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[bookmark: _Toc150767530]1.Introduction
An Apparel Industry is one of the largest consuming markets in Hong Kong. According to the research conducted by HKTDC Research (2023), Hong Kong’s clothing export in 2022 remains 44% below the figure in 2020. The market growth of some core economic developed countries, including the US (decreasing 36%), Japan (decreasing 32%), and some European countries (decreasing 39% in Garmany), has not yet resumed the satisfactory amount before the post-pandemic situation. To grasp the opportunities after the post-pandemic situation, the objective of paper is to discuss the future business opportunities of Giordano, including how the Vision, Mission, and Core Values influence the business decisions strategically. This paper will also investigate how the current apparel market situation, embracing external and internal analysis, determines the position of Giordano in this industry by several analysis tools, such as PEST, Five Forces and Value Chain. After that, this paper will provide corporate and business-level strategies to improve the business performance. The ultimate goal of paper is to suggest how to increase the profit of Giordano in the coming 2 to 3 years.  
[bookmark: _Toc150767531]2. About Giordano
According to its annual report (2023), Founded in 1981, Giordano is one of the well-known clothing retailers in Hong Kong. Its businesses have broadly expanded into different regions of Asia, including Mainland, Taiwan, and Macau, with various categories which suit different genders, age groups and functions. Rooted in Hong Kong for over 40 years, the brand of Giordano has been built in the heart of consumers. In the ever-fierce business environment, Giordano always conquers the threats from competitors and the influences of the external environment. The herculean challenge is the side effects of the 2019-Covid, such as the social distance policy and vaccine Passport system for entering different occasions. In early 2023, the social distance policies caused by the pandemic situation were gradually released, and economic activities have resumed to normal progressively. To grasp this opportunity, Giordano should develop custom-made favour strategies to sustain its business growth and place in the market steadily. 
To pledge the commitment and interest of the stakeholders, a well-structured company should have developed its strategic directions to facilitate its business development. Table 1 shows the VMV of Giordano, which is a facilitator to sustain business growth and the commitment to the public (Brătianu & Bălănescu, 2008). 


Table 1: Vision, Mission and Core Value of Giordano 
	Vision
	To be the Best and the Biggest World Brand in Apparel Retailing.

	Mission
	To Make People “Feel Good” and “Look Great”.

	Core Values
	Quality – doing things right
Knowledge – updating expertise and sharing knowledge
Innovation – thinking out of the box
Service – exceeding customer’s expectation
Simplicity – “Less is More”


Source: Giordano, 2023
According to the VMV of Giordano, it strives to provide superior service and high-quality products to consumers with a multi-market and multi-brand strategy. It has become a leading fashion manufacturer and retailer in the world (Giordano, 2023). It aims to become world-wide retailer by their core value. So, their customer will be satisfactory about their products. To ahieve this VMV, Giordano consider on how to differentiate themselves with other competitors to attract their customers. 
[bookmark: _Toc150767532]Functions of Vision in a Corporate Operation
Vision is a projected future image of the leader about their business in the future (Anthony, 2012). It is necessary to develop strategies and actions with the support of its employees. Therefore, to create a highly recognised vision, transparency and sincerity are vital in internal communications for developing a vision. Otherwise, the corporation's operations will be fragmented without a soul. Referring to Giordano’s vision, it endeavors to be the best and the biggest world brand in apparel retailing. It provides directions for a corporation to develop strategies to become a famous brand, including sales volume, apparel diversities and service in the apparel industry so, the corporation may consider achieving this vision through marketing strategies, current financial analyses and acquiring relevant customer service know-how. 
[bookmark: _Toc150767533]Functions of Mission in a Corporate Operation
Organisation's mission is a reason for the corporation's existence. A mission statement is crucial for a corporation to integrate with its business operation plan (Ekpe, Eneh & Inyang, 2015). It is a written document describing the functions and values of the corporation in this industry. Finally, it will also become an assessment criterion to evaluate the performance of a corporation annually. According to the mission of Giordano, it aims to render people feel good and look great when wearing their products psychologically and functionally. “Feel Good” refers to the feeling of a consumer when wearing their products. “Look Great” refers to the recognition and comments by the owners and others after wearing their sales products. The purpose is to increase consumer loyalty and reliance on their products. Finally, their sales volume will keep a suitable betterment in the future. 
[bookmark: _Toc150767534]Functions of Values in a Corporate Operation
Value creation helps engage corporations with their stakeholders and even the communities in which they are rooted (Tantalo & Priem, 2016). To achieve business excellence, the value elements should cover owners' interests to maintain business growth, customers to receive high-quality products and employees from working in a preferable environment (CFO Perspective, 2023). It will be a triple-win situation if they can share their common interests in this corporation. Referring to the core values of Giordano, Quality, Knowledge, Innovation, Service, and Simplicity are its core values to guide its achievement in the VMV statement. The first three core values (Quality, Knowledge and Innovation) are about the business directions for management, which should work on them with their employees. The last three (Service and Simplicity) are about the commitment 
Apart from creating profit in the business, the new business wisdom of modern enterprises is to contribute its unique values to society (Brătianu & Bălănescu (2008). Therefore, the VMV formation is the straightforward guideline for developing business strategies to achieve success through various business strategies.
[bookmark: _Toc150767535]4.  Comparative Analyses
In the apparel industry, other brands, such as Bossini and Uniqlo, are also well-known and large-scale clothing corporations which have already been recognised by the public. To navigate its position in the market, Business benchmarking with major competitors is necessary for the betterment of Giordano. Refer to Table 2 below, the business nature and service delivery Giordano, Bossini, and Uniqlo are closely the same, which are also related to the clothing industry. The clothing diversities, such as styles and classifications, appear their uniqueness.  However, Uniqlo should be the leader in this comparison, from which the business coverage and the number of stores contain several flag shops in Causeway Bay, Harbour City and Moko, at the top position. The potential may reach Uniqlo more conveniently than the other two, although all have already developed an online purchasing platform. To conclude, the reachability of Giordano should be enhanced in order to increase its sale volume in the market. 



