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Executive Summary
This report is based on a private limited company based in the United Kingdom named Sqoan Financials Limited a financial a financial advisory service business which is authorised and regulated by the Financial Conduct Authority. 
This report evaluates the strategic challenges posed by the digital age on Sqoan Financials Limited and to propose how the company might successfully rise to these challenges, while at the same time creating and enhancing its customer value proposition.
The report considers this company within the background of the strategic position that financial services industry plays in the UK economy. The report carries out strategic analysis of the company and recommends the way forward.
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Nature of the business
Sqoan Financials Limited, trading as Sqoan Financial Services is a financial advisory business which is authorised by the FCA (Financial Conduct Authority) to conduct mortgage, insurance and protection business in the UK.
The company is 100% owned by Mr Sunday Fatubarin and ably assisted by two staffs, one being (competent adviser status) CAS status employee and the other a trainee Mortgage Adviser.
Target Clients
The company target clients are the professional and self-employed people who have multiple sources of income and short trading history. Additionally, the company have the flexibility to deal with credit-impaired clients who by omission or commission find themselves in a position whereby the prime lenders in the market will not deal with them because of their business models.
These credit-impaired clients have complex financial history and minor events like failure to make payments on a phone contract, which can have a detrimental effect on a client’s credit report when trying to take out a mortgage, which invariably means that these high street banks will not even transact business with these clients which are labelled as being credit-impaired. 
These are the clients which are being targeted by Sqoan Financial Services as they represent a market segment that is not being served by the high street banks due to their credit impairment.
Purpose of the report
The purpose of this report is to evaluate the impact of the strategic challenges posed by the digital age on Sqoan Financials Limited, to propose how Sqoan Financials Limited might successfully rise to these challenges posed by the digital revolution, whilst at the same time creating and enhancing its customer value proposition.
Sqoan Financials Limited, henceforth to be referred simply as Sqoan Financials, throughout this report, is a financial advisory business that provides financial advice to various clients within the United Kingdom. In the UK, financial advisory business covers primarily four areas namely;
1. Mortgages
2. Protection and general insurance
3. Investments 
4. Pensions
In the UK, financial advisory business is a regulated business which means only those individuals and entities that have been authorised by the regulator – the Financial Conduct Authority (FCA) - can operate in this business sector. In the UK, financial advisory services comprise mainly mortgages, insurance and protection, investments and pensions. The company is currently authorised to provide mortgages, insurance and protection advice to United Kingdom and European Union clients.
Sqoan Financials and the proprietor are both authorised to advise on the mortgages, protection and general insurance at the moment.
Financial Service Industry in the United Kingdom
There are thirty eight sectors in the FTSE All Share index in the UK and the financial advisory services fall into six of the thirty-eight sectors (banking sector excluded).
According to Institute for Government “financial services sector employs more than 1 million people, and accounted for 6.5% of the value created in the UK economy in 2017.” see Appendix 1
In 2016–17, HM Revenue and Customs attributed £27.3 billion of tax receipts to the banking sector. The City of London Corporation estimates that the broader financial services industry (including insurance firms, for instance) generated more than £70 billion in tax revenues in 2017, making up 11.0% of the national total.
1.1 Range of Services Provided to Clients
Sqoan Financials provide advice on mortgages, protection and general insurance to various clients and businesses in the UK.
Mortgage advice includes residential mortgage, bridging loan, secured loan, commercial mortgages and buy-to-let mortgage while the protection advice includes life insurance, critical illness cover, income protection, family income benefit, whole of life protection and building and contents insurance. 
The owner of Sqoan Financials decided to move into the market due to the increasing complexity and greater professionalism of the financial advisory industry, there was a greater need for the quality of advice given to clients. 
In order to evaluate the impact of the strategic challenges posed by the digital age to the Sqoan Financials business, it is obvious that technology has fundamentally disrupted and transformed every industry.
While this change has been welcomed by some, some have tried to resist this change. Thus, it is important to do a re-appraisal of the business strategy by carrying out a thorough strategic analysis of the business viz-a-viz the dynamic state of digital transformation going around the external and internal environment, so as to chart a way forward for Sqoan Financials Limited.
SCOPE of the report
This report uses variety of strategic tools to analyse the environment under which Sqoan Financials operate and generate variety of strategic options for the company and select the most appropriate option that will enable it to continue to successfully develop, differentiate and sustain its future competitive position in the industry.


