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1. [bookmark: _Toc150156170]Introduction
This academic report focuses on small and medium-sized companies (SMEs) and their role in socioeconomic growth and economic expansion. It begins by evaluating Bistech's current strategic direction, assessing its mission, vision, objectives, and existing approaches. The report uses environmental scanning tools like PESTLE and SWOT analysis to analyse Bistech's external and internal environment, identifying potential opportunities and threats. By employing a variety of methods such as the Five Porter's theories, VMOST, PESTLE analysis, SWOT analysis, Value Chain, and VRIO framework. In their analysis by Matt et al. (2021). It also conducts a stakeholder analysis to evaluate stakeholder expectations and their influence within the organisation.
The research proposes a new strategy for Bistech, highlighting its sustainability for the organization's long-term future. The report concludes with key strategic recommendations, considering common challenges faced by SMEs when implementing strategic direction (Fernández and Nieto, 2006). These recommendations offer actionable guidance for future developments and the implementation of the chosen strategy.
The report uses various academic models, methods and theories to develop a sustainable business strategy tailored to Bistech's context. The research aims to provide valuable insights and recommendations to help Bistech achieve its strategic objectives and ensure long-term growth and viability within the SME landscape.
1.1 [bookmark: _Toc150156171]Business Overview
Bistech is a privately-owned IT services provider with over 30 years of experience. They work closely with clients to develop and implement intelligent technological solutions to address business challenges. Their team of specialists includes experts in cyber security, remote work solutions, and public cloud technologies. Bistech's expertise spans various domains, helping clients achieve their business objectives. With a workforce of 76, Bistech is an asset for small and medium-sized enterprises (SMEs) in a competitive environment, promoting innovation and economic growth. The Main officer is IT Consulting, Ferndown, Dorset (Appendix A).
2 [bookmark: _Toc150156172]Critical of Bistech Strategic Direction Appraisal
Bistech's strategic direction is based on its mission and objectives, which are not explicitly stated. 
The company's strengths lie in its comprehensive IT services and solutions, including professional services, managed services, and technology products. Their commitment to proactive, preventative, and cost-effective managed services aligns with the growing demand for reliable IT support. Bistech's strategic partnerships with industry-leading vendors and emerging innovators demonstrate their commitment to staying at the forefront of technology. However, the lack of explicit mission and objectives may lead to a lack of clarity among employees, clients and stakeholders. The absence of specific information about their target market or segments may indicate a potential weakness in market focus. Additionally, the absence of financial performance, market share or competitive positioning makes it challenging to assess their financial health and market standing.
To improve, Bistech should clearly define its mission and objectives to research by Rafay (2019), conduct a thorough market analysis, and provide financial information and performance metrics. Additionally, the company should align its strategic actions and investments with its long-term vision, which is unclear due to the absence of an explicitly stated vision.
VMOST Analysis for Bistech (Table 1):

