Introduction

Fenthaam Store is a small convenience store located in Aston, Birmingham established in 2006 centered within a residential area.  A family-run business managed by a sole trader who is self-employed and employs three part-time staff.
Supplies daily convenient products to its local customers and business placed in the UK Grocery Industry sector. 
Fenthaam Store provides general food products, various dairy and frozen items including fresh produce, and everyday household items. 
Meaning Strategic management is important for Fenthaam stores as it ensures a direction and purpose of where business needs to go. Creating aims and objectives assistant with plans and policies to achieving them by assigning resources for the roadmap. Overall strategic management is required for achieving competitiveness over their competitors.
Current Strategic Direction
Currently, the store owner does not have a written vision and mission statement Mr Ahmed discussed that he has not heard of these, but he has a natural desire for the business to succeed and create happy customers for retention purposes and expand.
Currently store has used Differentiation strategy by adding extra new services to build upon the store including Ria travel agent and money transfer company, cashpoint, hot drinks machine, Amazon In post, charity Clothing bank and Paypoint services. All of which have assisted in the growth of the store. 
Currently the business sales are approximately 55K a year and Owner wants to increase this turnover by expanding into leasing new business next door.
Vision and Mission Statement
Vision
To become the first choice for convenience grocery shopping for our customers, ensuring shopping needs easier. 
Mission Statement
We strive to serve our customers consistently and be dedicated to meeting their needs for convenience.  Providing a first-class grocery shopping experience with the best customer service, offering a quality range of household products and services that are valued by our community.

Primary research questionnaire conducted with 50 customers at Fenthaam in January 2022. 
It revealed that customers would like new business to be converted to butcher 78% and 88% of customers would spend £20 a week. Showing that if Fenthaam supports what customer needs then the business can be viable if they visit. And having experience instore of increase frozen meat and fish sales high then trying this strategy will be fruitful backed up by strategic models used.
REF survey After conducting primary research with 50 customers into expanding the Fenthaam services it revealed that 78% of the customers want to a Butchery service. Research was conducted to local customers using store as they are more likely to use the service.

















Map shows Fenthaam Road and only one butcher currently in Aston area 0.7 miles away from store.
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This is an option to be focused upon as current part time staff at store is owner's brother-in-law and also working part time at a butchery in Birmingham holding 15 years’ experience and staying in the family run business.


Porters Five Forces Model
This model helps in identifying assessing five economic factors from competitive intensity. These micro forces working closer to the store and can influence in serving customers and making a profit.
Having competition can be a good thing in terms of putting pressure on Fenthaam to become efficient in-service delivery. 











Threat of New Entrants
· Risk -Medium
Barriers to entry is medium. Setting up incurs high costs as not many butchers in area to set up as closest town half mile away. Requires experience which Fenthaam family member acquired.
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· Risk -Medium
Supermarkets Tesco
Asian Supermarkets in Lozells and Witton want to increase market share and reduced prices to compete, marketing to increase sales.

Bargaining Power of Suppliers
· Risk-Low
Currently there are many Halal Meat Suppliers in UK. Which can be used to bargain costs with and choose as deliver daily nationwide.

Bargaining Power of Buyers
· Risk-Medium
Customers need to travel to obtain butchery meat and walk over 15 minutes to purchase. So, can’t force prices down so pay more time and fuel. Cost of changing is medium.
Threat of Substitutes
· Risk-Medium
Purchasing Halal meat is available at Tesco and Asian supermarkets which provide one-stop for all shopping needs. 











Porters Generic Strategies

Customers want quality meat at affordable prices and ascertain easily. The convenience of a one-stop shop for groceries is a strength that utilised well can reap dividends to competitive strategy to sustain long term future in business.
Michael Porter Has three strategies that a company can take at the start of change. which are cost leadership, focus or differentiation. From the analysis moving forward to attract customers and keep them Fenthaam store should adopt low-cost (cost leadership) strategy fully pinpointing its strongest competitive position.
As there are low competition in vicinity Fenthaam can initially use low-cost Pricing to compete with competitors like Tesco and the Asian supermarkets to capture local customers. Knowing that Aston area customers have low to medium wages average incomes of £12,000 a year.
(Census 2011) The majority population in vicinity is Asian and Black predominantly Pakistani and Bengali. Ethnicity is 69% Asian and Black 16% who's staple diet is meat poultry fish alongside bread and rice. 
Overall, Fenthaam need to be competitive in cost reduction of supplying meat, poultry to customers for competitive advantage by ensuring to be effective to become efficient in market.

