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[bookmark: _Toc86851900]Introduction

This report will critically analyse the internal and external environment of Exscienta, a British pharmaceutical company. It will also evaluate the stakeholder expectations for Exscienta. A business organisation has a huge dependence on its popular stakeholders in terms of running its business activity, achieving competitive advantage, or enhancing its financial operations in the business market (Kurtz, 2014, p.53). A stakeholder can influence the regular activity of any company with their decision (Phillips and Freeman, 2011, p.81). So, business companies around the world design their strategic plans in such a way that it supports the financial condition of every stakeholder and satisfies them by meeting their demands.

[bookmark: _Toc86851901]Organisational Review

Exscienta is a British multinational pharmaceutical company operating in the local target market of the United Kingdom. Though it is headquartered in London, it has active operational activity in other target markets around the world. It is one of the popular pharmaceutical’s companies in the UK with more than 75 employees working for the company in its headquarter, other branch offices and sub-offices in its multiple local and local target markets around the UK (Exscienta, 2021). The company not only trades in the pharmaceutical sector but also has active operational activity in the biotechnology and consumer goods sector. Exscienta has huge popularity among its customers for quality service and improved service facilities for all of its popular stakeholders. The strategic operational activity of the company has increased its brand value in its target market and allowed the company to generate the highest amount of profit from its active business activity in all of its target markets.


[bookmark: _Toc86851902]Critical Analysis of Internal and External Environment of Exscienta

[bookmark: _Hlk86851731][bookmark: _Hlk86830115]The regular activity of a business organisation can be influenced by internal and external factors. Business companies design their strategic plans and run their sales activity after analysing those factors (Johnson, 2014, p.40). The company is also concerned about these factors and evaluates them daily to identify the opportunity it can use to achieve competitive advantage or bring change to its business strategies to avoid any business loss in the market (Britton, 2018, p.71). Critical analysis of the internal and external environment of Exscienta can be done using the ‘SWOT Analysis’, ‘PESTEL Analysis’ and ‘Porter’s Five Forces Analysis’.
SWOT Analysis of THE COMPANY
	Strength
	Weakness

	The main strength of the company is that it already has an established brand value in its local and local target markets (Brooks, Weatherston and Wilkinson, 2011, p.52). The company has huge popularity in the market and it is one of its popular strengths.
The company has improved research facilities compared to its existing business rivals in the market. This has been a huge advantage for the company as it needs regular research facilities to improve its operational activities as a popular pharmaceutical company in the UK (Bruce, 2018, p. 36).
It has active operational activity in many local target markets (Stutely, 2015). This has increased the business network of the company and is helping it to generate the highest amount of profit from these target markets.
With better training and development facilities, it has the highest employee engagement and retention rate compared to the pharmaceutical companies.
	EXSCIENTA was accused of healthcare fraud in the past and it impacted its regular business activity as it lost some of its target customers during this time (Botten, 2016, p.66). This also impacted the financial operation of the company as profit earning became a crisis for less customer engagement during that time.
[bookmark: _Hlk86832372]EXSCIENTA is failing to control its carbon emission. This heavy impact on the environment is hampering the corporate social responsibility of the company (Gopal, 2019, p. 27). This can cause the company to lose its competitive advantage in its target market and the company can also lose its loyal customers.


	Opportunity
	Threat

	EXSCIENTA can enter a new local target market and expand its business. This will bring more profit and customers for the company (Prasad, 2010, p. 89).
The company can look forward to using the online platform for ensuring the highest engagement of customers compared to its existing business rivals in the market (Diamond, 2020, p. 69). The use of social media platforms as a marketing channel can allow the company to connect with the maximum number of customers in the shortest possible time.
The company can look forward to more development and training programs to improve its workforce and try to enhance the working condition inside its work to increase the activity of the existing employees.
EXSCIENTA can launch a new product in its target market. This will attract both the old and new customers (Bower, 2015, p.60). This can be profitable for the company if the new product is of top quality and brings more revenue from the product sale.
	With existing business rivals like Pfizer and Amgen, there is a possibility that EXSCIENTA can lose its competitive advantage in the market. Its business rivals are also well structured and have good profit earning capability in the competitive business market (Surridge, Bushell and Gunn, 2017, p. 48).
Government rules and legislation can also be a popular threat for EXSCIENTA if the legislation restricts or directly hampers the regular business activity of the company (Exscienta, 2021). Government legislation in local target markets can reduce its operational activity and hamper its profit earning from the regular sales activity in the market.
Controlled drug prices can reduce its possibility of earning a profitable amount from many of its local target markets (Gombera and Alani, 2017, p.32). As drug prices may vary from one market to another, this can be a threat for the company in terms of earning the desired profit from the primary investment in the local and local target markets.