Table 2: Business Nature of Giordano Bossini and Uniqlo
	Company Name
(Stock Name)
	Giordano[footnoteRef:2] [2:  Refer to Giordano Annual Report 2022] 

(709)
	Bossini[footnoteRef:3] [3:  Refer to Bossini Annual Report 2022] 

(592)
	Uniqlo[footnoteRef:4] [4:  Refer to Fast Retailing Integrated 2022] 

(6288)

	Business Nature
	Apparel Industry

	Business Cover Area
	Hong Kong, Macau, Mainland China, Taiwan, South Korea, Southeast Asia, Australia and other overseas markets 
	Hong Kong and Macau, Mainland China, Singapore, 
	Hong Kong, Mainland China, Taiwan, North America, Europe

	Number of Stores
	1874 including (42 in Hong Kong and Macau as of 31 Dec 2022)
	559, including 26 in Hong Kong and Macau
 (as of 31 Dec 2022)
	2394, including in Hong Kong (as of 31 August 2022)

	Availability of Online Purchasing platform
	Yes
	Yes
	Yes

	Clothing Diversities
	Men, Women, Junior, Features including Pets Collection, G-MOTION, Beau Monde (Online exclusive), HD Print tee Collection and Uniform Service / Bulk Purchase
	Men, Women, Kids, Special Editions including, seasonal edition, Local Culture Collection and Bossini X
	Women, Men, Bady, Special Edition, including, UNIQLO U, AIRism, lifeWear Collection, UV Protection etc.


Created by the author
Table 3 reveals the general financial performance of Giordano, Bossini, and Uniqlo in 2022. Uniqlo's financial performance should be the best compared with the other two globally. Its amount of sale, HK$170,968, is the best performance compared to the other two, which is nearly 4 times of Giordano.  Therefore, Giordano should be in the second position in this comparison. If Giordano plans to enhance its financial performance, some strategies should appear to attract the eyeballs of consumers in the market. Before doing that, comprehensive industry analyses should be studied to understand the current market situation.





