
PORTAL FABRICATION PLC  AND TROY BRANDS 



Executive Summary
Task 1
Over the past five years, Portal Fabrication plc, a prominent vehicle buffing machine manufacturer, has grown due to its high-quality goods and three-year warranty. M/S and service make up the company. This paper addresses Portal Fabrication plc's three main challenges and makes solutions to improve divisional collaboration and corporate performance.
Divisional Performance: Total Shareholder Return (TSR) and Return on Investment (ROI) have been questioned as performance indicators for divisional managers. The research recommends Residual Income (RI) and Economic Value Added (EVATM), which motivate managers to maximise shareholder value by taking the cost of capital into account.
Transfer Pricing System: Performance evaluation and optimal decision-making require an effective transfer pricing system. The research describes transfer pricing system design requirements and assesses two methods—market price and cost plus—for computing the transfer price between the service and M/S divisions.
Executive Information System (EIS): A new EIS could boost performance management at Portal Fabrication plc. The planned EIS would use a centralised database accessible from any company location for real-time input and changes. The research examines how the new EIS may affect performance management, emphasising improved decision-making, organisational alignment, and performance.
In conclusion, Portal Fabrication plc faces possibilities and difficulties in improving divisional collaboration and business performance. Portal Fabrication plc can increase its market position and continue to expand and create shareholder value by tackling these crucial areas and executing the recommendations.
Task 2
This report provides an in-depth analysis of the growth crisis confronting London-based shoe designer and retailer Troyland Footwear Limited. In recent years, the company has encountered difficulties due to import restrictions, Brexit, and market competition. The report examines the quantitative and qualitative performance of the company using the Balanced Scorecard methodology, highlighting the company's strong and weak areas. In addition, it addresses the need for business process reengineering in order to adapt to shifting market conditions and achieve sustainable development. Key findings indicate that Troyland Footwear Limited must prioritise diversifying its product offerings, enhancing operational efficiency, and investigating alternative sourcing options in order to maintain its market share and profitability.
This report's objective is to analyse the growth crisis confronting Troyland Footwear Limited and provide strategic recommendations for addressing the obstacles that impede the company's performance. The scope of the report encompasses an evaluation of the company's current market position, the impact of external factors such as import restrictions and Brexit, and the company's Balanced Scorecard-based overall performance. In addition, the report will investigate the need for business process reengineering in order to respond to shifting market conditions and enhance the company's long-term prospects.
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Introduction  

Portal Fabrication plc, a successful manufacturer of car buffing machines, has experienced significant growth in recent years, largely due to its emphasis on high-quality products backed by a three-year warranty. The organization is comprised of two main divisions: manufacturing/sales (M/S) and service. In an effort to optimize coordination between these divisions and improve the overall performance of the company, the board has identified several areas for consideration and potential change.
This report delves into three primary concerns related to the case study of Portal Fabrication plc. Firstly, we will critically analyze the company's current divisional performance and discuss alternative performance measures, such as Residual Income (RI) and Economic Value Added (EVATM). Secondly, we will establish criteria for designing an effective transfer pricing system and evaluate two proposed methods for calculating the transfer price between the service and M/S divisions, providing necessary calculations. Lastly, we will explore the potential impact of a proposed executive information system on the performance management of Portal Fabrication plc.
By addressing these key concerns, the report aims to provide a comprehensive understanding of the challenges and opportunities facing Portal Fabrication plc as it seeks to enhance divisional coordination and overall company performance.





Main Findings
Performance Management is a systematic and ongoing process involving the planning, monitoring, evaluation, and development of an individual's, team's, or organization's performance in order to achieve predetermined goals and objectives. Effective human resource management and organisational success require it.
Typical performance management components include the following:
Establishing objectives that are distinct, measurable, and aligned with organisational strategies and individual or team capabilities.
Performance planning entails identifying the resources, training, and support required to achieve objectives, as well as establishing performance expectations and deadlines.
Monitoring progress: tracking and evaluating performance against established objectives on a regular basis, providing feedback, and modifying plans as necessary.
Conducting formal appraisals or reviews to evaluate and document performance, identifying strengths, areas for refinement, and growth opportunities.
Feedback and coaching: Providing constructive feedback and direction to assist individuals or teams in enhancing their performance, growing their abilities, and achieving their objectives.
Implementing targeted interventions, such as training, coaching, or process enhancements, to address performance gaps.
Reward and recognition: recognising and rewarding exceptional performance, as well as reinforcing positive behaviours and outcomes.
The objective of performance management is to foster a culture of continuous improvement, employee engagement, and accountability, resulting in enhanced individual and organisational performance.


