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Introduction

Strategic management is a branch of business administration. It deals precisely with the development, planning and implementation of substantive goals of organisations that may have implemented a business plan. As a rule, the time span for strategic management covers two to five years since strategic plans are usually made for the long term. Strategic management very much coincides with the concept of business management. (Lynch, 2018)
Since the introduction of the concept of strategy in the planning theory of business administration, it has been strongly differentiated. The strategy further encompasses the definition of the fundamental corporate goals. In contrast, a very narrow definition speaks only of situational measures. (Lynch, 2018) Strategic management comprises different phases. Thus, in the first phase, the sector structure analysis and the analysis of the triangle company, customer, and competition take place. The second phase includes planning.
In the third phase of strategic management, the strategy is implemented and in the fourth phase, the control of success, as well as the control after the fulfilment of the premises, is carried out. Critically, it must be considered that the term strategic management is very universal and thus the central meaning becomes fuzzy. (Lynch, 2018) Because of its orientation towards a longer-term period, strategic management also cannot offer a solution to a concrete problem.

Strategic capabilities
Business strategies lay the foundation for the successful future of a SME. However, due to constant changes in the market environment, continuous updating and revision of the strategic orientation is required. Especially in times when market rules are constantly changing, proven business models are being replaced and customer relationships are being redefined - and at an unprecedented speed. (Gerry Johnson, 2011)
Not only the COVID-19 pandemic but also the increasing transformation through digitalisation or changes in the context of climate change result in additional challenges for all market participants. (Gerry Johnson, 2011)
Strategy development is not only relevant for large public companies or disruptive start-ups. A systematically developed corporate strategy also helps small and medium-sized companies to achieve their future goals. However, a strategy is only as good as its adaptability to changes in the market.

This is because a strategy must be able to cope with the dynamics of market changes, constantly evolve and adapt to new circumstances. (Gerry Johnson, 2011) SMEs in particular are often confronted with the challenge of systematically deriving their own strategy despite limited resources and continuously aligning it with current market conditions.


Main Body

What is SME?
SME is the abbreviation for small and medium-sized enterprises. The boundaries are precisely defined. A distinction is made on the basis of turnover, the number of employees or the balance sheet total. Certain values may not be exceeded in order to be considered an SME. The classification as an SME is independent of the owners or the legal form. If the SME limits are exceeded, then the enterprise is a large enterprise. We explain to you how exactly an SME is defined and what the limits are. (Campbell, 2022)

Because SMEs are defined differently depending on the government agency or programme conducting the definition, this could be confusing for businesses in the UK. The number of employees a company has affects the broadest definition of an SME. A new law in the UK went into effect on October 3, 2022, defining an SME as any company with fewer than 500 employees. The definition used to be restricted to companies with fewer than 250 employees.  (Campbell, 2022)

BACKGROUND OF THE COMPANY

Daniel Lee established Pharmacy2U in 1999 after realising that the UK's prescription distribution methods needed to be modernised. At the time, the UK was, to put it mildly, not supportive of the use of online models, so Daniel had to swim against the current to launch Pharmacy2U. (Assoication of Pharmacy Technicians UK, n.d.)

More than a million people in the UK receive prescriptions and health items from Pharmacy2U, an online pharmacy. It has experienced quick and resounding success, becoming a pioneer in the online pharmaceuticals sector. Here are a few of the factors that have contributed to its recent success.  (Sumner, 2017)

The business now offers a private, discreet online doctor service. Users can look up and order the necessary medication using the company's web and mobile platforms. The patient must submit the prescription. Your repeat medications will be delivered to your door for free thanks to our NHS Repeat Prescription Service. A simple and private GP consultation service is offered via our online doctor service. They also provide a private prescription service in addition to a huge selection of over-the-counter medications. Governed by the CQC and GPhC.