[bookmark: _Toc150163292][bookmark: _Toc150164196]Table 1. Source: According to Marvilano (2020).
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Bistech, a leading IT services provider, should focus on improving its mission and objectives to align with its long-term vision. This can be achieved through various strategies from the perspectives of operations, marketing, and human resources.
Operations can provide training support to research by Barney and Hesterly (2019) such as flexible work hours and access to relevant courses and materials for civil service exams and desired job roles. They can also manage workloads by redistributing tasks or temporarily reassigning responsibilities to other team members. Networking opportunities can be fostered by attending relevant industry events, conferences or workshops, providing insights into civil service job openings.
Marketing can assist goal setters in creating a strong personal brand that aligns with their career goals, such as optimising LinkedIn profiles and sharing relevant content. Market research can identify trends, job openings and requirements in the environment and sustainability field within the civil service sector, guiding the job application and exam preparation process.
Resume and cover letter support can be provided by marketing professionals, helping goal setters craft compelling resumes and cover letters tailored to the civil service sector. Human resources can provide strategic guidance on the civil service recruitment process, including job listings, exam navigation, and application tailoring. Mentorship and coaching can also be provided by HR, who can offer valuable insights and advice on the application process and interviews (Olson, 2018).
Performance evaluations can be conducted periodically to track progress towards obtaining a civil service job. By involving operations, marketing, and human resources in pursuing this career goal, Bistech can benefit from a comprehensive and well-rounded approach.
Each department plays a crucial role in providing support, guidance, and resources to achieve the specific, measurable, achievable, relevant and time-bound (SMART) objectives within the set timeframe of six months (Table 2).
Given example in number in real scenario by text above:  Bistech IT Business service with innovation technologies:
Bistech IT Business Services with Innovation Technologies - SMART Objectives:
[bookmark: _Toc150163293][bookmark: _Toc150164197]Table 2. Source: According by Al-Masri and Curran (2019).
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According to research (Al-Masri and Curran, 2019, p.1). By applying the SMART framework, Bistech can systematically work towards these specific objectives in IT Business services with innovation technologies, track progress, and ensure that their actions align with their strategic direction.
These example categorising decisions in this way, Bistech can better allocate resources and ensure that the appropriate level of expertise and attention is given to each type of decision.
key information characteristics for different management levels (Table 3):
[bookmark: _Toc150163294][bookmark: _Toc150164198]Table 3. Source: According to) Bocij et al. (2005).
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This information characteristics required by management levels differ in terms of frequency (Johnson et al., 2017), detail, time horizon and focus, reflecting the distinct roles and responsibilities of each management level within an organisation. Tailoring information to these characteristics ensures that decision-makers have the right data to make informed choices at their respective levels.
Research found that suggested by Bhagwat and Sharma (2007) The Balanced Scorecard (BSC) is a strategic management tool used by organisations like BISTECH PLC to assess their performance from various angles (Appendix B).
3 [bookmark: _Toc150156173]Analysis - Macro or External Environment
3.1 [bookmark: _Toc150156174]PESTLE Environment Analysis
This PESTLE analysis provides an overview of the external factors affecting Bistech PLC's operations and growth prospects on the concept by Haberberg and Rieple (2008). Understanding these macro-environmental factors is crucial for developing a sustainable business strategy and ensuring that Bistech can navigate potential challenges while capitalising on emerging opportunities, it has been suggested that Lynch (2021).
Bistech faces significant external environmental factors such as Brexit according to Hantrais (2019), demographic changes and the COVID-19 pandemic according to the research Neeta Baporikar (2021).
Brexit may introduce trade barriers, customs checks and tariffs, increasing costs and logistics complexity. Post-Brexit, regulatory frameworks may diverge between the UK and EU, requiring legal and regulatory adjustments. Currency fluctuations can affect Bistech's international transactions, impacting import costs and export revenue. Market access to the EU may require a reassessment of Bistech's market strategy. Demographic changes can affect consumer behavior, labour force availability, and market opportunities. The COVID-19 pandemic has disrupted global supply chains, leading to delays and increased costs (Kumar et al., 2020). The pandemic has accelerated remote work and digital transformation, necessitating investments in digital transformation initiatives argues by Rajaram (2023). Demand fluctuations have led to agility in responding to changing customer needs and market conditions. Financial challenges resulting from the pandemic may impact Bistech's financial stability, necessitating revisiting financial strategies and cost-saving measures. To manage these external environmental factors, Bistech should conduct a comprehensive risk assessment, develop adaptive strategies, and closely monitor consumer trends (Long, 2019).



There are six macroenvironmental components to consider (Table 4):
[bookmark: _Toc150163295][bookmark: _Toc150164199]Table 4. Source: According to Fahy and Jobber (2019)
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3.2 [bookmark: _Toc150156175]Micro or Internal Environment
Bistech's microenvironment comprises immediate forces affecting its performance, decision-making, and customer service, including customers, employees, suppliers and stakeholders Lessig et al. (2002)
3.3 [bookmark: _Toc150156176] SWOT Analysis
This analysis will help identify the company's internal strengths and weaknesses and external opportunities and threats:	

SWOT Analysis (TABLE 5):
[bookmark: _Toc150163296][bookmark: _Toc150164200]Table 5. Source: SWOT Analysis Speth and Probert (2015).
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Bistech's success will depend on its ability to leverage its strengths to meet opportunities while mitigating its weaknesses and addressing threats effectively. Regular SWOT analysis can help the company adapt to the ever-changing business landscape (Speth and Probert, 2015, p.1).
This thorough SWOT analysis reveals the interconnected web of factors shaping Bistech 's operational environment. The organisation's strategies and sustainability are contingent on its ability to navigate and harness the identified opportunities while mitigating the potential threats within this dynamic IT industry landscape.