Task 1 – Portal Fabrication PLC

CONTENT
1.	Introduction
2	Divisional performance at Portal
3	Criteria for designing a transfer pricing system 
4	Potential impact of the introduction of the new executive information system
5	Conclusion

Introduction
Portal Fabrication plc, a thriving manufacturer of car buffing machines, has witnessed significant growth over the past five years as a result of its three-year warranty on high-quality products. There are two divisions within the organisation: manufacturing/sales (M/S) and service. In an effort to enhance coordination between these divisions and the overall performance of the company, the board has identified a number of areas for contemplation and potential change.
In this essay, we will respond to three important concerns regarding the case study. First, we will conduct a critical analysis of Portal's current divisional performance and discuss the proposed alternative divisional performance measures, including Residual Income (RI) and Economic Value Added (EVATM). Second, we will define the criteria for designing an effective transfer pricing system and evaluate the two discussed methods for calculating the transfer price between the service and M/S divisions, with the necessary calculations provided. Finally, we will investigate the potential impact of the proposed executive information system on Portal Fabrication plc's performance management.


Divisional performance at Portal
Portal Fabrication plc, a prominent manufacturer of car buffing machines, has achieved great success over the past five years by providing three-year warranties on high-quality products. However, the company's board of directors wishes to increase coordination between its manufacturing/sales (M/S) and service divisions. The board is contemplating alternative measures of divisional performance, such as Residual Income (RI) and Economic Value Added (EVATM), as part of this initiative.
The board currently employs Total Shareholder Return (TSR) as an overall corporate performance metric and Return on Investment (ROI) as the primary comparative performance metric between the two divisions. Concerns have been raised about these metrics' ability to accurately assess the performance of divisional managers, despite their contribution to the company's mission of maximising shareholder wealth.
The proposed divisional performance measures, RI and EVATM, may offer advantages over the current ROI metric. RI measures the division's excess profit over a predetermined threshold, whereas EVATM accounts for the opportunity cost of capital employed. Both metrics encourage managers to maximise shareholder value by taking the cost of capital into account. This shift in perspective may result in enhanced divisional decision-making and performance.
Despite the prospective advantages of RI and EVATM, there are disadvantages to consider. For instance, accounting practises can influence both measures, leading to manipulation of results. In addition, the emphasis on maximising shareholder value may cause managers to prioritise short-term profits over long-term sustainability.
Additionally, the board is contemplating the position of the service division, which presently handles both in-warranty and out-of-warranty repairs. The current internal recharge agreement between the M/S and service divisions imposes a £10 million annual surcharge for in-warranty repairs. The board is investigating the possibility of customising a transfer pricing approach, such as market price or cost plus, to better align with the company's goals.
The outsourcing of warranty service work has also been proposed, allowing the service division to concentrate on out-of-warranty repairs with higher margins and investigate new revenue-generating opportunities. A local engineering company has quoted a fixed rate of £200 per warranty service repair, pending a contract for all Portal warranty repairs. This move could result in cost reductions and permit the service division to make better use of its engineering expertise.
In addition to performance measures and alterations in divisional structure, the board is contemplating the implementation of a new integrated information system. The proposed system would be founded on a single database that would be accessible from any of the company's five locations, permitting real-time input and updates. This system would support a comprehensive management information system and a high-level executive information system, thereby potentially enhancing divisional decision-making and coordination.
In conclusion, Portal Fabrication plc's divisional performance could benefit from the implementation of alternative performance measures such as RI and EVATM, as well as a shift in the service division's focus and the implementation of an integrated information system. To ensure the company's long-term success and viability, it is essential, however, to consider the potential drawbacks and difficulties associated with these proposals.
Criteria for designing a transfer pricing system