SWOT Analysis        
Analysis of Internal Environment (Micro) Analysis


	Internal

	[image: ] Strengths
	[image: ] Weaknesses

	· Established and experience store running 16 years
· Freehold business
· Robust Work Culture 
· Excellent Customer Service and rapport
· Many Loyal customers
· Profitable store
· Sales turnover increases yearly between 2 – 4 % 
· £63,000 Capital investment for store
· Footfall high
· Highly Customer need focused store
· Store Prices very competitive
· Location excellent has a high footfall 
· Stocks range of daily essential products 
· Customer Carpark 
· Internal Sub-business Rio money and travel agent
· EPOS Digital System for stock and payments
· Fresh Vegetables and Fruit

	· Customers comprises of low-mid income families (Market Research Society 2022)
· No social media advertising
· No shopping online ordering 
· No shopping delivery service 
· No fresh/frozen meat and fish service only vegetarian alternative
· Space

	External
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	· Next door business offer of To-Let accepted 
· Expand further services 
· Meat growth rise annually by 28%
· Vegetarian rose by 1.2% in UK
· 69% Asian customer base 
· Meat and fish main staple food for Asians
· 48% of Aston Health very good
· Current family staff, works part-time as Butcher 
· Only one butcher in Aston
· Sales in UK grocery market increased by 3% in 2020.
· UK Online sales growth 8%



	· Supermarket price competition
· Getir grocery delivery
· UN Environmental Sustainable Development Goals (2021)
· Digital Technology trend using Apps to pay and collect points from purchases.
· Inflation rose 1% from October to November 2021





From the SWOT analysis conducted it shows a clear growth in the meat industry showing viable cause of a Butchery including poultry to be sold taking advantage of the customer base. Aston has only one butcher supplying area that does not sell frozen fish which will provide alternative to customers to beat competition adding value to customers as main food source for Asians.
Sourcing meat nearby will help with UN sustainability goals and lower prices to compete with supermarket and local butcher threats. 
Having experience in field will allow business to start up and capital to invest in business marketing. 

Advanced SWOT Analysis   

	[bookmark: _Hlk95545428]Strengths
	Importance (0-1.0)
	Rating (1-3)
	 (X) Score

	Yearly incremental sales increases by 2-4%
	0.070
	2
	0.14

	High Capital Investment
	0.070
	3
	0.21

	Loyal Customers
	0.015
	2
	0.03

	Excellent Location 
	0.050
	3
	0.15

	Organisational Culture
	0.010
	3
	0.03

	Weaknesses
	
	
	

	Customer base comprises low-mid income families 
	0.050
	2
	0.1

	No advertising
	0.070
	1
	0.07

	No online ordering and delivery service
	0.070
	1
	0.07

	No fresh/frozen meat and fish service
	0.070
	1
	0.07

	Limited Space
	0.070
	1
	0.07

	Opportunities
	
	
	

	Adjoining business To-Let accepted for growth 2023
	0.070
	3
	0.21

	Meat growth rose annually by 28%
	0.070
	3
	0.21

	Vegetarian rose by 1.2% UK in 2022
	0.015
	1
	0.015

	Sales in UK grocery market increased by 3% in 2020. 
		           


0.050

	2
	0.1

	UK Online sales growth 8%
	0.010

	1
	0.01

	Threats
	
	
	

	Supermarket price competition
	0.070
	2
	0.14

	Getir online grocery delivery
	0.070
	1
	0.07

	Inflation rose 1% from October to November 2021
	0.060
	2
	0.12

	UN Environmentally Sustainable 
Development Goals
	0.040
	2
	0.08



Advance SWOT indicates High capital that can be used for growth of the store helping with customers that provide yearly increases in sales due to variety of convenience services provided.
With the growth of groceries sales in the UK highlighting the growth in meat sector too ss more appealing for Fenthaam to progress into by expanding business next door.
Ensuring that prices are cost effective for the customer base to beat competition otherwise they won't buy as inflation has risen. 
Ensuring that loyal customers in community stay providing this one stop shop attracts customers from shopping elsewhere. Providing a range of essential products increases more sales, if deliver a service the customer wants.
Advertising services using leaflets or social media in the wider community instead of word of mouth will attract more customers. 
Taking advantage of Birmingham market wholesales based locally in Witton (2 miles) is an opportunity to source supply of local fresh fish for customers ensuring sustainability.