External Analysis and the external environment

The external environment, also called the macro environment, consists of the forces that affect the company from the outside and cannot be controlled or shaped by the company. (Barney & Herstely, 2018)
These include the:
· Demographic environment: Population growth, age structure, household size, nationalities.
· Economic environment: Economic growth, income, purchasing power availability of credit
· Ecological environment (natural environment): Scarcity of raw materials, pollution, energy costs, environmental legislation
· Technological environment: Speed of innovation, legislation concerning technologies.
· Political-legal environment: Political system, stability, laws, minorities
· Socio-cultural environment: Beliefs, norms, and values
· Competitive environment: Market form, barriers to entry and exit, competitors
· Advertising (Barney & Herstely, 2018)








PESTEL Analysis

Political:
· Several regulatory organisations in the healthcare sector, particularly in the UK, have severe rules that Pharmacy2u must abide by.
· The company may be impacted by changes to government rules governing drug pricing, health care reform, and pharmacy licence requirements.

Economic:
· Pharmacy2u is in the healthcare sector, thus economic issues like the state of the economy at the moment and shifts in healthcare financing could have an impact on the company.
· Economic downturns may also have an impact on consumers' ability to pay for prescription drugs, which has an impact on Pharmacy2u's revenue.

Social:
· A rise in the prevalence of chronic diseases, ageing populations, health-conscious consumers, and other socioeconomic factors can raise demand for Pharmacy2u's services.
· The younger generation has a greater understanding of technology and a propensity towards internet services. This may out to be a really good chance for business expansion.


Technological:

· Nearly all of Pharmacy2u's operations are conducted online, and it makes extensive use of technology.
· To maintain its competitive advantage and raise the quality of its services, the company must continuously invest in new technologies and platforms.

Environmental:

· Through its shipping and packaging procedures, Pharmacy2u's operations may have certain environmental effects.
· As the company's customers become more concerned with sustainability, certain steps must be taken.


Legal:

· For Pharmacy2u, legal compliance is of the utmost significance. It must guarantee adherence to pertinent laws, including the General Data Protection Regulations (GDPR) and the laws governing prescription drugs and pharmacies.
· Additionally, the company must guarantee proper prescription management, delivery, and collection.






Internal Analysis 

The value chain originates from Michael Porter (1985).

In many SMEs it is worthwhile to present one's own business model based on Michael Porter's value chain (1985). The concept makes it possible to systematically record the strategically relevant activities of a company. The focus is on these activities when building competitive advantages. Thus, the value chain serves as an instrument for strategy development beyond corporate analysis. (Goyal, 2021)

The "value chain" helps you to ensure a common understanding of your conceptual world in strategy work. (Goyal, 2021)

We primarily distinguish between core value creation and support processes. The core value chain begins with the customer's request - and ends with its fulfilment. It integrates all the necessary sub-processes. Interfaces to customers and suppliers are clearly defined. The process owner plans, implements, manages and controls the process with his team. They have all the necessary resources and expertise to do this. Ideally, the customer has the same internal contact person in every contact phase who mediates all further contacts and accompanies the customer comprehensively as a customer advisor (e.g., planning, work preparation, production, assembly, billing). (Goyal, 2021)The term supporting process or support process refers to operational processes that support the core process but do not themselves generate direct customer benefits. Typical supporting processes are, for example, human resources, accounting, marketing, or the maintenance of a company's own infrastructure. (Goyal, 2021) Furthermore, for a common discussion, for a common picture, it can also be helpful to define what the current product/service segments (which products, product lines or services do we have?), customer segments or business areas (in which markets are we active?) are.





Primary activities:

1. Inbound Logistics: Pharmacy2U purchases prescription drugs and other medical supplies from a variety of suppliers and pharmaceutical producers. They may easily purchase a large variety of pharmaceuticals because they have access to a vast variety of vendors.
2. Operations: Pharmacy2U offers a website where clients may obtain prescription drugs, fill reorder requests, schedule appointments, and more. Additionally, a group of medical experts are available to assist clients with their healthcare requirements.
3. Outbound Logistics: Pharmacy2U delivers the prescription drugs straight to its customers when orders are submitted, making sure that they arrive on schedule and at the correct address.
4. Marketing and Sales: Pharmacy2U employs a variety of marketing methods, including as social media, online advertising, and email marketing, to advertise their goods and services.
5. Services: Pharmacy2U offers a selection of services, such as prescription fulfilment, online appointment booking, and professional medical counselling.
auxiliary activities (General Pharmaceutical Council, n.d.)