Table 3: General Financial Performance of Giordano, Bossini and Uniqlo
	Company Name

	Giordano[footnoteRef:5] [5:  Refer to Giordano Annual Report 2022] 

	Bossini[footnoteRef:6] [6:  Refer to Bossini Annual Report 2022] 

	Uniqlo[footnoteRef:7] [7:  Exchange rate: 0.0537 (Closing price) from Yahoo] 


	
	2021
	2022
	2022

	
	(HK$ in Million)

	Total Assets 
	4,208
	4,008
	513
	 170,968 

	Sales
	3,380
	3,799
	585
	 123,570 

	Cost of Goods Sold
	(1,450)
	(1,653)
	311
	 58,762 

	Gross Profit
	1,930
	2,146
	273
	 64,808 

	Net Income
	465
	810
	-15
	 30,944 

	Total Liabilities
	1,645
	1,486
	393
	 84,221 

	Net Working Capital
	960
	890
	137
	 69,950.10 


Created by the author
[bookmark: _Toc150767536]5. External Environment Analyses – PEST Analysis
The revenue in the fashion market keeps increasing and will reach US$15.7 Bn by 2027. Currently, the projected target of 2023 is US$10.32 (statista, 2023). Therefore, it still has a larger room to increase its profit of Giordano if it prepares the right strategies to adopt the potential consumers in the market. 
To study the external environment precisely, PEST analysis is a well-established and all-rounded theory to understand the external macro-environment of the corporation participating in. PEST stands for Political, Economic, Social and Technological which represent factors affecting the operation strategies of the corporation in their environment (Cox, J., 2021).
In this current phenomenon, Technology is the first core factor affecting the survival of Giordano. Technological development may determine the corporation's ultimate business result (Shtal et al., et al., 2018). If the corporation can make good use of the updated technology, their business may be expanded and enlarge the profit margin. However, they may become bankrupt by the invasion of technology, such as Koka and Nokia after the promotion of iPhone and digital cameras.  Nowadays, self-check-out machines are popular in almost all stores, which may help to solve the labour storage problem.
With the rapid expansion of technology, nearly 60% of the population is using social media integrated into their daily life (McKinsey & Company, 2023).  Technology application will be the priority for enhancement. To align with the promotion from KOL (Key Opinion Leader) as a sale in a physical shop, will largely influence the purchase decisions of consumers with timeless and boundless promotion. Meanwhile, international online purchase platforms, including Tmall, Amazon, etc., are mutually developed. The target consumers may reach their products more convenient than non-internet edge. The sale rates of online shopping gradually increased 10% in 2021 and 2022 (HKTDC Research, 2023).
Meanwhile, several factors, such as e-image, trust and e-interactivity of the retailers, may create different effects on the consumer's behaviour on e-shopping, although they may have already developed a comprehensive online platform (DENNIS, Charles, et al., 2009). Online shopping habits may still have a lot of room to increase due to the slow growth or even the stopping of traditional marketing strategies. Giordano has an online shopping platform, but the cooperation of different components should be fully interfaced together to enlarge the effects. 
Sustainability has become more influential in the clothing industry due to the increasing awareness of green elements in their daily life, such as their clothing selection (GOWOREK, Helen, et al., 2012). Consumers with a green mindset may consider whether the sources and logistic arrangements of their goods achieve zero carbon or not. The green strategy of a retailer may influence the recognition of consumers to retailers. Therefore, Giordano shall not exclude this part in its strategy development. 
The second core factor is the social factor.  The collective behaviours of certain groups, areas, and periods may affect consumer behaviours of consumers (Peng & Nunes, 2007). Therefore, as one of the market leaders in the apparel industry. Giordano should enhance their market consciousness to the updated cultural and social issues, which may create business opportunities, such as cha chann tend collection to respond to the unique food & beverage industry in Hong Kong (Bossini, 2023). Giordano also promotes pest collection to respond to the pest-friendly environment nowadays in which the consumer will donate HK$5 to the animal caring orgainsation. (Giordano, 2023).  As mentioned above, ESG is one of the indicators to achieve the social responsibility of the corporation. Therefore, Green elements may be other directions to guide the productions and even the service of Giordano in future.
The other three factors, including political factors and economic factors, also play influential roles in the development of Giordano. 