Pestle Analysis 

Analysis of External Environment (Macro) Analysis

Pestle analysis is easy to understand and can be carried out several times for a business and very versatile as can focused on a product.
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Brexit New Regulations
80% of food imports arrive from Europe and delays along with increased costs due to extra processes and red tape incurring costs on products so sourcing in UK will be beneficial to cut meat costs. (The National, 2021)

Ukraine and Russian war
Ukraine and Russian war have affected UK farmers as fertiliser, animal food and also fuel has increased which will inevitably be given to customers increasing their food prices bill. (Sky News, 2022)



The UK Government has raised National Minimum Wage increased 1st April by 6.6% to £9.50 per hour in UK. Fenthaam will need to incorporate this for its current and new employees to meet the new rules. (Gov.uk, 2022)
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These factors raise business operational costs which then raise selling prices of products.

Interest Rates 


Bank of England 2022 increased interest rate to 0.75% so they maintain government Inflation safe rate threshold at above 2%. However, Bank of England remains optimistic that next year it will fall I hope that the expected target of 2% is reached in two years’ time. which will help the economy GDP and increase customer spending as they will have more to spend.

Inflation Rates

Inflation rate is currently at 5.5% the highest ever in 40 years this measures how much prices of products have risen by in the UK. (Office of national Statistics, 2022). The cost of living has increased substantially work consumers are buying less of some items with the same amount of money they spent before.

Decreasing interest rates and inflation affects on rising consumer spending, by reducing mortgage payments consumers have more to spend shopping promoting growing markets to boost UK economy.
However, inflation will reduce in the future, but prices of some products could stay at high-level compared by the past.
But I do think people will still spend on grocery such as meat and fish as it’s a necessity on diet and culture, but maybe reduced slightly to fit budgets.
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Factors affecting sector consist of differences in customer lifestyles, attitudes, demographic movements effect demand.

Meat Diet increase


Savills research report shows meat consumption has increased with 9% increase in beef and Overall meat and poultry consumption predicted to increase in UK.

Demographics 2011 census showed Aston is a diverse community and biggest ethnic group was Asians at 55% and Black British was second biggest at 26%. 
Islam was the most prominent religion in Aston at 54% so providing Halal meat to cater for majority of consumers is ideal.



Analysis conducted by finder.com 2022 In Uk diet for meat-free is only 14%, showing majority still have meat source in diet

Corner shop grocery shopping on rise

During and after pandemic customers have valued the convenience stores, for supplying on daily essentials from these stores and businesses increased sales. Retail Gazette reported increases in sales from corner shops due to customer service and supply of goods where consumers appreciated service. However online shopping may effect them.


Online Shopping 


Statista 2021 research shows for online food shopping was high at 80% during 2020 pandemic but then dropped to 18% in May 2021 but predicted to rise again as consumers have developed online shopping trend behaviour are favored due to convenience by some consumers and I’m fearing this may become permanent.


Health

(Sutton, 2019) NEOP research shows that people are becoming more aware of health, makinf decisions for healthier meat sources e.g fish and poultry.

Census (2011) reveals Aston people rated their health as 'very good' which is better than the average UK people and in deprived area.

Fenthaam should think about offering more lesser priced meat gain more customer sales.

If Fenthaam doesn’t react to changes in society, may lose market share and need for service reducing sales and profits.
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Organizations respond to technology impact where customer demands instant results which include advances in online shopping, supply chains that effects business operations, purchase cost and service enhancements. 
Technology has significantly changed the grocery sector. 

Online Grocery

Supermarkets have now facility of customers ordering and paying for groceries online using E-commerce this increased customer convenience growth increasing customer base as internet used by many.

