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[bookmark: _Toc68017748]Introduction:
[bookmark: _Toc68017749]SMALL AND MEDIUM SIZED ENTERPRISES: 
There are different aspects of SME which will be elaborated in this report. First, we must understand what an SME is. Generally, there are three factors involved in SME. The first one is the micro sized enterprise, which have the capability of having at least 9 employees and have a turnover of 2 million euros according to the laws in the EU (Swan, et al. 1982). The second form of enterprise is the small sized enterprise which deals with having employees up to 50 and have a turnover of up to 10 million euros. The third one is the medium sized enterprise which have the capability of hiring at least 250 employees and have a turnover of at least 50 million euros. In my report I have done a PESTLE analysis and applied the services of CHARTRIDGE DEVELOPMENTS LTD UK along with a marketing strategy. 
[bookmark: _Toc68017750]Research Questions:
What is the basic market strategy of the company?
How did they manage to live through COVID-19?
What was the effect of Brexit on the company finance?
What is the situation of stakeholders in the company and how are they dealing with the losses that they had in the year 2020?
[bookmark: _Toc68017751]Aims and objectives:
To apply different market strategies to the company for its financial expansion.
To find out the basic mode of their actions and how they deal with situations where political issues are being faced.
To provide substantial market strategy to the company for its international growth by applying pestle analysis.
[bookmark: _Toc68017752]Overview of the case study:
In this business report we are going to explore the concepts of market strategies with the help of pestle analysis that will help us to identify the different techniques with the help of which small and medium enterprises can survive in a competitive environment. We will discuss the different aspects of the local and international markets that will be sufficient for the company to stay focused in the local and international market and, we are going to analyse the different techniques that the CHARTRIDGE DEVELOPMENTS LTD applied for its survival in the market up till now. 
Every business in this world when starts will have no legacy at all, there are a lot of business management books available that states the techniques because of which a lot of companies in the world have been laid to dust and many companies when in the beginning were very small arose as international brands and there are many examples that are present around us and whose product and services we use in our daily life. 
[bookmark: _Toc68017753]CHARTRIDGE DEVELOPMENTS LTD:
They are called the house builders and they work on a medium scale because they have more than 100 employees that are working with them. They were running a micro enterprise, but this data is of the year 2011 when they were new in the market now, they are medium enterprise because they have grown and expanded their business to 4 cities in just 9 years. Berkshire, London, Bucks, Surrey, these are the cities that they operate and have different offices in the different location in these cities. This company started in 2000 and are responsible for making and building houses across UK. In the beginning there was only one office in Dublin. With their hard work and dedication towards their work they have expanded their business to more than 4 cities across UK. Even now their current main office is in Dublin with having the company status being normal. We have analysed their financial statement for the year 2019 and it was good. In the year 2020 more than 75% of the SMEs in UK have been shut and the GDP is worse than ever. But in the rest 25% of the company this company is the one that is still working and providing its services to people and its customers. In this report we are going to analyse the market strategies that this company has created and what was the basic reason that this company is still on its feet. Apart from it we are going to perform a pestle analysis based on internal and external environmental factors of the company and the stakeholder’s situation in the company as well. There are 3 directors of the company and these directors are those who have been the directors of 200 other companies out of which 34 have been shut. So, we are going to analyse the strategic analysis of the company and its current situation. 
[bookmark: _Toc68017754]CURRENT STRATEGIC DIRECTION OF CHARTRIDGE DEVELOPMENTS LTD:
 As we have stated above that CHARTRIDGE DEVELOPMENTS LTD have already expanded their work to more than 4 cities and they are trying their best to be in the big business, for that to happen it is important that they go international rather than national. This is their basic strategy in present time. They are trying to expand their business to Europe because of Brexit. Before the Brexit, all the business in UK were very easy and calculative but after the Brexit has been finalized and UK is no longer a part of the Europe union, it is important for most of the companies in UK to be able to at least try to expand internationally rather than local. This is the strategy that the CHARTRIDGE DEVELOPMENTS LTD have been following and in their field of work this will benefit them a lot if they manage to survive in the international market of Europe.