For political issues, corporate governance refers to the mechanisms that influence the decision by the management, such as marketing decision, financial strategies and even human resources strategies (Larcker, Richardson& Tuna, 2005). The business decisions of Giordano should follow the regulations that blinded the business activities in Hong Kong, such as anti-corruption, illegal cash flow and avoiding employing ineligible workers. It totally influences the image of the corporation in Hong Kong. More importantly, Giordano is a listed company. They should have higher requirements and monitoring on the corporate governance, which may affect the investment motivation of the investors of Giordano in the stock market. 
Economic factors mean how external economic issues affect the profitability of the corporation in a particular region (Tanya & David, 2015). Recently, after the post-pandemic situation, the gross domestic profit is still under the pre-pandemic period. The customer emotion still needs to recover; therefore, the government is now organising a night market to boost the purchasing emotions. 
To conclude the above environmental influence, several opportunities have appeared for Giordano due to the rapid technological developments and the strong promotion of “Green” living habits. Giordano should develop the relevant products to adapt to the changes in the market. However, the threats may appear if Giordano can’t adapt to the current market trend, for example, using green material may be the indicator to evaluate the green policy of the corporation. The green advocator may discourage consumers to visit Giordano. 
[bookmark: _Toc150767537]6. External Environmental Analyses – Five Forces Model
Porter’s five forces model is one of the influential frameworks to a corporation to develop their strategies with the supports of the current industry atmosphere (Lee, Kim& Park, 2012). It covers five areas, including Threat of new entrants, bargaining power of suppliers, bargaining of buyers, threat of substitutes and rivalry among existing competitors, surrounding the business to cope with the highly competitive environment. If business treats can be diagnosed clearly, the proposed strategies will be more down-to-the-earth. 
[bookmark: _Toc150767538]Threat of new entrants
The new entrants may put pressure on the existing corporations about their pricing strategies to cut selling prices to maintain competitiveness with the new entrants (Goyal, 2020). Recently, due to the rapid development of the internet, new entrants can come from other apparel brands apart from Hong Kong through purchasing online platforms such as Taobao. Therefore, the entry requirements to the industry are simpler compared to the previous requirement in which the physical is a necessary infrastructure. Therefore, the threat of new entrants for Giordano is relatively high. 
[bookmark: _Toc150767539]Bargaining Power of Suppliers
Strong bargaining powers from the suppliers may sell high-cost, low-quality raw materials to us without any concessions (Mugo, 2020). Our pricing strategies may be largely influenced by the suppliers as well. Therefore, if the bargaining of the suppliers can be inimized to the lowest point in which they need to rely on the work orders from the retailer. In the apparel industry, besides producing clothes from the world’s factory, which is China, other newcomers, such as Vietnam, Indonesia, and Cambodia etc., can be alternative places to produce their products in which the cost may be lower compared to producing in China. Therefore, the bargaining power of the suppliers should be lower in the apparel industry. 
[bookmark: _Toc150767540]Bargaining Power of Buyers
If the bargaining power of buyers is high, the pressure on the seller will be relatively high (Dälken, 2014). On the side, it means that the buyers may have several options for their products or services in the market. Therefore, apart from cutting the cost, the seller may also consider the attractions of their products and services, such as diversities, quality and after-sales service, to cohere their customers. In the apparel market, the bargaining power of buyers is relatively high. Besides the options from the physical shops in Hong Kong, they may consider their target timeless and boundless by online platforms. 
[bookmark: _Toc150767541]Threat of Substitutes
The functions of substitutes can replace to the original goods (INDIATSY, Christopher Masinde, et al.., 2014). For example, in the banking industry, stock investment may be replaced by the savings if the saving interest is higher than return from the stock market. However, clothes are the daily necessities for consumers. They must purchase their own clothes if necessary. Also, in this fast fashion era, the frequency of purchasing their clothes may be higher than before. Therefore, the treat of substitutes is lower. 
[bookmark: _Toc150767542]Rivalry among Existing Competitors
The competitiveness of the corporations will affect their service quality, price strategies and even product diversities (Scott, G., 2022). If the competitiveness is lower, the corporation. Their autonomy is higher. In the apparel industry, the competitiveness among retailers is relatively higher. 