2. Vision and Mission Statements of Sqoan Financials
· Vision statement
The business vision is to build a sustainable business that can stand the test of time and provide an impeccable ethical advice to the clients. 
· Mission statement
Sqoan Financials mission is to inform, educate and empower clients with sufficient, relevant information in order to make knowledgeable decision about their financial affairs.
2.1 Organisation Structure of Sqoan Financials
Organisation structure is highly important when setting up a business as it determines how jobs are assigned and how roles are coordinated within the business. It also shows the flow of information, power hierarchy and delegation of responsibilities within the different levels of the business. 
The four common types of organisational structures are:
· administrative structure, 
· functional structure, 
· divisional structure and 
· matrix structure. 
Given the size of the company, Sqoan Financials operates a simple organisational structure which is depicted in the Figure 1 below.



2.2 Organisation Chart of Sqoan Financial Services
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2.3 Business Model of Sqoan Financials
Sqoan Financials business model depicts how it generates revenue. The revenues come from the advisory services provided to clients in their pursuit of financial well-being and financial stability. Most of the clients value several things like speed of delivery, one-to-one conversation and after sales service. 
Sqoan Financial derives its revenue from several sources:
1. Mortgage business incomes comes from the broker fee paid by the clients at the onset of the first meeting, the procuration fees paid by the lenders at the completion of the mortgage, commission paid for introducing the conveyancing cases to the solicitors.
2. Insurance business incomes comes mainly from the commission paid by the insurance providers after the completion of the case. 
3. Insurance trailing incomes comes from the monthly income paid by the insurance providers after the clients must have held their policies for four years.
2.4 Customer Value Proposition
Customer value proposition is a clear business or marketing statement that explains why a customer should use our service. It is mainly addressed to potential clients rather than other stakeholders. Further, it describes how our services are different from the service obtainable from the banks and how our tailored services resolves our clients problems and meet their needs and delivers quantifiable benefits to them.
Sqoan Financials value proposition is based on the fact that we take great care to educate and explain the advisory process to our clients via a flowchart and search the whole of the market for mortgages and for insurance products.
It is our intention to turn every client into an advocate of Sqoan Financials. Thus, we take extra great care to be compliant during the first meeting with a client by carrying out AML check by way of identity verification, address verification which is called KYC “know your clients” by carrying out verification of their identity and their addresses using our special compliant-software which have access to government databases to ensure that we are dealing with a bonafide individuals.
Secondly Sqoan Financials gather sufficient information using our detailed “fact find” and getting additional information from the credit reference agencies with the consent of the clients.
All these information are processed and choices are generated and all the choices pros and cons are explained to the clients and Sqoan Financials makes its recommendation to the customer. The customer sometimes overrides the advice, but in that case the customer is asked to sign a disclaimer to the effect. 

