


EXECUTIVE SUMMARY

Strategic development and implementation are important for small and medium-sized enterprises (SMEs) to ensure their long-term success and competitiveness. This executive summary provides an overview of the key concepts related to strategic development and implementation for SMEs.
Strategic development involves analysing the internal and external environment of the SME, identifying the company's strengths and weaknesses, and exploring opportunities and threats in the market. Based on this analysis, the SME can develop a strategic plan that outlines its goals, objectives, and action plans to achieve them.
Implementation involves putting the strategic plan into action by allocating resources, setting timelines, and monitoring progress. It is important to involve all stakeholders in the implementation process and to have a system in place to measure the success of the plan.
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[bookmark: _Toc135082669]Introduction
Chatham is a British footwear brand that was founded in 1989. The company specialises in high-quality boat shoes, deck shoes, loafers, and other types of footwear for both men and women. Chatham footwear is known for its combination of traditional craftsmanship and modern design. As a small to medium-sized enterprise (SME), Chatham Footwear operates with a relatively small team of employees. However, the company has a strong reputation for producing high-quality, durable shoes that are popular with customers in the UK and around the world. 
In recent years, Chatham Footwear has focused on expanding its product range and increasing its online sales. The company has also launched several new collections, including a range of stylish and comfortable walking shoes for men and women. Despite the challenges presented by the COVID-19 pandemic, Chatham Footwear has continued to grow and innovate. The company has adapted to the changing retail landscape by investing in its online presence and developing new products that meet the changing needs and preferences of its customers. Overall, Chatham Footwear is a successful SME that has managed to remain competitive in a highly competitive industry. The company's focus on quality, craftsmanship, and innovation has helped it to build a strong brand and a loyal customer base.

The aim of this report is to establish a sustainable business strategy for Chatham by demonstrating the understanding of strategic management. As a result, this report, will critically appraise Chatham`s strategic direction. Secondly, by applying environmental tools such as SWOT, PESTEL, VRN, a critical analysis of the external and internal environment for Chatham will be explored. Additionally, this report will conduct an industry analysis by applying Porter`s Five Forces Model to identify Chatham competitiveness. Finally, a strategic implementation, monitoring and evaluation will be assessed. 
[bookmark: _Toc135082670]Strategic Development Process 
The strategic development process for SME`s involves a data-driven approach to identify opportunities and develop a plan that aligns with the organisation’s goals and objectives. Successful implementation requires effective communication, collaboration, and continuous evaluation and adjustment (Forbes, 2022).
Chatham, as a private company, does not publicly disclose its strategic direction so it is difficult to provide a fully informed appraisal of their current strategy. However, based on publicly available information about Chatham, including its mission and values, as well as recent news and industry trends, it is possible to provide some general observations and assessments.

Chatham is a financial risk management advisory corporation that provides services to a wide range of clients, including corporations, financial institutions, and non-profit organizations. The company's mission is to provide "independent and innovative advice that helps clients mitigate risks and capitalize on opportunities related to interest rate, foreign currency, and commodity exposures." 
Based on this mission, it can be inferred that Chatham's strategic direction is likely focused on maintaining and expanding its position as a leading provider of financial risk management services. This could involve several strategies, such as expanding its service offerings, investing in new technologies, or expanding its client base.
One potential area of focus for Chatham could be the growing demand for sustainability and environmental, social, and governance (ESG) considerations among investors and businesses. Chatham could potentially develop new services or expand existing ones to help clients manage ESG risks and opportunities. Another potential area of focus could be the increasing use of technology in financial risk management, such as the use of machine learning and artificial intelligence to improve forecasting and analysis.
In terms of industry tendencies, the financial risk management market is highly competitive and evolving rapidly. Chatham will need to stay abreast of new developments and adapt its strategy accordingly. Additionally, the ongoing COVID-19 pandemic has created significant economic uncertainty, which could impact Chatham's business and require adjustments to its strategic direction.
In conclusion, while it is difficult to provide a fully informed appraisal of Chatham's current strategic direction without access to detailed information, it appears that the company is likely focused on maintaining and expanding its position as a leading provider of financial risk management services. Given the competitive and rapidly evolving nature of the industry, Chatham will need to stay agile and adapt its strategy as needed to remain successful.
[bookmark: _Toc135082671]Strategic Analysis 
In this segment, using business analysing scanning tool such as SWOT and PESTEL, and Porter`s value a critical analysis of Chatham external and internal environment will be explored. 
[bookmark: _Toc135082672]Beneath is a SWOT analysis for Chatham Footwear:
Strengths:
- Strong brand reputation for producing high-quality and durable footwear
- Experienced and skilled team of employees with expertise in traditional craftsmanship 
- Wide range of product offerings, including boat shoes, deck shoes, loafers, and walking shoes
- Focus on quality and innovation, with a commitment to using sustainable materials
- Established distribution channels in the UK and around the world

