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Introduction 
	STS Medical Group is an international medical supplies corporation, specialising in the production and distribution of medical products and custom procedure trays (CPT) designed and custom-made for surgical theatres (stsmedicalgroup.com, 2019). The Group is owned by private equity company Monitor Clipper Partners based in Boston (USA), Zurich (Switzerland) and Luxembourg. As one of the biggest European players, STS Medical has operations in Germany, Italy and Bulgaria operating via legacy entities Texsan Medical, Salvamed, MSS Medical-Set Service, Sengewald Klinikprodukte, MSP Schmeiser, and Salvadori (stsmedicalgroup.com, 2019).
In the sales offices and in the manufacturing plants, which are situated in 3 countries, the number of the employees working for the group is 900.
Their distribution network includes the following countries France, Italy, Germany, United Kingdom, Benelux and other countries in Europe. 
The goals of the organisation are to deliver high quality solutions and innovative processes to make critical procedures in healthcare more effective and efficient (stsmedicalgroup.com, 2019).
[bookmark: _Toc6332107]Vision of STS Medical Group
	The organisation has become a leading player in surgical theatre solutions through a persistent focus on customer service, the supply of high quality products, and the development of superior customer solutions with focus on customer care (stsmedicalgroup.com, 2019). 
[bookmark: _Toc6332108]Mission of STS Medical Group
	They focus on both the well-being of the patient and the care giver, who is the main functioning body of their business (stsmedicalgroup.com, 2019). Hospital patients are provided with great care and services. Those patients who are outside the hospital are also provided with efficient and well trained medical staff (stsmedicalgroup.com, 2019). 
Some of STS Medical group’s objectives are high quality products and establishing transparency for each medical component in CPT, in order to provide the highest level of clarity in the market (stsmedicalgroup.com, 2019). Feedback and reviews are undertaken by the organisation and they try to improve their values and quality of their products, if needed. STS Medical Group serves a good quality product to the consumers so as to develop the loyalty and goodwill of the organisation (stsmedicalgroup.com, 2019). 
[bookmark: _Toc6332109]Core values
	The guiding principle of STS Medical Group’s philosophy, values and mission is the transparency towards all stakeholders. They are one of the first in Europe to support the new European Union Medical Device Regulation (MDR) (approved last April 2017 by EU parliament). The nature of this regulation requires the industry to exhibit greater supply chain transparency.
[bookmark: _Toc6332110]Discussions
	The organisation believes in the initiative and the talent of every worker, manager and individual that enters the group (stsmedicalgroup.com, 2019). It also believes that the people are the reason for the success of this organisation. Since this is an international group all the employees operate in a global environment.
Something else which is valued, is multiculturalism and diversity as a competitive factor. That is why this is a group of many different cultures and languages such as Bulgarian, German, Italian, Hungarian, Portuguese, Turkish, Russian and Croatian.
 STS supports the growth and the progress of each of its employees by striving to provide a stimulating work environment, with an emphasis on training, development and having the people in charge of their own careers (Järvinen and Taiminen, 2016).
As already mentioned in this report, all the products and solutions are meant to be used during minor medical procedures and surgical interventions in which safety and security are not an option, but a mandatory feature (stsmedicalgroup.com, 2019).
That is why all employees are trained to follow the procedures of the company. 
	Training is very important for every company because it polishes the skills and talents of the employees (Homburg, Jozić and Kuehnl, 2017). The employees become more efficient in essential and vital processes which makes their employment more operational. The performance of the employees increases as they are more able to perform in the job. This is a program which allows strengthening the skills of the employee, where improvement is needed. 
In the group, for every new employee there is an initial training session which covers the production requirements of medical devices. Some of the training programs are: sales and marketing, supply chain and relation and work with suppliers, labour safety, planning training and last but not least, manufacturing training. Quality training on hygiene rules, English courses and leadership seminars are also very important for the organisation. The company makes sure that every year new training courses are proposed according to the most recent global working standards and the specific needs of the employees. 
These facts mean that STS Medical Group has been awarded the most important certifications of the sector.
	I have selected a role of purchasing manager in this organisation. The role of the purchasing manager is to purchase the product at the very best quality, and providing goods and services at the most competitive cost so that it enables the company to operate successfully. A purchasing manager can get directly involved in buying the elements to make a product that the company might sell. The purchasing manager is also involved in the processes of marketing and advertising, promoting and increasing the goodwill of the company (Gummesson, 2017). The goods and services which are used by the company are also to be maintained by the purchasing manager. 
	As a purchasing manager, one needs to have a very strong analytical ability so as to adapt to the needs and requirement of the different clients as well as to maintain and develop successful working relationships. The purchasing manager must possess excellent listening skills and be a talented communicator, both orally and in a written manner. It is a very well-known fact that a purchasing manager must be able to make important decisions and cope with the pressure of demanding deadlines and targets. So, in order to perform this, the purchasing manager must follow up on deadlines. The educational qualification of a purchasing manager is usually a degree in one of the following fields: business studies, marketing, management, operations management, purchasing and procurement, logistics, retail management, supply chain management and engineering. The company may also recruit workers who have at least one year's experience in these fields. An alternative way to qualify is to study for CIPS qualification so as to become a full member. In which case three years of experience is required to apply for MCIPS.
According to CIPS (2019), procurement is a vital role and is often responsible for approximately up to 65 -70 % of organisation's revenue. So in such cases even a slight costs reduction can have an enormous impact on companies’ revenue.
