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[bookmark: _Toc56791993]Introduction 
In present times, the majority of industry becomes competitive by nature due to the presence of large numbers of market firms as market players in the industry. Business firms show interest in entering the market as market players due to the presence of greater market demand from a large number of consumers. The majority of industries consist of any number of market players including large enterprises and small and medium-sized enterprises. It has been observed that apart from large-sized enterprises, small and medium-sized businesses are playing a crucial role in economic growth as they can contribute to the economy to a great extent. It would be advantageous for businesses to enter into the market as small or medium-sized enterprises as SMEs can get several benefits easily direct from the government such as easy access to loans and discounts on business tax. These benefits make the journey of SMEs smooth and easy. This study will discuss the case of Pure Planet that is a UK-based small enterprise. Pure Planet as a small enterprise offers renewable energies to all British citizens at affordable prices.  Pure Planet as a small business entered into the domestic market of the energy sector or industry in the United Kingdom recently and earned a great market reputation by offering quality energy and make energy available for all people in the United Kingdom. Critical appraisal of the company's current strategic direction shall be focused on. Additionally, both the internal and external environment of Pure Planet shall be investigated in aiming to get a broader picture of the business environment faced by the company. Furtherly, possible strategic growth choices that would be sustainable for the company shall also be suggested in this course of study. 



[bookmark: _Toc56791994]Critically appraisal of the organization’s current strategic direction
As a small-sized firm, Pure Planet aims to grow in a positive direction of market growth. Pure Planet was established and introduced in the British energy sector in October 2016. Pure Planet as small business enterprise experiences more than 70 employees within a very short period of establishment with 5% employee turnover annually (Purepla.net. 2020. Pure Planet).  Positive growth for Pure Planet cannot be possible without having appropriate strategies. The company's current strategic direction can be understood by observing its vision, mission, objectives, strategies, and tactics. For understanding the current strategic direction of Pure Planet, it is necessary to follow VMOST, value chain as a tool.
VMOST: VMOST refers to identify a company's vision, mission, objectives, strategies for conducting the business operation. In this case, the vision, mission, objectives, strategies, and tactics of Pure Planet  are discussed below:
Vision
The vision of Pure Planet is 
To make the British economy powered by clean energy 
To increase the use of renewable energy in the British economy from renewable sources 
Mission 
The primary mission of Pure Planet is
To create a smart, shared, and sustainable future
Objectives 
Pure Planet has been running in the British energy sector as a small enterprise to achieve certain objectives through its business operation (Purepla.net. 2020. Pure Planet). 
Objectives of Pure Planet are
To produce renewable energy 
To use renewable sources such as sunlight and wind power 
To provide renewable energies at an affordable price
To make renewable energies available for everyone
For achieving the business vision, mission, objectives, Pure Planet follows definite strategies and tactics.
Strategies 
It has been observed that Pure Planet is very determined to follow certain strategies as business strategies 
Zero mark-up strategies 
Pure Planet adopts a zero mark-up strategy for offering energy as products to its customers. In this case, Pure Planet aims to make no profit on the produced energy that has been offered to customers (Purepla.net. 2020. Pure Planet).
Zero guilt strategy 
Pure Planet starts its journey in the British energy sector by incorporating a Zero guilt strategy that leads the company to produce 100% renewable electricity and 100% carbon offset gas.
Zero Hassle:
Pure Planet was introduced in the energy sector of the UK by aiming to follow the strategy of Zero hassle. Due to incorporating this strategy, Pure Planet can provide service of switching to customers in 17 days. This strategy allows Pure Planet to offer service faster and make customers happy and satisfied. (Purepla.net. 2020. Pure Planet)
Tactics 
For achieving business visions, mission, objectives, Pure Planet requires to follow certain tactics through which it can achieve all purposes efficiently.
Tactics of Pure Planet are: Pure Planet installs huge sized solar plant and wind turbine. Apart from installing a solar plant and wind turbine, Pure Planet uses advanced technology to install a solar plant and wind turbine. This allows the company to generate a high volume of energy from renewable sources such as sunlight and wind power (Purepla.net. 2020. Pure Planet). 