Table 1: SWOT Analysis of Exscienta
EXSCIENTA has to maintain regular communication with its customers to understand their demand and provide them with a product or service that satisfies them or meets their demand. Customers are one of the popular stakeholders of any business organisation and a business organisation designs its basic business strategy based upon the demand of customers and consumers (Van Tulder and Piscitello, 2018, p.25). The company can look forward to using the online platform for ensuring the highest engagement of customers compared to its existing business rivals in the market (Gifford, 2013, p.16).
PESTEL Analysis of Exscienta
	Political
	[bookmark: _Hlk86841120]Government rules and legislation can also be a popular political factor for EXSCIENTA if the legislation restricts or directly hampers the regular business activity of the company in its local target markets (Soludo and Ogbu, 2014, p.87). Government legislation in local target markets can reduce its operational activity and hamper its profit earning from the regular sales activity in the market. BREXIT incident has been a huge blow for the company due to the unstable economic condition of the UK business market. Besides government regulations over drug trades is also a huge political factor that can impact the way EXSCIENTA runs its business activity in the different target market. Because of different sets of regulations over drug prices in different local target markets, EXSCIENTA can’t generate the same amount of profit from drug sales in each of its local target markets.

	Economic
	If the economic condition of the business market is stable and has the opportunity for any company to generate the highest amount of profit, a business company can achieve sustainable financial growth. The economic condition of the UK business market has been beneficial for the company for the last 20 years as it was capable of earning a large amount of revenue (King and Miller, 2013, p.54). With increasing costs in the healthcare sector around the world, EXSCIENTA can be influenced or forced to change its business strategy or come up with new marketing strategies to generate profit from its regular sales activity. It also runs operational countries in many economically underdeveloped countries. This can also impact its business operations considering the financial condition of the people living in those countries.

	Social
	Social media marketing can help EXSCIENTA to reach more customers in a very short period of time. This will not only ensure business growth for the company but will also give it a huge competitive advantage in the business market. As it is a pharmaceutical company, social condition around the world has a huge impact on its strategic approach (Withers, 2016, p.30). EXSCIENTA was accused of healthcare fraud in the past and it impacted its regular business activity as it lost some of its target customers during this time. This has reduced its value a bit in the social context and it can be a threat for the company in the future.

	Technological
	The 21st century has helped the healthcare sector with new technologies that have changed the way healthcare activities are executed around the world (Crossman, 2017, p.21). EXSCIENTA has already adopted these digital technologies to bring change to its operational activities for getting accustomed to the modern-day healthcare service. As it needs to improve its research facilities to introduce new products in the market, these technologies can help the company to improve its research activity and bring quality in its production.

	Environment
	The environmental issue is a popular factor that not only impacts the business activity of pharmaceutical companies but it has a direct impact on the regular business activity of every business industry (Collier, 2016, p.71). With the increasing number of plastic pollution and carbon emission, EXSCIENTA needs to identify the area where it has a direct impact on the environment and mitigate those activities to keep the environment clean and safe. It has already undertaken many awareness programs to help people understand the value of the environment and it trains the employees in such a way that they play a vital role in controlling plastic pollution and carbon emission for the company.

	Legal
	The strategic operational activity of the company has increased its brand value in its target market and allowed the company to generate the highest amount of profit from its active business activity in all its target markets (Cones, 2012, p.66). But it should be concerned about maintaining transparency with its research and product sales. This will add more value to the company and will also help the company to earn the trust of its target customers in different local and local target markets.