Table 4: Giordano’s Industry Analyses by Five Forces
	Items
	Magnitude
	Impact on profitability

	Threat of new entrants
	High
	High

	Bargaining Power of Suppliers
	Low
	High

	Bargaining Power of Buyers
	High
	High

	Threat of substitutes
	Low
	Low

	Rivalry among existing competitors
	High
	High

	Overall Analysis
	High-Risk
	High influence to profitability


Created by the author
In conclusion, the profitability of Giordano highly depends on how they can eliminate the threat of new entrants, reduce the bargaining power of buyers and lead the market trend among existing competitors. Giordano needs to consider how they can differentiate their products among the competitors.
[bookmark: _Toc150767543]7. Internal Analyses – Value Chain Model
The Value chain is a business analysis tool to investigate all the company activities involved in products and services from raw materials to completed goods. All company activities should add their specific value in term of cost advantage to the stakeholders. Referring to the Poter’s value chain (Hellin & Meijer, 2006), the value chain’s components include inbound logistics, operations, outbound logistics, marketing and sales and service (Donny, 2023). All should contain their functions in the service delivery process (Table 5). 
Table 5: Functions of Different Value Chain Components (Donny, 2023)
	Primary Activities:

	Inbound Logistics
	Management of the raw materials in the original place, including supply, storage, and delivery

	Operations
	Process of developing raw material into finished products 

	Outbound Logistics
	Delivery arrangement of the finished products from the sellers to the hands of the customers 

	Marketing and Sales 
	Strategies to increase the sales volume through promotion activities

	Services
	The support service influences before-sales-service and after-sales-service to enhance the satisfaction rate of customer

	Secondary Activities: Infrastructure, Technology Development, Human Resources Management & Procurement