Transfer pricing is an integral component of the financial administration of multinational corporations and businesses with multiple divisions, such as Portal Fabrication plc. It enables the correct allocation of costs and revenues among divisions, ensuring fair performance evaluation and optimal decision-making. In this article, we outline the criteria for designing an effective transfer pricing system and evaluate the two discussed methodologies for calculating the transfer price between the service and M/S divisions of Portal.
Companies should consider the following criteria when designing a transfer pricing system:
Align with corporate objectives: The transfer pricing system should support the company's overarching strategic goals and encourage behaviour that advances the organization's mission.
Instead of focusing purely on their own division's performance, the system should incentivize divisional managers to make decisions that are in the best interest of the company as a whole.
The transfer pricing system should permit an equitable and accurate evaluation of each division's performance, taking into account both costs and revenues.
Minimise conflicts and disputes: The system should be transparent, simple to comprehend, and perceived as fair by all divisions in order to minimise the likelihood of transfer pricing decisions giving rise to conflicts.
Companies must ensure that their transfer pricing system complies with all applicable tax laws and regulations, as failure to do so can result in significant financial penalties.
The board of Portal Fabrication plc is contemplating market price and cost plus for calculating the transfer price between the service and M/S divisions.
This method determines the transfer price based on the current market value of the product or service being exchanged between divisions. Since it reflects external market conditions, it is generally viewed as objective and equitable. However, determining an accurate market price can be difficult, particularly in the absence of readily available market data comparisons.
To use the market price method, we would need to know the average market price for the repairs to the car buffing machine. The transfer price between the M/S and service divisions would be £200, assuming that the local engineering company's estimate of £200 per warranty service repair is representative of the market price.
The cost plus method calculates the transfer price by adding a markup to the product or service's cost of production. When market prices are unavailable or unreliable, this method is frequently employed. The markup can be determined in accordance with industry standards, desired profit margins, or company policies.
To apply the cost plus method, we must first determine the repair's cost. The case study provides the following service division expense information:
Labour: £18/hour
Variable expenses: £12 per hour
Fixed costs: $25 per hour
Parts: £85/repair
On average, a repair takes four hours to complete. (£18 + £12 + £25 x 4 hours + £85) = £215.
The transfer price, assuming a desired markup of 20%, would be: £215 x 1.20 = £258.
In conclusion, both the market price method and the cost plus method have advantages and disadvantages. In general, the market price method is regarded as more objective, but determining an accurate market price can be difficult. The cost plus method permits greater control over profit margins, but may be less indicative of external market conditions. When choosing the most appropriate transfer pricing method for its M/S and service divisions, Portal Fabrication plc should carefully consider its objectives and the available data.



Potential impact of the introduction of the new executive information system
Effective performance management is essential for companies seeking to maintain their competitive advantage and achieve long-term success in the current business climate. The ability to make data-driven decisions based on accurate and up-to-date information is an integral component of performance management. The board of Portal Fabrication plc is contemplating implementing a new executive information system (EIS) to enhance the organization's performance management capabilities. This article assesses the prospective impact of this new EIS on Portal's performance management.
An executive information system is a computer-based tool that provides senior executives with easy access to critical organisational information, allowing them to make strategic decisions. The proposed EIS for Portal Fabrication plc would be based on a centralised database that could be accessed from any of the company's five locations. The company's network would be modified to allow for real-time input and updates, and the database would support both a comprehensive management information system and an executive information system.
The implementation of the new EIS could have several positive effects on Portal's performance management:

With access to accurate, up-to-date information in real time, executives and divisional managers can make more informed decisions about the company's operations, investments, and strategic direction.
Enhanced performance monitoring: The EIS would allow the company to measure key performance indicators (KPIs) across divisions and monitor progress towards strategic goals. This enhanced visibility could aid in identifying areas of poor performance and facilitate prompt corrective action.
Greater alignment between divisions: By providing a single, integrated source of information, the EIS could facilitate improved communication and coordination between the manufacturing/sales and service divisions of Portal. This could result in enhanced objective congruence and organisational performance as a whole.
Streamlined reporting: An EIS can automate and streamline the generation of performance reports, thereby reducing the time and effort required for manual data collection and analysis. This could liberate management resources for more strategic endeavours.