Table 2: PESTEL Analysis of EXSCIENTA
EXSCIENTA is failing to control its carbon emission. This heavy impact on the environment is hampering the corporate social responsibility of the company. This can cause the company to lose its competitive advantage in its target market and the company can also lose its loyal customers.
Porter’s Five Forces Analysis of EXSCIENTA
Competition in the Industry: Business Competition in the healthcare industry of the United Kingdom is intense. Although EXSCIENTA has a good competitive position over its existing business rivals in the market, companies like Pfizer or Amgen are also doing quite well with their business activities (Lawson, 2019, p.31). These companies are close to EXSCIENTA in terms of profit earning and they also have established brand value in the market. This can be a huge competitive threat for EXSCIENTA because any wrong strategical move can result in a business loss for the company and these rival companies can easily take over its position in the competitive business market.
The Threat of New Entrants: Currently there is no threat of new entrance for EXSCIENTA in the UK healthcare sector. It has active business operations in many local target markets (Grandmont, 2017, p.102). There is a threat of new entrants in those target markets. This will result in more rivalry for EXSCIENTA and the company can lose both its customers and competitive position if it fails to take proper strategic actions against those new business rivals in the market. Besides those new entrants may generate more profit from the market than EXSCIENTA (Skinner, 2014, p.64). This will give those new companies huge financial support and this can hamper the regular profit earning of EXSCIENTA. Losing customers is a huge risk for any business company and EXSCIENTA should rethink its strategies in local target markets to retain its maximum customers.
[bookmark: _Hlk86841082]Bargaining Power of Suppliers: EXSCIENTA’s business network is vast and enriched with buyers and suppliers from different countries. As it largely depends on the suppliers for running its sales activity, the bargaining power of the suppliers can influence the business operation of the company (Brooks, 2014, p.25). Though it has a good connection and regular communication with the suppliers in the local target market of the United Kingdom, its connection with the suppliers in the local target markets are relatively weak (Book, 2019, p.61). This can give an advantage to the suppliers in those target markets and they can use this for their own advantage. EXSCIENTA has to identify the bargaining power of its suppliers in its local target markets and understand their demand. It also needs to improve its connection and effective business communication with the suppliers in its local target markets.
[bookmark: _Hlk86832404]Bargaining Power of Customers: EXSCIENTA has to maintain regular communication with its customers to understand their demand and provide them with a product or service that satisfies them or meets their demand (Bruce and Langdon, 2012, p.79). Customers are one of the popular stakeholders of any business organisation and a business organisation designs its basic business strategy based upon the demand of customers and consumers (Tracy, 2014, p.37). The company can look forward to using the online platform for ensuring the highest engagement of customers compared to its existing business rivals in the market. The use of social media platforms as a marketing channel can allow the company to connect with the maximum number of customers in the shortest possible time (Boucher, 2016, p.45).
The Threat of Substitute Products: Though the product sold by EXSCIENTA has heavy demand in the market, new products with better quality can take over one of its or multiple products in its local and local target market (Oster, 2015, p.13). This threat of product substitution should be a popular concern for the company because it can reduce the profit earning of the company (Reigns, 2019, p.90). So, the company should keep track of the market condition and work on improving the quality of its product or service to mitigate this potential threat.
EXSCIENTA has improved research facilities compared to its existing business rivals in the market. This has been a huge advantage for the company as it needs regular research facilities to improve its operational activities as a popular pharmaceutical company in the UK.


[bookmark: _Toc86851903]Stakeholder Analysis and an Evaluation of Stakeholder Expectations for Exscienta