Created by the Author
[bookmark: _Toc150767544]Current Value Chain of Giordano
According to the annual report of Giordano (Annual Report 2023), they have mentioned their contributions to the above areas to enhance the service value of Giordano. 
Inbound Logistics: Giordano has developed a worldwide supply chain, including 145 suppliers located in China, Southeast, Europe and the rest of the world. This action can reduce the risk of relying on a sole supplier. They also highlight ethical sourcing when choosing their suppliers, such as employing at least legal age of workers, which may help to develop a positive brand reputation within the industry. 
[bookmark: _Toc150767545]Primary activities
Inbound Logistics: Giordani contains 145 suppliers distributing in China, Southeast Asia, Europe and the rest of the world. Through the comprehensive supply management, the cost can eliminate due to well-organised supplies, manufacturing, warehousing and distribution. 
Operations: Giordano always concerns the quality of the products. Therefore, the quality assessment will help to assess the quality of the products before delivering to stores. They have developed a high-standard mechanism to monitor the performance of the suppliers. The new suppliers should complete the “Ethical Audit Questionnaire” before starting the partnership. The purpose is to pledge the quality of the products and align with the core values of Giordano. The passed suppliers will fall into the “Qualified Suppliers list”. This policy may enhance the customer’s reliance to the products. 
Outbound Logistics
Giordano provides several channels for enhancing the reachability of their products to customers. They contain 42 physical stores in Hong Kong and Macau. Due to the pandemic, the online purchase platform has become more mature and user-friendly.  Customers can reach the products boundlessly and timelessly, which can increase the sale volume of the products.  
Marketing and Sales
Giordano contains different strategies to attract the eyeballs of potential customers. Referring to the website, they classify products by different features to differentiate the uniqueness from other competitors, including by genders, functions and hot modern topics. They will offer so-called seasonal sales to arousal the purchase emotions of the customers. On the other hand, Giordano also continue to its brand through traditional and non-traditional promotion strategies, such as outdoor advertisement board, Facebook and WhatsApp, to communicate with their target consumers. Those actions can enhance the popularity of Giordano in the heart of consumers. 
Services
Referring to Giordano’s website, they mention that they provide entire after-sales service for customers, including a 30-day guarantee return policy. They also provide several communication channels, such as Whatapps, phone and email, to respond to customers' enquiries. The aim of this factor is to enhance the service quality to the customer. 
Based on the study of the Giordano’s value chain, all factors very important to maintain the survive of Giordano which can enhance products and services quality to achieve the sales target of Giordano annually. 
[bookmark: _Toc150767546]8.Balanced Scorecard
A balance scorecard is an assessment to evaluate the performance of a corporation not only focusing the financial result, but also intangible areas including learning and growth, customers and internal business processes (Kaplan,1992). The findings may help the corporation to consider the entire improvement plan in corporate level and business level, not just the sole purpose of enhancing the sales volume. 
[bookmark: _Toc150767547]Financial
Referring to the table 3, the gross profit of Giordano is increase from HK$ 1930 million of 2022 to HK$2146 million of 2023. However, the figure is largely lower than Uniqlo in 2022, HK$64,808 million. The market share of Giordano is relatively low. To achieve the purpose of increasing the profit, the only way is to reduce the cost and increase the sale volume of Giordano. The recommendations will be made in the latter part of this paper. 
[bookmark: _Toc150767548]Business Process 
The business process will highly influence the service delivery quality, including products productions and the products promotion strategies. Currently, the product manufacturing is out-sourcing which more depend on the commitment of the supplier. On the other hand, Giordano is in a passive role on the manufacturing process, although they have reduced the risk by using difficult suppliers. However, the administration fee of managing difficult suppliers may be high. Giordano should consider how to reduce the risk coming from supply chain and reduce the cost. 
[bookmark: _Toc150767549]Learning and Growth
For the situation of Giordano, as mentioned in the annual report (2023), they have invested many resources of product knowledge and customer service training to enhance the overall service quality to retain the heart of customers. Furthermore, all colleagues should attend to anti-corruptions to avoid the related pitfalls in the workplace. Their training per employee annually is around 17 hours (Annual Report, 2023). However, they should receive the diversified training other than customer service, such as, product knowledge training and the fashion sense training to develop a consultant’s role in front of customers, not just a salesperson, from which they may win the heart of customer not just by the surface service, but also by their professional knowledge and image. 
[bookmark: _Toc150767550]Customer
For the customer’s area, they have provided several channels to communicate with customers as mentioned above. Customers can reach the customer service staff easily. According to their service commitment, customers may return or refund the product within 14 days after purchasing. However, the current marketing strategies is very vague. In the website (2023), they have promoted different styles for different groups. However, the promotion contents just focus on the functionality of their products, but not concentrating on the needs of specific groups, which may fail to gain the attention of their potential customers. Therefore, they may consider the consumer habits, needs and even payment preference to draw more attention of different target groups. 
To address the above findings, the next part will suggest some recommendations to improve the business performance of Giordano in order to enhance the profit in the coming 2-3 years. 
[bookmark: _Toc150767551]9.Recommendations
The vision and mission statement of Giordano should be the key direction to formulate the strategic plan for Giordano. Referring to its VMV (Table 1), generally speaking, Giordano aims to build the best and biggest world brand in the apparel industry with its high product quality and service standards. The second key direction is to match the current market tendency. Referring to the market analysis, the apparel industry is ever-changing industry, Giordano should consider how to differentiate itself from price, quality and service with other competitors. 
To algin with the VMV of Giordano and the current market situation, business-driven strategies should be proposed for the business needs of Giordano. Accurate strategic planning is necessary to develop competitive strategies which can stick out advantage in the market (Teece, 2010). Referring to the current value chain of Giordano (Table 5), Bargaining power of the buyers, threats of the new entrants and the rivalry among the existing competitors are the key issues to maintain the business sustainability of Giordano in Hong Kong. So, the below offensive strategies are recommended to implement in the business. 
[bookmark: _Toc150767552]Backward Integration
To keep higher profit returns and reduce the cost in this highly competitive market, the alternative option is to reduce the production cost during the manufacturing stage (MacMillan et al., 1986). The advantage of buying a supplier may increase our autonomy on the raw material supply, quality control and production efficiency. It can reduce the production cost, from which the procurement and administrative costs will be reduced when excluding the cost negotiation process. The other advantage is to control the overall quality during the manufacturing process. 
[bookmark: _Toc150767553]Market Penetration Strategy
To promote the products to different targets groups to enhance the market share, market penetration strategy considers how to increase the market share on existing products to existing customers (Janssen, Arthur, et al., 2006). Different tactics may be considered during the implementation stage, including price adjustment, sale promotions, target advertising and new distribution channels. 
For the situation of Giordano, target marketing is suggested for Giordano to focus on the unique needs of their specific customers. To suit the needs of different age-group targets, (Williams & Pages, 2023), Giordano should prepare specific target marketing strategy (Lynn, 2011) to attrach their eyeball to different promotion schemes. The table below will show the marketing recommendations for different age groups. It may help to develop different promotion activities to suit their needs. 
Table 6: Comparison of Different Generation’s features
	Categories
	Range 
(Age up to 2023)
	Features
	Marketing Recommendation
	Marketing tools

	Baby Boomers
	Born during 1946-1964
(59 to 77)
	Prefer touchable event rather than only view on the screen 
	Listen to the trusted advisor, discuss with their friend
	Face-to-face selling, physical production introduction 