Self Service Checkout

Lidl purchased self-service checkout technology generating effective customer user experience so customers don’t wait too long in ques, this reduced employee costs but this will be expensive and not viable for Fenthaam as they don’t have that many customers at one time. 

EPOS
Electronic Point of sale technology advancements allowed to operate efficiency at Fenthaam acquiring system helped customers to experience quicker smoother service and software delivers effective information management of current stock levels ensuring stocks are replenished and examines consumer purchases ensuring Fenthaam is meeting consumer demands avoiding disappointed consumers.

Paypoint
Fenthaam applied for this service and was accepted which dramatically made footfall rise EPOS system let customers pay variety of bills and mobile top up which saw sales increase and obtain regular customers.
Technology constantly changes and businesses should try to adapt to increase operation efficiency. People are more technology aware and investing in this is beneficial but expensive need to weigh up if costs outweigh benefits.
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Legal factors such as Health & Safety, Employment Laws and Food hygiene regulations that UK government set out for UK organisation to follow strictly to avoid heavy fines and court proceeding that will effect sales, business must adhered to.

Health and Safety at Work Act 1974
H&S Fantham store needs to be following the guidelines to protect public and employees and avoid fines for not doing so. 

Food Safety Act 1999 and regulations

Food Safety Fenthaam must comply with strict food safety legislation in selling any meat products stringently to protect public welfare. Local Council environmental health department need to be partnered up with to carry out safety checks on business. Compliance with HACCP procedures, appropriate weights and measures legislation of products sold.
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Operations of the retailers have impact upon the environment. 
For instance, food packaging is directly responsible for several environmental problems such as pollution, and overcrowded landfills. Likewise, technology and devices used for frozen products consume a lot of energy and emit greenhouse gases. Therefore, retailers need to be in constant pursuits to reduce their impact on the environment.

Reducing Plastic waste

UK Government’s Resources and Waste Strategy in December 2018 and Environment Act 2021 had many polices highlighting ways of reducing plastic waste. Fenthaam adopts 5p charge for plastic bags.

Recycling
Recycle to reduce landfill waste, providing food waste to Asian Food Banks Charity for homeless. including BIFFA Recycling Bin to protect environment.

Meet Zero Co2 emissions
Uk target to meeting net zero emissions by 2050.
Reducing Co2 emissions in supply chain management is area of focus. Reducing petrol and diesel fuel will help towards this by outsourcing delivery of supplies then using own business car for cash and carry trips.
PESTLE Analysis Table

	Factor
	Potential Impact
	Time 
Frame
	Type
	Impact
	Importance

	Political
	
	
	
	
	

	National Minimum Wage
	Medium
	0-6 months
	Positive
	Increasing
	Important

	 War increased Prices
	High
	12-24 months
	Negative
	Increasing
	Important

	Economic
	
	
	
	
	

	Interest Rates
	Medium
	12-24 months
	Negative
	Increasing
	Important

	Inflation
	High
	12-24 months
	Negative
	Increasing
	Important

	Social
	
	
	
	
	

	Meat Diet increase
	Low
	24+ months
	Positive
	Increasing
	Critical

	Technological
	
	
	
	
	

	Online Purchases increased
	Medium
	24+ months
	Negative
	Unchanged
	Important

	Legal
	
	
	
	
	

	Health & Safety
	High
	12-24 months
	Positive
	Unchanged
	Important

	Food Safety 
	High
	12-24 months
	Positive
	Unchanged
	Important

	Environmental
	
	
	
	
	

	UK Zero Co2 emissions
	Medium
	24+ months
	Positive
	Increasing
	Important



Fenthaam still need to become aware off the effects of the external environment and it is very unprecedented with so many price hikes that affect consumer spending.  
Reducing and making savings on fixed costs and growing into online delivery maybe an avenue for new business for the future.
However, meat diet has increased and a requirement for many Asians and African diet. Ensuring that service level is high and providing value and meeting customer expectations will support the long-term future supply for business.


Fenthaam Mendelow Matrix Stakeholder Mapping
Stakeholders for Fenthaam stores is important to recognise and manage for successful strategic management becoming more focused and aware of them. 
Introducing Mendelow’s Matrix
[image: Mendelow&#39;s Matrix Diagram | Quizlet]Developed by Mendelow (1991) To analyze stakeholders on two criteria power and interest.