Weaknesses:
- Limited marketing and advertising budget compared to larger competitors
- Dependence on a few key product lines, such as boat shoes and deck shoes
- Limited physical retail presence, with just a few stores in the UK

Opportunities:
- Expansion into new markets, such as Asia and South America
- Launching new product lines, such as sandals or sneakers, to diversify the product offering
- Increased investment in digital marketing and e-commerce to drive online sales
- Developing partnerships with retailers or distributors to expand distribution channels

Threats:
- Competition from larger footwear brands with more resources and marketing power
- Economic downturns or fluctuations in consumer spending that could impact sales
- Changes in consumer preferences or fashion trends that could impact demand for traditional footwear styles
- Increasing competition from sustainable and eco-friendly footwear brands that could impact Chatham's market share.

[bookmark: _Toc135082673]Porter’s chain value 
Porter's value chain model is a framework that can be used to analyse a company's internal operations and identify areas for potential improvements (Porter,1998). The model is composed of two main activities: primary activities and support activities.
Primary activities are those that are directly involved in the creation and delivery of a product or service. These activities include inbound logistics, operations, outbound logistics, marketing and sales, and service. Support activities are those that provide support to the primary activities. These activities include procurement, technology development, human resource management, and infrastructure.
Using this framework, we can analyse Chatham's internal operations as follows:

Inbound logistics: Chatham's inbound logistics involve the sourcing of raw materials and supplies from suppliers. This includes procuring high-quality ingredients and packaging materials from reliable suppliers.
Operations: Chatham's operations involve the production and packaging of its products. This includes the baking process and quality control measures to ensure that the products meet the company's standards.
Outbound logistics: Chatham's outbound logistics involve the distribution of its products to retailers and customers. This includes the transportation and storage of finished products, as well as the management of inventory levels to ensure that products are always available to customers.

Marketing and sales: Chatham's marketing and sales activities involve the promotion and advertising of its products to potential customers. This includes developing effective marketing campaigns and building relationships with retailers and distributors to increase sales.

Service: Chatham's service activities involve providing support to customers after the sale. This includes handling customer inquiries, complaints, and returns.

Procurement: Chatham's procurement activities involve the sourcing of raw materials and supplies from suppliers. This includes negotiating prices, managing supplier relationships, and ensuring that suppliers meet the company's quality standards.

Technology development: Chatham's technology development activities involve the use of technology to improve its operations and products. This includes investing in research and development to create new products and improve existing ones.

Human resource management: Chatham's human resource management activities involve recruiting, training, and retaining talented employees. This includes providing a positive work environment and offering competitive compensation and benefits packages.

Infrastructure: Chatham's infrastructure activities involve the management of its physical and technological resources. This includes maintaining its production facilities and investing in technology to improve its operations.

By analysing Chatham's activities using Porter's value chain model, we can identify areas for potential improvements and opportunities for cost savings. For example, the company could focus on improving its inbound logistics by negotiating better prices with suppliers or streamlining its procurement 7410process. Additionally, Chatham could invest in technology development to improve its products and operations or focus on human resource management to attract and retain top talent in the industry.
[bookmark: _Toc135082674]PESTEL Analysis
PESTEL analysis is a tool used to identify and analyse the external factors that can impact a business. The acronym stands for Political, Economic, Sociocultural, Technological, Environmental, and Legal factors ().
1. Political factors: The political factors affecting Chatham footwear include government regulations and policies. For example, changes in trade regulations or tariffs could impact the company's ability to import and export its products. Additionally, political instability or changes in government policies could impact the company's operations in different countries.
2. Economic factors: The economic factors affecting Chatham footwear include changes in consumer spending, inflation, and exchange rates. Economic downturns or recessions could impact consumer spending, which could in turn impact the company's revenue. Additionally, changes in exchange rates could impact the cost of raw materials and production.
3. Sociocultural factors: The sociocultural factors affecting Chatham footwear include changes in consumer preferences and lifestyle trends. For example, changes in fashion trends or preferences for sustainable and ethical products could impact the company's sales. Additionally, changes in demographics, such as an aging population, could impact the demand for certain types of footwear.
4. Technological factors: The technological factors affecting Chatham footwear include changes in manufacturing processes and advancements in e-commerce. The company will need to continue to invest in technology to remain competitive and meet changing consumer preferences, such as offering online shopping and customization options.
5. Environmental factors: The environmental factors affecting Chatham footwear include changes in regulations related to sustainability and environmental impact. The company will need to continue to prioritize sustainability and environmental responsibility to meet changing consumer preferences and comply with regulations.
6. Legal factors: The legal factors affecting Chatham footwear include changes in regulations related to labour laws, intellectual property, and product safety. The company will need to comply with these regulations to avoid legal issues and maintain its brand reputation.

