Apple Incorporation is an American multinational technology company which designs, develops and sells consumer electronics, computer software and online services. They would like to expand their current business operations in Asia. (Alternatively, you may choose another multinational company for your study that would like to expand their current business operations in Asia but this must be agreed with the lecturer in advance).  
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As a strategic management consultant, you required to write an essay that:

a) Conducts a strategic internal and external audit using relevant analytical frameworks or strategic analysis tools to evaluate the key issues facing the organisation.

b) Uses relevant strategy generation and selection methods and recommends the strategic options the organisation should take.

c) Analyses the barriers the organisation may encounter in implementing their strategic choice and proposes how they can overcome the barriers.

Please present your work in an essay format of 7,500 +/- 10% words.
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Executive Summary

Nawade Construction is a local construction company that has been operating in the region for the past decade. The company has established a strong reputation for providing high-quality construction services to its clients. However, Nawade Construction is now looking to expand its business operations in the state of Maharashtra/ Amravati District. As a strategic management consultant, it is important to conduct an in-depth strategic analysis of the company to identify key issues facing it and provide recommendations for strategic options that the company should take.
This essay will conduct a strategic internal and external audit of Nawade Construction using relevant analytical frameworks and strategic analysis tools. Firstly, the essay will provide an overview of the company's current situation, including an analysis of its internal strengths, weaknesses, opportunities, and threats (SWOT analysis) and external factors affecting its business (PESTEL analysis). Secondly, it will use relevant strategy generation and selection methods to recommend the strategic options that Nawade Construction should take to expand its business operations in Asia. Finally, the essay will analyse potential barriers that the company may encounter in implementing its strategic choice and propose ways to overcome them.
Overall, this essay aims to provide a comprehensive strategic analysis of Nawade Construction and identify the most appropriate strategic options for the company to achieve its goal of expanding its business operations in Asia. By using various analytical frameworks and strategic tools, this essay will provide a detailed understanding of the company's current situation and identify key strategic issues that need to be addressed.
1. Background information about Nawade Construction

Nawade Construction is a prominent construction company located in Amravati District/Maharashtra state that offers a range of services such as civil works, government contracts, consultancy works, planning and 3d elevation. Established in [Year], the company has been providing high-quality construction services to both public and private sectors, earning a reputation as a trusted name in the industry.
The company's team comprises experienced engineers, architects, and skilled workers who are dedicated to delivering innovative and cost-effective solutions to clients. They are committed to providing exceptional construction services that meet clients' needs and exceed their expectations.
In the area of civil works, the company specializes in building roads, bridges, dams, and other infrastructure projects. The team uses state-of-the-art technology and equipment to ensure the highest quality workmanship for both small and large-scale projects.
The company also has extensive experience in working with government agencies and has successfully completed several government contracts. They have a deep understanding of the regulations and procedures required for government contracts, and they ensure that their work meets all the necessary requirements.
In addition to construction services, the company also provides consultancy works, offering expert advice to clients on a wide range of construction-related matters. They also specialize in planning and 3d elevation, providing detailed and accurate plans and visualizations to help clients better understand their construction projects.
At Nawade Constructions, they prioritize quality and safety. The company adheres to the highest standards of construction, ensuring that all work meets or exceeds industry regulations and requirements. They prioritize the safety of their workers and take all necessary measures to ensure a safe working environment.
Overall, Nawade Constructions is committed to providing clients with the best possible construction services. They are passionate about what they do and strive to deliver exceptional results that exceed clients' expectations.

2. Key factors affecting the Expansion plan

The local construction company is facing significant challenges in expanding its business in the region and increasing its revenue. The company is struggling to attract new clients and secure government contracts, which are critical for its growth and sustainability. The company is also facing stiff competition from larger construction firms with greater resources and capabilities. Unless these challenges are addressed, the company's growth and sustainability will be severely impacted.
3. Vision and Mission Statement
Vision Statement: 
To be the most reliable and trusted construction company in the region, known for our exceptional quality, performance, reliability, innovative solutions and unwavering commitment to our clients' needs in all types of construction.