The purchasing manager in this organisation leads a team responsible for purchasing materials, services and goods for company use. The team focuses on the tasks to seek the best available quality of products and materials for the lowest price. The responsibilities of the manager include managing all these professionals in the procurement and supply chain area of the business. The duties include locating suppliers, negotiating prices, preparing purchase orders and requisitions, investigating the market to identify price tendency and future availability of materials and goods which are needed for the organisation to produce the end products (Chernev,2018). Reviewing technical specifications for components, raw materials, and other materials is also an important part of the job.
[bookmark: _Toc6332111]SWOT Analysis
 	Strengths, Weaknesses, Opportunities, and Threats are the four determining factors by which the position of the company in the market is analysed. The positive determinant factors are the strengths, and opportunities, whereas, the negative determinant factors are the weaknesses and threats. Before analysing the SWOT of the organisation the management must figure out the competitive theory of the industries that exist in the market. They must strive to make the analysis very short, lucid and to the point. 
Strengths:
· A strength of the STS medical group is that it does well with advertising on television, billboards and banners.
· It mainly focuses on the utility of the consumer, to say what the consumer wants. The consumer is the vital factor for them in order to maintain the business platform. 
· The company has continuous contact with leading medical participation in congresses and symposiums related to the medical business.
· STS medical group is a stakeholder oriented company, because it takes into account every detail of the clients, shareholders and customer. This enables the investors to invest more and more into this company. 
· This company focuses on providing security to the employees, this tends to encourage and motivate them. 
· Some of the most important strengths are skilled workforce and constant product innovation, high level of customer satisfaction as well. 
· The company has continuous contact with leading medical organisations, through participation in congresses and symposiums related to the medical business.
· Transparent and efficient customer approach.
· Strong supply chain and reliable suppliers.
· There are several strengths of this company apart from these; those are variety of products, high profit margins, leadership positions, and loyal consumers (Aghazadeh, 2015). 
Weaknesses: 
· A weakness of the company is that it does not take into account the record of the rival companies they have. It will lead to engendering risks in the near future. 
· A draw back of the organisation is also that the selling prices of the products are not so high. The company has a very small or limited scope for expansion. 
· The STS medical group has its distribution chain and network but in a very limited order.
· STS Medical Group lacks in the technological progression therefore it poses difficulty in meeting the demands and preferences of the changing behaviour of the consumers. 
· Poor location and geographical barriers leads to the low amount of expansion of the organisation in the market. This will lead to set backs in the fame and popularity in the global market. 
· Gaps in capabilities or service areas.
· The Group companies are subject to strict requirements and quality approvals by regulatory authorities.
· Internal and external management and staff issues. 
· The competition in the industry is very high and the group is exposed to strong competition because the CPT’s and the medical devices market is practically unlimited, and the life cycle of the devices is relatively long.
Opportunities:
· An opportunity which can be gained by this company is through the expansion of the distribution network, 
· Developing partnerships with the other businesses, 
· The report conducted is very much particular for medical supplies and single use surgical instruments; those tend to be disposable in nature. This method is very much beneficiary to the manufacturers so as to identify top listed consumers. Suppliers will also feel interest in the packaging and sterilisation equipment. 
· Through retaining varieties of products like medical devices, procedural customised trays, and surgical theatres customisation. This is to meet the demand of the consumers (Baker and Saren, 2016). 
Threats:
· There are several threats to the company, which are basically the aggressive competition in the market due to the presence of rivals in the industry. 
· Many businesses or companies try to imitate the structure of the business externally and internally. 
· New vertical, niche, or horizontal markets.
· Changes in the profile or demand in the population which means changes in the tastes and preferences of the customers. 
· Access to the distribution mediums by competitors. 
· Innovation in technology which leads the existing products to be obsolete. 
· Shifts in the demands of the market and the referral sources. 
· Intense competition in the medical industry
· The increase in the cost of the labour will lead to further increase in the cost of production (Baker, 2016). 
[bookmark: _Toc6332112]Conclusion
	This is a report conducted on the STS medical group, where the proper analysis has been done through introducing the company at the very beginning. After the brief and precise intro the report discusses the role of the employees and the training process in the management of the organisation. The role of purchasing manager is also provided in this report. It gives a thorough detail of the skills, talents and knowledge that are required of a purchasing manager in the STS Medical Group. Finally, the SWOT analysis of the company is done, which helps us to understand what the company's limitations and benefits are, which can affect the company or help to provide a support network to the company. While carrying out the SWOT analysis, we must bear in mind that in order to comprehend the SWOT analysis it must be very specific and very to the point. The analysis must be realistic and have several specific applications to the context. One needs to compare and contrast the market which requires a follow up. As is known, for the analysis to be made very precisely, the core thinking of the SWOT analysis must be very short and simple. The marketing plans and goals need to be updated prior to analysing the SWOT of the organisation. This analysis will assist the company in making further changes to the working behaviour of the organisation, if needed. 
STS Medical Group believes in transparency. They are committed to ensuring transparency for both the patients and the customers purchasing the medical devices. They believe in supporting efficient healthcare processes through values based on sustainability, safety, and responsibility. This guarantees full traceability for the customers and high quality CPT components. The hospitals under the STS Medical group value transparency. With STS Medical Group they are able to use high quality and safe products and to easily trace them. In particular the CPT system of market under STS Medical Group is growing more and more. Presently around 250 million major operations are performed around the whole world every annum, facilitated by the STS Medical Group. 
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