight forward, and in line with Gram Bangla's management strategy, the current customers tend to haggle and try and get the best price possible, impacting cost margin. However, Vietnamese customers are noticeably clear and concise in their order and pay promptly on the receiving of goods. Customer feedback has been managed through negotiation where both parties are in profit. It is more lucrative for Gram Bangla to extend into this area; however, they need to implement better marketing strategies if this to work, at present Gram Bangla is only known through word of mouth and direct sales. Gram Bangla needs to implement cognitive mapping to further enhance this direction. Cognitive mapping is a tool that helps define and helps predict the reality of a decision maker perception through understanding, describing, and explaining (Xiang & Formica, 2007). 

[bookmark: _Hlk101974494]
SAF Matrix
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8. [bookmark: _Hlk101974510]Developing Business Level Strategies
Analysing all options available to Gram Bangla suggests for sustainability, they need to expand the company. However incremental expansion is more organic for Gram Bangla’s growth, rapid growth can negatively affect the company if operations are not able to cater for demand. For example, the warehouse is right for a certain amount of produce, if they start to expand the warehouse will need to relocate to cater for more produce (Business Expansion, 2022). Once expansion is in progress will open other viable options into business growth.

[bookmark: _Hlk101974517]9.1 Resistance to change 
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Figure: 12 Source: Exploring Strategy, 2019 (Regner et al, 2019)

When there is a low readiness and capability to change (fig 12), here the leader must adopt the transformational leadership, to be constructive, leaders must be collaborative with employees to enhance active interaction. If capabilities are shown to be high and readiness is low, persuasion will be key to execute the change (Regner et al, 2019). 


There are many factors to consider when implementing change (fig 13). 
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Figure 13: The Kubler-Ross Change Curve, Source – Saboe, D, 2018

The director of Gram Bangla is a key example, his work ethics is very stringent, his leadership style has elements of Autocratic, and micromanages in some areas. This style of leadership leads to conflicts, as the owner he does have influence in how his employees should behave, however there is a line in influencing employees positively and allowing them to have certain authority in decision making. This style has worked well in terms of the size of the business however this will need to change to Democratic leadership if they are to increase and maintain long term employees. The director is aware of this and will need to attend leadership workshops to develop his leadership to become more of a Democratic Leader. 


 To manage resistance the leader will how show why it is beneficial to expand the company (fig 14). 
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Figure 14: How to manage change

[bookmark: _Hlk101974526]9.2 Human Resource Expansion 
Gram Bangla currently is making a profit based on two employees. By increasing employees, the company will have the opportunity to increase sales and geographical reach. At present Gram Bangla is financially independent and have access to funds, to recruit up to two additional employees. The director will need to advertise through word of mouth, through trusted sources, notice boards in high street shops. There are two viable options to recruit - 

· Unskilled worker – Due to lack of knowledge, transferable skills must be apparent when interviewing. Employee will be more adaptable, easier to adapt to company culture and work ethics. 
· Skilled worker – Has knowledge and skills and own customers contacts (make him more attractive to recruit), this may mean increase in wages overall to maintain existing employees.

9. [bookmark: _Hlk101974536]Competitors reaction to Strategic change 
The director of Gram Bangla has been an ex-employee of the four direct competitors (fig 15). During his time as an employee has observed each business strategies and has inside acquired knowledge of their working practice. In this industry, business strategies are similar, however it is fundamentally employee’s sales tactic that provides customer sales, so it is important to recruit employees who have this. Due to Gram Bangla company size, there is no immediate threat to competitors, as they all have acquired their own loyal cliental base, however, should Gram Bangla increase their employees which will provide better geographical reach, the competitors threatened. 

In this industry it is more gainful to have good relationships with competitors, this promotes networking, equally beneficial as they buy from one another when they have stock shortages. When competitors team up it is beneficial for the consumer, ultimately sharing customers is mutually advantageous, some profit is better than no profit (Hall, 2020). 
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Figure 15: Competitor’s data 

10. [bookmark: _Hlk101974561]Conclusion

Gram Bangla must expand their business to survive, this should be managed by incremental business expansion. This approach will help sustain change and control the pace, limiting costs. 

Increasing workforce
It is imperative to increase employee size for sustainability of the business. By increasing workforce, they will be able to go nationwide and extend their business. This will mean the more people that are available for work the quicker work can be done. This is beneficial because at present each staff is trained to all aspects of work i.e., ordering, delivering, customer service, human error is more likely resulting in customer dissatisfaction, and loss of business. If employees have individual tasks to maintain, workload will be managed more effectively and fairly, providing employee satisfaction and motivation to do well. 