A business organisation has a huge dependence on its popular stakeholders in terms of running its business activity, achieving competitive advantage or enhancing its financial operations in the business market. A stakeholder can influence the regular activity of any company with their decision (Huber and Pallas, 2016, p.52). So, business companies around the world design their strategic plans in such a way that it supports the financial condition of every stakeholder and satisfies them by meeting their demands. EXSCIENTA has to maintain regular communication with its customers to understand their demand and provide them with a product or service that satisfies them or meets their demand (Buchanan, 2019, p.47). Customers are one of the popular stakeholders of any business organisation and a business organisation designs its basic business strategy based upon the demand of customers and consumers.
Stakeholder Analysis of EXSCIENTA
Some of the popular stakeholders of EXSCIENTA are:
· Customers
· Employees
· Government
· Investors
· Suppliers
Customers: Customers are the popular stakeholders for any business organisation considering the impact they have on the financial development of a company in its different target markets. EXSCIENTA has active operations in many local target markets (Chhabra, 2013, p.52). It maintains effective communication with its customers in those target markets to understand their demand. It collects customer data regularly to understand how the customers are reacting to its product and service (Mitroff, 2020, p.54). These necessary pieces of data and information are used by the company to improve its research facility for quality management of its product and service. These data are stored properly and collected in such a way that it doesn't interfere with the privacy of the customers.
Employees: Currently more than 75 employees are Working for Exscienta. The contribution of the employees to the development of the organisation is undeniably important (Exscienta, 2021). The employees have a good understanding of the business objectives of the company and they feel more connected with the organisation as it allows them to express their thoughts and allow them to provide valuable suggestions for the improvement of the organisation in its local and global target market (Renckly, 2011, p.62).
Government: Government rules and legislation can also be a popular political factor for EXSCIENTA if the legislation restricts or directly hampers the regular business activity of the company in its local and local target markets (Ferhat, 2020, p.66). Government legislation in local target markets can reduce its operational activity and hamper its profit earning from the regular sales activity in the market. Because of different sets of regulations over drug prices in different local target markets, EXSCIENTA can’t generate the same amount of profit from drug sales in each of its local target markets.
Investors: Running a business organisation requires a huge amount of investment for running its various business operations (Rossi, 2018, p.69). EXSCIENTA requires a huge investment over its business projects because it has to trade in a vast quantity and without the help of the investors, it is almost difficult for the company to achieve financial stability (Tracy, 2014, p.70). Getting help from the investors is almost a relief as EXSCIENTA has ongoing operations in multiple local countries and its business projects are getting the necessary resources that are required for the development of the organisation.
Suppliers: EXSCIENTA’s business network is vast and enriched with buyers and suppliers from different countries. As it largely depends on the suppliers for running its sales activity, the bargaining power of the suppliers can influence the business operation of the company (Oster, 2015, p.71). Though it has a good connection and regular communication with the suppliers in the local target market of the United Kingdom, its connection with the suppliers in the local target markets are relatively weak.
Stakeholder Map of EXSCIENTA
Though a business organisation has many stakeholders not all of them has the same impact on the business activity of the organisation or they don’t get the same priority from the organisation (Boucher and Pesqueux, 2015, p.75). This happens because each of the stakeholders has their role to play considering the development and financial growth of the company in the competitive business market (Huber and Pallas, 2016, p.81). A stakeholder’s map can help a business company to sort out its popular stakeholders based upon their contribution to the company and the level of interest they show for the company. The map also evaluates the power of these stakeholders in terms of decision-making and bringing popular change to the strategic plan of the company.
	Power / Interest
	Low Power
	High Power

	High Interest
	1. Workers
2. social media
	1. Employees
2. Government
3. Customers
4. Investors

	Low Interest
	1. Local Community
2. Print and TV Media
	1. Suppliers
2. Drug Stores


Table 3: Stakeholder Map of EXSCIENTA
EXSCIENTA is a multinational company and it has a large number of stakeholders around the world (Czinkota, Ronkainen and Moffett, 2011, p.90). It keeps track of the demand of the stakeholders and designs its strategic plan in such a manner that the stakeholders feel more connected with the company and provides valuable input to the growth and development of the company in the competitive business market.