3. Stakeholder analysis of Sqoan Financials
Stakeholder literarily means any group or individual who has a stake in the organisation. Stakeholder can be a group or an individual who has varied amount of interest in what the business does due to the location, social and employment impact or environmental impact resulting from the business activities. 
It is crucially important to identify the stakeholders and use appropriate strategic tools to analyse these stakeholders as they form a key part of formulating a company’s strategy. Freeman (1984) defines stakeholder as “any group or individual that can affect or be affected by the realisation of a company’s objectives”. This definition shows the influence that can be brought to bear on the business if the stakeholders concerns are not taken into consideration.
Two strategic tools are used in this report namely; four-links analysis and Mendelow’s power-interest matrix. These two models are used to identify, group, prioritise and understand the needs and expectations of these various stakeholders, so that measures are put in place to meet those needs. 
3.1 Four – Links analysis
The four-links analysis consists of four elements:
· GOVERNMENT LINKS & NETWORKS
· COMPLEMENTORS
· FORMAL LINKS & NETWORKS
· INFORMAL LINKS & NETWORKS
Sqoan Financials stakeholders ranges from the owner of the business, the government, the government agencies – Financial Conduct Authority, the Companies House, HMRC (Her Majesty Revenue and Custom), the Financial Ombudsman Service (FOS), the Financial Services Compensation Scheme (FSCS), Competition and Markets Authority (CMA), Information Commissioners Office (ICO), Health & Safety Executive (HSE), the insurance providers, the lenders, the compliance providers, the mortgage sourcing software provider, the protection sourcing software provider, the estate agents, the accountants, the surveyors, the press, customers and the community. 
3.1.1 Government links and networks
Government links and networks are very important in the financial services business in the UK because of the pivotal role that it plays in the economy. Sqoan Financials has formal government links through several government agencies namely:
1. Companies House – Given that the business is incorporated, Sqoan has various obligations imposed on it as a separate legal entity, for example, filing of statutory accounts, filing of report regarding the significant people running the company. Companies House has the power to strike out the company if Sqoan Financials does not perform its obligations.
2. HMRC – Her Majesty Revenue and Custom – given that the business operates in the UK legal environment, it has the obligation to pay tax on its profit, failure to do that can lead to fines and even investigations from the tax authority.
3. FCA – Financial Conduct Authority – This is the regulator of financial services industry in the country. Sqoan Financials has obligation to file half-yearly returns and pay its levies on time failure to which the company can be de-authorised, therefore unable to trade. 
4. CMA– Competition and Markets Authority supercedes the OFT (Office of Fair Trading) and is the responsible for strengthening business competition and preventing and reducing anti-competitive activities.
5. ICO – Information Commissioner’s Office is the government agency  in charge of upholding information rights in the interest of the public and granting individuals and entities the power to process pperonal data. Sqoans Financials is on the ICO register and is duty-bound to process clients information fairly and to safeguard and prevent unauthorised access or disclosure to clients data. Failure to adhere to these duties can lead to the company being stopped from trading. 
6. FSCS – Financial Services Compensation Scheme is the agency that pays compensation to consumers who have been wrongly mis-advised by their advisers.
7. FOS – Financial Ombudsman Service settles disputes between financial businesses and their customers. 
8. HSE – Health & Safety Executive is another quango responsible for health and safety at work. 
3.1.2 Complementors
Complementors are organisations whose products or services add value to Sqoan Financials than what it would have on its own. 
Insurance providers are the complementors in this business as every mortgage sold comes with the risk of the mortgagee becoming unemployed, falling ill or critically ill or even dying before the completion of their contractual payment terms with the mortgagee. These risks are explained and quantified to the clients and products are designed to mitigate these risks.
There are several benefits of maintaining good working relationship with these insurance providers on an ongoing basis, as they represent good source of revenue for the business.
3.1.3 Formal links and networks
Formal links and networks are professional organisation that represent passive source of revenues for the firm like the solicitor firms, the accountancy firms and the estate agents. 
3.1.4 Informal links and networks
 Informal links and networks are non-professional group or individuals like churches, private local clubs, family members who are aware of the service that Sqoan Financials provide and thus sometimes ask the proprietor to come and participate in various activities about financial empowerment.

3.2 Mendelow’s Power–Interest Matrix
One of the most powerful tools for analysing the influence of the stakeholders is Mendelow's matrix, which puts power against interest trying to find out the degree of power and the level of interest that the identified stakeholders have in the business.
Based on the grid in which the stakeholder is placed determines the priority that will be accorded to the stakeholder
	S No
	STAKEHOLDER
	POWER
	INTEREST

