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[bookmark: _Toc46592325]Executive Summary

In the time of digital disruption, the age of digital media and online distribution strategy, SMEs in Lebanon and the world have been having various challenges in evaluating their businesses and the way they operate. 
This report analyzes an SME operating in the digital marketing industry in Lebanon in terms of its value chain and value proposition offered to customers based on the primary and secondary business activities in context with Porter’s Value Chain model. Also, it covers an internal assessment of the strengths such as the holistic marketing solutions offerings and having results a highly professional, creative and driven team and analyzing the internal weaknesses such as the lack of enough finance and the limited resources it has. This report was based on the business model canvas that enabled the identification of the value proposition that it offers. 
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[bookmark: _Toc46592326]Introduction
Businesses have changed dramatically because of digital innovation over the past 30 years. There’s no argument that Digital Disruption left a mark in almost all industries. And as Gartner Glossary defined Digital Disruption, it’s an effect that changes the fundamental expectations and behaviors in an industry , market , culture or process that is caused by, or expressed through, digital capabilities, assets or channels . And with the rise of all this, some companies and organizations were either forced to shut down or to evolve to survive.
“Speculum 360” is another marketing company that had to work its way through the digital media technological burst. While many businesses closed down, online marketing was one of the innovations that digital disruption created so that many marketing companies stay in business. Speculum 360 was able to adapt itself first, to the digital opportunities available by implementing outstanding and creative marketing strategies. The company was able to set a 7 P’s framework that includes the marketing services it provides, proper pricing strategies, internet- based distribution channels, catchy promotions, customer appealing processes and the experienced team it hires. As a holistic marketing agency operating in the Lebanese market and being affected by the external environmental factors, “Speculum 360” had to adopt its internal structure to be in context with the external environment. 
To adjust the internal structure of the company to fit the external environment, it is important to take into consideration several factors including the current value chain of the company, the primary business activities, supporting business operations and the internal strengths and weaknesses of the company. These internal assessments were based on the business model canvas.
[bookmark: _Toc46592327]Porter's Value Chain Analysis 
Nowadays, it is a must that companies perform their activities online to deliver a higher value proposition for their customers, which will eventually help in achieving a higher competitive advantage. Internet-based companies have been enabled to integrate technology and the internet in almost every activity of their value chain (Kitsios,2015).
The value of Speculum 360’s offerings revolves around providing its customers with overall marketing solutions where it delivers professionalism, creativity and digital reach problem- solving.   Porter value chain provides an overall understanding of the relationship between the primary business activities including: in-out bound logistics, sales & marketing , operations, and the service, and the supporting operations which include the company’s infrastructure , HR , procurement and technology development. Although Porter’s Value Chain is widely used among most companies, it still has some problems (Choi, 2007) and might be inapplicable in some industries or specific types of products.

Since “Speculum 360” like other SMEs that provides a service and offers intangible, inseparable and perishable services, it has chosen to adopt a value chain that incorporates the internet and new technologies. This adoption has enabled it to achieve its goals in light of the digital disruption taking place in the market. For that, bringing the service remains an important aspect to be present in every step in the supply chain. In its inbound logistics, the company has shifted these activities towards managing its strategic portfolio activities, where it manages to develop and advertise its offering features (product/service features) to the public. In the operations stage of the value chain, the company will be working on enhancing its sales activities in terms of providing customers, potential and current, with superior service. 

While enhancing the operations, the company will be working on the outbound logistics on parallel by developing its way of delivering its services to customers, for example, these activities might include developing innovative ways of providing results, reports and materials. 

Finally, in the sales operations, the company emphasizes on the delivery itself. This stage might incorporate “on-time delivery of marketing materials, providing clients with needed outcomes and achieved goals, and explaining these results clearly. Finally, in the service section of providing value to customers, “Speculum 360” will be working on continuously developing its Customer Relationship Management system to ensure achieving high customer retention levels and receiving constructive feedback for future improvements. 

After establishing the primary business operations and deploying them to create value and achieve a competitive advantage, Speculum 360 also worked on enhancing its secondary business activities. In its procurement activities, the company will maintain relationships with various services vendors that provide the best prices with higher quality. These vendors vary from printing services providers, outdoor advertising agencies, venues and space owners and others. 
While people of the company are an important aspect of the value provided, in its Human Resources and Hiring practices, “Speculum 360” ensures to hire, train and retain employees to provide the desired level of the value and performance. 

As mentioned, the company is adopting all the needed technological development to maintain itself in the market and also, it has incorporated these technologies in the products and services its offerings. This has been enabling it to take advantage of technologies in terms of cost and efficiency. Finally, Speculum 360 has been maintaining its infrastructure system to be able to continue delivering its services and creating value to satisfy its customers and gaining the needed competitive advantage.  
[bookmark: _Toc46592328]Evaluating Internal Strengths and Weaknesses
In the context of analyzing the internal environment of the company, Speculum 360 has been continuously evaluating its strengths and weaknesses. This helps the company in identifying its capabilities and competencies in addition to the available resources where the company pinpoints the main factors that build its main operations such as marketing, production and finance (Rezaldi, et al, 2017). Finally, analyzing the strengths and weaknesses allows the company to define the needed resources to secure and maintain a well established competitive advantage.