Purchasing: Pharmacy2U has put a lot of effort into locating the best suppliers so that they can provide their clients with a variety of items. To make sure they get the greatest bargains for their customers, they also have an internal procurement staff.
Technology Development: Pharmacy2U has made significant investments in technology to provide its consumers with the greatest online platform possible. They handle their inventories, orders, and customer service using technology as well.
Human Resource Management: Customers who visit Pharmacy2U can receive medical advice and consultation from a team of licenced doctors.
Additionally, they have a "customer first" policy that guarantees that every aspect of their business is directed towards giving clients the best possible experience.
Overall, by offering a large selection of pharmaceuticals, effective delivery methods, and an excellent customer experience, Pharmacy2U has produced tremendous value for its clients. Additionally, they have built solid ties with their suppliers, which enables them to provide their clients with prices that are affordable. Finally, Pharmacy2U has established itself as a leader in the online pharmacy sector thanks to its solid brand recognition and customer-centric philosophy. (General Pharmaceutical Council, n.d.)


VRIO
A framework called a VRIO study is used to examine a company's capabilities and resources in order to ascertain its competitive advantage (Hattangadi, 2019). Value, Rarity, Imitability, and Organization are the four pillars of VRIO. The competitive advantage of a company is explained using this framework. A company is said to have a competitive edge when it can set its goods or services apart from those of its rivals. An organisation must be able to distinguish itself from rivals in order to gain and sustain a competitive edge, and it must communicate this information to the market it wants to reach. (Hattangadi, 2019)

Value:
For people in the UK, Pharmacy2U offers online prescription services. Patients can order their medication online, and it will be delivered right to their door. The service is useful, especially for time-constrained individuals who can't physically visit pharmacies. In order to supply patients with prescriptions, Pharmacy2U has worked with a number of NHS doctors. The online portal allows patients to track their medicines and communicate with doctors. Customers find value in these services, which also satisfy their demands.


Rarity:
The business model used by Pharmacy2U, a creative enterprise, is uncommon in the UK. Despite the fact that there are other online pharmacies, the company's affiliation with the NHS and physicians sets it different from the competition. As a result, Pharmacy2U has a unique advantage over its rivals.

Imitability:
The market for Internet pharmacies is expanding, and the business model is simple to imitate. Although Pharmacy2U has relationships with NHS doctors, other businesses can create comparable plans. New competitors may find it challenging to compete with Pharmacy2U's established agreements, which have taken years to develop. It might be difficult for rivals to recreate the internet platform that connects to NHS systems.

Organization:
The structure of Pharmacy2U is efficient and supports its business strategy. The business has formed relationships with NHS doctors, which bring in a consistent flow of clients. To effectively manage patient prescriptions and deliveries, Pharmacy2U has also made investments in technology and logistics. The positive Trustpilot review demonstrates the company's positive reputation and the satisfaction of its clients. (Hattangadi, 2019)


Conclusion:
In conclusion, Pharmacy2U possesses beneficial assets and skills that provide it with a competitive edge over its rivals. It is challenging for rivals to imitate the company's business model and agreements with the NHS because they are unique. Despite the ease with which the business concept can be duplicated, Pharmacy2U's established partnerships and technologies make it difficult for rivals to compete.



Industry Analysis

Porter's 5 forces model (also industry structure analysis) helps the company to analyse the attractiveness of a market. From the competitive situation in an industry, it can be deduced whether the company can survive in the market and develop further. (Goyal, 2021)

This analysis was developed by Michael E. Porter. The influencing forces to be examined in the 5 forces model are as follows:

The threat of new competitors: What new competitors could enter the market?
Bargaining power of customers: Which current and future customers should be investigated for a relationship with the company?
The threat of substitute products: Which products are at least as good as the company's own product from the customer's point of view?
Negotiating power of suppliers: Which suppliers have a high influence on the company? This can occur if the market is dominated by a few suppliers.
Competitors/rivalry: Which current competitors are on the market?