	1.
	Owner
	H
	H

	2.
	Employees
	H
	L

	3.
	Clients
	H
	L

	4.
	Lenders
	H
	H

	5.
	Insurance Providers
	H
	H

	6.
	Competitors
	L
	H

	7.
	Government
	H
	L

	8.
	FCA
	H
	H

	    9.
	Companies House
	H
	H

	10.
	HMRC
	H
	H

	11.
	FOS
	L
	L

	12.
	FSCS
	L
	L

	13.
	OFT
	H
	L

	14.
	ICO
	H
	H

	15.
	HSE
	H
	L

	16.
	Accountants
	L
	L

	17.
	Surveyors
	L
	L

	18.
	Estate agents
	L
	L

	19.
	The Press
	L
	L

	20.
	The Public
	L
	L

	21.
	Local Churches
	L
	L

	22.
	Public
	L
	L
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Analysis of PIG graph
Key Player Group
According to Mendelow’s matrix, this group of stakeholders identified in the table above as 1,4,5, 8,9,10,14 are the most influential because they are the most powerful and highly interested in Sqoan Financials business activities and therefore Sqoan Financials must prioritise them accordingly and ensure their needs are met.
Keep Informed Group
This group of stakeholders identified in the table above as 2, 6 have high interest but low power in the affairs of Sqoan Financials. Sqoan Financials must communicate with them and should not be ignored due to their high interest in the company as potentially they, can team up with “key player group” to bring pressure on the business.
Keep Satisfied Group
This group of stakeholders identified in the table as 3, 7, 13, 15 have high power but low interest in the activities of Sqoan Financials. Therefore, they must be kept at bay by making sure that all their stipulations and requirements are adhered to.  
Minimum Effort Group
This group of players identified as 11,12,16,17,18,19,20,21,22 have low power and low interest and therefore should be ignored according to Mendelow.
3.3 Critique of Mendelow’s Matrix
The classification of the stakeholders into the grid is highly subjective as everyone that is given the list of the stakeholders is capable of different classification.
Mendelow’s power-interest matrix is based on the relative influence exerted on the organisation by the stakeholder as it determines how they are treated by the organisation. 
There is also arbitrary allocation of High or Low scores which have no scientific basis.
Also, Mendelow’s suggetion to ignore the “minimum effort group” could be described as unfair and unethical as this paper believes all stakeholders matter and should all be treated with respect because the so called “minimum effort group” could potentially undermine and sabotage the business. 
4. Macro-environmental analysis of Sqoan Financials
This macro environmental analysis comprises of the external environment  under which Sqoan Financial operates. Given the similarities of PESTLE analysis and Porter’s 5 forces, this paper explores the external competitive environment using the Porter’s 5 forces.
4.1 Porter's 5 Forces on Sqoan Financials
Porter’s 5-Forces (1980) analysis moves beyond the internal analysis to focus on the organization’s external environment including the five competitive forces external to the organization. The 5-Forces analysis is applied more specifically to an organization’s competitive environment.
Porter's 5 forces is a holistic way of looking at all the forces competing with an organisation ability to make profit. It is not only the direct competitors that compete with the organisation for profit, the suppliers, the customers, the substitutes, potential new entrants do want to reduce an organisation’s profit.
Porter identified five forces namely:
· Bargaining power of customers
· Bargaining power of suppliers 
· Threat of substitutes
· Threat of new entrants
· Competitive and rivalry among present competitors
Each of the five forces facing Sqoan Financials is discussed and classified as either strong or medium or weak
Bargaining power of customers 
The bargaining power of Sqoan Financials customers is weak to medium to cover the range of potential customers that we currently engage in the company. Bargainning power is weak for credit-impaired clients while it is medium for full status clients.
Bargaining power of suppliers
The bargaining power of suppliers that is the lenders is “high” given the procuration fee have been reduced of late by the lenders.
Threat of substitutes
The only substitutes as mortgage is concerned is for the clients to approach the banks directly. In the case of protection and insurance business, clients can bypass the financial advisers to procure the service online. Threat of substitute is “medium.”
Threat of new entrants
The threat of new entrants to the industry is “low” due to the hefty non-refundable application fee of £2000 to the Financial Conduct Authority. Additionally, there is the fit and proper test to undergo coupled with the  qualification criteria to surmont which makes it very difficult to enter the market.
Competition and rivalry among the competitors
The degree of competition is strong. There are 58,000 financial advisors in the UK with about population of 65,000,000 which translates to about 1120 UK citizens per an adviser. There is a considerable amount of competition in the marketplace. 
Some have decided to offer clients with broker-free service, thus only depending on the procuration fee from the lender. This invariably leads to unsuitable advice as clients interest are not put in the front when recommending suitable mortgage.