3.4 [bookmark: _Toc150156177]Advance SWOT Analysis
The Rating relating with factors of SWOT (Table 6). 
[bookmark: _Toc150163297][bookmark: _Toc150164201]Table 6. Source:  Advance SWOT. According to Kieser (1994).
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The scores provide a comprehensive analysis of Bistech's internal strengths, weaknesses, opportunities, and threats according to the research by Watkins (2007). They can be utilised to devise strategies that capitalise on strengths, address weaknesses, capitalise on opportunities, and mitigate threats to achieve Bistech's objectives. The positive sign suggests that strengths and opportunities outweigh weaknesses and threats, but it's crucial to consider the specifics of the organisation and industry.
Graphic SWOT Analysis (Figure 1):

[bookmark: _Toc150163218][bookmark: _Toc150163930][bookmark: _Toc150164181]Figure 1.Source: According to Kieser (1994. P.1).
3.5 [bookmark: _Toc150156178]Porter’s Five Forces Model
Porter's Generic Strategies: The choice of generic strategy (cost leadership, differentiation, or focus) can significantly impact Bistech's competitive positioning and profitability.
Porter’s Five Forces Model (Figure 2):
[image: A diagram of competitive rivalry
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[bookmark: _Toc150163219][bookmark: _Toc150163931][bookmark: _Toc150164182]Figure 2:Source: Porter’s Five Forces Model. According to Heubel (2021). 

The implications of these findings can inform Bistech's strategic decision-making (Table 7). For instance, if supplier power is high, Bistech might work on diversifying its supplier base or negotiating more favourable terms. If competitive rivalry is intense, differentiation strategies could be a key focus to stand out in the market.
(Table 7): Bistech's strategic decision-making:
[bookmark: _Toc150163298][bookmark: _Toc150164202]Table 7. Source: According to Heubel (2021, p.1).
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Ultimately, this analysis serves as a foundational step for Bistech to develop and refine its strategic plans, considering both the competitive landscape and the company's internal operations (Heubel, 2021).

3.6 [bookmark: _TOC_250011][bookmark: _Toc150156179]Value Chain Analysis 
Evaluating the value chain can identify areas for cost reduction, quality improvement and overall operational efficiency.
Value Chain Model (Figure 4):
[image: A close-up of a chart
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[bookmark: _Toc150163220][bookmark: _Toc150163932][bookmark: _Toc150164183]Figure 4. Source: Value Chain Model. According to Hart (2022).
The managerial perspective on Value Chain Analysis at Bistech is crucial for understanding the company's strategic planning, resource allocation, and process optimisation. It helps create value for customers by enhancing efficiency, delivering high-quality IT solutions and reducing costs argues by (Hart, 2022, p.1) The perspective focuses on consistently improving and innovating in areas crucial to the company's clients and business success.
3.7 [bookmark: _Toc150156180]VRIO Analysis
The VRIO analysis for Bistech categorises its resources and capabilities as Valuable, Rare, Inimitable and Organised, assessing its potential effectiveness and viability within its strategic framework.
VRIO analysis (Table 8):
[bookmark: _Toc150163299][bookmark: _Toc150164203]Table 8. Source: According to Kimmy (2022).
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The analysis reveals that financial ability is not a significant factor in Bistech's success, but research and development are valuable but not rare. IT support and technology data are valuable but not inimitable and Bistech should protect their technology to prevent imitation. Human resources are valuable but not organised and Bistech should ensure an effective organisational structure to fully leverage this resource. The sustained competitive advantage providing customer services and feedback is valuable, rare, inimitable, and organised. To evaluate the effectiveness and viability of these resources, Bistech should assess their suitability, acceptability, feasibility, cost-effectiveness, ethical considerations and capabilities. This analysis can guide decision-making and resource allocation to enhance Bistech's long-term viability and success (Kimmy, 2022, p.1).
4 [bookmark: _Toc150156181]Stakeholders 
The stakeholders are divided into internal and external (Figure 5):

[image: A diagram of a company
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[bookmark: _Toc150163221][bookmark: _Toc150163933][bookmark: _Toc150164184]Figure 5. Source:Stakeholder according to (Salonen, 2010).
4.1 [bookmark: OLE_LINK2][bookmark: OLE_LINK3][bookmark: _Toc150156182]Stakeholder’s Mapping
Power/Interest Matrix


Figure 6: Power/Interest Matrix

A Power/Interest Matrix is a tool used to categorize stakeholders based on their level of power and their level of interest in a company or its activities (Salonen, 2010). This matrix helps organizations determine how to engage and manage relationships with various stakeholder groups. Here's a Power/Interest Matrix for Bistech: 
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[bookmark: _Toc150163222][bookmark: _Toc150163934][bookmark: _Toc150164185]Figure 6. Source: Power/Interest Matrix. According to Salonen (2010).