Employees that start out in this industry primary are unskilled workers, who have immigrated to the UK and have limited skills and knowledge, manual labour is the easiest to acquire. These individuals are trained into this industry with minimal wages. 

However, in all industries recruiting the right staff is hard, Gram Bangla have been unable to maintain staff in the past due to the directors’ strict work ethics of working hard. This can be counteracted with incentives such as bonuses, another option Gram Bangla has, is to go into partnership with someone with the same work ethics. By financially investing, the partner will have the same motivation to make the business succeed. 

[bookmark: _Hlk101974585]Sustainability of Produce
Gram Bangla needs to invest in refrigeration to prolong quality of produce, this will enable them to order larger quantities and cater to more customers. However, they must be aware of how they will distribute additional produces, as market fluctuation is very erratic, external environment such as COVID, change of demand, diminishment of quality in cargo journey, are all relative. 




Mission  


 Mission -  We strive to offer customers the best prices with quality produces, adapting to the needs of each customer 


Vision 





Values


 Customer orientated - To fulfill orders and over achieve thier expectations





 Quality Product - Essential in maintaining a great working relationship with consumers


 Integrity - We believe in honesty with clear concise  communication 


 Social - Provide value to our clients and thier consumers 


 Enviromental - Minimise wastage and make use of any unused good


 Vision - To expand our national presence through continuous improvement 
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+ " Post Covid —Ffestyle and buyer behaviour change.
+ Increased cost of ving
+ Increased culura diversity

TECHNOLOGICAL
+ Increasing Automation
+ Increasing mobile phone fechnology usage
+ Patenting of Genetically modied organisms

LEGAL
+ Environmental protecton lavs
. AnfiTustLaw

ENVIROMENTAL
+ Sustainable supply chain
+ More complex standards required in waste disposal
+ Global waming! cimate change

Business Impact
What 5 the business impact of i actor?

+ DEFRA Post Covid - Increased checks are required fo imporied products
+ Additional tme must be incorporated intologisical tme management

+ Inerest rate efects the business loan’ credt card from Barclays
+ Pay increase wil have impact on company budge.
+ Increase offuelprices will have impact on logistcs

+ Consumers wil be looking for product value, due fo post Covid Brexi —consumers are:
‘spending money more wisely, company’s prces wil need to reflect this

+ Winimaltechnology used, there is an opportunity to increase business effciency

+ GMO can be either a threat or opporturity, overall dependence on GMO’s must be reduced

regarding consumer health in a social confext — afects pricing

+ Environmental Protection aws can help improve company' brand image through The
Whole Trade Guarantee —far frade labour
+ An-Trust law vill educe company's ablty o mainise growh

+ Global Warming il afect productiviy inthe Supply Chain
+ Opporunities o improve performance i reation fo iaste isposal and sustainabitty.
Supply Chain management wil need {0 improve work ethics.
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Strengths Importance Ratings Score
110 13

‘Customer Centricity 5 2 o

Central Birmingham Location

Weaknesses

No Social Media Presence

Opportunities

‘Adapt Market — Provide dry 3 2 6
produces with fresh
produces

Expand Nationwide.

Subsitutes - frozen fruit and
veg

Increase fuel Prices 5 2 o
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. The Question of Value. Does a resource enable a firm to exploit an environmental
opportunity and/or neutralize an environmental threat?

. The Question of Rarity. Is a resource currently controlled by only a small number of
competing firms?

. The Question of Imitability. Do firms without a resource face a cost disadvantage in
obtaining or developing it?

. The Question of Organization. Are a firm’s other policies and procedures organized
to support the exploitation of its valuable, rare, and costly-to-imitate resources?
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Resources.

Competitive Advantage

Value Rare Imitation Organisation
National and Local | Yes, abilty to reach into No Can be imitated by Supply reach s currently Provides strong compettve advantage
Presence diferent segments, new competitors Bangladesh, India
suppliers Thailand, and Malaysia,
can be extended to other
countries
Pricing Strategies Yes - Able to undercut No Pricing Sitategies are | Yes, company has pricing | Temporary competiive advantage due to o
cost due to being a reguiarly imitated inIndustry | anaiylics n place overhead costs
small company in
comparison to larger
company
Access to low APR Yes No Gan be imitated by others | Yes, company have made | Able o invest in further innovation wih help of
finance - COVID grants/ use of finance available credit
Barclays business loan
has low APR for covid
help
Opportunities in Yes No Can be imitated by others | Have notinvestedinto | Potentialthere should GB increase employees,
ecommerce - online sales s area further investigation required
Sales Force Yes No Can be imitated by Ninimal employees - Sl | Can provide sustainable competitve advantage,

competitors

potential to increase.
workiorce

potential there
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Key Stakeholders.