Mission Statement: 
Our mission is to be the customer's preferred choice for providing construction services by constantly assessing their needs and delivering satisfaction through innovation, state-of-the-art technologies, and materials. We prioritize safety, occupational health, and environment protection while maintaining a robust supply chain and improving our people's competence through education and strict principles of conduct. We organize work for effectiveness in delivering results and commit today's resources to the future to build a reputation of trust and reliability among our customers and society. We provide the highest level of construction services, including civil works, government contracts, consultancy works, planning, and 3D elevation, while upholding professionalism, integrity, and transparency. We strive to exceed our clients' expectations by delivering projects on time, within budget, and with the highest level of quality. We foster a culture of innovation, continuous improvement, and sustainability, creating a safe and rewarding work environment for our employees and value for our stakeholders.
4. SWOT Analysis
SWOT analysis is a strategic planning tool used to assess the internal and external factors that affect an organization's performance. The analysis helps identify the organization's strengths and weaknesses, as well as the opportunities and threats in the external environment. Conducting a SWOT analysis for a construction company can help identify key areas for improvement and create a roadmap for future success. The process involves identifying the company's strengths and weaknesses, as well as the opportunities and threats presented by the external environment, including factors such as economic conditions, technological advancements, competition, and regulatory changes. By conducting a thorough SWOT analysis, construction companies can develop effective strategies to maximize their strengths, address their weaknesses, capitalize on opportunities, and mitigate potential threats.

Below is the outcome of the SWOT analysis that was conducted for Nawade Constructions:

Strengths:
· Efficient processes
· Experienced and skilled workforce
· Strong customer service
· Good working relationship with material suppliers
· Knowledgeable about subcontractors
Weaknesses:
· Inexperienced workers
Opportunities:
· Knowledge of developing trends in the industry
· Possibility of working on future projects
Threats:
· Inclement weather
· Quarantine restrictions
· Economic factors

The SWOT analysis identified several strengths of the local construction company, including efficiency, experience/skills, customer service, and working relationships with material suppliers and subcontractors. However, the company's weaknesses include inexperienced workers. Opportunities for the company include knowledge of developing trends and possibilities of working on future projects. Threats to the company include inclement weather, quarantine, and economic factors. Overall, the analysis suggests that the company has several strengths that it can leverage to take advantage of opportunities and overcome threats, but it also needs to address its weaknesses to remain competitive.
5. External Audit
The purpose of this external audit is to analyse the market environment in which Nawade Construction operates. The report focuses on the factors that are affecting the construction industry in the local market.

· Political Factors: The local government has initiated several infrastructure projects, which are providing a steady flow of contracts to the construction industry. The government's commitment to the development of the region provides an opportunity for the company to expand its business.
· Economic Factors: The construction industry in the local market is facing economic challenges due to the slow economic growth of the region. The inflation rate is high, which has led to increased material costs. The fluctuating exchange rates have also affected the profitability of the company.
· Social Factors: The social environment of the region is changing rapidly due to an increase in the population. This has led to an increased demand for residential and commercial buildings. The company can leverage this opportunity to increase its market share.
· Technological Factors: The use of technology in the construction industry is increasing rapidly. The company needs to keep up with the latest technological developments to remain competitive in the market.
· Legal Factors: The legal environment in the region is stable, and the company needs to comply with the local laws and regulations related to construction.
· Environmental Factors: The local government has introduced several regulations related to environmental protection. The company needs to comply with these regulations to maintain its reputation as a socially responsible business.

Conclusion: The construction industry in the local market is facing economic challenges, but the government's commitment to infrastructure development provides an opportunity for the company to expand its business. The company needs to keep up with the latest technological developments and comply with local laws and regulations to remain competitive. The increasing demand for residential and commercial buildings provides an opportunity for the company to increase its market share.

6. Organisation Structure for Nawade Constructions
Recommended organisation structure for a building construction company where the owner does the project management and the other segments are outsourced or contracted:

1. Owner/Project Manager
2. Design and Engineering Department (Outsourced or Contracted)
· Architect
· Structural Engineer
· MEP Engineer
3. Construction Department (Outsourced or Contracted)
· General Contractor
· Subcontractors
· Skilled Laborers
· Equipment Suppliers
4. Sales and Marketing Department (Outsourced or Contracted)
· Sales Manager
· Marketing Manager
5. Accounting and Finance Department (Outsourced or Contracted)
· Bookkeeper
· Tax Professional
· Financial Advisor
6. Legal Department (Outsourced or Contracted)
· Attorney
· Legal Consultant
With this structure, the owner/project manager is responsible for overseeing the entire construction project, from start to finish. They work closely with the outsourced or contracted design and engineering department to create the plans and specifications for the project. The construction department, which includes the general contractor, subcontractors, skilled laborers, and equipment suppliers, is responsible for carrying out the actual construction work.
The sales and marketing department is responsible for generating new business, while the accounting and finance department manages the company's finances. The legal department handles any legal issues that may arise during the course of the project.
This company structure allows the owner/project manager to focus on project management and ensure that the project is completed on time and within budget, while outsourcing or contracting other segments of the business to qualified professionals.

Roles and responsibilities for each position in the above recommended organisation structure:
 
1. Executive Management Team:
· Owner/Project Manager: Sets the overall vision, mission, and strategy for the company. Oversees project management, including planning, execution, and delivery of construction projects. Develops and maintains relationships with clients and stakeholders. Manages finances and budgets for construction projects.
· Board Members: Provide guidance and direction to the company. Review and approve major decisions, including financial investments and company strategy.
2. Design and Engineering Department:
· Architect: Collaborates with clients to create designs for construction projects. Develops detailed plans and blueprints for projects. Ensures that designs comply with building codes and regulations.
· Structural Engineer: Designs and oversees the structural aspects of construction projects. Ensures that designs are safe and structurally sound.
· MEP Engineer: Designs and oversees mechanical, electrical, and plumbing systems for construction projects. Ensures that systems are energy efficient and comply with building codes and regulations.
· Quantity Surveyor: Prepares cost estimates and quantity take-offs for construction projects. Evaluates bids and proposals from subcontractors and suppliers.
· Draftsmen: Creates technical drawings and plans for construction projects. Works closely with architects and engineers to ensure accurate and precise drawings.
· Site Supervisors: Oversees the construction process and ensures that work is completed safely, efficiently, and within budget. Coordinates with contractors, subcontractors, and suppliers to ensure timely completion of projects.
3. Construction Department:
· General Contractor: Oversees the entire construction process and coordinates with subcontractors, suppliers, and site supervisors to ensure that projects are completed on time and within budget.
· Subcontractors: Provide specialized services and expertise for specific aspects of construction projects, such as plumbing, electrical work, or carpentry.
· Skilled Laborers: Perform skilled construction work, such as framing, roofing, or masonry.
· Equipment Suppliers: Provide heavy equipment, such as cranes or bulldozers, for construction projects.
· Material Suppliers: Provide building materials, such as lumber or cement, for construction projects.
4. Sales and Marketing Department:
· Sales Manager: Develops and implements sales strategies for the company. Builds relationships with clients and identifies new business opportunities.
· Marketing Manager: Develops and implements marketing strategies for the company. Promotes the company's services and brand.
5. Accounting and Finance Department:
· Bookkeeper: Maintains accurate financial records for the company. Prepares financial statements and reports.
· Tax Professional: Prepares and files tax returns for the company. Ensures compliance with tax laws and regulations.
· Financial Advisor: Provides financial advice and guidance to the company. Develops financial plans and strategies to ensure the company's financial health and stability.
6. Legal Department:
· Attorney: Provides legal advice and guidance to the company. Reviews and drafts contracts and agreements.
· Legal Consultant: Provides specialized legal advice and guidance on specific legal issues, such as zoning or environmental regulations.

7. Strategy formulation by using SWOT matrix

As discussed above SWOT analysis provides a structured approach to assessing the internal and external factors that affect a business. By analysing a company's strengths, weaknesses, opportunities, and threats, the SWOT matrix can help identify areas where the company is doing well and areas where it needs to improve. 

By using this analysis to formulate strategies, a company can focus on leveraging its strengths to take advantage of opportunities, while mitigating its weaknesses and threats. The SWOT matrix provides a visual representation of the analysis, making it easier to communicate and align the team around a common understanding of the company's position and potential future direction.