High Power, High Interest (Manage Closely):
Customers
Customers have a high interest in Bistech's services and the power to influence the company's reputation and success. Managing and satisfying their needs is critical.
Suppliers
Bistech's workforce is highly interested in the company's operations and has the power to impact its daily functioning. Ensuring their engagement and satisfaction is important. 
High Power, Low Interest (Keep Informed):
Government
Suppliers have the power to affect Bistech's supply chain, but their primary interest is transactional. Keeping them informed about changes in demand or requirements is crucial.
Media
While the media and the public can have an impact through coverage or perception, their interest in Bistech's operations may be relatively low. Monitoring their sentiments and addressing any significant issues is necessary.
Low Power, High Interest (Keep Satisfied):
Employees
The local community may have a high interest in Bistech's impact on the environment and society. 
Shareholders
Maintaining a positive image and addressing concerns is important.
Low Power, Low Interest (Monitor):
General Public
Bistech operates within a local community, and its activities can have social and environmental impacts. Maintaining a positive relationship with the community is important.
Competitors
 Industry associations have limited power over Bistech but can provide valuable insights and networking opportunities. Monitoring their activities and engagement is beneficial.

Figure 7: Power/Interest Matrix of Bistech
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[bookmark: _Toc150163223][bookmark: _Toc150163935][bookmark: _Toc150164186]Figure 7. Source: Power/Interest Matrix According to Chen (2017).
This Power/Interest Matrix provides a visual representation of how Bistech should approach different stakeholder groups. It helps the company tailor its communication and engagement strategies to effectively manage relationships and ensure alignment with the interests and expectations of each group.
5 [bookmark: _Toc150156183]The discussion of new strategies for sustainable growth
Bistech's Market Development strategy is a comprehensive approach aimed at expanding its market presence and increasing its market share.
 It comprises key elements such as market analysis, competitive analysis, customer segmentation, pricing strategies, product and service enhancements, distribution channels, marketing and promotion, sales force optimisation, customer loyalty programs, quality assurance, competitive pricing analysis, innovation and differentiation, Key Performance Indicators (KPIs) and customer feedback and communication Szulanski (1996).
Market analysis helps Bistech understand the competitive landscape, customer behavior, and demand for its products or services. Competitive analysis helps identify weaknesses in competitors' offerings, allowing Bistech to differentiate itself and gain a competitive edge. Customer segmentation helps identify target groups with the most potential for increased sales. Pricing strategies can include discounts, bundles or other incentives to attract new customers or encourage existing ones to make additional purchases (Soyka, 2013).
Product and service enhancements are crucial for driving increased demand, and Bistech can improve its products or services by adding new features, enhancing quality, or expanding product lines. Distribution channels should be reviewed to ensure efficient product delivery and explore new markets or customer segments. Marketing and promotion are essential for creating awareness and generating interest in Bistech's products. Competitive pricing analysis monitors and adjusts pricing while protecting profitability. Innovation and differentiation are crucial for Bistech to stay ahead in a competitive market Lefebvre (2011).
5.1 [bookmark: _Toc150156184]Business strategy:
Three Plan A, B and B:
Plan A - Work from Home Strategy
This plan targets the market of businesses and organisations transitioning to work-from-home and remote work setups. Bistech can encourage the adoption of its chain-based digital record solutions by offering promotional deals and pricing incentives. This approach capitalises on the growing trend of remote work and addresses the increased demand for secure and efficient data management in such environments. By focusing on the work-from-home segment, Bistech can gain a competitive edge and expand its market share in a rapidly evolving business landscape (Benson and Bugnitz, 2004).