Overall, Chatham footwear faces various external factors that could impact its operations, sales, and brand reputation. The company will need to continue to monitor and adapt to these factors to remain competitive and successful.

[bookmark: _Toc135082675]Industry Analysis 
 Porter's Five Forces model is a useful tool for analysing the competitive dynamics within an industry. The model identifies five forces that shape the competitive landscape of an industry and determine the overall profitability of the industry. These five forces are:

1. The threat of new entrants
2. The bargaining power of suppliers
3. The bargaining power of buyers
4. The threat of substitute products or services
5. The intensity of competitive rivalry

Implement this model to Chatham footwear:

1. The threat of new entrants: The footwear industry is highly competitive, with many established brands and a high degree of market saturation. However, the threat of new entrants cannot be completely ruled out, especially with the increasing popularity of e-commerce and the ease with which new brands can enter the market. Chatham footwear will need to continue to innovate and differentiate itself to maintain its competitive advantage.

2. The bargaining power of suppliers: Chatham footwear sources its raw materials from a variety of suppliers, including leather tanneries and rubber manufacturers. The bargaining power of these suppliers is relatively low, as there are many potential suppliers in the market and Chatham footwear likely has multiple options for each type of raw material it requires.

3. The bargaining power of buyers: The bargaining power of buyers in the footwear industry is relatively high, as they have many options to choose from and can easily switch to a competitor if they are not satisfied with Chatham footwear's products or pricing. Chatham footwear will need to remain competitive in terms of pricing and product quality to retain its customer base.

4. The threat of substitute products or services: There are many substitutes for footwear, including sandals, boots, and sneakers. However, Chatham footwear has a strong brand reputation and a loyal customer base, which helps to mitigate the threat of substitutes.

5. The intensity of competitive rivalry: The footwear industry is highly competitive, with many established brands and new players entering the market. Chatham footwear competes with other mid-range footwear brands like Clarks, Timberland, and Rockport. The intensity of rivalry is high, but Chatham footwear has a strong brand identity and a loyal customer base, which helps it to stand out in a crowded market.

Overall, Chatham footwear faces some challenges in a highly competitive industry, but it has a strong brand reputation and a loyal customer base that help to mitigate some of these challenges. The company will need to continue to innovate and differentiate itself to remain competitive and maintain its market position.
[bookmark: _Toc135082676][bookmark: _Hlk135076545]Industry Analysis 
Below Is an industry analysis of Chatham footwear using the Porters Five Forces model:
1. The threat of new entrants: The footwear industry is highly competitive, with many established brands and a high degree of market saturation. However, the threat of new entrants cannot be completely ruled out, especially with the increasing popularity of e-commerce and the ease with which new brands can enter the market. New entrants will have to overcome significant barriers to entry, including economies of scale, brand recognition, and access to distribution channels.

2. The bargaining power of suppliers: The bargaining power of suppliers in the footwear industry is relatively low, as there are many potential suppliers in the market and footwear brands have multiple options for each type of raw material they require. However, some suppliers may have more bargaining power if they are the only source of a particular raw material or if they have a significant market share.

3. The bargaining power of buyers: The bargaining power of buyers in the footwear industry is relatively high, as they have many options to choose from and can easily switch to a competitor if they are not satisfied with a brand's products or pricing. Buyers have access to a wealth of information about products and pricing through online platforms, which makes it easier for them to compare and choose between different brands.