2 Areas of Application

As a classic analysis tool, the 5 Forces Model can be applied to almost any form of market environment analysis concerning an industry, a company, a business field or a product. The elements of the model provide a holistic view of the current as well as potential future market environment. (Goyal, 2021)

3 Benefits & Advantages

Analysis of the status quo in a market: characteristics, the balance of power, driving forces
Forecast of future market development (threats, risks, opportunities) including the determination of the probability of occurrence
Anticipation of changes/dynamics in the market
Strategic decisions affecting the company or business area.

4 Dangers & Disadvantages
Requires very good knowledge of the market and competitors (data collection is difficult) (Goyal, 2021)

5 Prerequisites
Delimitation of the market to be considered and comparability of the objects of consideration (e.g., products, sectors)
Access to market data (e.g., strategies and cost structures of competitors)

6 Implementation
1: Analysis of the market entry threshold and potential new competitors

The first step is to discuss the attractiveness of the market for potential new competitors, the degree of danger and the impact on one's own company, the trend and possible measures. In an unsaturated attractive market, there is a risk that several new competitors will compete for the market in a short period of time. This can have a significant impact on the market share and the development potential of a company. (Goyal, 2021)




2: Analysis of possible substitute products

In the second step, possible substitute products are identified and, analogous to the first step, the degree of danger, the effects, trends and possible measures are considered. In the technology sector, for example, the iPhone has replaced the iPod.

3: Analysis of the bargaining power of suppliers

The next step is to analyse the bargaining power of suppliers and their impact on the company, identify possible substitute products and, again, discuss the degree of threat, impact, trends and possible measures. (Goyal, 2021)

Porter’s 5 forces analysis in Phamarcy2u

1. The threat of new competitors - LOW Pharmacy2u works in a highly regulated sector, making it challenging for new competitors to enter the market. Additionally, the business has a well-known brand and reputation, which makes it more difficult for new businesses to win over customers' loyalty and trust.
2. Suppliers' negotiating power: LOW Pharmacy2u has a variety of suppliers and is able to quickly switch between them, which lowers the negotiating power of each individual supplier. The corporation also purchases a significant amount of goods, giving them negotiating power.

3. Customer bargaining power: HIGH: Customers of Pharmacy2u have significant negotiating power because they have a wide range of online and physical options. Customers may easily compare the costs of various pharmacies' goods and services, which puts pressure on Pharmacy2u to offer competitive prices and high-quality services.

4. The threat of substitutes – HIGH: Pharmacy2u works in a market where there are many alternatives, including traditional pharmacies, other online pharmacies, alternative therapies, and even over-the-counter products. The threat of alternatives is greater than ever due to the growing popularity of online shopping and the ease it provides to consumers.


5. Rivalry in the marketplace – HIGH: Pharmacy2u is up against opposition from a variety of offline and online pharmacies, including independent, retail, and supermarket pharmacies. Pharmacy2u is up against fierce competition from both established businesses and recent newcomers in the healthcare sector, which is continually diversifying and expanding. This puts pressure on the business to consistently innovate and set itself apart from rivals.



Analysis of Pharmacy2U's SWOT:

Strengths:
· a well-known brand that has been around for almost 20 years.
· Convenient home delivery and internet ordering services
· Compared to regular pharmacies, the prices are reasonable.
· a wide selection of products that includes both prescription and OTC drugs.
· improved client experience with a committed pharmacy team ready for advice

Weaknesses:
· Internet access and technological dependence
· The lack of a physical retail location limits interactions with walk-in customers.
· among older generations, who might not be as internet aware, there is a lack of brand recognition.
· Online prescription ordering may raise security and privacy issues.




Opportunities:
· growth in the use of online shopping and home delivery services that results in an expansion into new markets.
· supplying further health and wellness goods like vitamins, dietary supplements, and personal care items
· collaborating with insurance providers and healthcare providers to grow customer base and loyalty.
· looking into ways that telemedicine services could offer distant consultations and medical guidance.