Value chain system of the company:
It has been observed that Pure Planet believes in a sustainable future. For this, the concerned company decides to not use fossil, nukes for generating energies. This leads the company to follow a systematic value chain system that consists of certain activities. 

Figure 1value chain system of the company
Source: ((Purepla.net. 2020. Pure Planet)
The first step of the value chain system indicates that Pure Planet arranges equipment, technology as physical capitals, establish infrastructure in the first step of the value chain. In the second stage, the company starts to generate electricity from renewable sources such as wind power and sunlight. The company generates the volume of electricity according to market demand where consumer data helps the company in deciding the total volume of produced energy (Purepla.net. 2020. Pure Planet). In the third stage of the value chain system, the company conducting marketing and sales for its offered service (Lott, Pye, and Dodds, 2017). Finally, in the fourth stage, the company can provide generated clean, sustainable, and renewable energy and carbon offset gas to its potential customers.
Performing each stage of the value chain system, achieving visions and mission, Pure Planet experiences certain issues. For instance, high business operation cost due to maintaining the solar plant, wind turbine, installing advanced technology to produce green energies are inevitable issues that create problems for Pure Planet to achieve its business goals. These issues can be improved by adopting better sustainable business strategies that would substantially allow Pure Planet to achieve its mission, vision optimally (Purepla.net. 2020. Pure Planet). 
[bookmark: _Toc56791995]Critical analysis of the organizations external and internal environment of the company
The company especially for SMEs needs to identify its internal and external environment of the market to operate in the market for a long period.
It would be beneficial to apply PESTEL as an analysis tool. Application of PESTEL for Pure Planet allows understanding about external environment market company that plays a significant role in business growth. PESTEL tools help to cover five basic factors such as Political factors, economical factors, social factors, technological factors, environmental factors, and finally, legal factors.
Political Factor: 
Political factors are the most significant factors that can influence business from its starting point to throughout operation(Eyre, and Baruah, 2015). Pure Planet aims to start its business by generating clean, sustainable energy from renewal sources. The British government is encouraging businesses to produce renewable energy as the main power and use renewal energy generating from renewal sources. in this context, the British government offers discounts on business tax, offers land as business capital at a discounted price, helps in product marketing. These are considered government benefits that have been provided to a business that takes initiative for generating renewable energy from a renewable source. As a small-sized enterprise, Pure Planet can easily access the above-mentioned government benefits to increase production and speed up the business operation. Thus, it can be said that political factors would be beneficial for Pure Planet while operating in the British energy market.
Economic factors 
Economic factors have been considered as another crucial factor that can ensure the supply of capital to the business, revenue, and secure business sustainability in the market (Blyth, McCarthy, and Gross, 2015). Approximately 24% of the share of Pure Planet has been held by British Petroleum. Due to having British Petroleum as a shareholder, Pure Planet can get easy capital to follow from British Petroleum that substantially allows the company to operate in economies of scale. Apart from getting substantial capital from British Petroleum, British Petroleum also buys the maximum proportion of generated products and services as a client. Smooth capital earning from British Petroleum allows Pure Planet to operate in higher economies of scale. Additionally,  Pure Planet is a company in the British energy sector that offers renewable energy at the cheapest and low rate in comparison to other market players. Pure Planet offers renewable power to people by imposing £200tariff annually on offered energy. The imposition of this rate of tariff on offered renewable energy makes Pure Planet one of the companies that offer renewable power at such a cheap market rate. Therefore, it can be said that Pure Planet operates in a favourable economic scenario due to have British Petroleum as a shareholder and to be accepted by large numbers of British citizens. 