1. Strength-Opportunity (SO) Strategies:
· Use knowledge of developing trends in the industry to develop and offer new, innovative services
· Leverage strong customer service to gain more projects and increase revenue
· Use experienced and skilled workforce to pursue and win new projects
2. Strength-Threat (ST) Strategies:
· Use efficient processes to mitigate the impact of inclement weather and minimize delays
· Use strong working relationships with suppliers to manage cost increases due to economic factors
· Use knowledge of subcontractors to mitigate the impact of inexperienced workers on projects
3. Weakness-Opportunity (WO) Strategies:
· Use knowledge of developing trends in the industry to offer training and development programs to inexperienced workers
· Pursue future projects that require less experienced workers or that can provide opportunities for on-the-job training
· Use knowledge of developing trends to diversify service offerings and reduce reliance on inexperienced workers
4. Weakness-Threat (WT) Strategies:
· Develop and implement contingency plans to manage the impact of inclement weather and quarantine restrictions on projects
· Leverage strong customer service to maintain existing contracts and secure new projects despite economic downturns
· Use knowledge of developing trends in the industry to identify new business models that can mitigate the impact of inexperienced workers on projects.

8. Implementation plan for above strategies
1. Use knowledge of developing trends in the industry to develop and offer new, innovative services
· Conduct market research to identify emerging trends and determine which services to offer
· Invest in research and development to develop new services
· Train employees to provide the new services
· Launch and market the new services to customers
2. Leverage strong customer service to gain more projects and increase revenue
· Ensure all employees prioritize customer service and understand its importance to the company's success
· Monitor customer satisfaction regularly and make adjustments as necessary
· Offer referral incentives to current customers to bring in new business
· Develop and implement a marketing plan that emphasizes the company's strong customer service
3. Use experienced and skilled workforce to pursue and win new projects
· Develop and implement a training program to further develop employees' skills and knowledge
· Regularly evaluate employee performance and provide feedback and opportunities for improvement
· Identify and pursue projects that require the specific skills and experience of the company's workforce
· Ensure that project proposals and bids highlight the company's experienced and skilled workforce

9. Identifying Barriers and overcoming them.
Below we have listed some barriers and steps to overcome them while execution of the above listed SWOT matrix related strategies.
1. Developing and offering new services may require a significant investment of time and resources, and may be met with resistance from employees who are comfortable with the status quo. To overcome this, communicate the importance of innovation and the potential benefits to both the company and employees, and involve employees in the process.
2. Gaining more projects through strong customer service may be difficult if the company's reputation is not already established. To overcome this, focus on building relationships with existing customers and ask for referrals, and develop a marketing plan that emphasizes the company's commitment to customer service.
3. Pursuing new projects may require bidding against competitors with more resources or a stronger reputation. To overcome this, focus on the company's unique strengths, such as its experienced and skilled workforce, and develop project proposals and bids that highlight these strengths.
4. Developing contingency plans for inclement weather and quarantine restrictions may be difficult due to the unpredictable nature of these events. To overcome this, regularly review and update contingency plans, and maintain open communication with customers and suppliers to ensure all parties are aware of any potential impacts.
5. Identifying and pursuing new business models may be difficult due to the complexity of the construction industry and the need for extensive knowledge and expertise. To overcome this, regularly conduct market research and invest in ongoing education and training to stay up-to-date on emerging trends and business models.

10. Market Development Strategies that can be considered

1. Expand into new geographical markets: Nawade Construction could explore expanding their services into new markets, such as neighbouring towns or cities. This would allow them to grow their customer base and increase revenue.
2. Diversify their services: Nawade Construction could consider offering a wider range of services to attract new customers and increase revenue. For example, they could expand into landscaping, electrical or plumbing services.
3. Develop partnerships: Nawade Construction could form strategic partnerships with other businesses, such as architects or engineering firms, to offer a more comprehensive set of services to clients.
4. Invest in marketing: Nawade Construction could increase their marketing efforts to reach a wider audience. This could include advertising in local publications, attending industry events, or building a strong online presence.
5. Focus on customer experience: Nawade Construction could prioritize customer experience to differentiate themselves from competitors. This could involve improving communication with clients, offering personalized services, or soliciting feedback to continuously improve their offerings.
6. Offer competitive pricing: Nawade Construction could review their pricing strategy and ensure they are offering competitive rates in the market. This could help them attract new customers and retain existing ones.

