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Executive Summary
This is the business report for the petrochemicals company of INEOS Holdings Limited (“INEOS”) on their strategic analysis. INEOS: “The biggest company you have never heard of” is the report topic for the DBA module of Strategic Change and Organisations (module code SBPD7005). The report has two parts in Part a and Part b. Part a) Carry out a strategic internal and an external analysis using any relevant analytical framework or strategic analysis tools and Part b) Advise Ineos on the strategic options they should take, the barriers they may encounter in implementing these strategic options, and how they can overcome these barriers. 
INEOS is one of the world’s largest manufacturers of chemicals and oil products. This company is a privately own United Kingdom limited company which established in 1998 and the founder of the company Mr. Jim Ratcliffe is one of the richest person in the United Kingdom in 2018. Mr. Jim Ratcliffe got his degree and an MBA from London Business School, he had already worked in Esso and Courtaulds. And the he spent a few years enhancing his deal making skills at the private equity group Advent International before he founded INEOS. INEOS’s businesses in Petrochemicals, Oil & Gas and Automotive. Their petrochemicals intermediates businesses with leading global positions. INEOS also has a wide range related and unrelated diversified products. 
The business report will carry out a strategic internal and an external analysis using the SWOT analysis and provide the sustainable competitive advantage of the company. And then it will share the recommendation to advise the company on the strategic options that they can take. The balanced scorecard set up to implement the company strategic options for their objectives and then build the strategy map to achieve their objectives.

[image: ]
INEOS webpage. Source: INEOS Holdings Limited [GB] homepage (https://www.ineos.com/sustainability/)
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Introduction
Part a) Carry out a strategic internal and an external analysis using any relevant analytical framework or strategic analysis tools.
INEOS: “The biggest company you have never heard of”. INEOS have more than 19,000 employees located at 171 sites in 24 countries around the world. INEOS is a leading chemical company with sales around USD 60 billion for this year. Most of the employees of the company are professional in chemical and oil industry. They employees are from the companies BASF, Bayer, Borealis, BP, Degussa, Dow, Enichem, Coechst, ICI, Norsk Hydro and Solvay. (Figure.1)
	INEOS operates to strict regulations that are set by the national environment agencies, of the countries in which they operate. They are committed to ensuring that their facilities have as low as an impact as possible on local people and the environment and they continue to work in close partnership with community group and other stakeholders to ensure that they are a responsible neighbour.  
The company vision of INEOS is “INEOS is a customer-focused company” and the business mission of INEOS is “to be the supplier of choice to its customers”. INEOS has five key values:
· Excellence in safety, health and environmental performance.
· Focus on customer satisfaction, total quality and reliability.
· Continuous improvement to become a cost effective producer of high quality products.
· Encouragement of innovation, entrepreneurship and reward for achievement.
· Empowerment of employees to create real value for our customers and ourselves.
[image: ]
Figure 1. INEOS highlight. Source: INEOS Holdings Limited [GB] homepage (https://www.ineos.com/company/)
The sustainability at INEOS, a strategic overview of sustainability is their work towards improving their sustainability can be considered across five main areas: products that make a difference, manufacturing the future, excellence in safety, health and environment, building the best workforce and strong partnership. INEOS approach a sustainable innovation, they understood the concept of sustainability in its wider sense comprising all three dimensions, economic, environmental and social. INEOS believe that it is their role to operate and keep the businesses growing within the scope of these three factors.
The leadership of INEOS, Mr. Jim Ratcliffe is the founder of INEOS and act the Chairman of the company since 1998. Mr. Jim Ratcliffe got his degree and an MBA from London Business School, he had already worked in Esso and Courtaulds. And the he spent a few years enhancing his deal making skills at the private equity group Advent International before he founded INEOS. He led the successful buyout of Inspec Group plc in 1992. And then he left in 1998 to lead to the acquisition of INEOS’s plc from Inspec. In the first 10 years, the company made more than 20 acquisitions, snapping up unloved commodity businesses from the likes of ICI, BP and BASF as these giants themselves restructured. (Pfeifer, 2014)
The company introduction letter from Mr. Jim Ratcliffe in the INEOS’s homepage said, “The company is prepared to embrace the new business. The first priority of the company is safety. The company is very focused on growth and EBITDA. The company also see the customer as king”. (INEOS homepage 2018) 

