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Introduction

It is vital for any organisation that seeks to be successful, to employ strategic management concepts in its operations. These concepts are applicable in all processes of an entity, thus appropriately guiding the process of decision making (Kumar, 2014). The critical areas of concern include planning, monitoring, analysis, and an assessment of the progress of an entity (Jukić, 2019). A firm is, therefore, able to evaluate its present situation as well as elaborating strategies on overcoming apparent challenges and evolve a roadmap for implementation and determination of the effectiveness of the applied methods (Lee and Kotler, 2016). Entities that use strategic management are likely to succeed because coping up with challenges within the business environment is possible, considering that these companies regularly assess their progress (Jukić, 2019). This paper will provide a strategic analysis of Digital Divide Data (DDD) to establish key issues faced by the company, the ways of dealing with them, and the strategies applied to solve the challenges.

Background of Digital Divide Data Company

DDD was established in 2001 as a small outsourcing IT organisation. It was started in Cambodia with only a dozen employees aiming for expansion to create more opportunities for young people in the area. The firm was incepted after one of its Canadian cofounders visited the country and realised the high level of poverty amongst locals in 2000 (Mathew et al., 2009). He rallied support and went back to the country in 2001 with four other stakeholders and investigated the most pleasant way of empowering less privileged youths in the country. 
They agreed that IT outsourcing was appropriate for both poverty alleviation and education (Mathew et al., 2009). The company aimed to train the youth on IT skills as well as the English language, thus, providing them with better employment opportunities in the future based on the experience and expertise gained at DDD. Training more young people was the aim of the company in the long run.
The entity would then outsource for contracts majorly from the United States and Western Europe. The first office had 20 operators, and the company managed to secure a deal to digitise Harvard University’s back catalogue (Mathew et al., 2009). The contract was enough to kick start the firm and provide revenue for its running. DDD was also able to secure other similar contracts mostly from the United States as sourced by a team of management based in the country. Over time, the company opened other offices employing more workers while the former operators became managers in the newly opened offices. As the firm was growing, it differentiated the services offered at the various offices, hence increasing its scope of operation.