Plan B - Eco-Friendly 
This plan emphasises Bistech's eco-friendly and cost-efficient products and services. It highlights the environmental benefits of Bistech's technology and the cost savings it offers. This approach can not only attract new clients but also reinforce relationships with existing ones by demonstrating how Bistech's solutions align with sustainability objectives and reduce operational expenses. In an era where environmental consciousness is on the rise, promoting the eco-friendliness of products can be a compelling market penetration strategy.
Plan C - Sustainability in the Cloud
Cloud infrastructure has emerged as an environmentally friendly alternative to traditional on-premises counterparts. Studies indicate that cloud datacentre’s can be up to 80% more energy efficient. Moreover, by shifting on-premises applications to renewable-powered public clouds, businesses can further reduce their carbon footprint. The cloud's shared services model enhances computing efficiency and provides access to greater computing power, supporting critical sustainability objectives such as improving business efficiency through machine learning and automation, reducing travel through hybrid work models and virtual collaboration, and minimising real-world waste through advanced visualisation, simulation and modelling techniques.
Bistech's business strategy options include the Work from Home Strategy, which focuses on attracting businesses transitioning to remote work and promoting the adoption of chain-based digital record solutions Benson and Bugnitz (2004, p.1). However, this strategy may face challenges such as the highly competitive remote work market and the need to differentiate its offerings in terms of security, efficiency, and cost-effectiveness. The Eco-Friendly Strategy emphasises the eco-friendly and cost-efficient nature of Bistech's products and services, which can attract new clients and enhance existing ones. However, it may require concrete evidence and certifications to support its environmental claims. Transparency and clear communication about the eco-friendliness of products are crucial for gaining client trust. This is contrasts. The Sustainability in the Cloud Strategy leverages cloud infrastructure's environmental benefits and energy efficiency (Buyya et al., 2009), offering reduced carbon footprint and enhanced computing efficiency. However, this strategy may require significant investment in infrastructure and expertise to migrate on-premises applications to the cloud. Addressing security and privacy concerns associated with cloud technology is also essential.

In result, Bistech's success depends on its ability to address challenges, adapt to market dynamics, and communicate its value proposition clearly to its target audience. Aligning these strategies with Bistech's long-term goals and values is essential for sustainable growth and success.
5.2 [bookmark: _Toc150156185]Selection of Strategies (SAF) Framework
The suitability, (Table 10) acceptability, and feasibility (SAF) framework for strategic analysis and decision-making, particularly in the context of Bistech. This Tables elaborate on these considerations criteria and questions for each aspect:
Table 10: (SAF) framework
[bookmark: _Toc150163300][bookmark: _Toc150164204][image: A close-up of a document

Description automatically generated]Table 10. source: SFA Matrix According to the research by Benson and Bugnitz (2004, p.2).
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An agreement, Plan C, which focuses on sustainability in the cloud, emerges as the most feasible and acceptable strategy for Bistech, with a total score of 25. However, it's essential to consider other factors and conduct a more comprehensive analysis before making a final decision. Plan B also shows promise, especially in terms of leveraging the company's strengths and competitiveness improvement. Plan A, while viable, may require further consideration and adjustments to fully align with the company's goals and vision (Yue et al., 2015).
5.3 [bookmark: _Toc150156186]SFA Matrix
SFA MATRIX (Table 11):
[bookmark: _Toc150163301][bookmark: _Toc150164205]Table 11. Source:  SFA Matrix According to research by Botsford et al. (2019).
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In this SFA Matrix analysis, higher scores indicate better suitability, feasibility and acceptability of the plans. Plan 3 has the highest total positive score of 64, making it the most favourable option among the three plans. Plan 2 comes second with a total positive score of 49 and Plan 1 is the least favourable with a total positive score of 40.

[bookmark: _Toc150163224][bookmark: _Toc150163936][bookmark: _Toc150164187]Figure 8. Source: According to Botsford et al. (2019).
The SFA Matrix suggests that Plan 3 is the most suitable, feasible, and acceptable option among the three, making it the recommended choice based on this evaluation. However, it's important to consider other factors and conduct a more comprehensive analysis before making a final decision.
6 [bookmark: _Toc150156187]Provide key strategic recommendations.
Bistech's "Sustainability in the Cloud" strategy should align with Ansoff's model and Kurt Lewin's three-step organisational change model for effective change management and transformation.
Kurt Lewin's Three-Step Model (Table 12): Emphasises three key stages for successful change:
[bookmark: _Toc150163302][bookmark: _Toc150164206]Table 12. Source:  Kurt Lewin's Three-Step Model according to Cummings et at. (2017)
[image: A diagram of a change