[bookmark: _Toc68017755]Marketing strategy that CHARTRIDGE DEVELOPMENTS LTD is using currently:
[bookmark: _Toc68017756]Focus strategy:
The basic strategy that they are following is the focus strategy. Since 75% of the UK companies have been shut during the COVID-19, and by shut we do not mean that they will not be working anymore, we mean to say that they are not able to provide the services to their customers and employees because of a lot of losses in the past year. So, the remaining 25% companies include CHARTRIDGE DEVELOPMENTS LTD but along with it there are also some of other companies that are also in the same mode of business. This is the condition where the competition is too high, and the company must focus on one thing and that is to offer the lowest rates for their services to the product that they are selling must be of good quality and low price to survive the strikes from the competitors. In case of CHARTRIDGE DEVELOPMENTS LTD they must provide their services at lowest prices possible so that the work orders for them is very high and the total marginal profit will be the same as it was before the COVID-19 as we said that decreasing the prices will eventually increase the sales. This is the basic strategy of the local and international market and CHARTRIDGE DEVELOPMENTS LTD is following the same strategy this year to increase its sales and cover the losses they had last year. 
[bookmark: _Toc68017757]Differentiation strategy:
According to the pace that they have been keeping from the last 2 months and the financial statement that they seem to have maintained in a good way we can say that now they are trying to use the differentiation strategy to their business. Their business is to build houses and that includes providing the best of the services to their customers. They are improving their services and as we stated in the focus strategy that the CHARTRIDGE DEVELOPMENTS LTD is following, the quality of a good service will attract the most efficient customers. In this strategy they are trying to focus all their attentions on the customers that seems interested in their services. They are providing premium memberships to the customers who will be their permanent customers. This is the best strategy because in the premium membership they (Volpato et al. 2009) are bound to help the customers at low price. Everything in the business revolves around capital because after all the strategies have been applied the basic need of the business is to be in its shape and it will be maintained because of the money that is generated in this regard. 
[bookmark: _Toc68017758]Organisation vision:
The vision of CHARTRIDGE DEVELOPMENTS LTD is to build houses and more towards construction side. For the sake of their business, they must be in touch with a lot of people that are local contractors, and those contractors provide them with the material that will be used in the construction and apart from it the company will supervise and have their cut from the construction as well. They are responsible for making the proper maps of different construction sites and for that they have also hired some technical staff as well. 
Their vision is clear from the strategies that they are applying. In the current time when the competition is hard, they must be in the market for some time to cover their losses. Their current situation is better than most of the companies that are working in the same field, but their competitors are starting to give them a hard time by reducing their prices and increasing their quality of service. 
[bookmark: _Toc68017759]Operating mode of CHARTRIDGE DEVELOPMENTS LTD:
Their suppliers are not only limited to UK but also Europe. This is because of some customers that require some extra services, and these are those customers that CHARTRIDGE DEVELOPMENTS LTD have focused on their strategies recently. So, the material that came across the border had increased its taxation prices. So, they must deal with that as well because the suppliers also increased their services for providing the material. This is because of Brexit and COVID-19. The company had to deal with two situations at a time because the Brexit increased the taxation on the material and the COVID-19 stopped the construction at the same time. The work had to move on so for a short period of time they had to increase the price of their services that included all those materials that came from across the border.
[bookmark: _Toc68017760]Pestle analysis:
CHARTRIDGE DEVELOPMENTS LTD has been working for more than 20 years and we are going to analyse the company with the help of pestle analysis. First, we are going to analyse the internal factors of environment in the company and then we are going to explain the external factor of the environment of CHARTRIDGE DEVELOPMENTS LTD (Sammut-Bonnici, 2015).
[bookmark: _Toc68017761]Internal environmental factors:
The internal environmental factor depends on 3 things:
1. Management
2. Employees 
3. Culture
The most important aspect of the internal environmental factor is culture. Because this relates to the employees and the management department of the company. The people in a company reacts with each other and to monitor that behaviours the culture aspect of the internal factors helps a lot. CHARTRIDGE DEVELOPMENTS LTD has maintained a specific culture in their workspace. The reason for that is simple, when the employees react to each other in a way that it benefits the environment of the company as well as the benefit of it, the management has the first duty to take care of the culture aspect in the workspace. The employees when feel ease in the work will eventually work hard and in turn that will be a win situation for the company (Aaker, and Mills, 2007). 