Increased agility and responsiveness: With real-time access to information, Portal's executives and managers would be better equipped to respond rapidly to changes in the market or competitive landscape, enabling the company to remain ahead of its rivals.

Nevertheless, the implementation of a new EIS presents potential challenges and hazards that must be managed with care:
The implementation of an EIS can be costly and time-consuming, diverting resources from other essential business operations. Portal must evaluate the expenses and benefits of the new system to ensure that the investment yields a positive return.
Data quality and precision: The efficacy of an EIS is contingent on the quality and precision of the underlying data. Portal must implement robust data governance processes to ensure that the information used for decision-making is trustworthy and reliable.
Change management and user adoption: The implementation of a new EIS is likely to necessitate substantial modifications to existing processes and workflows. Portal must invest in training and support to ensure that employees at all organisational levels are committed to the new system's success and comprehend how to use it effectively.
The implementation of a new executive information system at Portal Fabrication plc has the potential to considerably improve the company's performance management capabilities. To realise these benefits, Portal must manage the implementation process with care and resolve potential cost, data quality, and user adoption obstacles. If effectively implemented, the EIS could contribute to enhanced decision-making, greater organisational alignment, and ultimately a boost in Portal Fabrication plc's overall performance.
Conclusion

In conclusion, Portal Fabrication plc confronts a number of opportunities and obstacles as it seeks to enhance divisional coordination and company performance as a whole. We have emphasised the potential advantages and disadvantages of alternative metrics, such as Residual Income and Economic Value Added, through a critical evaluation of divisional performance measures. By considering these metrics, Portal could obtain a deeper understanding of divisional performance, leading to improved decision-making and resource allocation.
In addition, we have outlined the criteria for developing an efficient transfer pricing system and analysed the market price and cost-plus methodologies for calculating the transfer price between the service and M/S divisions. By carefully selecting an appropriate method and assuring alignment with corporate objectives, Portal can facilitate goal congruence and accurate performance evaluation across divisions.
We have evaluated the prospective impact of a new executive information system on performance management at Portal. Successful implementation of such a system carries the potential for enhanced decision-making, enhanced organisational alignment, and enhanced overall performance. However, it also poses certain risks and challenges.
By addressing these critical areas, Portal Fabrication plc can strengthen its position on the market and continue to build on its success, ensuring long-term growth and creating shareholder value.
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Introduction
This report provides an in-depth analysis of the growth crisis confronting London-based shoe designer and retailer Troyland Footwear Limited. In recent years, the company has encountered difficulties due to import restrictions, Brexit, and market competition. The report examines the quantitative and qualitative performance of the company using the Balanced Scorecard methodology, highlighting the company's strong and weak areas. In addition, it addresses the need for business process reengineering in order to adapt to shifting market conditions and achieve sustainable development. Key findings indicate that Troyland Footwear Limited must prioritise diversifying its product offerings, enhancing operational efficiency, and investigating alternative sourcing options in order to maintain its market share and profitability.
This report's objective is to analyse the growth crisis confronting Troyland Footwear Limited and provide strategic recommendations for addressing the obstacles that impede the company's performance. The scope of the report encompasses an evaluation of the company's current market position, the impact of external factors such as import restrictions and Brexit, and the company's Balanced Scorecard-based overall performance. In addition, the report will investigate the need for business process reengineering in order to respond to shifting market conditions and enhance the company's long-term prospects.
Ms. Evelyn Plummer founded Troyland Footwear Limited in 2008 in the Tower Hamlets neighbourhood of London. The business initially operated as a sole proprietorship, but in 2012 it was converted to a limited liability company. Since its founding, Troyland has experienced rapid expansion, with the number of employees increasing from one in 2011 to sixteen in 2022. However, recent events, including the moratorium on importing raw materials from Uzbekistan, the Brexit, and the Covivirus-19 pandemic, have affected the company's sales and profitability.
The structure of the report is as follows:
The second section will examine the growth crisis confronting Troyland Footwear Limited by analysing the effects of import restrictions, Brexit, and market competition on the company's performance. Using the Balanced Scorecard methodology, Section 3 will analyse the company's performance from the financial, customer, internal business process, and learning and development perspectives. The fourth section will discuss the necessity of business process reengineering, identifying essential processes that need improvement and recommending implementation strategies. The conclusion and recommendations for Troyland Footwear Limited will be summarised in Section 5.
Growth Crisis Analysis
Market trends and competition