Description automatically generated]
Ansoff's Model (Market Development and Product Development): Applying Ansoff's model to Bistech's sustainability strategy (Peterdy, 2022):
Market Development
Bistech is venturing into new markets by educating clients about the benefits of sustainable cloud solutions. To succeed, they should conduct thorough market research, understand the unique needs and concerns of these new markets and tailor their approach accordingly. Providing educational resources and support to clients will be crucial.
Product Development
Transitioning to eco-friendly cloud solutions represents a significant product development effort. Bistech should focus on innovation and technical capabilities to ensure a seamless transition. This includes investing in sustainable infrastructure, adopting new technologies and maintaining product quality and reliability throughout the transition.
[bookmark: _Toc150163303][bookmark: _Toc150164207]Considering the barriers and challenges outlined earlier (Table 13), Bistech should prepare for:
[bookmark: _Toc150163304][bookmark: _Toc150164208]Table 13. Source: Barriers and challenges. According to Krüger and Stumpf (2013).
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In result, aligning Ansoff's model with Kurt Lewin's change management model, Bistech should focus on effective communication, employee training, strategic partnerships, continuous monitoring and regulatory compliance to overcome the barriers and successfully implement its "Sustainability in the Cloud" strategy similarly by Godbole and Lamb (2018), whether it involves market development or product development. The choice of Plan C, with its strong feasibility and alignment with long-term goals, offers a solid foundation for these efforts.
7 [bookmark: _Toc150156188]Conclusion
Bistech's transition towards eco-friendly cloud solutions requires alignment with Ansoff's growth model and Kurt Lewin's three-step change model. Ansoff's model focuses on market development and product development by Cadle, et al, (2010), while Lewin's model emphasises unfreezing the existing state, implementing change, and refreezing new practices into the culture. This approach ensures Bistech manages the transition effectively, addresses resistance and sustains eco-friendly practices. To overcome challenges, Bistech must prioritise effective leadership, employee training, partnerships, monitoring and regulatory compliance. These measures will mitigate risks and reinforce Bistech's commitment to sustainability and environmental responsibility. The strategic recommendations for Bistech include a holistic approach that integrates market development, product development, change management and eco-friendliness for sustainable growth and success. Aligning these strategies with Bistech's long-term vision and values is crucial for continued prosperity.
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Treat of New Entry
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Understanding the barriers to entry can help Bistech
assess the potential threat of new competitors and
strengthen its market position.

Suppliers Power

High

The analysis may reveal the degree of supplier
power in Bistech's industry. High supplier power
could imply cost pressure and a need to manage

supplier relationships effectively.

Buyer Power

Low

If customers have substantial bargaining power,
Bistech may need to consider pricing and
service adjustments to retain their loyalty and

satisfaction.

Competitive Rivalry

High

A high level of competitive rivalry can indicate
the need for differentiation strategies or seeking
untapped market niches.

Treat of Substitution

High

Recognising the potential for substitutes can
drive innovation and differentiation efforts to
make Bistech's products or services more

appealing and less replaceable.
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Feasibility Test 1

Criteria Description PlanA | PlanB | PlanC
Score | Score | Score
(1-5) (1-5) (1-5)

Resource and Are the required resources and core 1 2 5
Competency competencies needed to implement the
Availability strategy currently available within Bistech?

If not, can these resources and 1 2 1

competencies be acquired or developed to

support the strategy?

Can the strategy be funded and sustained 3 4 3
Financial financially and what are the cost
Viability implications associated with its

implementation?
Competitor Are strategies in place to anticipate and 3 1 4
Reactions manage potential reactions from

competitors to the chosen strategy?
Practical Does the planned strategy have practical 2 3 3
Considerations | feasibility, considering factors such as its

workability, compatibility with the existing

organisational structure and the availability

of necessary systems and technology?

10 12 16

Total Score:
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Acceptability Test 2

Criteria

Description

Plan

Score
(1-5)

Plan

Score
(1-5)

Plan

Score
(1-5)

External
Stakeholder
Relationships

How will the strategy impact relationships with
external stakeholders, such as suppliers,
| government agencies and customers?

Will it necessitate changes in these
relationships?

Environmental
Changes

Will the strategy lead to changes in the operating
environment for Bistech, such as increased traffic
on the roads?