Social Factors 
Currently, social people understand the need for using renewal energy while using power in performing daily activities (Mogaji, Ukpabi, and Olaleye, 2018). Social people understand reserve of fossil fuels is limited cannot be generated easily especially by human beings (Bolton, Foxon, and Hall, 2016). In this case, excessive use of fossil fuel can lead society to experience a reduction total reserve of fossil fuel and no fossil for the future generation. Thus, people realize, it is high time to use energy generated from renewable sources. Increasing awareness regarding minimum use of fossil fuel as primary energy and maximum use of renewable energy as the main power increase demand for renewable energy (Jamasb, and Pollitt, 2015). This leads Pure Planet to experience high market demand from British society as an advantageous social factor. Increasing demand for renewable energy seems like a favourable social factor for Pure Planet that ensures market opportunities for the respective company. Thus, it can be said that Pure Planet experiences favourable social factors while operating in the energy sector of the British economy.  
Technological factors:
Technological factors play the most significant role in determining the success of the business. The British economy has been considered as the most advanced economy that has been experiencing technological improvement over centuries. Pure Planet experiences easy availability of different kinds of advanced technology due to the operating British economy that is considered as one of the global technological hubs. Great availability and easy access to advanced technology allow Pure Planet to install a solar plant and wind turbine to collect energy from renewal sources. Additionally, more particularly, Pure Planet can also install a second-generation smart meter in the houses of customers. Installation of second-generation smart meter allows customers of Pure Planet to not experience any difficulties regarding meter reading and manage energy consumption effectively. Additionally, customers can also experience accurate electricity bills due to the installation of the second-generation smart meter by Pure Planet. Moreover, Pure Planet is the only energy provider in the British market that can offer its services online through digital mode. The use of advanced technology in different activities business operations makes Pure Planet accepted by larger numbers of customers in the British market. Thus, from the discussion, it can be said that Pure Planet finds technological factors as favourable one whole operating in the energy sector of the British market.
Environmental factors 
In the modern business world, environmental factors are playing a significant role in determining the survival of the company. A business firm that cannot take into consideration the environmental factors, cannot sustain itself in the market for a long period as a business would have been banned by the government. Pure Planet as a renewable energy-producing company completely supports UN's sustainable development programs and use renewable energy generated from renewable sources such as sunlight and wind power for conducting all kinds of business operation (Daly et al., 2015). The respective company also use the minimum amount of resource like water in organizational operation. Consideration of environmental factors makes easy the journey from beginning to the current period.   
Legal factors:
Legal factors such as regulation. Enforcement of law on action has been imposed by the governing body. The primary goals of Pure Planet are to produce renewable energy, 100% carbon offset gas, reduction of fossil field, and make available energy for all British citizens. Incorporation of these objectives as business objectives leads respective fir not to face any legal constraints and barriers (Li, and Trutnevyte, 2017). As a result, Pure Planet can easily conduct its operation without facing many difficulties.
From the above-mentioned discussion, it has been observed that all factors such as Political, economic, social, technological, environmental, and legal factors seem as advantageous for Pure Planet. This substantially ensures the survival of the company by creating a better external environment for the company.
Internal environment analysis of the company 
	Strengths 
Established infrastructure
Increased adoption of better and energy-efficient technology
	Weaknesses 
Growing demand for energy
Rising costs of electric grids

	Opportunities
Increased tax incentive for energy-efficient automobiles
The seasonal increase in the number of days of sunlight
	Threats 
Compliance and regulatory risks 
Uncertainty in climate policy and carbon pricing



Strengths 
It has been identified that the organisation has established infrastructure for the business. Due to this reason, it has been able to carry out different business operations for supplying energy. This has been considered a strength for the company. With the help of established infrastructure, the quality of the products and services offered by the company has improved to a certain extent (Sudharshan, 2019). The company is using advanced technologies. This technology has a system for adopting better business processes. It has been identified that the technologies used by the company are energy efficient. Due to this reason, the organisation has been able to comply with all the environmental regulations and standards developed by the government of the United Kingdom.