Fenthaam Stakeholder Management

	KEY
	Internal stakeholders

	KEY
	External stakeholders

	
	Employees
	
	Suppliers

	
	Owner
	
	Customers

	
	
	
	Government

	
	
	
	Competitors

	
	
	
	Birmingham City Council

	
	
	
	



Internal stakeholders have a stake with Fenthaam store.

The most important internal stakeholders are employees for Fenthaam stores to operate.
Employees help in the running of the store on a daily basis. Promote the face of the business to create excellent customer relationships, this enhances reputation of business image. They need to be kept informed of any key issues that are arising as will affect their performance but have low power.
Owner is a vital key stakeholder player for business success ensuring strong strategies are in place as this effects future.
Owner accountable for financial management in order to meet vision and mision to increase revenue and operation at Fenthaam Store, employing employees making sure staff are motivated in becoming effecient creating a strong work culture.
Owner responsibity is attaining objectives set, ensuring staff relationships are excellent and working effectively by following efficient processes and policy set by Owner.   
Owner identifies cost effective items for supply and that products are valued well and of good quality and purchased into store on correct time to meet consumer demands increasing revenue turnover and profits.
Owner support staff with induction and training and Health & Safety Training for operations where required e.g. EPOS training 

External stakeholders are outside of Fenthaam that have an interest and power.

Suppliers: are crucial for Fenthaam supply chain  as they supply products for their customers. They visit weekly and top up supplies, this saves time from Owner purchasing from cash and carry saving on fuel and time. Overall, cost difference on products are reletively the same as wholesalers.
Owner also visits twice a week at local east end cash and carry wholesalers but to save even more time and money having a weekly shop that is delivered directly if over a certain amount can reduce time and costs in this major supply chain. 
Birmingham City Council: Recycling waste disposal bins contract and and environmental safety checks are contracted with them. ensuring that business meeting environmentally friendly with health and safety regulations checked yearly if not Fenthaam could be liable for paying fines or even business closure so need to keep satisfied.
Competitors: keeping up with competitive pricing is helpful in competitively pricing fenthaams own goods. However prices are slightly higher due to supermarkets buying in bulk and supply chain managed stringently. which is an area Fenthaam some can adopt by shopping around other cash and carry suppliers. 
Competitors will put pressures on Fenthaam to price competitively to gain customers so cost reduction in supply chain is valuable focus to reducing this.
Government 
(The National Minimum wage, 2022) was raised 1st April 2022 to £9.50 an increase of 6.7% requiring Fenthaam employee wages to be changed.
National Insurance contributions also raised by 1.25% so to fund UK government health and social care establishments..
If not executed employees may visit relative officials to take action or business receives fine so Government has high influence and keep satisfied.
Customers: are crucial for Fenthaams existance so putting greatest effort in satisfying  these stakeholders is vital.
Providing the best possible products and quality service so have repeated visits otherwise lose custom. Customers dictate the future business survival and keeping them happy as they have power is important for business functioning. Involving them to make changes to future of business.






SFA Matrix Analysis 
	
SFA Matrix
		Strategic Options	

	
	Strategy 1
	Strategy 2
	Strategy 3

	Suitability
	8
	9
	9

	Acceptability
	9
	8
	7

	Feasibility
	9
	7
	5

	Total
	26
	24
	21



Gerry Johnson and Kevan Scholes created SFA Matrix assist with finding which strategic option to choose from using a scoring system from Suitability, Acceptability and Feasibility. 
Key questions: These are important to see if Fenthaam can execute the strategic plan efficiently.

Suitability
Research evidence
Strategic goals
· Does the strategy take advantage of opportunities?
· Does strategy reduce the Weaknesses that Fenthaam faces?
· Does strategy take advantage of Opportunities?
· Does strategy address Threats Fenthaam faces?

Acceptability
Does it meet Stakeholder expectations?
Is return from strategy likely to be acceptable?
Is risk level fine?
Will customers have positive reaction?