How will the company adapt to these changes?

Organisational
Impact

Will the implementation of the strategy result in
significant changes within the organisation,
including shifts in roles, responsibilities or
workforce structure?

Stakeholder
Reactions

Will stakeholders, both internal and external,
react positively to the proposed strategy and how
will their reactions influence the strategy's
acceptability?

The Three Rs:

Risk Is the level of risk associated with
Acceptability | the strategy deemed acceptable
by the company and its
stakeholders?

Risk Is the level of risk associated with
Acceptability | the strategy deemed acceptable
by the company and its
stakeholders?

Return Is the expected financial return
Acceptability | from the strategy considered
acceptable, particularly in terms of
shareholder returns and investor
expectations?

Stakeholder | Will stakeholders, both internal
Reactions and external, react positively to
the proposed strategy and how
will their reactions influence the
strategy's acceptability?

Total Score

17

19

25
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Suitability Test 3

Criteria Description PlanA [PlanB | PlanC
Score | Score | Score
(15 |15 |15
Leveraging Does the strategy make the most of the 2 5 3
Company company's strengths?
Strengths Does Bistech have the technical 1 1 2
capabilities and resources to effectively
transition to the cloud and implement
sustainable practices in its operations?
Mitigating Does the strategy address Bistech's 1 2 2
Weaknesses weaknesses and vulnerabilities?
For instance, does it reduce dependence 2 2 3]
on specific suppliers to mitigate supply
chain risks?
Alignment with Is the strategy in alignment with Bistech's 3 2 4
Goals/Vision long-term objectives and vision?
Will it help the company achieve its 1 2 5
strategic goals, such as attaining a specific
market share percentage?
Competitiveness | Does the strategy improve 3 4 4
Improvement competitiveness?
Total Score 13 18 23
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Strategic Plans

SFA Matrix
Plan 1 Plan 2 Plan 3
Total Score Total Score Total Score
Feasibility 10 12 16
Suitability 13 18 23
Acceptability 17 19 25
Total Positive Score 40 49 64
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This stage involves
preparing the organization
for change. Bistech must
create awareness among its
employees, stakeholders,
and partners regarding the
need for a shift towards
sustainability in the cloud.
This includes addressing
any resistance to change
and encouraging a climate

of openness to new ideas.

This phase is about
implementing the actual
change. Bistech should
execute the chosen
sustainability strategy (Plan
C) while ensuring that the
workforce is adequately
equipped and trained to
embrace the new eco-
friendly technologies and
practices. Effective change
management and
communication play a

critical role here.

Once the change is
implemented, Bistech
should stabilize the new
practices and integrate them
into the organisational
culture. This involves
reinforcing the benefits of
sustainability, ensuring that
the changes become a part
of everyday operations and
measuring the impact of the

sustainability initiatives.
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Effective Change
Leadership and
Communication:

Strong leadership is vital for guiding the organisation
through change. Bistech'’s leadership should communicate
the vision, benefits, and rationale behind the sustainability
strategy clearly and consistently. They should also actively
involve employees, seek their input, and address concerns
to minimise resistance.

Training and Skill
Development:

To overcome the technical and competency challenges, Bistech
should invest in employee training and development programs.
This includes upskilling staff to work with eco-friendly
technologies and implementing ongoing learning initiatives to
keep the workforce updated.

Partnership and
Collaboration:

Bistech should explore partnerships and collaborations,
especially for Plan A and Plan B, where resource and
competency availability are a concern. Collaborating with eco-
friendly technology providers, environmental organisations, and
sustainable energy providers can provide the necessary
resources and expertise.

Monitoring and
Adaptation:

Implement a robust monitoring and evaluation system to track the
progress and impact of the sustainability initiatives. This allows
for timely adjustments based on real-world outcomes and
stakeholder feedback.