Vested Interest

Reasons,

Impact to Gram Bangla

service. Wil benefi from Gram Bangla's continued performance
and success, salary payment,incentives — bonuses — employes
sustainabilty

Gram Bangla — Monetary investment in business Own business, supply good quality produce o | Management of business - longevity in Business
Director Income helps pay for overheads, creditors, cost of running the | maintain positon, financial input,income as.
business employee
Employee Create goods and services, has direct impact on customer Need employment for income sustainabilty | Support and management of business flow — sales, invoicing,

distribution, communication

Sub-contracted Drivers

Creates a service with a direct impact in Gram Bangla's logistics
— provide invoice for sevice payment

Business sustainabity

‘Support and management of business — defivery helps GB allocate time
to other areas

companies

Primary Stakeholders
Supplier (828) ‘Acquire and supply quality produce for the best possible price, | Require B28 with Gram Bangla to stay in ‘Support and management of business ~ help G8 stay n business —
through B2B business, increase cientalfor-proft margi- supplier compettion, increase cient database | good collaboration -
business sustainabity for profit — business sustainabilty
Customers (B28) Require quality produce to keep retail business open, increase | To stay i retail compeition — business ‘Support and management of business - Customers required to keep GB
consumers or profit— business sustainabity sustainabilty in business
UK Wholesalers (B28) To offoad surplus products/ buy produce that they need 828 business is required from most ‘Support and management of business ~ Buying and selling of products
wiholesalers to keep in demand of etaiers equired - helps retain customers ~ business sustainablty
Should there be a shortage of produce — good
relationships vith compettors
RNB Cargo Need business to sty in competition with other cargo Increase customer pool proft, and business | Support and management of business — Cargo Agents are required for

sustainabilty

release of cargo from airport - DEFRA

End Users — Consumers.

GB provide produces for consumers to buy.

DEFRA - Imported produce is not contaminated, protecting the
environment

HMRC - Ensure that govemment tax is being paid, safeguarding
Bitmingham Council - Business rebates, counci regulations

Consumer buying trend relate to quality and
cost of produce

Analytic of data will provide information, which
counties are or are not adhefing to food
safety. Will help Govemments in decision
making/ legislations going fonward, provides
data for trends

Gram Bangla only exists due to the demands of end user and benefit
indirecty from end users

Ensure that standards are being met, {o safeguard qualiy produce for
the longevity of the business

B28 - Loan, credit card — gain interest payment

Analytical data provides trends for business -
business sustainabilty with competitors

Records of accounts and payments are kept in order, to ensure smooth
Tunning of the business — HMRC
Able to expand due to help of creditors.

Increase ciental pool,

Business sustainabilty

Quarterly bookkeeping in accordance with Limited Business legislations,
‘GB are performing correctly to UK tax legislations as a itd company
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SAF matrix suitability
SAF MATRIX OPTION 1 OPTION 2 OPTION 3
suitability 10 6 10
Feasibility 8 10 8
10 10 8
Total 28 2 2





image28.png
High

Collaboration

Persuasion+ 4ransformational)

Capability

Direction

(transactional) Cooening

Low

Low High
Readiness




image29.png
Positive

Impact

The Kibler-Ross Change Curve

Integration

Frustration

Decision
Depression

Experiment
Negative
State Status Quo Disruption Exploration Rebuilding
Reaction | Shock, Denial Anger, Fear Acceptance Commitment
Approach | Communicate  Watch, Listen, Give time to Coloha
Information & Support explore & test




image30.png
Status Quo

Disruption

Exploration

Rebuilding

Diractor’ Day o day runming of | Time s already | Can alocate duties fo | Word of mouth, fecru
Employee’s the business. alocated fo status | staf and betferlow fo | through trusted sources,
reaction auo manage system
Diractor? Wiy change, we are | 7 Gon have Tme To | “Make my e casier, | “Train new employee —
Employee’s mansging fine, what f | tain someons" don't need fo chase | once done, it il
reaction they are better than up orders  mulile | decrease stress”

me, will 1 fose my times, | can allocate

Job> that time to sometting

eise that needs doing”