Key Issues Faced by DDD

The first significant issue that limited the operations of the organisation was the insufficiency of resources. The founders of the firm did not primarily establish it as an income-generating company for the founders. The aim was to empower less privileged youths by giving them opportunities to earn a living as well as gain some skills and experience that would help them for the future (Mathew et al., 2009). Ideally, rallying support for this cause is complicated, considering the absence of direct benefit for investors. Consequently, much of the initial investment had to come from the founders. The initial operators were less than two dozen as a result of the limited resources. Therefore, the impact of the organisation towards poverty alleviation in the initial years was minimal. Employment of 20 people out of 15 million citizens, while the majority of them were living in poverty, was not impactful as the founders aimed (Mathew et al., 2009). Rapid growth was, hence, essential for the company to meet its goals.
The background in which the entity was established was economically adverse. Hence, it was practically impossible to pursue any local contracts for young people in the area of IT. In Cambodia, more than 80% of the local population lived in rural areas in abstract poverty with more than a third living below $0.5 a day (Mathew et al., 2009). The company had to source contracts abroad to keep it running. A convincing international organisation that a country such as that would provide quality services despite that it operated in one of the poorest countries was a challenge (Holland and Lam, 2014). Lacked opportunities for the company to conduct business locally prevented rapid growth and, consequently, providing more vacancies for talented young people.
Cambodia's infrastructure was deplorable, hence, significantly limiting the operation of the company. The situation with the electric power supply was unstable, causing interruptions in the functioning of the firm. Therefore, many hours were initially lost in power outages. The country was also challenged in broadband, limited and expensive connections (Mathew et al., 2009). Although the DDD company was able to secure several contracts soon after the commencement of operations, most of the revenue was spent on electricity and internet. Transportation from one point to another was a challenge, especially once the firm opened new offices. The roads were poor and impassable during rainy seasons, while bridges would be washed away, cutting off transport completely.
Moreover, setting up the offices in the various towns in Cambodia and Laos was expensive. Consequently, the company had to import computers and all other materials (Mathew et al., 2009). Besides, DDD lacked quality and affordable office furniture locally. In the case that any of the equipment developed challenges in their initial years, the firm had to send it abroad for repair or purchase a new one, thus making operations quite expensive. Other supplies, such as printing paper or printer ink, were also not readily available (Mathew et al., 2009). Sometimes it would be challenging to deliver some products on time if these supplies were delayed.
There was a significant issue of human resources management in the company within the first few years. Although there were many unemployed youths within the community, the company's resources were limited, making it difficult to recruit trained professionals. Furthermore, the firm intended to educate young people and then provide them with opportunities to serve, however, it was not apparent without a team of trained personnel who would then teach the others (Mathew et al., 2009). It was also difficult to retain their trainees to teach others since they could not offer decent salaries, yet the necessity for qualified experts was high (Prasad, 2015). It was hard to find skilled managers as well both in Cambodia and Laos considering the relatively high rate of illiteracy within these countries.
By the time the DDD had been established, Cambodia was ranked 136 out of 178 countries, according to the United Nations (the UN) measure on human development (Tully, 2017). Although by this time, the literacy level had been rated above 70%, the country suffered a high rate of school dropouts both at the primary and secondary level (Mathew et al., 2009). Moreover, the state had been ranked 128 out of 183 in the survey on ease of doing business (World Bank, 2015). The study by the UN suggested that one of the challenges for the country to do business was the shortage of well-trained managers (Tully, 2017). The few managers that would be found were therefore on demand, hence increasing their worth. Opening new offices and expanding operations was consequently limited by the lack of managers.
Many resources were implemented during training for the operators since the system of education in Cambodia was lecture oriented. Although the company sometimes would get employees who were trained in the area of computers and IT, it would sometimes have to teach them almost from the start (Mathew et al., 2009). It was not uncommon to find a student attending more than three semesters of computer classes yet had never operated a real computer. Only a few areas, for instance, the capital, had sound systems of education. Most of the other regions lacked resources and thus explaining why the education system was the way it was (Mathew et al., 2009). Sometimes, the DDD resorted in recruiting outstanding high school graduates since the efforts that would be employed to train them were almost similar to those of training continuing high school students.
The training model would take at least six months for new staff before they would be allowed to work on a client's projects. The company needed to achieve its maximum impact on the social development agenda. Consequently, investing in a good training model was significant. One of the considerable challenges to the learning process was the language barrier (Mathew et al., 2009). The company aimed at ensuring the students attain competency in the English language. Students needed to learn proper English so that they serve their clients well because communication is an essential part of the business (Galliers and Leidner, 2014).
Moreover, since clients were mostly from America and Western Europe, the projects were completed in fluent English. By the time DDD had been established, only a few residents could speak and write fluent English. More resources, therefore, went to English language training than it had been initially anticipated.
Even though the countries were underdeveloped, other companies ventured in the IT area providing the services similar to those DDD offered. Furthermore, the number of such entities increased rapidly after the emergence of DDD. The firm, therefore, had to strategise on how to keep a competitive edge to remain relevant in the market (Lewis et al., 2015). Since the local market was underdeveloped, the company had to position itself strategically to enjoy the best opportunities. In a competitive market, the best-suited player for the environment gets a more significant share (Stringham, 2012). Competition keeps all participants on their toes in that each must remain relevant or it is faced out by entrants.
In most cases, entrepreneurs are faced with challenges, especially in meeting the goals they had anticipated (von Weizsäcker, 2017). In this case, DDD founders intended to reduce the level of poverty by enrolling young people into their program to provide them with skills and experience hence offering them competitiveness in the employment sector. The expectation was not immediately met, considering that the process of training took longer than expected. Besides, the rate of unemployment would still be prevalent even among their graduates since there lacked opportunities in the broader market where graduates of DDD would work. During the early years of its establishment, Laos had barely embraced technology (Mathew et al., 2009). Therefore, the challenges required for developing a strategic plan to solve them and meet the goals of the company effectively.