Regulatory
Compliance:

Stay updated with environmental regulations and standards,
ensuring that the sustainability strategy aligns with legal
requirements. Compliance will help mitigate risks and
demonstrate Bistech's commitment to sustainability.
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BISTECH PLC
NOTES TO THE FINANCIAL STATEMENTS
FOR THE YEAR ENDED 31 JULY 2022
7. Auditor's remuneration
2022 2021
£ £
Fees payable to the Company's auditor for the audit of the Company's annual financial statements 16,000 13,100
Fees payable to the Company's auditor in respect of:
The preparation of financial statements 2,413 1,950
Taxation compliance services 4,100 3,910
All other non-audit services not included above - 500
8. Employees
Staff costs, including the directors' remuneration, were as follows:
2022 2021
£ £
Wages and salaries 3,789,152 3,485,514
Social security costs 444,922 399,695
Cost of defined contribution scheme 606,230 555,730
4,840,304 4,440,939
The average monthly number of employees, including the directors, during the year was as follows:
2022 2021
No. No.
Directors 3 3
Administration (including IT) 19 18
Service and Support 36 31
Sales and Marketing 18 19
76 71

-22-
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By implementing the Balanced Scorecard framework, BISTECH PLC can create a well-
rounded approach to strategic planning and management, aligning its financial, customer,
internal process, and learning and growth objectives. This approach can help the
organisation track its performance more comprehensively, set clear targets, and develop
strategic initiatives to achieve its goals. It provides a balanced view that goes beyond
financial metrics and considers critical non-financial aspects that contribute to overall

success.

Critical analysis of BISTECH PLC Business environmental scanning:

Environmental scanning is the process of gathering information about various forces within
the marketing environment. It helps identify opportunities and threats for productive
operation, providing competitive advantages. However, the analysis of the strategic
environment in the public sector is more complex due to the wide range of public interest,

which includes objectives and institutions making public decisions.
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BISTECH PLC A MORE SUSTAINABLE BUSINESS
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Plan A - Bistech's Work from Home Strategy focuses on promoting chain-based digital record
solutions for remote work, aiming to gain a competitive edge.

Chart Title
Plan B - The Eco-Friendly Strategy emphasizes the company's eco-friendly and cost-efficient products
& and services, attracting new clients and strengthening existing ones. Transparency and certifications
—— supporting environmental claims are crucial.
Plan C - The Sustainability in the Cloud Strategy uses environmentally friendly cloud infrastructure,
reducing carbon footprint and enhancing computing efficiency, but requires infrastructure investment

and addresses securlty and RIVACYACONCENTSS Feasibility Suitability Acceptability Total Positive

Score
In conclusion, Bistech's path to sustainability involves addressing market challenges, — N R e o T i KT ol Score
adapting to dynamic market conditions, and effectively communicating their value ——FEnGiTorlses

- proposmon to the target audience.The alignment of these strategies with Bistech's long-
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*How the company will look like
in the future

)

*What we will achieve in the
next 1-3 years

*The mission translated
into quantified KPIs to
measure our progress

)

*The direction we
take to achieve
the objectives

Bistech's vision appears to be about evolving and enhancing
their T services, keeping both current and future needs in
mind.

To achieve this, they likely focus on innovation, staying
updated with emerging technologies and maintaining a client-
centric approach.

Include growing their client base, expanding their range of
services and staying competitive in the IT services industry.
Eco Friendly and sustainability environment.

Bistech's strategies may include maintaining strategic
partnerships with industry leaders, providing proactive and
cost-effective managed services and offering a
comprehensive portfolio of IT products and solutions.

Specific tactics may include personalised service, tailored
support packages, strategic partnerships and a consultative
and collaborative approach to delivering IT solutions.
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completion

Specific The specific objectives e Developing and launching a new IT
for Bistech's IT Business service or product within the next 12
services with innovation months.
technologies may e Increasing the number of strategic
include: partnerships with technology

innovators by 20% in the upcoming
fiscal year.

e Conducting a comprehensive market
analysis to identify emerging trends
and client demands in the IT and
technology sector within the next six
months.

Measurable | These objectives  are e The launch of a new IT service or
measurable, as they can be product can be tracked within the
quantitatively assessed: specified timeframe.

e The increase in the number of strategic
partnerships can be quantified.

e The completion of market analysis
within the set timeframe can be
measured.

Achievable | Bistech, with its existing e They have a track record of providing
capabilities and resources, IT services and forging partnerships,
can realistically pursue making these goals achievable.
these objectives.

Relevant These objectives are highly e Technology services, ensuring that
relevant to  Bistech's they stay at the forefront of innovation
strategic direction in IT. and market demands

Time- The objectives come with o Within the next 12 months.

Bound specific timeframes, e Within the next six months.

providing a clear deadline
for accomplishment.