Feasibility
· Can strategy actually work in practice?
· Can strategy be financed?
· Do staff have skills or training required?
· Do you have the relevant resources to carry out strategy?
Option 1 has the highest score which is the most realistic option to use.
Option 1: Open Butchers next door at Fenthaam store.
At this current stage fenthaam has opportunity to acquire new rented leased business premises in December 2022 next door. This is less risk, as business is currently undergoing renovation by landlord which saves Fenthaam costs for example to a newer state with new windows and painting and electrics fitted. Fenthaam will provide resources like fridges, freezers units for fixtures and fittings and labour.
This will be a new venture for Fenthaam and if successful in 1-2 years, then move onto online service which is option 2 from the store and if this is successful then will grow further into Option 3 having a second location that will provide nationwide online delivery service. 
Concern of businesses failing CBInsights (2020) research found out that new startup organizations fail 20% in first year and then 60% first 3 years and survey highlighted top reason why at 42% is no market need for their services or products. From research and micro-and macro environment this business will grow in the long run.
Concentrating on using limited resources time and money a short way that complements Fenthaam stores as per customer requirements.
Sourcing Meat in uk locally will cut down on environmental impact. Scanning many halal suppliers will give better chances in having quality meat at the best price as it’s a start-up business. 
Customer retention high
Primary research conducted shows that meeting the customer needs and demands will   
Hopefully develop more loyal customer within the Aston Close-knit community. And
Expanding in that field will have lowest risk. However, until this business is open and running 
within a year, is when its truly going to see if future will be a success as some customers
may use another shop.

[bookmark: _Hlk101252134]Option 2: Butchers and Meat delivering service online instore for Birmingham  
When business is growing from option 1 then they will look to serve the wider community with online delivery service in Birmingham. This route has not been taken at the moment due to competing with one butcher in vicinity and want to capture the main customers. Particularly fuel is high at the moment and want to reduce as much costs and also see how business is running for the few years from starting to be safe and logical strategic process even though online shopping is on the rise and may the most sustainable option for the long run.

Option 3: Butcher external business and delivering service online UK Nationwide
This is long term future investment strategy and requires most finance. When business is viable and have experience on the butcher service and sales are covering break-even point and healthy profits made then adventure out nationwide service. 
May keep current business and expand further to another industrialized unit that will specialize in online butchery service delivery at a larger scale. But before that happens Fenthaam needs to gain experience and start off small to avoid losing out on money. 



Lewins Three Stage Change Management Model

From the SAF Matrix analysis it identified using option one to carry out full strategic management implementation to Fenthaam.
Kurt Lewin introduced three stages of business change management model in 1947 that will now be used for communication and implementation of change.
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When everyone accepts the change and ready to act on option.
Stage 1: Unfreezing Stage of Change

Fenthaam at this stage needs to carry out the change management through key communication strategy this ensures that staff are prepared for the change.
Owner needs to have a meeting discussing the new business venture, its operations and support some staff as they need to be flexible in working between both businesses, so they accept the changes and have all their questions answered and reassure them of any concerns.
being prepared for any staff being uncomfortable and changing that uncertainty to acceptance, so then the process is easier when everyone is together working full the vision of the business.
Educating the staff on the business opportunity and answering queries and training provided where necessary so staff are compelled to accept change by providing effective communication by owner.
This stage is important and carried correctly will avoid resistance from staff and help in the survival of both businesses. And understanding change is required to sustain business and reach competitive advantage.
Owner needs to be positive of the need for change and have effective communication is key and this motivates all stakeholders for change and development and avoids conflict. Resistance should be low as impacting a few stakeholders like staff.
Stage 2: Change process
When everyone accepts the change and ready to act on option.
Action Plan: 
To meet Fenthaam vision and mission to expand and provide range of products and service and grasping the opportunity of meeting customer needs within the community from analysing the micro and macro environment and conducting research In order to thrive in the grocery market.
	Date
	Description of works

	Nov 2022- Jan 2023
	Owner draws up Policy and procedures folder i.e. Health and Safety policy and Fire procedures.

	Nov -Dec 2022
	Source Suppliers of meat and fish competitively priced

	Nov 2022
	Training in food safety
Certificate for butchery for staff

	Dec 2022
	Sign Lease agreement for December 2023. 