4. The threat of substitute products or services: There are many substitutes for footwear, including sandals, boots, and sneakers. However, footwear is a necessity for most people, which reduces the threat of substitutes. Additionally, many footwear brands offer a wide range of products to meet different consumer needs and preferences, which helps to reduce the threat of substitutes.

5. The intensity of competitive rivalry: The footwear industry is highly competitive, with many established brands and new players entering the market. Brands compete on price, quality, style, and brand recognition. Brand loyalty is high in the industry, which makes it difficult for new entrants to gain market share. However, new trends and consumer preferences can quickly shift market share, leading to intense competition between established brands.

Overall, the footwear industry is highly competitive, with significant barriers to entry for new players. Brands must compete on price, quality, style, and brand recognition to gain market share and maintain their position in the market. The bargaining power of suppliers is relatively low, while the bargaining power of buyers is high. The threat of substitutes is relatively low, but brands must continue to innovate and meet changing consumer preferences to remain competitive.

Subsequently, here is an example of a SWOT analysis for Chatham Footwear:

Strengths:
- Strong reputation for quality and durability
- Wide range of products catering to different customer needs
- Established distribution network and partnerships

Weaknesses:
- Limited brand recognition compared to larger competitors
- Relatively higher prices compared to some competitors
- Limited geographic reach outside of the UK

Opportunities:
- Growing demand for sustainable and eco-friendly products
- Expansion into new markets outside of the UK
- Increasing trend of online shopping

Threats:
- Intense competition from established brands and new entrants
- Economic uncertainty and fluctuations in consumer spending
- Potential disruptions to the supply chain due to geopolitical or environmental factors

By analysing its strengths, weaknesses, opportunities, and threats, Chatham Footwear can develop strategies to leverage its strengths and opportunities, address its weaknesses, and mitigate the threats. For instance, it could focus on expanding its online presence and marketing efforts to increase brand recognition and target new markets, as well as explore opportunities to reduce costs and improve efficiency in its supply chain.
The strengths and weaknesses identified are internal factors that are within Chatham Footwear's control, such as its products, reputation, distribution network, and prices. These factors can be leveraged or improved upon to gain a competitive advantage. The opportunities and threats identified are external factors that are outside of Chatham Footwear's control, such as market trends, competition, and economic conditions. These factors can present opportunities for growth and expansion or pose potential risks to the company's success.
[bookmark: _Toc135082677]Strategic Growth 
The strategic growth for Chatham using Ansoff Matrix and Porter`s Generic Strategies, and BCG Matrix is found below:
 
Ansoff Matrix:
The Ansoff Matrix is a tool that helps companies identify potential growth strategies by analysing the relationship between their products and markets (Ansoff,1957).

- Market Penetration: Chatham could focus on increasing its share in the existing market by increasing its marketing and promotional efforts, offering discounts and incentives to customers, and improving the quality of its products.
- Product Development: Chatham could develop new products or improve existing ones to meet the changing needs and preferences of its customers. For example, the company could expand its product line to include more casual or athletic footwear.
- Market Development: Chatham could explore new markets for its existing products, such as international markets or niche markets that are underserved by existing competitors.
- Diversification: Chatham could diversify its product offerings or enter new markets altogether. For example, the company could expand into accessories such as belts, bags, or other leather goods.

Porter's Generic Strategies:
Porter's Generic Strategies are a set of strategies that companies can use to gain a competitive advantage over their competitors (Porter,1985).

- Cost Leadership: Chatham could focus on reducing its costs to offer lower-priced products than its competitors. This could be achieved by optimizing its supply chain, reducing overhead costs, and streamlining its operations.
- Differentiation: Chatham could differentiate itself from its competitors by offering unique and high-quality products, personalized customer service, and a strong brand image.
- Focus: Chatham could focus on a specific segment of the market, such as a particular type of footwear or a specific demographic of customers. This would allow the company to tailor its products and marketing efforts to the needs and preferences of that segment.

BCG Matrix:
The BCG Matrix is a tool that helps companies analyse their product portfolio and identify which products are generating the most revenue and which ones have the most potential for growth (Henderson, 1970).