Over the past decade, the footwear industry has witnessed significant transformations in consumer preferences and market trends. Customers' increasing demand for customised, one-of-a-kind, and eco-friendly products has led to the emergence of niche markets and specialty brands. In addition, fast-fashion retailers and e-commerce platforms have increased their market presence, intensifying competition for traditional competitors such as Troyland Footwear Limited. In addition, an increased emphasis on environmental and ethical concerns has led to stricter regulations on sourcing and production practises. Troyland must adapt to the changing market dynamics and differentiate its offerings to maintain a competitive edge and ensure its long-term success in light of these trends.

Impact of import restrictions and Brexit
The prohibition on importing raw materials from Uzbekistan due to human rights violations has had a significant impact on the supply chain and cost structure of Troyland Footwear Limited. The company has been compelled to source materials from alternative suppliers, such as Japan, resulting in increased costs and diminished gross margins. In addition, Brexit has posed additional obstacles for Troyland, influencing its trade relationships with European clients. The decline of the British pound against the euro has had a negative impact on the company's reported annual sales, while increased tariffs and trade barriers have made exporting to European markets more difficult.

Sales performance and market share
Troyland Footwear Limited's sales performance and market share have fluctuated throughout the years. Although the company was able to increase its market share in the segment of London shoe sales from 2.00% in 2018 to 2.75 % in 2019, it declined to 1.20 % in 2020 and is projected to fall to 0.25 % in 2021. These fluctuations can be attributed to the previously mentioned external factors, including import restrictions, the Brexit, and the Covivirus-19 pandemic, which have led to a decline in orders and customer visits. In addition, the company's market share in the segments of handbags, purses, and wallets, as well as retail fashion, remains low relative to competitors, indicating latent potential in these areas.

Expansion challenges and opportunities
As Troyland Footwear Limited contemplates expanding its product offerings and market presence, it must evaluate the potential benefits and risks associated with its various growth strategies. One option is to collaborate with Bridgerton Farms Ltd, a company based in South Africa, to produce luxury shoes made from exotic materials such as crocodile hide and market them to wealthy customers in China, the United States, and the Middle East. This may expose Troyland to censure and backlash from consumers and regulators due to ethical concerns surrounding the use of exotic animal materials, despite the fact that it may generate additional sales and diversify the company's revenue streams.

Expanding the retail division to include handbags, purses, and wallets, as well as perfume and cosmetics, is yet another expansion opportunity. Troyland could attract new consumers, increase its market share, and increase cross-selling opportunities if it offered a broader selection of products. Nonetheless, this would necessitate substantial investments in product development, marketing, and possibly additional personnel and training.

In light of the growth crisis Troyland Footwear Limited is experiencing, it is imperative that the company carefully consider its expansion options and strategically adapt to the shifting market conditions. Troyland can surmount its challenges and achieve sustainable growth by diversifying its product offerings, enhancing its operational efficiency, and investigating alternative sourcing options.

Quantitative and Qualitative Performance Analysis using Balanced Scorecard
Financial perspective: Revenue, cost, and profitability trends
Analysing the financial performance of Troyland Footwear Limited reveals a declining trend in revenue and profitability. The company's revenue increased from £1.4 million in 2018 to £1.75 million in 2019, but decreased to £1.455 million in 2020 and is projected to fall to £600,000 in 2021. Similarly, the gross profit margin has decreased as a result of increased costs caused by import restrictions and a shifting sourcing environment. The company's profit before taxes has also declined, with a projected loss of £175,000. These financial metrics indicate that Troyland faces substantial obstacles in maintaining and expanding its revenue and profitability.