Analysis of How the Company Dealt with the Issues

The problems that the DDD company faced were within the initial years of its establishment. It is expected that a new business environment may pose unique challenges that the entrepreneurs may not have anticipated (Ferreras and Crumpton-Young, 2017). Nevertheless, if the management adequately strategises, the problems can be overcome. Most of the difficulties faced by DDD were solved within the first few years of its existence; thus, the witnessed growth. Nevertheless, it is always important to analyse the strategies employed in addressing such issues to understand if they were appropriately handled. One of the most appropriate strategies is the Balanced Scorecard, which is a framework for implementing and managing strategy (Ferreras and Crumpton-Young, 2017). It combines the vision of objectives by balancing financial aspects with performance measures. One can measure the efficacy of strategies applied by DDD by balancing the financial investment and performance.
Notably, one of the challenges that threatened the emergence of DDD was the lack of skilled managers for its offices in the area. Most of those that existed were expensive, thus making them unreachable by an entrant that was limited in resources (van der Vorst, 2018). Nevertheless, the entity only strained in this area for the first few years. Instead of hiring costly staff, it opted to invest in a comprehensive training model. In many cases, outsourcing managers are seen as the quickest solution but may be expensive and unsustainable as compared to investing in training. A company may need only to outsource for the very first few managers but seek to develop its leaders from there (Eiichi, 2015). Out of every lot of operators who graduated from the company every four years, at least 10% of these would be retained for managerial positions. As DDD had opened new offices, management stopped being a significant issue as a result of talent transfer.
If this case was handled using the balanced scorecard performance measures, the four aspects of the business would be considered. First, the financial perspective is critical; consequently, the company must utilise the available resources appropriately yet not causing a strain to ensure that the progress remains sustainable (Pramudita, 2016). From the financial perspective, this activity assists in checking whether the decision was within the budget of the firm or it caused a strain in the subsequent years. In this case, DDD made an appropriate decision allowing it to operate within the budget of the company. 
Another important aspect is the customer perspective. Although the entity must operate within the budget, it has an image to protect with its customers (Cox, 2014). The company should, therefore, present competent managers to represent them. DDD outsourced clients from the United States, where it was represented by a team of stakeholders based in the country. Consequently, customers were satisfied that their work would be handled appropriately. 
Other important aspects that must be analysed include internal business perspective (Lyngso, 2017). The business had goals to meet and all the decisions made must be geared towards achieving these goals. In this case, DDD had a higher social mission that supersedes its aim for profitability for its investors and founders. For instance, the business developed a program to raise its leaders instead of outsourcing from other companies, thus meeting the business perspective. The goal was achieved through training and learning through the firm's six months program (de Luca, 2018).
What is more, throughout their working experience, operators would learn new concepts as they interacted with new projects along the way. In general, all four measures were well handled in the quest to having the business remain well managed and profitable. Every challenge should be handled in a way that considers each of the four business factors to ensure the company remains profitable. 
One can conduct an overall analysis of the strategy to establish if the issues were appropriately addressed. From a financial perspective, the DDD company had several goals. First, raising funds was critical to pay salaries to all the operators and the management team. Second, to survive by meeting all the financial needs of the company, such as purchasing equipment and maintenance (Mathew et al., 2009). Thirdly, prosper by employing more young people and opening more branches across the country and the region. 
All the three goals were met, the significant financial measure was the social aspect, and the company can be said to be effectively fulfilling its social mission. Consequently, its economic prosperity becomes obvious (de Luca, 2018). For instance, the company had been able to sponsor more than 1,300 students for higher learning in various universities. Also, most students had graduated from their four-year program with work experience hence giving them more extensive opportunities elsewhere (Mathew et al., 2009). Besides, the company managed to open new offices across Cambodia and even outside, thus providing more young people opportunities. Further, DDD had an issue of limited resources in the beginning but overcame the problem by proper planning as well as partnerships with investors. 
From the customer perspective, the primary goals were to introduce new products, to provide responsive and timely delivery, and to attain customer loyalty. Although the company struggled to get a consistent supply of contracts, it was able to secure several initial contracts from institutions, such as Harvard, and then create customer loyalty. The firm ensured that all work was timely presented as required despite challenges such as power and transport to promote customer satisfaction, thus the possibility of them coming back (Mathew et al., 2009). Customer partnerships were also developed in the long run such that satisfied clients had DDD as their partner in IT data solutions. The other key factor was the internal business perspective where the goals were to increase the technological capability of the company as well as introduce new product lines (Feller, 2016). To a greater extent, all the goals were met since DDD reached a point of specialisation where the various offices would offer different services. 
Finally, the company excelled in the innovation and learning perspective (Fleisher and Bensoussan, 2015). One of the significant issues was the lack of companies to provide computer maintenance services, good internet connection, and leadership. Nevertheless, using innovation and training the company was able to become a leader in the technology sector especially in IT as well as a producer of competent leaders in Cambodia and Laos (Mathew et al., 2009). Moreover, although area experienced challenges in infrastructure that limited talent transfer as well as the exchange of resources between the different offices, each office could deal with those challenges individually hence allowing tremendous growth (Grant, 2016). Depending on the capability of the offices, the management shared the roles to have each office deal with a particular product line. 
DDD was established in an era when IT was rapidly rising in the region. The competition was, therefore, a significant factor in the process of strategy development for DDD. The company had to deal with the issues that challenged its growth to be excellently suited for competition (Jamil et al., 2018). One way to analyse the strategy and the problems is by using the Porters Five Forces. The framework assists in explaining the contribution of various forces in the industry towards the success or profitability of a particular business (Lodato, 2014). The framework, therefore, analyses the sector structure defining the role of every factor in establishing the company. All the five forces are also part of the issues that the DDD company faced in its initial stages of emergence (Mathew et al., 2009). Analysing them would, therefore, demonstrate how well the issues were addressed. 
The first of the five forces are competition in the industry. When the company came into emergence, there was a surge at this time in the IT sector. Many companies had emerged providing services similar to those of DDD (Mathew et al., 2009). Unfortunately, the local market was not wide enough to accommodate all of them. Competition for the available contracts was high. Fortunately, DDD had a social mission attached to its reason for existence. It was, therefore, natural for it to attract contracts from an international organisation that had an interest in the same social agenda (Lewis et al., 2015). Besides, the company was founded by partners who resided in the United States. The founders acted as representatives and marketers for the company within the United States and other countries. However, the company had a competitive edge over other companies, primarily due to its social mission that made it easy to attract affordable labour and generous clients.
Considering that the IT sector was growing tremendously at the time, the potential of new entrants was high, thus, increasing the possibility of new entrants. Nevertheless, the company was not faced out but rather gained more root in the region by opening new offices across the region. The strategy of the entity assisted it is growing remarkably despite the threat of entrants (Mcdonald and Kolsaker, 2014). DDD strategically set up new offices in the various towns to ensure that it would take up the upcoming opportunities in the region as well as abroad. Moreover, by increasing the number of international clients, the many entrants coming into the local market would not affect the profitability of DDD (Mathew et al., 2009). The team in the United States, therefore, became more dedicated in marketing the services of the company, hence, ensuring that all the offices would always have contracts enough for all the operators. The company was able to increase the number of operators continuously indicating that the workload was growing.
The third and important factor is the power of suppliers (Colbert, 2017). DDD was significantly challenged in acquiring office equipment, such as computers and office furniture locally. They were expensive, unavailable or of low quality (Wall, 2014). Nevertheless, considering that the founders were international investors, they imported quality office equipment from the United States in bulk, thus, saving on expenses. Repairs and maintenance services was also a challenge because there lacked companies that would provide such quality services (Mathew et al., 2009). However, through training, DDD was able to develop a maintenance department for essential repairs and software challenges. Suppliers are a vital component of any business in that they determine the level of profitability for the industry. As the DDD company grew, supplies would be provided due to economies of scale (Xu, 2014). Supplying more equipment is cheaper. Also, more suppliers came up as more entrants came into the industry.
Another significant factor is the power of customers (Torry, 2014). Customers can drive the price of products down depending on their number (Stanyer, 2014). The company was, however, not significantly affected by the power of customers considering it dealt with consumers distributed internationally. The company also had a critical social mission that superseded its need for profitability (Mathew et al., 2009). Most of the customers the firm, therefore, took the business as part of the corporate social responsibility and most of the companies, therefore paid to the firm generously. Besides, the services provided by the company were not primarily commercial, and thus the prices were fair for all the parties. 
Similarly, the threat of substitutes was low throughout the period that the company was emerging (Mathew et al., 2009). Companies and institutions were beginning to embrace IT, and therefore, the demand became high since the sector was relatively new and had itself substituted other methods. DDD provided an array of services, mostly in the area of data outsourcing. The company's relevance at such a time when many institutions were transiting into IT was evident and, therefore, significantly reducing the possibility of substitution. Products and services that evolve have a low likelihood of replacement (Wright, 2014). Moreover, DDD had the privilege to diversify services or change to a new form, unlike companies that produce other types of products. 