Threats:
· fierce competition from local drugstores, online merchants, and marketplaces
· The sale and delivery of prescription drugs are subject to industry rules and stringent data privacy laws.
· Lack of supplies or interruptions in the supply chain could impact the availability of products and delivery schedules.
· Consumer spending on healthcare goods and services is falling due to the economy or changes in market demand.




Strategic growth chores

Corporate growth or strategic growth is an archetypal feature of a market economy system. The dynamics of the markets make it almost impossible for companies to stick statically to a particular organisational concept. (Lynch, 2018) Growth also means responding thoughtfully to change. With this overriding importance of growth, the question arises as to which goals and parameters are in focus and how these goals can be mastered. There are various approaches to defining growth in the economic literature and in management consultancy. Often, growth is considered the highest maxim of a company's development. A common approach is to view growth as an increase in the value of the company. (Lynch, 2018)

In this context, business growth is quantified as a positive change in certain indicators. These can be, for example, the number of your employees, the number of your business locations or the turnover of your company. The development of turnover is one of the most common synonyms for growth. In addition to these quantitative indicators, business growth can also be measured qualitatively.

In this context, for example, the increase in customer understanding or the increasing knowledge, or the increase in the competencies of the employees, play a role. A more recent approach to recording growth considers it as a combined change in several different indicators. (Sumner, 2017)

An example of this is the sustainable growth approach. This additionally takes into account the time factor and refers to the development of turnover and profit over a longer (sustainable) period of time. (Lynch, 2018) The clever combination of indicators has advantages over the single indicator. However, it must be taken into account that linking too many indicators can limit the informative value.






Bownman’s Startegic Clock model 

The Bowman's Strategic Clock model is a method used to evaluate a company's competitive standing in a certain industry. (Bowman's Strategy Clock, n.d.) The Bowman's Strategic Clock model can be used to assess Pharmacy2u's present standing in the online pharmacy sector. (Bowman's Strategy Clock, n.d.)

Low Price/Low Value: In the market for online pharmacies, Pharmacy2u is not a low-cost competitor. Its focus is on providing dependable, high-quality services to its clients; hence it cannot be considered a player in this market.

Cheap Cost: The business is not concerned with cheap costs because its major goal is to provide high-quality healthcare services, not to compete on price.

Hybrid: Pharmacy2u fits into this category because it provides both generic and branded medications.

Differentiation: Pharmacy2u makes an effort to deliver a value that is distinctive. It provides high-quality pharmaceutical items that are sourced from approved vendors. In order to create novel solutions to unmet client needs, the organisation also makes research investments.

Focused Differentiation: Pharmacy2u's primary area of concentration is providing services related to the management and delivery of online prescriptions. This makes it easier for the business to effectively provide high-quality services to this specific market.

Increased Price/Standard: Pharmacy2u falls under this category. Through its reliable supply chain and delivery services, it provides high-quality services and enjoys a great reputation with clients.

Low Value Perception: Pharmacy2u places a strong emphasis on providing high-quality services and making sure that its clients are happy with them.

In summary, Pharmacy2u fits into Bowman's Strategic Clock model categories 3 and 6. The business provides both generic and name-brand medications and places a premium on high-quality healthcare services over affordable prices. It further improves its position in the industry by positioning itself as a provider of online prescription management and delivery services. (Assoication of Pharmacy Technicians UK, n.d.) (BGF News, 2018)


Pharmacy2U's stakeholders include:

Customers
Suppliers Employees
Shareholders
Regulators
Competitors

Customers: Customers are the most significant stakeholder group in Pharmacy2U. They are the company's main source of income and the foundation of its existence. Customers of Pharmacy2U demand top-notch goods and services, quick shipping, and affordable costs. (Assoication of Pharmacy Technicians UK, n.d.)When ordering and receiving their drugs, they demand convenience, promptness, and efficiency. Additionally, they anticipate Pharmacy2U to uphold confidentiality and safeguard their medical information.

Suppliers are key player in this industry because Pharmacy2U depends on them for the supply of pharmaceuticals. Pharmacy vendors are expected to provide high-quality medications at competitive costs. (BGF News, 2018) To meet the demand for their products, they anticipate tight cooperation with their suppliers. By regularly delivering high-quality goods, suppliers have the ability to affect how the business is run.