	Dec 2022
	Owner to do business accounts and setup tax payments

	Dec 2022
	Contract for environmental health checks and food safety with Council

	Dec 2022
	Advertise via leaflet distribution in local community and social media like Facebook and at Shop window and at Fenthaam store

	Jan 2023
	Purchase large items equipment
Fridges, Freezers, Shelfing and working area

	Jan 2023
	Source two staff including owners brother-in-law 

	Jan 2023
	Purchase low resources e.g. Till, card payments etc

	Jan 2023
	Signage Board: Name: Fenthaam Butchers

	Jan 2023
	Food waste Recycling and Disposal Contract with council

	Feb 2023
	Opening of new Halal Butchers



Management leadership style
Adopting a democratic style rather than autocratic helps staff to be included in the whole change process and work alongside it then against it as part of shaping the change.
Staff are now adopting the change with support from management implementing entire process. 
Stage 3:  Refreezing of Change
Any issues arising from change needs to be effectively communicated to manager to avoid issues increasing so having specific effective open communication is vital in this stage. 
Staff assigned responsibility with both businesses and information/feedback from customers passed to Manager to analyse.
Staff are adjusted to the change of management Process of implementation is to get into the new culture of workplace.
Stakeholders may take time to adjust to new way of working of business But adaptable so short process. Everyone is comfortable and attitudes and behaviors are positive.
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To become the first choice for convenience grocery shopping for our customers, ensuring shopping needs easier. 





V


Mission
We strive to serve our customers consistently and be dedicated to meeting their needs for convenience.  Providing a first-class grocery shopping experience with the best customer service, offering a quality range of household products and services that are valued by our community.


M



Objectives
Competitive advantage of butchers to complement Fenthaam Store as per customer needs

O



Strategy
Open Butcher Feb 2023 – Fenthaam Butchers




S



Tactics
Reduce costs to capture more customers first then increase so not to lose margin.
Promotion offers on fish as competitor not stocking
Second year add online and delivery service 
Excellent customer service
Proudly serving the community feedback via survey


T







Following the above will meet vision, ensuring that many tactics are used for strategy and remain in competitive advantage.
Recommendations
Excellent leadership from Strategic level is paramount for success of business and making decisions that are right is key. Having right tactics at the right time in delivering the strategy successfully for long term future of businesses.
Carrying out these models on a regular basis will assist in owners decision making by evaluating micro and macro environment for the short and long term of the business.
Secondary research should also be conducted before venture starts, so not to lose capital savings.
Competitors might reduce prices and so need to reduce prices and put special offer promotion on products that sell well. 
Local butchers I have seen don’t sell special spices to accommodate the meats/fish e.g. tikka masala, Peri Peri spices. 
Second year provide online delivery service when gained profits and experience to ward off competition. And meet the increase of online shopping market along with delivery service having minimum order value of over £25 to cover delivery cost.
Advertise and market service during religious events and place offers e.g.Ramadan
Conclusion
After discussing these models with Mr Ahmed Owner of Fenthaam stores he appreciates the strategic management models in guiding way forward to his vision.
Analysis of micro and macro environment are essential in limiting his risks on the capital investment, time and hard work required in setting up a business and not become the statistic of many who fail in first year of opening, 
Warding off competition with strategic tactics and create a long future of SME business to complement his existing convenience store and foremost meet his customer expectations which he is most passionate in achieving as both main stakeholder’s benefit.



Do VRIO and value chain journals for models
4605 400  or 900 left
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How much would you be willing to spend each week at the new business?

Total	£5	£10	£15	£20	over £20	0	2	3	44	1	


How many times a week will you use the new business?

Daily	Weekly	Twice week	Fortnightly	Monthly	0	43	2	5	0	


What would you like the business next door to be converted into?

Hairdresser	Takeaway	Butcher	Other	5	4	39	2	

How much approximately do you spend a week at Fenthaam Store?

£0	£5	£10	£15	£20	over £20	0	2	14	22	56	6	
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Fenthaam Store Customer Questionnaire

We need your hep!

We have an exciting progosalthst e would ik toshare with you bt nsed your sssistance a5 e
want you t0 be  par of ths strtegy and hope you use the service.

We will e opening up 2 store next door i February 2023 but il we nesd afew questions
‘nswered. lesse fes!fres to e s this willimmensely help ou primary market resesrch,
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§) How much would you be illng t spend each wask ot the new business?
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