The INEOS Products
INEOS products make a significant contribution to saving life, improving health and enhancing living standards of people around the world. The raw material products are essential in manufacture of a wide variety of goods: from paints to plastics, textiles to technology, medicine to mobile phones – chemicals manufactured by INEOS enhance almost every aspect of modern life.
INEOS has the business areas in Petrochemicals, Oil & Gas and Automotive. 
For the Petrochemicals products, the INEOS group has the companies are the INEOS Enterprise, INEOS Nitriles, INEOS Olefins & Polymers Euro, INEOS Olefins Polymers USA, INEOS Oligomers, INEOS oxide, INEOS Phenol, INEOS Polyolefin Catalyst, INEOS Styrolution, INOVYN. For the Oil & Gas products, the INEOS group has the companies are INEOS Oil & Gas UK, INEOS Oil & Gas Denmark, INEOS Oil & Gas Norway, INEOS FPS, INEOS SHALE and INEOS Trading & Shipping. For Automotive products, the INEOS group has the company of INEOS Automotive. This company is making the 4 X 4 vehicle of the brand of Land Rover Defender.
The INEOS group products for the abovementioned companies are covering below markets:
Automotive: INEOS provides more safety and more efficient vehicles. The lightweight plastics to make efficient synthetic engine oils. INEOS businesses provide many raw materials to meet the needs of the automotive sector.
Bio Fuel: INEOS is a leading producer of Biodiesel and INEOS Bio’s advanced bioenergy technology takes waste and converts it into biofuel and renewable power.
Chemicals: INEOS provides many chemical products to help for health improvement, people living standards enhancement and the sustainable development contribution.
Coatings: INEOS resins are used in challenging coatings for the automotive, coil and can coating sector. Their business works closely with coating customers to solve their customer problems quickly and creatively.
Construction: INEOS construction products form basis for many construction materials to contribute the performance, longevity and improved sustainability.
Cosmetics: INEOS produces the cosmetic products in eye shadows, shaving gels, mascaras, lipsticks, lip glosses, skin and hair care products, rely on their products to achieve key product features and long-term formulation stability.
Film and Sheet: INEOS offers a range of innovation solutions for the film and sheet market, based on their wide range of products and extensive expertise to help their customers to develop new market leading products.
Food: INEOS food products are speciality intermediates used in a diverse number of food applications from flavours and fragrances, to agrochemicals and animal feed. They also manufacture salt to stringent hygiene standards for use in foods.
Home and Electronics: INEOS businesses supply a wide range of products to meet the needs of the electronics sector.
Manufacture: INEOS works in the partnership with manufacturers to help to enhance existing products and develop new opportunities.
Medical and Pharma: INEOS medical and pharma products continue to meet the ever changing needs of the medical and pharmaceutical sector.
Packaging: INEOS provides the innovation products to meet their customer needs of the worldwide packaging customers.
Paint and Ink: INEOS products have formed the key components in many paints and paint manufacture systems. Their oxygenated solvents are primarily used in paints, coatings and ink formulations.
Pipes: The new INEOS innovation pipe products have the outstanding physical properties are improving reliability, reducing wastage and enhancing installation techniques.
Pulp and Paper: INEOS products provide the basic chemicals essential to sector and products that provide unique properties required by some specialty papers. 
Rubber and Tyre: INEOS provides the components essential for the manufacture of tyre across many applications. Their new compounds combine performance and safety.
Textiles: INEOS products are helping textile manufacturers to meet their specialist needs of an ever changing market.
Wire and Cable: INEOS produces the raw materials for the wiring in a wide range of applications and cables for high voltage networks.
INEOS also has a wide range related diversified products and the company also has the unrelated diversified products like the motorcycle fashion group Belstaff. (Murphy, 2017)

The INEOS Market
	INEOS has located at 171 sites in 24 countries around the world. The countries are including Belgium, Canada, China, Denmark, France, Germany, India, Italy, Mexico, Norway, Singapore, South Korea, Spain, Sweden, Switzerland, Thailand, United Kingdom and United States…etc. The Headquarters of the company are located in European countries and United States. The Oil and Gas industries are located in European countries. (Figure 2) According to INEOS businesses market location, the company businesses are mainly focus in European countries and the United States.
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Figure 2. INEOS Locations. Source: INEOS Holdings Limited [GB] homepage (https://www.ineos.com/locations/)