[bookmark: _Toc68017762]Workspace in CHARTRIDGE DEVELOPMENTS LTD:
They have implemented the strategies in the local market but lack the knowledge of organizing the employees that are the most important aspect of their business. But up to some extent the competitive environment in the office has been minimized by creating a portfolio of work base benefit. The main aim is to find the best result from the employees and for that to happen the CHARTRIDGE DEVELOPMENTS LTD provided their employees with a lot of benefits and installed some benchmark for them.
[bookmark: _Toc68017763]Competitors:
This is influenced by the culture aspect of the internal environmental factor because we are not talking about the competition from the outside but that competition that creates different opportunities for the managing staff and the employees that are working in the company. CHARTRIDGE DEVELOPMENTS LTD provided those opportunities for each one of them and the board of directors have decided to minimize the threats from the inside by providing opportunities for the employees.
[bookmark: _Toc68017764]External environmental factors:
The external environmental factor depends on 5 things:
1. Competitors
2. Customers
3. Suppliers
4. Regulators
5. Strategic partners
As we have already stated above that the competition in the market is too high nowadays and there are still some effects of COVID-19 from last year. There are a lot of companies that have not been restored to their positions financially. CHARTRIDGE DEVELOPMENTS LTD has been facing some competitors in the last few months because almost 75% of the companies have been shut and now all the concentration is towards some of the companies that are still working. The customers need satisfaction in their work and to provide that the companies must be very careful in choosing the strategies that involves the pricing distribution of their services or products. As we know that CHARTRIDGE DEVELOPMENT’S LTD main purpose is to construct and that depends on the customers that how they endure the services of the company. 
The main issue with the company is related to the suppliers because they are solely responsible for providing the material for them. In pandemic the company work was slow because the transportation was restricted and therefore, they had to pay extra for the material to the suppliers. At least for 6 months the whole of the supply system was disrupted, and company had to face a lot of losses, in order to cover up for all those losses the company applied different strategies that we have already discussed above.
The strategic partners of the company are 3 and these are those partners that are related to 200 more SME’s. out of which almost 34 are shut because of COVID-19 in the last year. They are also the stake holders of the company. In 2011 the company only had 8 employees working for them in just one city because it was start of there work but at that time the company had completed almost 11 years of service. After 2011 the company made success and covered all the losses in these 9 years and expanded their business to 4 different cities in UK. The competition, employees and the suppliers are the basis of every business because they are the one that will be making any decision on the bright future of the company. In the current situation there is a lot of competition in the market and after Brexit the supply chain of the company regarding to material is also low. For them to ACHIEVE THE REQUIRE STRATEGIES we are going to propose some of the strategies in the coming content. 
[bookmark: _Toc68017765]Forces that shape the company:
The economic environment of the company for the year 2020 was a disappointment for most of the companies and the CHARTRIDGE DEVELOPMENTS LTD this is because of the pandemic. Now the main question is that the CHARTRIDGE DEVELOPMENTS LTD economic conditions are low as we look at the financial statement of the company for the year 2020. This is the first external force that is shaping the company, the second most influential force that is shaping the overall performance of the company is all the legal environment of the company. Because of Brexit a lot of suppliers that supplied material from Europe has been stopped and those materials are also locally not available in UK. I order to minimize those restriction, a lot of extra taxation has been implemented on the material that is imported and that results in the increase of charges that CHARTRIDGE DEVELOPMENTS LTD provides to their customers. But they managed to minimize the prices of their services and make their quality better than ever as stated in the strategical portion of this report above. 
The technological environment of the company is great because as we go to the website of CHARTRIDGE DEVELOPMENTS LTD they have an extra ordinary database programmed by professionals. But that is not it, they must provide choices to their customers in order to increase the sales. This is one of the forces that is shaping the company currently.