4.2 SWOT Analysis - Opportunities and Threats
Opportunities in the external environment
· Customers
· Complexities of the house buying process in the UK
· Growing number of credit-impaired customers.
Threats in the external environment
· Robo-advisers used by some customers to buy insurance.

5. Micro-environmental analysis of Sqoan Financials
5.1 SWOT Analysis - Strengths and Weaknesses
Strengths in the internal environment
· Staffs
· Skills
· Competence
· Knowledge
Weaknesses in the internal environment
· Sqoan Financials Systems
5.2 Critique of SWOT Analysis
"The SWOT methodology is pervasive, in large part, due to its simplicity."(Helms et al., 2010). "By listing favourable and unfavourable internal and external issues in the four quadrants of a SWOT analysis grid, planners can better understand how strengths can be leveraged to realize new opportunities and understand how weaknesses can slow progress or magnify organizational threats." (Helms et al., 2010)
While SWOT analysis is primarily used to aid an organization plan future strategies, the framework can also be applied to individuals.(Helms et al., 2010).
However, Coman and Ronen (2009) agree that despite its problems, SWOT remains a major strategic tool and agrees a focused SWOT methodology can then distill strengths and weaknesses into core-competences and core-problems, by using a core-competence tree and the current-reality tree. The core-competences and core-problems are then linked into a plan of action aimed at preserving and leveraging the organization’s core competences, while defending against exposure to core problems. 
Lee and Ko (2000) suggested joining the SWOT matrix with the balanced score card makes a systematic and holistic strategic management system and agrees the SWOT analysis is a more structural approach in setting up the foundation of the balanced scorecard; instead of simply identifying the key performance indicators via gut feeling or by brainstorming. Houben et al. (1999) feel that despite the importance of SWOT analysis, many companies often only have vague ideas of their competitive strengths and weaknesses, opportunities and threats. They suggest the development of a knowledge-based system to assist managers of small and medium sized companies in performing a SWOT-analysis and they concentrate only on the identification of internal strengths and weaknesses.
Weihrich (1982) has attempted to redesign the SWOT in a different manner in order to generate strategies based on the relationship between internal and external environmental factors and has consequently devised the TOWS Strategic Matrix. 
Barney (1995, 1997) moved away from the traditional SWOT variables and emphasized the resource-based approach to organizational analysis. His VRIO framework prompts the user to identify organizational key resources in terms of value, rareness, immutability, and organizational characteristics in order to recognize relative organizational competitive advantages and barriers to imitation. 
Yet many of the proposed SWOT alternatives are again lists of issues or grids with other key terms. Nickols et al (2006) proposed the Goals Grid as an alternative to a conventional SWOT analysis. This 2 x 2 grid has four categories: 
“The future of SWOT analysis seems to lie in ordering the variables and moving toward weighting them will help add focus for decision makers. With ranked variables, prioritization of strategies will be improved and ways to close the key gaps internally and externally can be addressed.”
Resources and Competencies
Resources and competencies are the strengths that an organisation possess which allow it to achieve its organisational objective. Resources are tangible and intangible in nature, while competencies are purely intangible in nature. Resources are depicted by the 10Ms namely:
· Man/woman power – Human resources
· Money – Financial resources
· Management - 
· Materials
· Manufacturing
· Markets
· Marketing
· Marque – brand
· Method – this is the know-how
· Management Information System – the computer system that powers the organisation
Competencies on the other hand resides in the head of the management and the workforce. Competencies are the skills and know-how possessed by the workforce which is a culmination of years of experience, training and studying.
The expert and unique combination of resources and competencies give rise to strategic capabilities which eventually gives the business its competitive advantage over its competitors.
Strategic capabilities is defined as "the capabilities of an organisation that contribute to its long-term survival or competitive advantage." (Johnson et al 2011). Strategic capability of an organisation is made up of two components: resources and competences.
Threshold capabilities is defined as “those capabilities needed for an organisation to meet the necessary requirements to compete in a given market and achieve parity with competitors in that market.” (Johnson et al 2011). Thus, threshold capabilities are not enough to gain a competitive advantage in the marketplace.
The risk to Sqoan Financials of trading using threshold capabilities is that the going-concern assumption of the business operating for the foreseeable future is at stake.
Distinctive or strategic capabilities are the combination of unique resources and core-competences possessed by the organisation that it can blend together to create a unique customer value proposition which eventually gives it a competitive advantage over the competitors 