Success of the Strategy

DDD succeeded to a greater extent in the implementation of strategy, thus, ensuring a competitive edge. The growth has become an indication of the success of the policy that DDD utilised (Senthilkumar et al., 2014). The firm was able to open new offices and specialised with each office offering different services. Seeking clients in the international market provided the emerging company with an advantage over competitors. One of the areas that the strategy of the business excelled was in achieving its social mission. The six-month training and four-year work experience strategy gave the young people better opportunities even in other companies (Senthilkumar et al., 2014). Consequently, the entity's approach towards its social mission became a stronghold in marketing, and the DDD ended up attracting more investors and clients. 
The significant challenges faced by DDD were solved through the strategy that is employed. Initially, the company's existence was threatened by massive problems, including competition, low infrastructure, lack of qualified management, among others. Challenges such as competition, lack of financial support, personnel gap, are inevitable. Nevertheless, the company overcame through strategising on excellent marketing skills and service provision (Mathew et al., 2009). The various offices across the region could operate autonomously, thus, allowing less movement and exchange between the offices. While the firm would struggle significantly due to challenges such as poor management, it established a strategy where it trained leaders, allowing it to grow significantly (Mathew et al., 2009). On problems relating to resources, DDD used approaches such as franchising and majored on its social mission to rally for investors, which led to the efficient operation of the company. Therefore, it is apparent that DDD addressed the challenges it faced, as well as the root cause of the strategy problem.

Conclusion

Overall, strategic management should include a critical aspect of any business that seeks to succeed. A company should identify essential issues that affect its growth and then strategise on the way to handle them. In this case, DDD effectively dealt with issues that it faced in its initial years and finally succeeded in fulfilling its social mission. Despite that the company started in minimal resources, it was able to open more centres in Cambodia and the region at large, thus serving more people. Apart from giving the young people a source of income, it also gave them skills and experience, hence giving them opportunities in their country. In general, DDD succeeded in the implementation of an effective strategy in its mission in Cambodia and the region.
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