The Joint Ventures
The advantage of the joint venture is that can help the company business grow faster, increase productivity and generate greater profits. The benefits of the joint ventures are including to access the new foreign market and even emerging market. And the joint ventures can reduce the risk factor for heavy investment and to make optimum utilisation of resources. Finally, the company can gain the economics of scale.
The joint venture between INEOS and PetroChina International (London) Company Limited is formed the company called Petroineos on 1 July 2011. Petroineos’s headquarter is located in London of United Kingdom and it is Europe’s leading independent crude oil refiner. Petroineos refineries are strategically located at Grangemouth Scotland and Lavéra France and are both fully integrated with co-sited petrochemical assets of the Company. Close proximity to feedstocks and customers are key elements of its strength. The company employs around 1,000 people and has a turnover of around $15bn. The Grangemouth refinery is located on the Firth of Forth with direct access to crude oil and gas from the North Sea. The Grangemouth refinery processes around 210,000 barrels of crude oil per day and provides fuel to Scotland, Northern England and Northern Ireland. The Lavéra refinery processes 210,000 barrels of crude oil per day. It is located on the coast of the Mediterranean crude oil trading basin, next to the port of Marseille. The refinery supplies fuel by pipelines into France, Switzerland and Southern Germany. Petroineos sites remain integrated into INEOS' downstream petrochemical production and the products are including Gasoline, Diesel, Jet-fuel (ATK), LPG, Kerosene (RSK), Gas oil / Heating oil and Fuel oil.
The inorganic chemicals, catalysts and engineered glass products manufacturing joint venture between INEOS, CCMP and PQ management and the company called PQ Corporation.
The joint-venture between INEOS and Solvay to combine their chlorovinyls’ plants in Europe. This joint-venture will become one of the biggest producers of PVC in the world.
Most of the joint ventures are very important to INEOS. INEOS has the successful deals in their joint venture businesses to achieve the win-win business approach together with joint venture partners. The benefits of those joint ventures are including accessing the new market segment or increasing the products market share to gain the economics of scale.

The SWOT Analysis
This business report is using SWOT analysis to evaluate INEOS competitive position by identify their strengths, weaknesses, opportunities and threats. Then based on the identify the factors of strengths, weaknesses, opportunities and threats to build the SWOT analysis diagram of INEOS. (Figure 3) After the SWOT analysis, this report carry out the strategic internal analysis by using the factors of Strengths and Weaknesses from SWOT and the strategic external analysis by using the factors of Opportunities and Threats from SWOT as well.

Strengths
The successful outcome of the company is supported by the internal attribution and resources. INEOS is one of the biggest market leaders in petrochemicals. They have located 171 sites in 24 countries all around the world. INEOS has the business areas in Petrochemicals, Oil & Gas and Automotive. And they have a wide range of products in Automotive, Bio Fuel, Chemicals, Coatings, Construction, Cosmetics, Film and Sheet, Food, Home and Electronics, Manufacture, Medical and Pharma, Packaging, Paint and Ink, Pipes, Pulp and Paper, Rubber and Tyre, Textiles and Wire and Cable. INEOS has also highly focused on their innovation and sustainable products in their field by applying the high technology. INEOS has the professional and loyalty employees. Most of the employees of the company are professional in chemical and oil industry. Some of the employees are from the companies BASF, Bayer, Borealis, BP, Degussa, Dow, Enichem, Coechst, ICI, Norsk Hydro and Solvay. 

Weaknesses
The weakness internal factors work against the company success. INEOS is focused their businesses in Europe and the United States and they are not well known and not active company in China and Asian countries. Most of the INEOS businesses are reply on petrochemical products. The new INEOS products of the automotive for new vehicle business grow slowly. INEOS is not a famous brand and they are taking less effort in their branding and marketing activity.

Opportunities 
The external factors can use for the company’s advantage. The INEOS should consider gaining the economics of scale to the new market in China and Asian countries due to the high demand on those related products from those countries. The diversification of develop the new related products in high technology and advanced products for attracting the new customers and keeping the existing customers. The products diversification of the unrelated products development in the new market like Land River Defender 4 X 4 vehicle. Joint ventures with the new market leaders to scale up the market shares in that new businesses area.