	
	Easy to imitate
	Difficult to imitate

	RESOURCES – what we have
	NECESSARY
Money

	UNIQUE
Professional educational resources – experience
Customer Relationship mana
Operating manuals and procedures – customising
Optimised
CPD

	COMPETENCES – what we do well
	THRESHOLD
· BA(Hons) Accounting & Finance
· ACCA
· CeMAP Qualification
· CeRGI Qualification
· DipMAP
· DipFA
· AdvDipFA
	CORE
Accounting skills
Finance skills
Taxation skills
Presentation skill
Professional and collaborative networks
Culture, value and ethics
Broad-spectrum knowledge of the industry and market.
Ability to inform, educate and impart the knowledge to the clients.
CPD – Continuing Professional Development


 Source: Author
5.3 McKinsey’s 7Ss
McKinsey 7Ss is used for internal analysis of an organisation. The model was developed in the 1980s by two consultants named Tom Peters and Robert Waterman of McKinsey and company. They concluded seven internal aspects of an organisation must be aligned together and work in harmony for an organisation to run effectively. 
The 7Ss are strategy, structure, systems, shared values, staffs, style and skills. The glue that hold the other 6Ss is the shared values, culture and ethics. The first 3Ss namely; strategy, structure and systems are called the hard elements, as they are tangible and easy to identify and define but difficult and slow to change once they are entrenched in an organisation while the latter 3Ss namely staffs, styles and skills are called the soft elements as they intangible and are heavily influenced by the culture, values and ethics exhibited by the leadership of the organisation.
As for Sqoan Financials, the shared values are demonstrated in the mission statement and other statements like Data protection statement, equal opportunities statement, health and safety statement and other statements which clearly show what its corporate values are and are constantly reinforced at each clients meeting by making reference to them at the beginning of each client’s meeting.
The McKinsey 7Ss model is depicted in the figure … below.
[image: ]
Source: www.marketing91.com
In Sqoan Financials, we pride ourselves in the skills, staffs and the shared values that is shared in the organisation.
These are considered are source of the company competitive advantage which we aim to leverage and enter into new markets.



5.4 Value Chain Analysis of Sqoan Financials
The value chain analysis is another strategic tool that is used to analyse the internal environment of an organisation. The value chain takes a systemic view of the organisation by looking at how inputs are converted or processed into output to find out how the “input-process-output” sequence can be made more efficient and profitable for the company. 
The model identifies a chain of activities typically carried out by all businesses and grouped them into two parts namely; support activities and primary activities.
The support activities are namely:
· Business infrastructure
· Human Resources Management
· Technology Development
· Procurement
The primary activities are namely;
· Inbound logistics
· Operations
· Outbound logistics
· Marketing & Sales
· After Sales Services
The value chain model is depicted below:
[image: ]
Source: http://kfknowledgebank.kaplan.co.uk
The model was originally conceived for a manufacturing business but can be adapted for a service-based company as depicted in the figure … below. The value shop is an alternative representation of a value chain for a professional services firm which was developed in 1998 by Stabell and Fjelstad (Kaplan 2018). 
The support activities are the same as in value chain but the only change is in the primary activities as shown below.

[image: ]
Source: Strategic Management PowerPoint  for SBMA 7103
Figure: Value Chain of Sqoan Financials
Primary activities are:
· Problem finding and acquisition
· Problem solving
· Choice – choosing among several solutions
· Execution
· Control and evaluate
Problem finding stage
This is the “fact-finding” stage or in the trade parlance KYC –Know Your Customer – whereby information is gathered about the clients, its circumstances and needs
Problem solving
This is the processing stage whereby the information gathered is processed via softaware that generates a list of possible solutions that could meet the clients needs.
Choice
This is the second meeting with the client where the recommended solution that closely suits the client needs is explained to the client.  
Execution
This is the stage where the recommended solution is activated by submitting the full application to the lender for its own processing.
Control and Evaluation
This is synonymous to the after sales service where the client’s case is evaluated for internal performance purpose and for protection needs.
Support activities are:
· Firm or Business infrastructure
· Human Resources Management
· Technology Development
· Procurement
Firm infrastructure
This include Sqoan Financials organisational infrastructure, the manuals, the operating procedures that staffs must follow when engaging withany stakeholders.
Technology development
This is the IT (Information Technology) or the MIS (Management Information System) that supports the business and interface with other organisations. 
Human resources management
 This is the personnel that work in the business.
Procurement
This is the activities that involve bringing materials into the business.