	Generation X
	Born during 1965-1977
(46 to 58)
	High education, family focus, stable income
	Focus on the family related products, how to develop a professional image
	Production consultation services

	Generation Y
	Born during 1978-1994
(29to 45)
	Familiar with internet service, searching for information online
	Custom to their unique needs, expect competitive pricing from the internet 
	Blended Promotion tools

	Generation Z
	Born after 1994
(28 or below)
	Use high-tech and multiple information sources, 
Always lived with the Internet
	Peer Group Recommendation
	New Media platforms, social media platform


Created by the author
For the group Baby Boomers and Generation X, almost of them are nearly retirement. They may not care about their dress up due to less formal meeting in their stage. The products focusing on them will be more functional and sale reasonable. 
For the group of generation Y and Z, they should more spare more time on their dress-up because they will contains many networking activities in their daily life, such as dating, gathering and work. Therefore, Giordano should consider how the product may develop a professional image for this target. Moreover, Giordano also need to make use of the advantages of Internet to spread its brand to the target group. 
[bookmark: _Toc150767554]Product Development Strategy
To increase the market share in this industry, a product development strategy is one of the offensive strategies that can be adapted by Giordano. A new product should suit the market needs with the support of the practical and innovative technology (Zhang, Di Benedetto, Hoenig, S, 2009). The advantage of is to keep the existing customer and attract the new customers who needs your services. In the apparel industry, almost all retailers are providing the different standard sizes of the completed products for customer’s selection. It may not totally fit for the fashion requirements and the unique body sharp. If Giordano considers developing a semi-custom-made product service and dressing consultant services for customers.  It means customers can revamp the clothes’ size, which suits their body sharp.  This also gives another selection for them. 
To address the above recommendations, Giordano may need to employ a professional who has the relevant skills or train the existing staff for this service. This team may provide fashion consultation for customers, which may be one of the value-added services for enhancing customer loyalty to Giordano. 
To deliberate the above offensive strategies, capital collection is the critical factor in implementing those suggested strategies. Since the interest rate is increasing now, the cost will be higher if borrowing from banks. On the other hand, the global stock market is unstable due to geopolitical issues, including the Ukraine crisis and the Gaza crisis. Investors may keep observing the market rather than investing in it. Therefore, issuing shares may not be an effective way to raise capital recently. Self-funding will be the conservative way to implement the above plans, which can also minimise the risk. Therefore, the priority shall also set for the above strategies. 
[bookmark: _Toc150767555]10.Gannt Chart for Implementation (One-year plan)

	Strategy

	Actions
	Q1
	Q2
	Q3
	Q4
	Responsible Department

	Backward Integration
	To study the current manufacturing industry and target several companies for integration
	√
	
	
	
	Business Development

	
	To present the proposal to the management team
	
	√
	
	
	Management

	
	To decide the suitable companies for integration
	
	
	√
	
	Business Development and Legal Department

	
	To streamline the process beginning from manufacturing to retailing 
	
	
	
	√
	Manufacturing Department and R&D Department

	Market Penetration
	To study the current retailing market and the purchase preference of the target consumers 
	√
	
	
	
	Marketing Department

	
	To network the relevant media platform for the promotion
To create specific price strategies and promotion schemes to attract the target consumers
	
	√
	
	
	Corporate Communication and Marketing Department

	
	To evaluate the effectiveness of the above strategies 
	
	
	
	√
	

	Product Development
	To study the potential market size for semi-custom-made products
	√
	
	
	
	Marketing Department

	
	To study the possibility of implementing this strategy in clothes with different functions
	
	√
	
	
	Technical Team

	
	To recruit suitable professionals to run this business
	
	
	√
	
	Operation Team

	
	To evaluate the effectiveness of this strategy 
	
	
	