Customer perspective: Customer satisfaction, acquisition, and retention
From a customer perspective, Troyland Footwear Limited has improved customer satisfaction, as evidenced by a rise from 69% in 2018 to 82% in 2020, according to survey results. However, the company has encountered fluctuations in the acquisition of new customers, with the number decreasing from 11 in 2018 to 13 in 2019 and increasing to 18 in 2020. Additionally, the sales-to-website-visits ratio has increased, indicating that the company's online presence is driving sales. Troyland must continue to prioritise delivering high-quality products, superior service, and a seamless online experience in order to maintain and increase customer satisfaction, acquisition, and retention.

Internal business process perspective: Operational efficiency, error rates, and lead times
The evaluation of the company's internal business processes reveals opportunities for enhancing operational effectiveness, error rates, and lead times. The decrease in Troyland's error rate from 17% in 2018 to 6% in 2020 indicates an upward trend in product quality and consistency. However, the current lead time for acquiring raw materials from Japan is sixty days, which could be greatly reduced by sourcing from alternative suppliers in Brazil, Benin, Thailand, and Vietnam. While Japanese suppliers offer 30 days of credit, operational efficiency and adaptability can be improved by considering the potential cost savings and shorter lead times from other sources.
Learning and growth perspective: Employee retention, development, and productivity
The employee retention rate at Troyland Footwear Limited has improved, rising from 82% in 2018 to 89% in 2020. The number of Continuing Professional Development (CPD) courses attended per employee per year will increase from five in 2018 to thirteen in 2020. This emphasis on employee growth and development can increase productivity and contribute to the overall success of the organisation.

Nevertheless, the average job completion time has decreased from 15 days in 2018 to 8 days in 2020, indicating potential burden and resource allocation issues. In order to resolve this issue, Troyland should evaluate its staffing levels, streamline its processes, and provide additional training and support to its employees.

In conclusion, the quantitative and qualitative performance analysis conducted by Troyland Footwear Limited using the Balanced Scorecard identifies areas of strength and opportunities for improvement in the financial, customer, internal business process, and learning and growth perspectives. By addressing these issues, the company can improve its overall performance, navigate the growth crisis, and achieve long-term success in the highly competitive footwear industry.

Business Process Reengineering
Identification of core processes for improvement
To address the growth crisis and boost the overall performance of Troyland Footwear Limited, the company must identify and reengineer its core business processes. Focus on procurement and sourcing, production and design, sales and marketing, and employee development as crucial processes.

Evaluation of potential improvements and their impacts
As stated previously, Troyland Footwear Limited obtains its raw materials from Japan with a 60-day advance time. By diversifying its supply chain and procuring from countries such as Brazil, Benin, Thailand, and Vietnam, the company could substantially reduce lead times and costs. When making this decision, the organisation must also consider the potential impact on credit terms and supplier relationships.

Troyland can improve its production and design processes by investing in cutting-edge technology, such as computer-aided design (CAD) and manufacturing systems, to increase efficiency and decrease error rates. In addition, the company could consider refining its product offerings to concentrate on core, high-margin items and exploring the possibility of outsourcing some production activities in order to reduce costs and enhance scalability.

To increase its market share and customer base, Troyland should diversify its product offerings and investigate new sales channels, such as e-commerce platforms and partnerships with other retailers. Additionally, the company could invest in targeted marketing campaigns that leverage social media and other digital channels to reach a larger audience and increase sales. In addition, Troyland should evaluate its pricing strategy to determine if a penetration pricing strategy could help preserve or expand its market share.

Troyland Footwear Limited should continue to invest in employee development, with a focus on enhancing skills and providing opportunities for growth. This may involve providing additional training programmes, promoting a culture of continuous learning, and implementing performance management systems to monitor and reward employee performance.

Recommendations for implementation
On the basis of an analysis of prospective enhancements and their consequences, the following recommendations are proposed for implementation:

Diversify the supply chain by evaluating the cost, lead time, and dependability of alternative suppliers in Brazil, Benin, Thailand, and Vietnam. If the benefits outweigh the risks, transition progressively to these new suppliers to reduce disruption.

Invest in technology and streamline production: Employ cutting-edge design and manufacturing technologies to enhance productivity, reduce defects, and optimise production processes. Assess the potential advantages of outsourcing some production activities and focusing on high-margin, primary products.