[bookmark: _Toc68017766]Stakeholder analysis:
The purpose of the stakeholder analysis is to identify the basic responsibilities of each of the individual and how the company will engage and respond to each one of them through out the project and even before the project starts (Pacios, Ana 2004). There are three stake holders of the company. The company main purpose is to identify the means of construction and that filed involves a lot of contractors that will be help full in completing the whole project in the required time possible. Now to do that we have to be very careful in identify the basic concept of the stake holder analysis for CHARTRIDGE DEVELOPMENTS LTD.
1. Materials
2. Designers
3. Contractors
4. Suppliers
these are the key focusing fields of the company. Different stakeholders of the company have different responsibilities related to each other. According to the current situation of the company, it is important that each of the stake holder decision must be respected. the material supply department is given to 1 stake holder and he is responsible for providing all the material on time. the quality control system of the company is responsible to keep monitoring the quality of the material that stakeholder [provides for the company. The second stakeholder is responsible for managing the contractors because in a construction not just one person can handle everything, rather each work is distributed according to the person being professional about it. 
[bookmark: _Toc68017767]The internal factors:
According to the internal environment of the company it is important to identify that currently the basic culture system of the company is good, and the stakeholder’s decisions are supported. the company has the tendency to move into any project by having their employees and the customers on their side. Looking at the internal environment situation, the stakeholders are satisfied. In the upcoming content we will discuss soe strategies that will be help fil for the company to take care of their shareholders as well as the stakeholders re the one that will be kept focused whenever any decision is taken (Lambkin et al.1989). 
[bookmark: _Toc68017768]The external factors:
The focus strategy of the company was proposed by one of the stakeholders of the company because they had to make sure that the competition in market of construction is in the favour of CHARTRIDGE DEVELOPMENTS LTD. The focus strategy that the company implemented was combine decision of the stake holders. This is how the stakeholders have their trust in the company. the supplying end of bargain is in the hands of other stakeholder, no matter who controls the supply chain, the overall management of the company will be in the hands of the owner of company. 
When ever there is s construction order for the company, every responsibility is distributed amongst the stake holders? Each employee is given a task in the project, the main purpose of the project is fulfilled by the stake holders of the company. The managing directors of the company are responsible for taking care of the internal and external environmental factors of the company and that is how the decision are made based on the thoughts and ideas of each and everyone in the company.
[bookmark: _Toc68017769]Stakeholder’s interest:
There main interest is to save the investment that they have done in the company and in order to save that investment they are liable to provide some strategies to the company for its better future and the company is liable to accept each decision that is made by the stakeholders in the meantime. the owner of the company is responsible to make the decision looking at the current situation of the company and the rest is in the hands of the stakeholders. The current situation of the company is that all the stake holders decide for the next best strategy for the company and the company must accept everything, keeping in mind that the strategies and ideas are so that the company employees and the customers are satisfied (Aaker, D. A. and Mills, 2005). The employees, customers and the regulatory department of the company will highly be benefitted from the decision that the stakeholders are taking in the current situation. The main purpose of the ideas is to cover up the losses that the company has done in the last few months because of the pandemic. In order to save those investment, we have proposed some of the strategies for the local market of CHARTRIDGE DEVELOPMENTS LTD that are discussed below. 
[bookmark: _Toc68017770]Strategical solutions for CHARTRIDGE DEVELOPMENTS LTD:
[bookmark: _Toc59101381][bookmark: _Toc68017771]Competitors: 
[bookmark: _Toc59101382]As we have already discussed in our pestle analysis that UK is a vast country and have a lot of labour forces in it. It is a developed country and there are a lot of other people there who are doing the same nature of business that are considered competition. There is a lot of competition so, the basic strategy is the brand name of the company that is responsible for the durable and strong work that they will provide (Aaker, Mills, 2001). The second step is to make sure that the dealings with the local suppliers meet to an end because as we discussed that they will be responsible for the supply of material. The third step is to make sure that a lot of knowledge about the local competitors is gained because they may have some innovative ideas about the construction that the CHARTRIDGE DEVELOPMENTS LTD lacks.
[bookmark: _Toc68017772]Pricing decisions:
The marketing strategy involves these essential steps because the pricing of the services must be according to it because the people of UK believe in perfection as we noticed from the pestle analysis. Apart from it the globally challenged prices for the same business must be adhere because this is the only way to deal with expansion of business (Brown, 2010). Because if this SME wants to improve their expansion in most of the regions apart from the cities that they have already expanded their business. than they must be careful about the pricing decisions that they make. According to pestle the exports of the country is 2.2 trillion US dollars, this means that most of the products and services in UK are their own. In order to get the business expansion, the CHARTRIDGE DEVELOPMENTS LTD must follow the international pricing details. 