Threats
The Threat factors can work against the successful outcome. The Government restrictions in the INEOS petrochemical’s products due to the strengthen environment requirement on government policy to the petrochemicals manufacturing and products. The increasing of tax rate in the high taxation European countries and Unit States that direct impact on the INEOS group development. INEOS may lack of access to target customers and locations in China and Asia countries. INEOS has the nonprofitable unrelated product in motorcycle fashion.
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Figure 3. The SWOT Analysis diagram of INEOS
The strategic internal analysis
INEOS strategic internal analysis is analysed the factors of Strengths and Weaknesses in SWOT analysis. (Figure 3) The internal business environment comprises of factors within the company which impact the success and approach of operations. The company is managing the strengths of internal factors is the key to the business go successful. The role of management is an essential internal factor and the Chairman of INEOS Mr. Jim Ratcliffe is the very good and successful example. His leadership and management style impact INEOS’s organizational culture in good employees care and good customer-focused services. INEOS also has the clear vision “INEOS is a customer-focused company” and the mission “INEOS to be the supplier of choice to its customer”. INEOS also has the strength of employees that is an essential internal business factor. The employees are professional and loyalty. Some of them are came from the companies BASF, Bayer, Borealis, BP, Degussa, Dow, Enichem, Coechst, ICI, Norsk Hydro and Solvay. They can improve the process effectiveness, efficiency and productivity. 
The areas of INEOS required to improve from their weaknesses. INEOS is not a famous brand and they are taking less effort in their branding and marketing activity. And INEOS is not well known and not the active company in China and Asian countries. Most of the INEOS businesses are reply on petrochemical products. The new INEOS products of the automotive for new vehicle business grow slowly. INEOS needs to improve the branding and develop new market in China and Asia since INEOS is one of the biggest market leaders in petrochemicals.

The strategic external analysis
INEOS strategic external analysis is analysed the factors of Opportunities and Threats in SWOT analysis. (Figure 3) The Opportunity and Threat factors affect a business are the variables which influence the performance of the company. Opportunities and Threats are the external factors taken into consideration in SWOT analysis. Opportunities that The INEOS should consider gaining the economics of scale to the new market in China and Asian countries due to the high demand on those related products from those countries. The diversification of develop the new related products in high technology and advanced products for attracting the new customers and keeping the existing customers. The Government restrictions in the INEOS petrochemical’s products due to the strengthen environment requirement on government policy to the petrochemicals manufacturing and products. The increasing of tax rate in the high taxation European countries and the Unit States that direct impact on the INEOS group development. INEOS may lack of access to target customers and locations in China and Asian countries.

The Competitive Advantages
	INEOS has the sustainable competitive advantages in their petrochemical products in European countries and the United States. It is because their businesses are based in Europe and cover the United States. Their products are high technology and advance that manufacture by their loyalty and professional employees. The reason why their employees are loyalty is because INEOS is the good employee care company. Most of their employees are professional in their field and the company always build the good relationship with their employees. The loyalty employees are the company valuable resources and they are one of the keys to make the company success. On the other hand, INEOS is a customer focused company. They always build a good relationship with their customers. The loyalty customers are one of the keys to make more profit to the company.

The Key Market Competitors
	The key market competitors of INEOS are HUNTSMAN, TOTAL, LyondellBasell, Chevron, Shell, BP, ARCHROMA, ExxonMobil and ICI……etc. Most of their competitors are the large global corporates are from Europe and the United States. And those companies HUNTSMAN, TOTAL and LyondellBasell are the top competitors to INEOS. Some of the employees of INEOS are also came from their competitors are BASF, Bayer, Borealis, BP, Degussa, Dow, Enichem, Coechst, ICI, Norsk Hydro and Solvay. 
The INEOS products are highly competitive in the market. The competitive characteristics of several different locations and products. The competition in most of INEOS products is based primarily on price, customer services and on the products performance, quality and deliverability. INEOS key market competitors vary from business to business and range from large global corporates to some smaller regional companies. INEOS competitors are larger and more vertically integrated, so that they may able to manufacture products more low cost. In addition, some of the INEOS competitors have strong financial background, advanced products, high technology and good marketing. Furthermore, some of the INEOS competitors are state-owned companies and they could have broader goals than maximizing profits. For example, the state-owned company invests in their country’s economic and provides local employment, so that the company can continue to provide capacity and products at unprofitable price to make downward pricing pressure on INEOS products. The markets for INEOS products expand, the key market competitors may commit more resources to the market in to further enhance competition. 