5.5 Critique of Value Chain Analysis
The value chain analysis is more relevant to a manufacturing environment and is difficult to apply to a service-based business, but the primary activities can be modified to make it work in a service-based environment.
6. Customer Financial Life-Cycle
The figure below shows the typical customer financial life-cycle that a client goes through in life. This is one of the graph shown to clients during the advice process to highlight what should have products they should have and what kind of risks they have to cover based on their present circumstances.
Figure … Customer Financial Life Cycle
[image: ]
Source: Institute of Financial Services
8. Generating strategic options for sustainable competitive advantage.
8.1 Ansoff's matrix
Ansoff matrix helps organisation to determine its growth strategy to follow based on the four strategic options open to them vis-à-vis market versus service offerings.
	
	Existing Service
	New Service

	Existing Market
	Market Penetration





	Product Development

	New Market
	Market Development





	Diversification






Source: Author 
Marketing penetration is a strategy of embedding deeply in the known market with the known service offering. Strategic capabilities is built on already tried and tested strategy.
· Advertising
· Consolidation
· Retrenchment
Product development is a strategy by which a business alter its service offerings to existing markets.
· Can be risky
· Can be expensive
· May need new competencies to be developed
· May need new unique resources to be acquired 
Market development is a strategy by which a business offers the same service offerings to a completely new markets.
· Can be risky
· Can be expensive
· New competencies
· New unique resources
· New strategic capabilities in marketing
Diversification is a strategy of increasing the range of services offered by the business and exploiting other new markets.
There are two types of diversification, related diversification and unrelated diversification otherwise called conglomerate diversification.
Related diversification involves diversification into another area of business that has affinity with the existing business.
Unrelated diversification involves reaching into services with no relationship to the existing business.
9. Evaluation of strategic options 
Based on the identified strategic options of product development and market development which are the chosen options for Sqoan Financials
9.1 SFA Model 
The chosen options should be appraised against SFA model to find out which one of the strategic options satisfies the three criteria suggested by (Johnson et al, 2017)
· Suitability
· Feasibility
· Acceptability
to the detriment of other method, but research have shown that financial measures are lagging indicators thus reporting events after they have happened
12. Conclusion 
We can conclude, that Sqoan Financials is a sustainable business. Sqoan Financials should continue to scan the environment and regularly update its strategy in order to make sure that it is appropriate for the evolving environment.
From the strategic analysis conducted above, it is shown that Sqoan Financials personnel has valuable, rare and inimitable skills that can be leveraged into allied areas of financial sector to generate more income for the business.

13. Recommendations 
Sqoan Financials should not be afraid of this digital intrusion into financial advisory business, but rather should embrace it.
It is recommended that a CRM (Customer Relationship Management) software should be installed within its MIS (Management Information System) to allow Sqoan Financials to monitor present customers various milestone in their lives in order to adjust their financial affairs.
Given the powerful stakeholders that Sqoan Financials has in its sector, it should make sure it stays abreast of new rules occurring in the industry.
It is also recommended that Sqoan Financials should diversify into other allied areas where the proprietor has skills in order to generate more income for the business 
It is suggested should leverage the power of the social media to generate new clients.
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Appendix 2
Performance by Sector
Research and compare sectors by toggling the column lists to find the best and worst performing sectors over time. To drill down within a sector, click on its name to compare the performance and fundamental and financial ratios of individual companies within a sector. Companies are grouped according to FTSE sectors classification.
	Sector
	Today
	Today %
	5 Day %
	30 days %
	YTD %
	1 Year %