Weaknesses 
The demand for energy is increasing all across the globe. The increase in population in the Global context has increased the demand for energy supply. However, the resource that has been used for supplying energy has reduced to a certain extent to two pollution and other aspects. Based on this factor, the company has not been able to supply energy according to the needs and requirements of the consumers. Due to this reason, the company has lost some of its loyal customers in the past few years. Therefore, an increase in demand for energy has been considered a weakness for the organisation. The cost of electric grids has increased to a certain extent in past few years (Greeven and Wei, 2018). Different types of electric grids have been used in the business for the supply of energy to the customers. However, an increase in the price of electric grids has increased the cost of operation for the company. Based on this factor, the charges imposed by the company on customers for the supply of energy are also increased. Due to this reason, some of the consumers belonging to lower on medium income level have not been able to use the energy supplied by the organisation. This has led to a reduction in the consumer base for the organisation.
Opportunities 
The Government of the United Kingdom has increased tax incentives associated with the supply of energy. This has been identified as one of the opportunities for the company. The organisation has been provided that an opportunity to offer its products and services to the customers at a reduced cost. This will help the company in enhancing the consumer base existing in the business. This will lead to the growth and expansion of the business operated by the company (De Angelis, 2018). There is some season in which the number of days for sunlight is increased. In such seasons, the company has a sufficient amount of Sunlight for supplying energy. During these seasons, the company has the opportunity of storing the sunlight and supplying the energy to the customers later. By doing this, the organisation will be able to produce enough amount of energy for the consumers in the United Kingdom. This will enhance the brand image of the company among potential customers.
Threats 
The Government of the United Kingdom has developed certain compliance as well as regulatory laws for the energy supply companies. This has developed a certain level of risk for the organisation. The continuous amendments and modifications made by the government have made it difficult for the company to identify the rules and regulations that a difference to have complied within the business. This has increased the threat of non-compliance for the company to a certain extent (Cusumano, Gawer, and Yoffie, 2019). The level of uncertainty in climate has increased in past few years. Due to this reason, there might be some times during which a sufficient amount of sunlight would not be available for the company to supply energy. The pricing of carbon is also increasing on a continuous basis. This might increase the cost of operation for the company.
[bookmark: _Toc56791996]Stakeholder analysis and evaluation of the expectations of the different stakeholders and their relative power
The stakeholders in Pure Planet are categorised into two different groups. These are listed below:
Internal stakeholders 
External stakeholders 
The internal stakeholders of the company involve employees, suppliers, and functional departments of the company (Kranz, 2016). However, the external stakeholder is related to the government, regulatory bodies, customers, and competitors of the company.
The stakeholders of the company have been divided based on interest and power in the following way: 
Primary stakeholders: In this group of stakeholders, the stakeholders who have the potential of influencing the business operations on a direct basis are included. Some of the primary stakeholders of the company are consumers, shareholders, employees, and suppliers. The primary stakeholders associated with the company have the highest degree of interest in business operations (Dominguez, 2018). The stakeholders associated with the group of primary stakeholders hold the power of influencing the business operations of the company effectively. 
Secondary stakeholders: In this group of stakeholders, the members associated have the power of affecting the business operations on an indirect basis. However, the degree of interest associated with this group of stakeholders is less in comparison to the primary stakeholders of the company. Local communities are one of the stakeholders associated with the secondary stakeholder group.  
Key stakeholders: Key stakeholders have been regarded as important stakeholders of the company. It has been identified that the level of interest varies according to the nature of each stakeholder (Olsen et al., 2017). Government, management team, and creditors are some of the stakeholders associated with the disc group of stakeholders.
Different groups of stakeholders have certain objectives and interests in the organisation. The focus on the profitability of the company has been given by creditors and shareholders. However, the emphasis on carrying out the business operations in an effective manner has been given by the employees, management team working, and the company. The government and other regulatory bodies emphasize compliance with all the applicable laws and regulations by the company. 
Level of the Influence of the Stakeholders 
The evaluation of influence created by stakeholders has been performed with the use of the Mendelow stakeholder matrix.
Minimal Effort:  According to this, the stakeholders in this group do not have a higher level of influence on the business operations of the company. Suppliers of the company have a limited level of interest in the business operations (Saura, Palos-Sanchez, and Rodríguez Herráez, 2020). The suppliers have the interest associated with the orders placed by the company for raw materials supplied. 