Financial Analysis
	According to INEOS Group Holding SA annual report 2017, the group report are under three business segments: O&P North America, O&P Europe and Chemical Intermediates. The financial analysis consider INEOS group revenue and EBITDA. The latest performance of INEOS is reported in the financial review on INEOS trading performance in the second quarter of 2018.
	The following table provides an overview of INEOS’s operating profit to EBITDA before exceptionals from year 2015 to year 2017:
								For the year ended December 31,
								2017		2016		2015
								(€ in millions)
Operating profit	……………………………………	2,061.1	1,866.6	1,810.6
Depreciation, amortization and impairment	……………	468.3		442.9		383.4
Exceptional charges	……………………………………	  -		21.3		16.0
EBITDA before exceptionals	……………………………	2,529.4	2,330.8	2,210.0
Source: 2017 Annual Report INEOS GROUP HOLDING S.A. View Report
	The financial report shows the INEOS group in operating profit and EBITDA are stable grow from year 2015 to year 2017. INEOS have good performance in year 2017. There have 10% increase in operating profit and 8.5% increase in EBITDA in year 2017 as compared with year 2016. 
The following table provides an overview of the revenue and EBITDA before exceptionals of each of the business segments for year 2016 and year 2017: 
For the year ended December 31,
								2017		2016		
								(€ in millions)
Revenue
O&P North America	……………………………………	3,573.9	2,855.9	
O&P Europe	……………………………………………	5,896.7	4,966.5		
Chemical Intermediates	……………………………	7,589.4	6,204.3
Eliminations	……………………………………………	(1,849.6)	(1,416.8)		
								15,210.4	12,609.9
EBITDA before exceptionals
O&P North America	……………………………………	896.0		956.4	
O&P Europe	……………………………………………	814.0		708.7		
Chemical Intermediates	……………………………	819.4		665.7
								2,529.4	2,330.8
Source: 2017 Annual Report INEOS GROUP HOLDING S.A. View Report

Revenue in Year 2017
O&P North America segment increased by 25.1% in year 2017 as compared with year 2016. The increase was driven by higher volumes and higher selling prices. Sales volumes increased in year 2017 as compared to year 2016, driven by higher sales volumes of olefins and polyethylene due to higher production levels as the Gemini HDPE joint venture became fully operational in last quarter of 2017. Sales volumes were impacted by Hurricane Harvey in August 2017 which led to decrease the production volumes.
O&P Europe segment increased 18.7% in year 2017 as compared with year 2016. The revenues increase was mainly driven by higher selling prices and to a higher sales volume in year 2017 as compared with year 2016. The revenues increases for the business was driven by the general price environment was higher in year 2017 as compared with year 2016 as crude oil prices rose. Butadiene prices showed the largest increase which up around 74% in year 2017 as compared with year 2016 as the market recovered from the weakness seen in the last few years. Polypropylene prices also increased around 11% in year 2017 compared with year 2016. Euro compared to other major currencies, together with continued low oil prices to benefit European market by minimising imports and good for the export opportunities.
The Chemical Intermediates segment increased 22.3% in year 2017 as compared with year 2016. The revenues from the Phenol business increased in year 2017 as compared with year 2016, which primarily driven by higher prices and increased sales volumes. The prices of finished goods were increased significantly that moved in line with the underlying raw material prices have risen in year 2017.

EBITDA in Year 2017
	O&P North America segment decreased 6.3% in year 2017 as compared with year 2016. The business has continued to benefit from its flexibility to be able to utilize cheaper gas feedstock to maintain health margin with both ethane and propane continuing to be advantaged feedstocks during 2017. The United States cracker business environment continued to be solid with healthy margins and high operating rate in year 2017. The business experienced lower overall margins in year 2017 compared with year 2016 that driven primarily by lower polypropylene and olefin margins, which were partially offset by higher polyethylene margins. 
O&P Europe segment increased 14.9% in year 2017 as compared with year 2016. The results increased in year 2017 due to higher margin, increased inventory holding gains and increased sales volumes, partially offset by higher fixed costs. Partially offsetting these increases were higher fixed costs in year 2017 as compared with year 2016, primarily due to additional costs of having more Dragon ships operational along with the associated United States infrastructure costs in respect of shipping ethane from the United States to Europe. 
O&P Chemical intermediates segment increased 23.1% in year 2017 as compared with year 2016. The most of Chemical intermediates segment businesses profitability increased primarily due to higher margins driven by better acetone returns and the positive impact of higher benzene prices on phenol margin, together with an increase in sales volumes following improved demand. 

Taxation
	The tax charge decreased 11.4% in year 2017 as compared with year 2016. The decreased in tax charge was primarily due to a reduction in the Group’s deferred tax liabilities as a consequence of the reduction in corporate tax rates, primarily in the UA and Belgium. The effective tax rates for the Group in year 2017 and 2016 were lower than the standard rate in Luxembourg of 27.08% (29.2% in year 2016) as profits were made in regions with significantly lower rates such as United Kingdom and Switzerland which more than offset profits made in regions with higher rates than the standard rate such as USA.