[bookmark: _Toc59101383][bookmark: _Toc68017773]Effective promotional efforts:
Without effort the company name will never be heard by anyone. The proper advertisement of the services provided by the CHARTRIDGE DEVELOPMENTS LTD must be done for the competitors to know that someone new in market is making their way into the expansion of their business. This can only be done when the promotion of the service is done in a way that all the construction works of the company must be displayed in the advertisement. The people want to see a change in the construction world and want to make sure their home or another aspect related to construction must be innovative (Farris, et al.). UK is a country that is the most influenced by the technology and by providing handsome amount of money to the experts in UK the promotion can be done.
Apart from it the problem while promoting the services of the business is that whole broadcasting technological system in UK is controlled by the government and if any promotion is to be done than according to pestle analysis as we know that the foreign investors must pay 30% tax to the government. This must be kept in mind that in which country the business is to be expanded, the permission from the government is to be taken seriously otherwise all the investment will be lost. In case of UK the government is very strict regarding the foreign investors because they are totally in respect of investment done by their own people. Although a country economy depends on the import and export of the company, but UK deals with this situation differently (Fleisher, Bensoussan). 
The best marketing strategy will be as such that if the business expansion is to be done then the government must be made sure that they will also be benefitted from it, that can be done by relating promotion with the pricing decision. So, if the promotion is to do than it must be made sure that such projects must be displayed which emerges in the eyes of people that are living there. 
[bookmark: _Toc59101384][bookmark: _Toc68017774]Awareness and market presence:
The most important global market strategy will be to make sure that the name of the company is well heard by everyone and everyone wants the company to provide them the services. As we know that the CHARTRIDGE DEVELOPMENTS LTD is already running its businesses in 4 different cities and are well known by the calibre of work they perform but on the other hand if the work is to be expanded in the market than it is very important that the work or services that they are providing must be up to the standard. If the clients start to praise your services than it is obvious that the expansion of business is possible. In different parts of UK, the best way to do that is by cooperating with the government and the advertising firm of UK must be directed by the government in order to gain the importance of the government. First the competitive analysis must be done, the market strategy must be created. This is the first rule of the expanding the business (Foxall, et al.1992). 
[bookmark: _Toc68017775]Why have I chosen these strategies?
These strategies will benefit the company in different ways:
The stake holders will be benefitted because their investments will be saved when the business will provide proper services to their customers. Apart from it the customers will be attracted towards it. In the year 2020 the company lost a lot of money and to restore that, a lot of advertisement is to be done all over the country. The competition in the market will be minimized when a lot of advertisement will have done because a lot of companies in UK have been shut in the last few months and CHARTRIDGE DEVELOPMENTS LTD is the company that provides the services in a very good way possible. 
As we have already discussed that the company current situation is very weak now adays and the competitors are very strong, this is because the people have forgotten the name of this enterprise. In order to be in the market again the company must make a lot of advertisement and they must try and create a portfolio for themselves, for all those works that they have already done. This will benefit the company for its long future because this is also an investment and in order to make that even better all the stakeholders must invest a little more so that better rewards must be waiting at the end of this year. 
[bookmark: _Toc68017776]Conclusion:
The overall discussion about CHARTRIDGE DEVELOPMENTS LTD shows that their marketing strategies that we have discussed are not up to the standards because they have been focusing on differential strategies and focus only. The strategies that I have provided above will save their investments for a long-term planning. The market strategies for expansion in the local market are also related to the international markets because all the work in the company is related to 3 things, the employees, suppliers and the stakeholders. I order for them to be satisfied, the company must make their name in the market because as we stated that the company started in 2000 and at that tie the company only had 8 employees and as per the financial statement of the year 2020 the company has made a lot of progress in these past years and has expanded to more than 4 cities in UK. The strategies that we have provided here will help them understand the culture of the company internal environment as well as the external. 
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