Explore the viability of diversifying product offerings and entering new markets, such as handbags, purses, wallets, retail fashion, and perfume & cosmetics. In addition, use e-commerce platforms and partnerships with other retailers to expand your customer base and increase sales.

Utilise digital channels, including social media, to initiate targeted marketing campaigns that highlight Troyland's unique value proposition and increase customer engagement.
Continue to invest in employee growth and development through training programmes, performance management systems, and a culture of lifelong learning. This will help ensure a skilled and motivated workforce capable of driving the development and success of the company.

By implementing these recommendations through a business process reengineering strategy, Troyland Footwear Limited will be able to address its growth crisis, enhance its overall performance, and achieve long-term success in the highly competitive footwear industry.


Conclusion (average of 10% of word count)

This report analyses the growth crisis confronting Troyland Footwear Limited, evaluates the company's quantitative and qualitative performance using the Balanced Scorecard framework, and investigates the necessity of business process reengineering. The analysis revealed a number of significant issues, such as market trends and competition, the impact of import restrictions and Brexit, declining sales performance, and obstacles to expanding the business.
The report recommends a series of strategic actions centred on reengineering fundamental business processes to address these issues and improve the company's overall performance. These suggestions include diversifying the supply chain, investing in technology and refining production processes, expanding product offerings and sales channels, developing targeted marketing campaigns, and encouraging the growth and development of employees.
Troyland Footwear Limited can surmount the growth crisis and achieve long-term success in the competitive footwear industry by implementing these recommendations. The company will be better equipped to navigate external challenges, such as import restrictions and Brexit, while also capitalising on new growth opportunities.
In conclusion, Troyland Footwear Limited's growth crisis can be resolved through a comprehensive business process reengineering strategy. By focusing on improving essential processes and implementing the suggestions outlined in this report, the company can improve its overall performance, increase its market share, and ensure its future success in the footwear industry.
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Appendix

Appendix 1
Sales composition (%)		2018		2019		2020		2021 (projected)
London				  17		  10		  14		  34
Rest of England			    5		    6		    8		  16
Wales				    8		    9		  10		  15
Rest of Europe			  70		  75		  68		  35
				100		100		100		100

Appendix 2
London Market share		2018		2019		2020		2021 (projected)
Shoe Sales			 2.00%		 2.75%		 1.20%		 0.25%
Handbags		  	 0.00%		 0.01%		 0.02%		 0.03%
Purses and wallets	    	 0.00%		 0.03%		 0.00%		 0.00%
Retail Fashion			 0.00%		 0.00%		 0.00%		 0.00%
	
Appendix 3
Financial performance
				2018		2019		2020		2021 (projected)
Income Statement		£000		£000		£000		£000 
Turnover			1,400		1,750		1,455		  600
Cost of sales			   700		   930		   855		  280	
Gross profit			   700		   820		   600		  320
Operating expenses		  -400		  -448		  -495		 -495
Profit before tax		   	   300		   372		   105		 -175
Taxation			   	    -57		    -71		    -19		  +15
Profit after tax			   243		   301		     86		 -160

Balance Sheet
Assets
Non-current assets		   700		   780		   780		  780
Working capital		   	   145		   195		   205		    45
NET ASSETS			   845		   975		   985		  825

Financed by 
Equity shares			   300		   300		   300		  300
Reserves			   545		   675		   685		  525
Shareholders’ Funds		   845		   975		   985		  825

Appendix 4
Non-financial information	2018		2019		2020		2021 (projected)
Customers			
Number of website hits		5,000		6,000		7,000		N/A
Ratio of sales to website hits	   10%		   15%		   18%                	N/A
Customer satisfaction survey	   69%		   72%		   82%                	N/A
Number of new customers	   	   11		   13		   18	             	N/A

Learning and Growth 
Error rate in jobs done	   	17%		   11%		   6%                  	N/A
Employee retention 		82%		   85%		  89%		N/A	 
Average job completion time    	15 days	   	11 days	   	8 days            	N/A

Employee 
Number of employees		   13		   16		  15				
Employee retention 		   82%		   85%		  89%		N/A
Number of CPDs attended	   
Per employee per year	     	     5		     9		  13		N/A

N/A:	Not applicable
CPD:	Continuing Professional Development
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