Trading Performance in the Second Quarter of 2018
	Based on unaudited management information INEOS report that EBITDA is reported under three market business segments: O&P North America, O&P America, O&P Europe Chemical Intermediates. The financial analysis considers EBITDA of INEOS group on each market business segment. The United States market were solid, taking full benefit from their current feedstock advantage. Market conditions in Europe have remained good, whilst markets in Asia have seen some strength in the quarter.
O&P North America reported EBITDA of €247 million compared to €227 million in Q2 2017. The business has continued to benefit from its flexibility to be able to utilise cheaper NGL feedstocks to maintain healthy margins. The US cracker business environment was solid with good operating rate in the quarter. The increased supply from new industry capacity coming online led to reduction in ethylene margins. In contrast polymer demand was strong with balanced markets and good margins.
O&P Europe reported EBITDA of €201 million compared to €210 million in Q2 2017. European polymer demand was stable in a balanced market, with solid volumes and healthy margin in the quarter.
Chemical Intermediates reported EBITDA of €235 million compared to €201million in Q2 2017. All of the businesses performed well in the quarter with sustained good demand for most products.

Recommendations
Part b) Advise Ineos on the strategic options they should take, the barriers they may encounter in implementing these strategic options, and how they can overcome these barriers. 
	After the business analysis of INEOS to carry out the strategic internal and the external analysis using SWOT analysis and also the financial analysis. The corporate strategy option recommend INEOS to establish the market growth by the market penetration, the market development and the product development.
INEOS is one of the biggest petrochemicals company in the world. INEOS has the sustainable competitive advantage in their petrochemical products in European countries because of their businesses based cover the Europe and their products are high technology and advance by their loyalty professional staff. INEOS is an employee care company. Most of their employees are professional in their field and the company build the good relationship with their employees. The loyalty staff members are one of the keys to make the company success. INEOS is a customer focused company to build a good relationship with their customers. The loyalty customers are one of the source to make profit to the company.

Corporate Strategy Options
	The establishment of the market growth for INEOS that can use the strategy options on the market penetration, the market development and the product development.

Market Penetration Strategy
	Overall the major growth opportunities they implement, attempts to peak sales through stressing the current products in present markets and present products in new markets. This includes developing new products for existing markets, subsequently. It is about finding new ways to boost sales and keep customers loyal and increase market share. When implementing change companies must be careful not to compromise their existing revenue or customers. Too much alternation can make consumers wary, so change must be implemented in a subtle manner so as to only increase market share and build on profits.
	The management should monitor this carryout the entire process to ensure smooth changes Clear and precise planning will also help minimise the risk and will lead to a successful improvement and boost in the market share.
Most of the joint ventures are very important to INEOS. INEOS has the successful deals in their joint venture businesses to achieve the win-win business approach together with joint venture partners. The benefits of those joint ventures are including accessing the new market segment or increasing the products market share to gain the economics of scale.

The Market Development Strategy
	The market development is a strategy for the market growth to develop and lunch the company current products in new market segments. The market development strategy targets new customers in currently targeted segments in the new market segments. Its strategy also target the new customers in other targeted segments in the new market segments. 
The INEOS products are highly competitive in the market. The competition in most of INEOS products is based primarily on price, customer services and on the products performance, quality and deliverability. INEOS key market competitors vary from business to business and range from large global corporates to some smaller regional companies. INEOS competitors are larger and more vertically integrated, so that they may able to manufacture products more low cost. In addition, some of the INEOS competitors have strong financial background, advanced products, high technology and good marketing. Furthermore, some of the INEOS competitors are state-owned companies and they could have broader goals than maximizing profits. The markets for INEOS products expand, the key market competitors may commit more resources to the market in to further enhance competition. The INEOS businesses are too focused in Europe and the United States, the company should consider expanding the petrochemicals products in China and Asian countries, since those products have high demand in those countries because of the strong and fast economic growth in those countries especially China.

The Product Development Strategy
The improvement of the quality of products, businesses are able to attract and match the customer’s requirement and eventually lead to more sales made. The product management is crucial to a high market penetration in the company targeted market.
The product improvements can be utilized to create new interests in a declining products, for example by changing the design of the packaging or innovation and high technology products.
The Japanese automotive makers dominated world automotive market in the late 1980s and the early 1990s. The Japanese introduced their products far faster than competitors in Europe and the United States to the global market. (Clark, Fujimoto, & Cook 1991) The INEOS automotive product development can reference Japanese automotive successful story in 1980s to 1990s that the all-around good quality to win the world market. INEOS petrochemical products are advanced and high technology. Their products manufacturing are matured, and they should consider the development cost to manufacture new products in effective and efficient way. 