[bookmark: _Toc86851904]Application of a Range of Relevant Academic Theories/Models in Exscienta
Organisational Behaviour Theory
This theory studies human behaviours inside an organisation and how this behaviour shapes the business environment inside the workplace of any organisation. Ensuring a friendly and productive environment for the employees is a must for any organisation because it motivates the employees to provide better service for the development of the organisation in the competitive business market (Grandmont, 2017, p.96). Employee behaviour should be closely monitored by the HR professionals to learn about their interest in the organisation. Based upon this evaluation, employees should be treated in such a manner that they feel they are a vital part of the organisation (Buelens, Sinding and Waldstrøm, 2011, p.21). This connection with the organisation will improve their skill and increase their productivity.
Organisational behaviour theory can be applied inside the workplace of EXSCIENTA to improve effective business communication between the employees. Employees who have a good understanding of the business objectives of the organisation can play a popular role here by communicating more with the employer and guiding other employees to complete different tasks given to them by the organisation to achieve different business objectives from the market (Brooks, 2014). Currently, more than 75 employees are Working for Exscienta. The contribution of the employees in the development of the organisation is undeniably important. The employees have a good understanding of the business objectives of the company and they feel more connected with the organisation as it allows them to express their thoughts and allow them to provide valuable suggestions for the improvement of the organisation in its local and global target market (Buchanan and Huczynski, 2017). With better training and development facilities, it has the highest employee engagement and retention rate compared to the pharmaceutical companies.
Ansoff’s Growth Vector Matrix
Ansoff’s growth vector matrix is used as a tool by business companies to analyse their strategic plans to properly execute those plans for ensuring the business growth of the company (Crossman, 2017). The matrix includes four strategies and each strategy is used by a business company to analyse the potential risks in the competitive business market so that the business company can mitigate those risks to achieve a competitive advantage over its existing business rivals in the market (Kumar, 2015). The main focus of the matrix is to help the decision-makers of a business company to understand the current trends happening in the business market so that they can make popular decisions to improve the performance of the company in the competitive sector.
[image: ]
Figure 2: Ansoff’s Growth Vector Matrix (Botten, 2016, p.66)
Market Penetration: Being a multinational company, EXSCIENTA needs to enter new local target markets to expand its business activity. Market penetration requires analysis of the new target market to understand the micro-environmental factors that influence its business activity (Rothaermel, 2019). EXSCIENTA can analyse the target market to understand the economic condition of the market. This will help the company to make the primary investment over a new project more accurately and it will mitigate the risk of profit loss over a business project (Botten, 2016, p.66). This will result in business profit for the company. The managers working for EXSCIENTA should analyse the customer behaviour of the new target market to understand the demand of the customers. This will help EXSCIENTA to improve its research facility in such a manner that its production quality becomes top-notch and satisfies the customers with quality products or services.
Product Development: Though the product sold by EXSCIENTA has heavy demand in the market, new products with better quality can take over one of its or multiple products in its local and local target market. This threat of product substitution should be a popular concern for the company because it can reduce the profit earning of the company (Bower, 2015, p.48). So, the company should keep track of the market condition and work on improving the quality of its product or service to mitigate this potential threat. EXSCIENTA has improved research facilities compared to its existing business rivals in the market (Rothaermel, 2019, p.21). This has been a huge advantage for the company as it needs regular research facilities to improve its operational activities as a popular pharmaceutical company in the UK. As it needs to improve its research facilities to introduce new products in the market, modern technologies can help the company to improve its research activity and bring quality in its production.
Market Development: A business organisation has a huge dependence on its popular stakeholders in terms of running its business activity, achieving competitive advantage or enhancing its financial operations in the business market (Johnson, 2014, p.40). A stakeholder can influence the regular activity of any company with their decision. So, business companies around the world design their strategic plans in such a way that it supports the financial condition of every stakeholder and satisfies them by meeting their demands (Rothaermel, 2019, p.96). EXSCIENTA has to maintain regular communication with its customers to understand their demand and provide them with a product or service that satisfies them or meets their demand. EXSCIENTA needs to develop its strategy and activity in the new target market to earn the trust of the new customers. It will add more value to its brand name.
Diversification: This strategy is about entering a new target market with a completely new product. This strategy is risky as the organisation may fail to establish a sustainable position in the market or it may fail to sell the product among the customers to achieve the desired profit (Kurtz, 2014, p.53). EXSCIENTA can launch new products at a suitable price in new target markets of Asia or Africa where people are suffering from poverty and are greatly in need of healthcare facilities. This may not be profitable for the company but it will help EXSCIENTA to carry out its corporate social responsibility (Rothaermel, 2019, p.67). Besides, the pricing policy should be affordable for all the customers considering their current financial condition or the economic status of the new target market.