	√
	Marketing Department


[bookmark: _Toc150767556]11.Implementation Tools
To achieve backward integration strategies, a team of business development should be formed to study the garmenting industry which produce apparels. The criteria of selecting a supplier should be the quality, cost and location of the potential suppliers, for example, the location will influence the transportation cost, which is the production cost. Therefore, the market investigation is very important. 
[bookmark: _Toc150767557]Staff Training
To align the above recommendations, staff training is necessary to equip the relevant skills and even the attitudes for the coming uncertain and positive future.  Factory management training are suggested to arrange shortly. 
[bookmark: _Toc150767558]New Position Recruitment
To managing a factory, Giordano should consider employ several positions, such as factory management and technical experts to manage a factory when failing to find a suitable person from current colleagues. 
To implement the market penetration strategies, it will rely more on how the marketing team promotes them to increase public awareness of the change of Giordano. The marketing segment of Giordano should be mass market. Therefore, several marketing promotion schemes should be arranged to attract the target's attention (Refer to table 6) and the reformation of Giordano to match the ever-growing market. 
[bookmark: _Toc150767559]Social Media Platforms
To imprint the brand name of Giordano in the heart of generation Y and Z, we should use the influencing power of the current social media platforms and communication Apps, e.g. Facebook, IG and WhatsApp to contract with them. Giordano may regularly update the latest products and even dressing advice in such social media platforms. Giordano may also develop immediate online communication tools, including Youtuber and KOL, to chat with customers, which may help add value, such as young singers, Anson Lo, Ian Chan, etc, wearing their apparel to attend the events, which may enhance the popularity of Giordano from their fan group. 
[bookmark: _Toc150767560]Online Payments Encouragement
To match the consuming habits of Generation Y and Z, who may act fast and ad-hoc in their daily life, online payments, such as Alipay, WeChat pay and Payme, may cater for it. Sometimes, Giordano may promote the midnight discount to arousal their consuming emotions, in which they may keep shopping after closing physical stores. 
Besides the needs of Generation Y and Z, other generations should also be our target. So, the traditional marketing tools should keep and even enhance promotion attractions.
[bookmark: _Toc150767561]TV Advertisement
To focus on the needs of older generations, the promotion content of advisements should be aligned with their concern, such as competitive price, durability, and high quality.  In Hong Kong, Television Broadcasts Limited, Viu Tv and Hoy TV are the main free channels, which suits different taste of different targets. The target of Viu TV is young generation (Business Digest Editorial, 2022). Therefore, an Advertisement from Viu TV may help to attract the attention of the young generation. 
[bookmark: _Toc150767562]Membership Scheme
To cohere the heart of older generations, a membership scheme may help to build a long-term relationship with customers, for example, if customers can accumulate a certain amount of purchasing their products, they may obtain a coupon for next purchasing.
To achieve a product development strategy including semi-custom-made service and dressing consultation service, which can differentiate with other competitors, it may more rely on the product development team to brainstorm what possibilities we can achieve in future. 
[bookmark: _Toc150767563]Semi-Custom-Made Service
Fashion training should be provided for current colleagues to provide professional advice to customers. if necessary, employing a master for revamping a clothe should be proceeded. 
[bookmark: _Toc150767564]Dressing Consultation Service
Giordano may consider developing a consultation team to serve the customers who may want to seek advices for their image. Of course, it may a VIP service for privilege customers. 
[bookmark: _Toc150767565]12.Monitoring System and Conclusion
To ensure the implementing strategies performance, Evaluation and monitoring mechanism shall be developed to protect the benefits of the company and control the cost effectively (Crawford & Bryce, 2003). To make the monitoring system precisely and accurately, Seymour (2023) mentioned that several criteria should be included in the monitoring system including 1) Internal Consistency, 2) Consistency with the environment, 3) Appropriateness in the light of available resources, 4) Satisfactory degree of risk, 5) Appropriate time horizon and 6) workability.  Those factors can review the implementation process of the strategies. Below tools are suggested to monitor the whole process. 
[bookmark: _Toc150767566]Internal audit
Internal Audit is necessary for the risk management (Spira & Page, 2003). Internal Audit should be arranged to review the process. The quality team should work on it, including the financial situation, programme and schedule and the estimated outcome. It is a necessary tool for monitoring the process the internal audit may be arranged once each quarter. 
[bookmark: _Toc150767567]Individual feedback session
Some feedback may embarrass to be shared openly. Individual meetings can provide a safe and comfortable environment for true sharing.
[bookmark: _Toc150767568]Milestone evaluation
To ensure the effective cost allocation for the large-scale strategy implementation, milestone evaluation should be applied in different stages of the strategy. So, the resources shall be addressed immediately
Although severe monitoring systems are suggested, the attitudes of operating colleagues are also important. The communication within the team needs to be transparent and two-way-style, so that the adjustment can be made by the ever-changing of process. 
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