Action Plan in Balanced Scorecard
The Balanced Scorecard (‘BSC’) is one of the strategy performance management tools. There have four perspectives proposed: Financial perspective, Customer perspective, Internal business processes perspective and Learning and growth perspective. The measurement is selected based on the strategy objectives on the strategy map. The approach is the strategy objectives are distributed by the four perspectives with measurable processes. The vision statement is based on the strategy objectives from the achievement of four perspectives measurement. (Kaplan, Robert, & Norton 1992)
The BSC can be truly effective is concentrating on the organization’s objectives. The BSC scores are important to the management, the department and the staff of the organization to understand the context of the organization’s objectives to achieve. The BSC scores are the measurement of the achievement toward to the organization’s objectives.
The BSC typically will start with a set of objectives arranged in a specific way to demonstrate the improvements made by the learning and growth to the internal business processes will have a positive impact on customer satisfaction and the financial of the organization. The achievement can go through a Strategy Map.
The good strategy map will include a vision statement and a mission statement of the organization. To achieve the organization objectives as a whole by the contributions directly. Once an organization has clearly stated the perspectives trying to achieve, then the nest stage is to determine whether or not they are succeeding in the strategy map process. The Key Performance Indicators (‘KPIs’) are required for the performance measurement of the organization to achieve their perspectives of organization objectives. Each perspective will have a measurable KPI and normally will have more than one KPI. But better not more than three KPIs on each perspective. The reason to call KPI is because of those are the ‘Key’ to achieve the objectives. The ‘Key’ here have to be accurate but not to over-burden the organization with too many measures. The organization is attempting to the measure the ‘Key’ in result in BSC.
The organization can enable to change because it knows what it wants to achieve and the successful of the organization by BSC. The projects or initiatives are required to drive change which are referred to BSC to identify the projects of initiatives comes at the very end of the process.
The organization can set of core values and those core values are usually described early in the process. The final model of the BSC in strategy map provides a single view of the strategy in a single page to provide the information about the focus and the priorities to achieve the organization objectives by measurable KPIs and the completion of the projects and initiatives successfully. 

Strategy Map
	According to the BSC set up for strategy performance management, there have four perspectives proposed in Financial perspective, Customer perspective, Internal business processes perspective and Learning and growth perspective. And then the strategy map constructed by BSC these four perspectives together with the company’s Vision, Mission and the key values. This strategy map set up to achieve the company objectives.
The Vision: “INEOS is a customer-focused company”.
The Business Mission: “INEOS to be the supplier of choice to its customers”. 
INEOS has five key values:
· Excellence in safety, health and environmental performance.
· Focus on customer satisfaction, total quality and reliability.
· Continuous improvement to become a cost effective producer of high quality products.
· Encouragement of innovation, entrepreneurship and reward for achievement.
· Empowerment of employees to create real value for our customers and ourselves.

Financial perspective: Return and value
Business objectives: 1. Increase revenue; 2. Increase profitability; 3. Stable development cost 
Measures (KPIs) and Targets: 
1. Revenue in the target market increase 10% per year. 
2. EBITDA in the target markets target increase 10%.  
3. Maintain the products development cost increase within 2%.
Initiatives: 
· Implement new financial reporting system, 
· Simplify products development operations.

Customer perspective: Customer focused “Customer as king” 
Business objective: 1. Improve customer loyalty; 2. Improve market perception; 3. Improve brand new customer experience.  
Measures (KPIs) and Targets:
1. Increase the customer satisfaction rate in 5%.
2. Increase the market share in new market segments in 10%.
3. Increase the brand-new customers in 10%.
Initiatives: 
· Competitive customer offering for new market development, 
· Improve current customers offer.

Internal business processes perspective: Market, Products and Joint Ventures 
Business objective: 1. Improve offering selection; 2. Improve products information services; 3. Improve customer on-line system.
Measures (KPIs) and Targets:
1. New products increase 10% sales this year,
2. Current products increase 15% sales this year,
3. Customers use the on-line services cover more than 80% of customers. 
Initiatives:
· Create improved offering selection process,
· Improve the ordering programme to build the good relationship with new and current customers,
· Training programme for on-line order system.

Learning and growth perspective: Innovation and Growth
Business objective: 1. Improve Technology, 2. Improve products knowledge and skills, 3. Improve customer services.
Measures (KPIs) and Targets:
1. Technology training plans required 100% cover all manufacturing plants,
2. Employee development plans required all full-time employee at least attend one internal training course once a year,
3. Customer services efficiency rate required 95% or above.
Initiatives:
· Technology improvement programme;
· Provide products and marketing training programme.