	Aerospace & Defense
	-60.04
	-1.08
	-1.46
	-2.99
	12.81
	6.30

	Automobiles & Parts
	-24.26
	-0.22
	0.00
	5.51
	45.56
	47.34

	Banks
	-52.04
	-1.23
	-2.46
	-1.68
	-9.56
	-6.94

	Beverages
	-278.07
	-1.24
	-1.03
	-0.36
	1.80
	8.48

	Chemicals
	-188.36
	-1.12
	-1.54
	2.79
	17.37
	32.89

	Construction & Materials
	-76.65
	-1.23
	-0.98
	-6.42
	-5.89
	-7.15

	Electricity
	-76.78
	-1.00
	-1.06
	-6.91
	-2.18
	-8.88

	Electronic & Electrical Equipment
	-73.32
	-1.06
	-2.09
	-2.37
	3.68
	15.13

	Equity Investment Instruments
	-57.51
	-0.57
	-1.39
	0.70
	4.28
	6.57

	Financial Services
	-91.08
	-0.85
	-1.66
	-0.80
	-4.09
	-1.36

	Fixed Line Telecommunications
	-39.01
	-1.51
	-2.08
	-0.58
	-18.93
	-25.82

	Food & Drug Retailers
	-72.36
	-1.68
	-3.06
	0.18
	29.91
	44.31

	Food Producers
	-122.34
	-1.71
	-2.65
	-3.24
	-15.32
	-19.35

	Forestry & Paper
	-439.05
	-1.84
	-4.19
	2.26
	12.63
	8.42

	Gas; Water & Multiutilities
	-44.75
	-0.91
	-0.75
	-2.74
	-5.40
	-17.52

	General Industrials
	-101.64
	-1.48
	-3.10
	-2.47
	6.00
	9.98

	General Retailers
	-17.92
	-0.74
	-2.36
	-6.27
	-5.13
	-3.38

	Health Care Equipment & Services
	-72.60
	-0.94
	-0.55
	-1.20
	1.39
	-6.62

	Household Goods & Home Construction
	-228.80
	-1.33
	-1.55
	1.51
	-9.16
	-8.67

	Industrial Engineering
	-181.88
	-1.38
	-2.56
	-2.36
	4.30
	14.38

	Industrial Metals
	-208.76
	-4.48
	-3.40
	-2.71
	15.54
	43.35

	Industrial Transportation
	-18.69
	-0.59
	-1.78
	-5.35
	-5.29
	4.96

	Life Insurance
	-126.89
	-1.52
	-3.35
	-1.26
	-8.52
	-5.21

	Media
	-33.06
	-0.40
	-0.62
	-1.68
	10.08
	10.25

	Mining
	-622.32
	-3.58
	-4.49
	-4.15
	-10.40
	3.38

	Mobile Telecommunications
	-70.93
	-1.77
	-3.76
	-2.67
	-24.05
	-21.20

	Nonlife Insurance
	7.31
	0.23
	2.24
	3.09
	0.76
	0.11

	Oil & Gas Producers
	-91.12
	-0.98
	-1.92
	-3.91
	1.74
	18.87

	Oil Equipment; Services & Distribution
	-329.29
	-2.32
	-1.85
	6.49
	7.76
	26.19

	Personal Goods
	-274.51
	-0.70
	-0.20
	3.99
	6.60
	0.41

	Pharmaceuticals & Biotechnology
	76.50
	0.52
	-0.29
	4.72
	16.27
	17.24

	Real Estate Investment & Services
	-27.91
	-1.04
	-2.36
	-5.47
	-9.55
	-1.34

	Real Estate Investment Trusts
	-23.48
	-0.77
	-2.66
	-3.12
	-4.99
	0.64

	Software & Computer Services
	-10.56
	-0.57
	-1.29
	1.31
	-22.54
	-8.66

	Support Services
	-45.18
	-0.54
	-0.66
	-3.17
	4.16
	7.06

	Technology Hardware & Equipment
	0.00
	0.00
	0.00
	0.00
	-0.05
	-0.05

	Tobacco
	-892.70
	-1.92
	-1.41
	4.82
	-16.28
	-15.11

	Travel & Leisure
	-105.91
	-1.06
	-2.31
	-3.58
	-3.44
	1.14


All prices are delayed by 15 minutes.
Source: AJ Bell Media
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