Tentative Teaching Plan
 
	Session
	Topics

	1
22/8/21
	· The Nature of Strategic Management
· The Analysis of External Assessment (I)

	2
29/8/21
	· The Analysis of External Assessment (II)
· The Analysis of Internal Environment (I)
· Assignment Briefing (I)

	3
5/9/21
	· The Analysis of Internal Environment (II)
· Strategy at the Corporate Level (I)
· Assignment Briefing (II)

	4
12/9/21
	· Strategy at the Corporate Level (II)
· Strategy at the Business Level (I)
· Assignment Briefing (III)

	5
19/9/21
	· Strategy at the Business Level (II)
· Assignment Briefing (IV)

	6
26/9/21
	· Strategy Analysis and Choice
· Implementing Strategies: Management & Operations Issues
· Assignment Briefing (V)

	7
3/10/21
	· Implementing Strategies: Marketing, Finance/Accounting, R&D, & MIS Issues
· Module Review
· Assignment Briefing (VI)



About the Market Outlook of Giordano

2020 was one of the most challenging years in the Company’s history. Covid-19 has wreaked havoc on the global economy and severely hampered our worldwide business, especially for physical stores. The Group has taken a conservative approach to deal with the crisis by focusing on cash management. As a result, our financial position remains robust after a year of turmoil. Management believes that such action is the foundation for long term success. 24 OUTLOOK (continued) 

In addition to aggressive streamlining of the Group’s business, reduction of costs and pursuance of concessions and subsidies, Management is now proactively re-selecting competitive and resilient suppliers with integrated platforms, multi-locations, and technology investment to better mitigate risks, increase flexibility and respond more quickly to fluctuations in the market. 2021 will continue to be challenging. At the time of writing, the new waves and the virus’s latest variants continue to affect the global economy and consumer spending. While the mass roll-out of vaccinations is expected to help power a global economic recovery, it will take time to offset the damage caused by the pandemic. Although Group sales have been improving, it is difficult to predict the timing and strength of a full and sustained sales rebound. Management believes that crisis also creates opportunities. One of these opportunities is to digitize operations, marketing, and sales channels. 

Hong Kong’s unabated high operating cost necessitates a hastened online channel development pace to replace offline sites. Elsewhere, Taiwan will lead all markets in a quick recovery, followed by a steady improvement in Mainland China, where online platforms and franchise markets will be our development focus. The slump in the performance of our other regions appears to have bottomed-out, and show signs of a gradual recovery on a strengthened brand position for pricing power and gross margin. We will see substantial sales growth in both proprietary and third-party online channels in all regions, especially outside Mainland China. A number of the Group’s longstanding business-to-consumer online marketplace partners are now expanding their geographical reach with increased localized investment and presence, which the Group intends to take full advantage of. 

We will also continue to re-allocate additional resources to our proprietary online services. 

The Company continues to forge ahead with its international business expansion, especially in developing markets. We have experienced successes in Kenya and Mauritius, where offline store openings have accelerated, and we are gaining traction in the African continent. Having previously secured a foothold in the South African and Zambian markets, the Group’s dedicated business development team is also currently in talks with interested parties from various other African countries. We hope to add a few more markets both in and outside of the continent shortly. 

The transformative organizational changes that we put into place more than a year ago and the resilience that we have built into our business and our people have enabled us to navigate the uncertainty with tenacity. We are better prepared for any challenges that lie ahead, while positioning ourselves to capitalize on the rebound.

Other Information 

Human Resources: On December 31, 2020, the Group had approximately 6,400 employees (December 31, 2019: 7,900). The Group offers competitive remuneration packages and generous, goal-oriented bonuses targeted to different levels of staff. We provide senior managers with performance-based/discretionary bonus schemes and share options to reward and retain a high calibre leadership team. We also invest heavily in training in sales and customer service, management, planning and leadership development to maintain a skilled and motivated workforce. Currently, the average age of our key people is 46, compared with 51 a year ago.

Source: Adapted from Giordano 2020 Annual Results Announcement, viewed 3/8/2021, <http://corp.giordano.com.hk/files/results_material/2020-12-31%2000.00.00.6546/Giordano%202020%20Annual%20Results%20Announcement%20(E).pdf>



Task:

Write a report (5000 words +/- 10%) that addresses the following: 

· Tallant (2009) claims that “The importance of an organization to develop a vision, mission, and values is important for strategic direction.” Using Giordano as an example, assess the relationship between “Strategic Direction” and the “Vision, Mission, and Values (VMV) of a company.

· Conduct a macro-environmental analysis for the Hong Kong casual wear industry and determine the opportunities and threats for the industry.

· Critically describe and analyse the value chain of your Giordano. Discuss the strengths and weaknesses of each.

· Evaluate the corporate and business strategy recently proposed by Giordano and appraise the effectiveness of these strategies based on the Balanced Scorecard.

· Propose recommendations for both corporate and business level strategies for Giordano. Analyse how these strategies can be effectively implemented.
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