	The Vision: “INEOS is a customer-focused company”.

	The Business Mission: “INEOS to be the supplier of choice to its customers”

	Business Objectives and Strategy Map
	Measure
	Targets
	Initiatives

	 
	 
	 
	 
	 
	 
	 
	> Increase revenue in the target market,
	> Increase 10% per year,
	> Implement new financial reporting system;

	Financial perspective
	Increase Revenue
	 
	Increase Profitability
	 
	Stable Development Cost
	 
	> Increase EBITDA in the target markets,
	> Increase in 10%,
	> Simplify products development operations.

	 
	 
	 
	 
	 
	 
	 
	> Maintain the products development cost.
	> Increase within 2%.
	 

	 
	 
	 
	 
	 
	 
	 
	> Increase the customer satisfaction rate,
	> Increase in 5%,
	> Competitive customer offering for new market development;

	Customer perspective
	Improve Customer Loyalty
	
	Improve Market Perception
	
	Improve New Customer Experience
	 
	> Increase the market share in new market segments,
	> Increase in 10%,
	> Improve current customers offer.

	 
	
	
	
	
	
	 
	> Increase the brand new customers in 10%.
	> Increase in 10%.
	 

	 
	 
	 
	 
	 
	 
	 
	> New products increase the sales this year,
	> increase 10% this year,
	> Create improved offering selection process;

	Internal business processes perspective
	Increase Offering Selection
	 
	Increase Products Information Services 
	 
	Increase Customer On-line System Using
	 
	> Current products increase the sales this year,
	> increase 15% this year,
	> Improve the ordering programme to build the good relationship with new and current customers;

	 
	 
	 
	 
	 
	 
	 
	> Promote the On-line services to the customers. 
	> cover 80% of customers.
	> Training programme for On-line order system.

	 
	 
	 
	 
	 
	 
	 
	> Technology training plans in manufacturing plants,
	> Cover all manufacturing plants,
	> Technology improvement programme;

	Learning and growth perspective
	Improve Technology
	
	Improve Knowledge and Skills
	
	Increase Customer Services Skills
	 
	> Employee development plane,
	> All employment once a year,
	> Provide products and marketing training programme.

	 
	 
	 
	 
	 
	 
	 
	> Customer services efficiency rate.
	> 95% or above.
	 

	INEOS Key Values: 

	         Excellence in safety, health and environmental performance.

	         Focus on customer satisfaction, total quality and reliability.

	         Continuous improvement to become a cost effective producer of high quality products.

	         Encouragement of innovation, entrepreneurship and reward for achievement.

	         Empowerment of employees to create real value for our customers and ourselves.


Figure 4. The Strategy Map of INEOS

The organization can follow the strategy map of INEOS to achieve the company objectives by using BSC. (Figure 4) The clear objectives have been set on each of the perspective to each staff and further to each department to achieve. 

Conclusions
INEOS: “The biggest company you have never heard of”. INEOS is one of the world’s largest manufacturers of chemicals and oil products. This company is a privately own United Kingdom limited company which established in 1998 and the founder of the company Mr. Jim Ratcliffe is one of the richest person in United Kingdom in 2018. Mr. Jim Ratcliffe is one of the very key person to make INEOS’s successful. INEOS businesses are in Petrochemicals, Oil & Gas and Automotive. Their petrochemicals intermediates businesses are leading global positions. INEOS also has a wide range related products and some unrelated diversified products. The business report is carrying out a strategic internal and an external analysis using the SWOT analysis and provided the sustainable competitive advantage of the company.
	INEOS has the sustainable competitive advantage in their petrochemical products in European countries and the United States because their businesses are based in Europe and cover the United States. Their products are high technology and advance in manufacture by their loyalty and professional employees. INEOS is an employee care company. Most of their employees are professional in their field and the company build the good relationship with their employees. The loyalty company customers are one of the important sources to make profit to the company. One of the most important key is the Chairman of INEOS Mr. Jim Ratcliffe. He is the very good and successful example. His leadership and management style impact INEOS’s organizational culture in good employees care and good customer-focused services.
	The recommendation advises to the company on the strategic options that the can take on the market penetration, the market development and the product development. The market development strategy is recommended for INEOS due to high demand of the petrochemical products in China and Asian countries. The risk is the government policies in those new market countries.
The balanced scorecard set up to implement the company strategic options for their objectives and then build the strategy map to achieve their objectives. The clear objectives set on each of the perspective to each staff and further to each department to achieve.
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