The strengths of Speculum 360 were analyzed taking into consideration the internal factors mentioned above. First, Speculum 360 provides holistic marketing solutions for businesses and individuals where it includes traditional and digital marketing solutions including social media marketing, digital marketing, content production, influencers marketing, experiential marketing and events creation. These holistic services provide any enterprise, corporation or individual with the needed toolkit to succeed in implementing the ideal marketing strategy. 

Another internal strength that enables Speculum 360 to stand out is the creative and highly proficient team of marketing experts. The team itself is considered a strength as it was selected based on high standards where every member of the team is an expert professional in his/her field. The different backgrounds and expertise have allowed the company to be able to provide results and to plan and execute overall marketing strategies for all types of organizations, ranging from small medium enterprises, multinational corporations and non-profit organizations (NGOs). 

In the age of digital disruption, the growing need of ecommerce and the emerging economic situation, having a unique customer relationship management system has been capturing more attention and becoming more vital (Kermanshahi, 2018). Therefore, Speculum 360 has been building an inclusive Customer Relationship Management, a system that ensures customer satisfaction, increases their loyalty level and helps in enhancing revenues (Jeng, 2017). The CRM system guides the organization towards succeeding in allocating its resources to ensure better results and helps the company in surviving by being customer driven (Ližbetinová, et al, 2020).  Speculum 360 has established a CRM system that includes superior contact management through the team of highly professional individuals that the company hires, also, an email tracking system with accurate leads management activities.

Although SMEs are still not fully considering conducting a SWOT analysis (Nnamseh & Akpan, 2015), Speculum 360 thrives to be continuously improving. Therefore, it must assess its weaknesses in order to uncover areas of improvement. As each business applies the SWOT analysis and strives to achieve profitability and efficiency, financial performance must be taken into consideration (Burns, 2016). Speculum 360 has been able to identify its lack of financial stability due to the limited resources it has. As Speculum 360 is considered a small-medium enterprise operating in the Lebanese market, it was challenging, as in order to be able to maintain itself and continue operating, it was required to have a huge spending amount.

Despite the highly professional individuals that are experts in different marketing aspects hired at Speculum 360, the company still lacks sales expertise. The lack of sales expertise might lead to less revenue and might threaten the continuity of the company. Additionally, this lack of a sales team has led the agency to be highly dependent on the owners. The high dependency is causing the sales activities to be solely reliant on the owner’s public relations and personal relationships. Another weakness of Speculum 360 is that it is run by a small team of individuals. This indicates the lack of a clear hierarchy of the teams and the distribution of tasks is not clear where everyone is reporting to one person. It also restricts the contribution of the team members in the decision- making process. 
[bookmark: _Toc46592329]Conclusion
Although SMEs growth in Lebanon has been restricted by various limitations such as policy and strategy development in the country (Malaeb. 2018) and most of them find various difficulties in progressing in economic cycle stages where they keep operating on a micro or small scale (Inventis,2014), and this explains why 73% of enterprises are micro-sized (Matta, 2018). 

Speculum 360 has been able to achieve a growth level of 3% in 2018, 5% growth in 2019 and is supposed to reach a 7% growth in 2020 in case the economic and public health crisis is over. Additionally, as a company operating in the digital and online sector that is based on online strategy distribution, the main risk that such SMEs face is that online platforms are being overwhelmed with content and standing out in an overcrowded industry has been a challenge itself.

It is essential to continuously revise the relationship between primary business activities and the supporting activities in the company to be able to monitor the quality of value being delivered to the audience. This enables the company to properly define any gaps if any and to reassure the successful aspects of the value delivered to be able to maintain the needed performance that helps in securing the needed result in terms of cost and efficiency. 

The continuous assessment of the strengths and weaknesses also allows the company to reevaluate its situation continuously. As the internal and external factors change, the company should be ready to adopt and to reformulate its operations whenever needed. Changes might imply on the company various seniors where it might be obliged to adopt a new business model, reformulate its marketing mix (Product, place, price or promotion), add or remove teams or maybe to reach the shutdown phase. 
[bookmark: _Toc46592330]Recommendations
For further research, it is highly recommended to cover the implications of the Corona Virus (COVID-19) outbreak on micro, small and medium enterprises, not only in Lebanon, but also in around the world. Additionally, as research shows, there is still minimal guidance for SMEs in the Lebanese market. SMEs in the Lebanese have no guidelines or benchmarks that enable them to monitor their performance and evaluate their ability to grow in the economic cycle.
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