Keep Informed: In this group of stakeholders, the stakeholders a higher level of interest in the business activities of the company. However, this group of stakeholders does not have the potential of influencing business operations. The employees who are working at a lower level are associated with this group of stakeholders.  
Keep Satisfied: This group of stakeholders has a higher level of potential for influencing the business operations of the company. However, the stakeholders falling under this category do not have an interest in exercising the powers in the company (Visnjic, Neely, and Jovanovic, 2018). Government, regulatory bodies, and large-scale suppliers fall under this category.
Manage Closely: The stakeholders associated with this group have been considered as the most important stakeholders for the company. Senior managers, directors, creditors, major customers, and key suppliers are some of the stakeholders who fall under this category. This group of stakeholders has the highest interest as well as power for influencing the business activities of the company.
	High interest High power
Employees
Managers
Competitors 
Shareholders

	Low Interest High power
Government 
Customers
Media



	High interest Low power
Suppliers 
Service providers

	Low interest Low power
Community




[bookmark: _Toc56791997]Strategic growth choices for SMEs in markets
There are different kinds of growth strategies that can be used by the company. Some of these are as follows: 
Market penetration: Market penetration is a strategy that focuses on increasing market share for the existing product. This strategy also emphasizes introducing a new product in the specified Market by the company (Mohr and Meffert, 2017). Some of the strategies associated with Market penetration are advertising, saleable practices, lowering the prices, and offering discounts to the customers. It has been identified that offering the products at a lower price might be effective for the expansion strategy of the business. This will help the company in gaining a competitive advantage in the market. The annual sales turnover of the company will increase to a certain extent.
Market development: The strategy of market development is aimed at promoting existing products and services to new customers. This can be done by a company by introducing the business in a new geographical region. The strategy of the market development will help the organisation in attracting new consumers in the specified local region in which the company has been struggling for a long duration of time (Vaníčková and Szczepańska-Woszczyna, 2020). This will help the organisation in entering into a new market for attracting a large number of consumers. This will enhance the customer base for the company to a certain extent. 
Alternative channels: It has been identified that the utilisation of alternative channels is one of the most effective methods of business growth. There are many small businesses that have been using alternative channels for marketing and sales. By using different kinds of channels for marketing, the organisation will be able to in the market portion in the specified industry in an effective way. For this purpose, the company is required to use different kinds of marketing channels such as email marketing, social media, and business websites. 
Product expansion: It has been identified that small businesses can gain several benefits from the expansion of product lines. This has been done by a company by adding new characteristics to the existing product. This helps the company in making an effective appeal to the customers in the existing market. The implementation of a product expansion strategy will help the organisation is experiencing a lull in annual sales turnover. This will have the potential of increasing the amount of profitability retained in the business by the company. 
Market segmentation: The strategy of market segmentation is associated with dividing the market into different segments. This has been done by a company in terms of customer preferences and interests (Bertheussen, 2020). This helps the company in making its presence in different regions of the market area. In this way, the company provides a certain level of comfort as well as business to the consumers in finding its products and services. Some of the segmentation that can be used by a company is as follows: 
Geographic
Demographic
Firmographic
Behavioral
Psychographic 
These segments will help the company in dividing the existing consumers according to their preferences and interests. 
Partnerships: Partnership strategy is considered one of the most viable methods for business growth. In this strategy, the company is required to join another business with the help of a merger or partnership with other companies. However, this might requires a certain level of negotiation to be initiated among the parties associated with the process of acquisition. With the help of partnership, the possibilities associated with extra resources will increase for the company (Geissdoerfer et al., 2018). The company will be provided with extra labor, skillets, knowledge, equipment, and technology. This will help the organisation in enhancing the quality as well as quantity of products being offered to the existing customers. 
[bookmark: _Toc56791998]Propose a new strategy and explain why you think it is a sustainable strategy for the long-term future of the organization
The strategies that are required to be implemented by Pure Planet are market development and alternative channels. The implementation of market development will help the company initiate steps for developing the existing market instead of looking for a new market. The company will look for new buyers for increasing the sales turnover of the business (Nosratabadi et al., 2019). According to this strategy, the company might be required to reduce the price of the product for the consumers. This will help the company in attracting a large number of consumers within a short span of time. In this way, the company will be successful in increasing the amount of profitability retained in the business. The implementation of the strategy of the market development will help the organisation in enhancing the customer base existing and the business. This will lead to the growth and expansion of the company within a short span of time. 