11. Implementation plan for Market Development strategies
7. Expand into new geographical markets:
· Conduct market research to identify potential new markets
· Develop a marketing plan to target those markets
· Establish a physical presence in the new markets, such as by opening a new office or hiring local staff
· Develop relationships with local contractors, architects, and other industry professionals to help build a local network
8. Diversify their services:
· Conduct market research to identify the most in-demand services in their target market
· Develop a plan to hire the necessary staff and acquire the necessary equipment to offer new services
· Develop a marketing plan to promote the new services
· Ensure proper training of existing staff to deliver new services
9. Develop partnerships:
· Identify potential partners based on their expertise and reputation
· Develop a partnership proposal outlining mutual benefits
· Establish clear communication channels and expectations
· Regularly review and evaluate the partnership to ensure it is delivering the desired outcomes
10. Invest in marketing:
· Develop a marketing plan based on target audience and budget
· Utilize social media to reach a wider audience
· Attend industry events and conferences to network with potential clients and partners
· Consider hiring a marketing consultant or agency to develop and implement a comprehensive marketing plan
11. Focus on customer experience:
· Train staff on effective communication and customer service skills
· Offer personalized services to meet the specific needs of each customer
· Implement a feedback system to continuously improve services
· Regularly assess and evaluate customer satisfaction levels
12. Offer competitive pricing:
· Conduct a pricing analysis to ensure they are offering competitive rates
· Regularly review and adjust pricing to reflect market changes and competitor pricing

12. Identifying barriers and overcoming them
Below listed are the potential barriers that may arise while implementing the recommended Market development strategies.
1. Expanding into new markets may be costly and time-consuming. To overcome this, Nawade Construction should conduct thorough market research and develop a comprehensive marketing plan to ensure the new markets are viable and the investment is worthwhile.
2. Diversifying services may require significant investment in hiring new staff and acquiring equipment. Nawade Construction should conduct a cost-benefit analysis to determine the feasibility of offering new services and ensure they have the necessary resources to deliver them effectively.
3. Developing partnerships may require significant time and effort to establish clear communication and expectations. To overcome this, Nawade Construction should regularly review and evaluate the partnership to ensure it is delivering the desired outcomes and both parties are benefiting.
4. Investing in marketing can be costly and may not deliver immediate results. Nawade Construction should develop a comprehensive marketing plan based on their target audience and budget and regularly assess the effectiveness of their marketing efforts.
5. Focusing on customer experience may require additional training and resources. Nawade Construction should prioritize effective communication and customer service skills training for all staff and regularly assess customer satisfaction levels to identify areas for improvement.
6. Offering competitive pricing may require regular pricing analysis and adjustments. Nawade Construction should regularly review and adjust pricing to ensure they remain competitive in the market.

13. Recommendations
Following are some recommendations to achieve the Vision and Mission statement:
1. Develop a targeted marketing and outreach plan: The company should identify potential clients and target them through marketing campaigns, networking events, and referrals. The company should also strengthen its online presence by optimizing its website, social media profiles, and search engine rankings.
2. Enhance capabilities and capacity: The company should invest in upgrading its technical and managerial capabilities by hiring experienced professionals, training employees, and collaborating with external partners. The company should also acquire new equipment and tools to improve efficiency and quality of work.
3. Develop a competitive pricing strategy: The company should conduct a comprehensive analysis of its costs and competitors' pricing to develop a competitive pricing strategy that attracts clients while maintaining profitability.
4. Build strategic partnerships: The company should establish strategic partnerships with other construction firms, suppliers, and subcontractors to enhance its capabilities and capacity to deliver projects.
5. Diversify service offerings: The company should consider diversifying its service offerings to include specialized services such as green building, sustainable design, and energy efficiency consulting. This will enable the company to differentiate itself from competitors and attract a wider range of clients.
6. Develop a strong reputation and brand: The company should focus on building a strong reputation and brand by delivering high-quality projects on time and within budget. This will help the company to win more contracts and attract more clients through referrals.
7. Seek government contracts: The company should actively seek government contracts by identifying opportunities and submitting competitive bids. The company should also consider partnering with other firms to enhance its chances of winning contracts.
By implementing these recommendations, the local construction company can expand its business, attract new clients, and secure government contracts, while addressing the challenges of stiff competition and shortage of resources.