- Stars: Chatham's best-performing products, such as its most popular styles or those with high profit margins, could be considered "stars" in the BCG Matrix. These products should continue to receive investment and support to maintain their growth.
- Cash Cows: Chatham's established products with steady sales and low growth potential could be considered "cash cows" in the BCG Matrix. These products should continue to generate revenue but may not require as much investment as other products.
- Question Marks: Chatham's products with low market share or growth potential, but high potential for growth, could be considered "question marks" in the BCG Matrix. These products require careful consideration to determine whether to invest in them to turn them into stars or phase them out.
- Dogs: Chatham's products with low market share and growth potential could be considered "dogs" in the BCG Matrix. These products may not be profitable and may require either significant investment or discontinuation.
By analysing Chatham Footwear's options using these strategic models, the company can identify different strategic directions or choices, such as expanding its product line, optimizing its operations to reduce costs, entering new markets, or focusing on a specific segment of the market to differentiate itself from its competitors. 


Consequently, to assess suitability, you could analyse the company's strengths, weaknesses, opportunities, and threats (SWOT analysis) and evaluate how well the strategic direction aligns with those factors. You could also consider how well the strategic direction aligns with the company's mission, vision, and values.
Feasibility refers to whether the company has the resources, capabilities, and expertise to effectively execute the strategic direction. To assess feasibility, you could evaluate the company's financial resources, technology, and human capital, and consider whether they are sufficient to achieve the strategic direction.

Acceptability refers to whether the strategic direction is acceptable to stakeholders, including customers, employees, shareholders, and other key stakeholders. To assess acceptability, you could conduct surveys or focus groups to gather feedback from stakeholders, and consider their attitudes, opinions, and preferences.

By considering these three factors, you can evaluate the suitability, feasibility, and acceptability of the strategic direction of Chatham Footwear, and make informed decisions about how to move forward.

[bookmark: _Toc135082678]Medelow’s Stakeholder matrix
Mendelow's Stakeholder Matrix is a tool that helps to categorize stakeholders based on their level of interest and power in relation to an organization or a decision (Mendelow, 1991). The four categories of stakeholders in this matrix are:

 High power, high interest -these stakeholders are the most important and require the most attention. They can significantly impact the decision and are therefore critical to the acceptability of the option.
 High power, low interest - these stakeholders have a high level of power but are not significantly impacted by the decision. They need to be kept satisfied but do not require extensive engagement. Low power, high interest: these stakeholders are not very powerful but are highly impacted by the decision. They need to be kept informed and consulted to ensure their needs are addressed.
Low power, low interest: these stakeholders have little power or interest in the decision and require minimal attention.

To apply the Mendelow's Stakeholder Matrix to assess the acceptability of the option for Chatham Footwear, you could follow these steps:

1. Identify the stakeholders: Make a list of all the stakeholders who are likely to be impacted by the decision, such as customers, employees, suppliers, shareholders, and local community groups.

2. Assess each stakeholder's power: Evaluate each stakeholder's level of power to influence the decision. For example, customers may have high power if they make up a significant portion of the company's revenue.

3. Assess each stakeholder's interest: Evaluate each stakeholder's level of interest in the decision. For example, employees may have a high level of interest in the decision if it affects their job security or working conditions.

4. Plot the stakeholders on the matrix: Plot each stakeholder on the matrix based on their level of power and interest. This will help you prioritize your engagement with each stakeholder group.

5. Develop an engagement strategy: Based on the stakeholder matrix, develop an engagement strategy for each stakeholder group. For example, high power, high interest stakeholders may require extensive communication and consultation, while low power, low interest stakeholders may only require basic information.

As a result, Mendelow's Stakeholder Matrix to assess the stakeholders' power and interest, Chatham Footwear can give priority to its engagement efforts and ensure that the concerns and needs of all stakeholders are addressed. This can help to increase the acceptability of the option and support the company's long-term success.
[bookmark: _Toc135082679]Conclusion 
To conclude, after conducting a thorough analysis of the company's internal and external environment, it is recommended that Chatham Footwear focuses on enhancing its product differentiation, expanding its distribution channels, and strengthening its brand image. This can be achieved through investing in research and development to create innovative and high-quality products, developing partnerships with key retailers and distributors, and implementing effective marketing strategies to increase brand awareness and customer loyalty.

Furthermore, Chatham Footwear should also consider adopting a sustainable and socially responsible approach in its operations to align with the changing consumer preferences and market trends. This can include using eco-friendly materials and production processes, supporting local communities, and ensuring ethical labor practices.

Overall, the strategic direction for Chatham Footwear should be geared towards achieving sustainable growth, profitability, and competitiveness in the dynamic and highly competitive footwear industry.
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