[bookmark: _Toc86851905]Critical Appraisal of the Current Strategic Direction of Exscienta

EXSCIENTA is one of the popular British multinational pharmaceutical companies in the world. Though it is headquartered in London, it has active operational activity in many local target markets around the world. It is the sixth-largest pharmaceuticals company in the world with more than 75 employees working for the company in its headquarter, other branch offices and sub-offices in its multiple local and local target markets around the globe. The company not only trades in the pharmaceutical sector but also has active operational activity in the biotechnology and consumer goods sector.
As its current strategic decision to enter the new target markets of Asia and Africa, it needs a good understanding of the market condition there so that it can make better use of all the available resources for sustainable growth in the business market (Chhabra, 2013, p.90). The environmental issue is a popular factor that not only impacts the business activity of pharmaceutical companies but it has a direct impact on the regular business activity of every business industry in the target market of Asia and Africa. With the increasing number of plastic pollution and carbon emission in many Asian and African countries over the last 10 years, EXSCIENTA needs to identify the area where it can play a vital role in saving the environment and mitigating those activities that pollute the environment to keep the environment clean and safe (Exscienta, 2021). It has already undertaken many awareness programs to help people understand the value of the environment in the United Kingdom along with popular European countries and it trains the employees in such a way that they play a vital role in controlling plastic pollution and carbon emission for the company. They will also provide a better service in the Asian and African countries.
EXSCIENTA’s business network needs to be vast and enriched with buyers and suppliers from different countries of Asia and Africa so that it can get easy access to the necessary raw materials, transportation, research facilities and skilled workforce. As it largely depends on the suppliers for running its sales activity, the bargaining power of the suppliers in the new target market can influence the business operation of the company (Oster, 2015, p.83). Though it has a good connection and regular communication with the suppliers in the local target market of the United Kingdom, its connection with the suppliers in the local target markets are relatively weak. So, it should focus on increasing effective communications with the suppliers, buyers and the local community in the new target market to avoid any risk issues in this sector.
Social media marketing can help EXSCIENTA to reach more customers in a very short period of time in Asia and Africa. This will not only ensure business growth for the company but will also give it a huge competitive advantage in the business market. As it is a pharmaceutical company, social condition around the world has a huge impact on its strategic approach (Tracy, 2014, p.56). EXSCIENTA was accused of healthcare fraud in the past and it impacted its regular business activity as it lost some of its target customers during this time. This has reduced its value a bit in the social context and it can be a threat for the company in the future. But EXSCIENTA should make a fresh start and provide better service to the customers to get rid of these accusations and create value for the company among the new target audience from the new target markets of Asia and Africa.


[bookmark: _Toc86851906]Recommendations for Exscienta Considering the New Strategic Plan

1. EXSCIENTA requires a huge investment over its business projects because it has to trade in a vast quantity and without the help of the investors, it is almost difficult for the company to achieve financial stability.
2. EXSCIENTA should abide by the government rules and regulations in the new target markets (Brooks, 2014, 79). Government legislation in local target markets can reduce its operational activity and hamper its profit earning from the regular sales activity in the market.
3. EXSCIENTA has to identify the bargaining power of its suppliers in its new local target markets of Asia and Africa and understand their demand. It also needs to improve its connection and effective business communication with the suppliers in its local target markets.
4. EXSCIENTA can look forward to using the online platform for ensuring the highest engagement of customers compared to its existing business rivals in the market (Huber and Pallas, 2016, p.35). Social media marketing can help EXSCIENTA to reach more customers in a very short period of time. This will not only ensure business growth for the company but will also give it a huge competitive advantage in the business market.
5. EXSCIENTA has to maintain regular communication with its customers to understand their demand and provide them with a product or service that satisfies them or meets their demand. Customers are one of the popular stakeholders of any business organisation and a business organisation designs its basic business strategy based upon the demand of customers and consumers.
6. EXSCIENTA has to improve its research facility in such a manner that its production quality becomes top-notch and satisfies the new customers from the target market of Asia and Africa with quality products or services.


[bookmark: _Toc86851907]Conclusion

The regular activity of a business organisation can be influenced by internal and external factors. Business companies design their strategic plans and run their sales activity after analysing those factors. EXSCIENTA is also concerned about these factors and evaluates them daily to identify the opportunity it can use to achieve competitive advantage or bring change to its business strategies to avoid any business loss in the market. 
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