Diractor/ Leader nceds (0 sho | Empioyees (o Traiing scheme fried | Once cinks fied and
Employee’s the positiviy in more | shadow, oshownew | and fested fo see | trainingis up and
reaction employees. recnument -stepby | where there maybe | running — ime value

Training program,
Shadow - strategy
advised in how it wil
work and what s
required ofindiviuals

step wioriow

clinks in the system —
feedback from
employees

factor willbe
appreciated — possible
innovate more areas





image31.png
N PR P P
Ey el
S
[ et s | a2 T e
e
‘Semingham b6





image1.png
External
Analysis

Strategic
Choice

Strategy Competitive
Implementation Advantage

Internal
Analysis




image2.png
N Asda Minworth

/ HAMSTEAD \

D Y, Supercentre
Sandwell %, Common Bype M;
G H ital
e%ga Ha {\S Park inworth
N\ soneron
West = ->
P Zo )
West Bromwich GRAVELLY HILL. yl“(w& g
tarCity;

\

NECHELLS

GuruNanak,
Gurdwara Smethwick:

(WARD END SHARD END
SALTLEY

LANGLEY GREEN Inflata Nation Inflatable

Smethwick |
/ Theme Park Birmingham!

CAUSEWAY WARLEY,
GREEN

‘v \ LEAHALL For
BEARWOOD
DiceETH @
P SMALLHEATH
Sl
A The grm‘m’am Blakesley Hall Museum
«7
o Botanical Gardens & VARDLEY. M

\/ 5\‘ \
4 - 2.
lackets dvemﬁw@’ Sheldo

~ HARBORNE
Queen Elizabeth BALSALI EATH
Park Hospital Birmingham ,////annon
A 2 //HillPark TVSELEV \ ‘A\

vy Woodgate B L=l 2257 "\ Planet icg solihul Q)

e ST e 3 N

ountry Park P s‘%wo“ }J Moseley Bog:
/ @Sa[pho\e MilliMdseum

Cadburf W or\d@ / Gogglee \\ %




image3.png
Customer (B28)

Produce Demand

How do Gram Bangla Adapt o
demands?

SmalBusinassas -
+ Comershopsize
* Seniing o Inmediate rea
v pasing e
- End consumers have e
monsy.

1o buy small quansies f 50
aualty produce

+ Paymentmade oy # goods aresckd—t0
countarsc s GB S 1o povis he
reshestproduce ofgrade BC

« Make equent gistcaldeivey i abie o
e, anouts o sncher customer. ey
iy v o Al am peséng 40 you
Read anyiing”

Wesim Busines
=
snops

- Buay shopping sress
* EndGonsumars_topup.
Syl Bulk shoppng

Smalitedium Quantes
Voturs f ABIC grace

+ Adaiiona prsonalsenoe - GB
prysicaly isolay he poduce
emsahes 3 e shop - halping e
iloyes o B shop

« Payments obaned st the end of
waring day forszse of cusoms

Large Business
" High Streetshops
2 iy sfuentshopping sress
1 EndConsumars - buke
snoging

Large Quanties
304 8 grade produce

+ Adaiiona prsonalsenoe - GB
prysicaly isolay he poduce
emsahes 3 e shop - halping e
iloyes o B shop

« Payments obaned st the end of
woring day forszse ofcustomer

Businesses ousde Bimingham

Viture of ABIC grace

- OB enustnase deiveris o flow
competors 1 der o are esdy
Shrout o his gesinaton 5. Swindon

+ G undersand mainiinng rlstorsnip
it competiors 5 3 requiamentfor
Sstanabiny

+ Payments s mase onlne





image4.png
Force HIGH or
LOW risk

Threat of new entrants MEDIUM  Even though market is easy fo enter on paper,
without supplier contacts it is hard to purchase
produce  —  suppliers  requre  a
recommendation, for a new entrant to be
considered. New businesses starting out, are
usually ex-employees who have acquired skills
and contacts whilst being an employee. Once
established, failure is primarily due to not
being able to commit to quality and orders,

Buyer bargaining power | MEDIUM  There is some movement between the high
and low end of cost price.

Threat of Substitutes HIGH  Wholesalers offering similar Asian produces/
price. Wholesales catering large supermarkets
i.e., Asda, Tesco's etc Asian produce.

Bargaining power of MEDIUM  Highly perishable goods, limited manoeuvre in

suppliers selling price due to produce being from
developing countries where agricultural
economic can fluctuate due toi.e., floods,
weather, covid, government policies etc.

Rivalry between compefitors | HIGH By using similar suppliers, selling similar

quality produce equates to intense rivalry
between competitors
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