The implementation of alternative channels will help the company in several aspects. The level of connectivity with the consumers will increase for the organisation. It has been identified that in the present scenario, the use of digital platforms for marketing has increased. Therefore, it would be recommended to the company that it should use different platforms of social media for marketing purposes. Increase the efficiency associated with Marketing strategies developed for the business. The company will be able to offer a large number of consumers existing in the specified market area. A certain level of awareness will be generated among the consumers regarding the products and services being offered by the company (Aithal, 2016). This will create a positive impact on the annual sales turnover of the company. In this way, the organisation will be able to expand its business in an effective manner.
[bookmark: _Toc56791999]Key strategic recommendations for the organisation 
For the implementation of the market development strategy, it would be suggested that the company is required to follow the below-mentioned steps:
Step 1: Define the new target market: In this step, the organisation is required to look into new potential consumers existing in the market. This is required to be done so that the consumers could be attracted to buying the products and services of the company. For this purpose, it is important to define the target market by the company in a detailed manner. This will help the employees associated with the implementation process in identifying potential consumers.  
Step 2: Do the market research: In this step, employees associated with the implementation process are required to initiate market research in the specified market. This will help the employees in analysing the needs and wants of different kinds of consumers existing in the specified Marketplace. On this basis, the company will be able to develop the product in such a manner that would have the potential of attracting new consumers in the specified Marketplace. 
Step 3: Marketing Plan: In this step, the marketing department existing in the company is required to develop new marketing strategies for the business. However, the marketing strategies are required to be developed in such a manner that would have the potential of attracting new consumers in the specified Marketplace. For this purpose, different kinds of alternative channels of marketing are recommended to use.
Step 4: Developing Marketing Mix Decisions: In this step, the marketing department is required to make certain decisions for developing a new marketing mix for the company. Different aspects associated with the marketing mix of the company are required to be looked upon by the marketing department. This will help in developing one of the most effective marketing mixes for the company. In this way, the organisation will be able to advertise and market its products and services among potential consumers in an efficient manner. 
For the implementation of new strategies of growth and Business expansion, it would be suggested that some of the new market professionals should be hired in the organisation. With the recruitment of new Market professionals in the business, the marketing and advertisement strategies use by the company will enhance to a certain extent. This helps the company in attracting a large number of potential consumers towards its products and services. New marketing professionals will develop new marketing strategies for the company. Different kinds of technologies and techniques will be used by the marketing department. It would be recommended that some new sales employees should also be recruited in the business. With the recruitment of sales professionals, different kinds of strategies will be developed in the organisation for increasing the level of annual sales turnover of the business. 
[bookmark: _Toc56792000]An inclusive conclusion
The company is using advanced technologies. This technology has a system for adopting better business processes. It has been identified that the technologies used by the company are energy efficient. The cost of electric grids has increased to a certain extent in the past few years. Different types of electric grids have been used in the business for the supply of energy to the customers. The continuous amendments and modifications made by the government have made it difficult for the company to identify the rules and regulations that a difference to have complied within the business. The primary stakeholders associated with the company have the highest degree of interest in business operations. The stakeholders associated with the group of primary stakeholders hold the power of influencing the business operations of the company effectively. The emphasis on carrying out the business operations in an effective manner has been given by the employees, management team working, and the company. Positive growth for Pure Planet cannot be possible without having appropriate strategies. The company's current strategic direction can be understood by observing its vision, mission, objectives, strategies, and tactics. Pure Planet uses advanced technology to install a solar plant and wind turbine. This allows the company to generate a high volume of energy from renewable sources such as sunlight and wind power. High business operation cost due to maintaining the solar plant, wind turbine, installing advanced technology to produce green energies are inevitable issues that create problems for Pure Planet to achieve its business goals.
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