Employees: Pharmacy2U's staff members are crucial to the company's success going forward. They need stable working conditions, competitive pay, and prospects for career advancement.

Shareholders: The company's shareholders invest money in the company with the hope of making a profit. They are curious in Pharmacy2U's growth and financial success. They anticipate that the business will run to maximise their return on investment. (BGF News, 2018) (Pharmacy2u Limited, n.d.)

Regulators: Each country has its own set of severe rules and regulations that apply to pharmaceutical enterprises. Regulators are in charge of making sure businesses adhere to these requirements. As a result, Pharmacy2U must continue to adhere to the rules and regulations of the pharmaceutical sector.

Competitors: Pharmacy2U operates in a very competitive market, and this is arguably the main problem company has to deal with. Pharmacy2U is at a disadvantage because they have pursued strategies like gaining market share and expanding their product ranges. As a result, Pharmacy2U must continue to monitor its sector in order to keep one step ahead of the competition.

Expanding Pharmacy2U's supply chain operations would be the greatest and most appropriate strategic move. Pharmacy2U could raise the quality and cost of its products by strengthening ties with its suppliers, who are important stakeholders. This would provide them with a competitive advantage over their rivals, enabling them to effectively address the needs of the consumer, and ensure regulatory compliance. Additionally, it would guarantee that workers maintain their motivation, resulting in long-term success for the company.




Shareholder Anaylysis 

Shareholders:  These are the owner of the business, and shareholders seek the highest returns on their investments. They control the corporation, which gives them authority.

Customers: They demand prompt delivery of high-quality goods and services. If their wants are not addressed, they have the option to switch to a rival.

Employees: They demand a fair wage, job security, and a pleasant workplace. They have the authority to walk out of work or quit.

Regulators and the government: They anticipate that the business will abide by laws and regulations and make timely tax payments. They have the authority to levy penalties or suspend licences.

Suppliers: They anticipate prompt payments and consistent orders. They possess the authority to halt providing raw resources.


The focus on customer happiness and high-quality products is the most appropriate, practical, and acceptable strategy option for Pharma2u, according to the analysis of the stakeholders. In addition to exceeding customer expectations, this will ultimately be advantageous for stockholders as well. Pharma2u can do this by making investments in research and development to raise the calibre of their goods and services. Additionally, they can use client input to enhance their delivery and customer service procedures.

Additionally, Pharma2u can try to raise employee happiness by offering fair pay, employment stability, and a pleasant workplace. This will encourage them to work towards reaching the company's objectives and help them retain their staff. (Assoication of Pharmacy Technicians UK, n.d.)



Conclusion

In a nutshell, Pharmac2U has established a solid reputation in the online pharmacy sector by offering convenient access to prescription drugs and top-notch customer support. Its capacity to offer convenient and affordable solutions to its clients has allowed it to amass a sizable clientele. (Assoication of Pharmacy Technicians UK, n.d.)  Additionally, the company's choice to collaborate with healthcare suppliers has made it easier to deliver high-quality healthcare and further improved its reputation actions. This has improved its reputation even further and ensured its continued success in the sector.

Pharmac2U's commitment to staying abreast of rapidly evolving technical developments has made sure that the business is current with the trends and able to provide cutting-edge healthcare solutions. It's also important to notice the company's attempts to provide a seamless user experience and effective distribution methods.

The business is in a good position to continue dominating the online pharmacy sector in the future by broadening its clientele, offering cutting-edge solutions, and providing high-quality healthcare services that satisfy the changing demands of its clients. Pharmc2U's future appears promising given the rising demand for online healthcare services and the requirement for easily accessible, reasonably priced, and high-quality healthcare. To maintain its position as the industry leader, the corporation needs to form new alliances and keep spending money on R&D. In conclusion, Pharmac2U is a prime example of a business that has successfully fused superior service provision, cutting-edge technology, and effective customer interactions to forge a sustainable future in the healthcare sector.
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