14. Implementation plan for above recommendation
Implementation plan for the expansion plan outlined earlier:
1. Develop a targeted marketing and outreach plan:
· Conduct market research to identify potential clients and competitors.
· Develop a marketing plan that includes digital marketing, social media, email marketing, and networking events.
· Identify referral partners and establish relationships with them.
· Develop a system to track leads and follow up with prospects.
2. Enhance capabilities and capacity:
· Conduct a skills gap analysis and identify areas where training is needed.
· Hire experienced professionals with relevant expertise.
· Invest in new equipment and tools to improve efficiency and quality of work.
· Establish partnerships with external firms and subcontractors to enhance capacity.
3. Develop a competitive pricing strategy:
· Conduct a comprehensive analysis of costs and competitors' pricing.
· Develop a pricing strategy that is competitive and profitable.
· Regularly review pricing to ensure competitiveness.
4. Build strategic partnerships:
· Identify potential partners and establish relationships with them.
· Negotiate mutually beneficial partnerships that enhance capabilities and capacity.
· Develop a system to manage partnerships effectively.
5. Diversify service offerings:
· Conduct market research to identify potential areas of specialization.
· Develop new service offerings that differentiate the company from competitors.
· Train employees on new service offerings.
6. Develop a strong reputation and brand:
· Deliver high-quality projects on time and within budget.
· Develop a system to manage client relationships effectively.
· Monitor online reviews and respond to feedback.
· Establish a strong brand identity through consistent messaging and visual identity.
7. Seek government contracts:
· Identify potential government contracts and bidding opportunities.
· Develop a competitive bid strategy.
· Build relationships with key stakeholders in the government procurement process.
The implementation plan should also include timelines, budgets, and metrics to track progress and measure success. Regular reviews and evaluations should be conducted to identify areas for improvement and adjust the implementation plan as necessary.

15. Best Practices that the company can follow to keep strategy on track
1. Clearly communicate the strategy: Make sure everyone in the company understands the strategy and how their role contributes to its success. Use clear and concise language, and communicate the strategy frequently to ensure that it stays top of mind.
2. Set specific goals: Establish specific, measurable goals that align with the strategy. Make sure that these goals are challenging but achievable, and that they are broken down into smaller, manageable milestones.
3. Assign accountability: Assign responsibility for each goal to a specific individual or team. Hold them accountable for achieving their goals, and provide them with the resources and support they need to succeed.
4. Monitor progress: Regularly track progress toward each goal and milestone. Use metrics and data to measure success and identify areas for improvement.
5. Adjust the strategy if necessary: If progress toward goals is not on track, be willing to adjust the strategy as needed. Re-evaluate the original assumptions and determine if changes need to be made to the plan.
6. Foster a culture of transparency: Encourage open and honest communication among team members. Ensure that everyone feels comfortable sharing concerns or challenges that may impact the strategy's execution.
7. Celebrate successes: Celebrate milestones and successes along the way to keep morale high and motivate the team to continue their efforts.


16. Potential barriers that may arise while Strategy Execution
The potential barriers that may arise while executing the above expansion plan for the local construction company include:
1. Lack of resources: The company may face challenges in implementing the plan due to a shortage of resources such as funds, skilled labour, and equipment. To overcome this barrier, the company can consider seeking external funding, leasing equipment, and partnering with subcontractors or suppliers.
2. Resistance to change: The company's employees may resist the changes brought about by the expansion plan, leading to a lack of motivation and productivity. The company can overcome this barrier by involving employees in the planning and implementation process, providing adequate training and support, and communicating the benefits of the plan.
3. Regulatory and legal challenges: The company may face challenges in complying with regulatory requirements and obtaining necessary permits and licenses. The company can overcome this barrier by staying up-to-date with regulatory changes, engaging legal counsel, and building relationships with relevant government agencies.
4. Competition: The company may face intense competition from established firms in the region. The company can overcome this barrier by focusing on its unique strengths and differentiating itself through specialized services, competitive pricing, and a strong brand reputation.
5. Economic and market conditions: The company may face challenges due to changes in economic or market conditions, such as a recession or a shift in client demand. To overcome this barrier, the company can monitor market trends and adjust its strategy accordingly, diversify its client base, and build long-term relationships with clients.
Overall, the key to overcoming these potential barriers is to be proactive, adaptable, and strategic in the execution of the expansion plan. The company should monitor progress regularly and make necessary adjustments to ensure that the plan is implemented successfully.
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