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 Chapter – 8 [Introductions]  

Strategy:-  

It is all about integrating organizational activities and utilizing and allocating the scare resource within the 

organization environment so as to meet the present objectives.  

It can also be defined as knowledge of the goods.  

Strategic Management: - Managing and developing effective strategies to achieve organizational objectives.  

Advantages of Strategic management [Learn only points]  

 Discharge board responsibilities  

 Provide a framework for decision making.  

 Helps in a measurement of progress.  

 Focus on objective assessment. 

Disadvantages of strategic management  

The future doesn’t unfold as anticipated:-  

This is a major criticism of strategic management. While forming a strategy we have to anticipate about the future 

and as we know future is not fixed it depends upon the various circumstances.  

There for sometimes it is hard to manage the strategies  

It can be expensive:-  

During the process of strategic management we have to collect many data. We have to hire man power and it 

takes much time.  There for it can be expensive as well.    

Long term benefits v/s immediate results:-  

Strategic management helps in achieving long term goals; if we want to achieve short term goals then strategic 

management is not useful.  

Lack of flexibility:-  

When we follow a particular plan we have to strictly follow that plan. Therefor sometimes we have to say ‗no‘ to 

the many things. Sometimes these can be important opportunities.  Sometimes organizations develop a strategic 

management process that became excessively formal. These processes have lack of creativity and innovation.  

Strategic management process:-  

1 Identifying business mission purpose and objectives.  

2 Environment analysis.  

3 Revise organizational direction.  

4 Alternative strategic choice  

5 Strategy implementation  

6 Strategic evaluation & control    
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Difference between objectives & Goals  
 

SN Base Objectives Goals 

1 Time Frame  Objectives are timeless which never 

ends.  

Goals are temporary for a specific time.  

2 Specificity  Objectives are broad in nature and deals 

with matters of image and style 

Goals are much more specific an stated in terms 

of a particular result that will be accomplished 

by a specific date.  

3 Focus  Objectives are stated in terms of some 

relevant environment.  

Goals are more internally focused and carry 

implications.  

4 Measurement  These are quantitatively measured.  Same but character of measurement is different.  
 

Strategic level in organization  

 

 

 

 

 

 

 

 

 

Study Note :- 9 

 

 

Mission Vision  

Vision Vs Mission 

Vision is about future vision 

statement shapes the organization 

strategy. It indicates where the 

organization is headed [going] and 

what is its intention  

 Define the product & services 

org. provides  

 Technology used  

 Customer need & requirement  

 Distinctive competencies.  

Mission is a fundamental objective of an 

organization which set its apart from the 

organization mission of a company 

describes it purpose of existence 

 It provides roadmap to the co.‗s& 

future.  

 It specifies about co.‗s capabilities 

to adopt new technologies.  

 It also specifies mgt. policies to 

words customer and societies.  

 

Corporate Level  Business Level   Functional  Level 

These type of strategies are 

made by high level 

management it consist CEO, 

CFO, COO, directors & 

manages etc. It includes that 

the business should do, 

allocating resources, 

formulating & implementing 

strategy .These are made for 

long term 

It involves business level mangers. 

A business unit is a self contained 

division which provides a product 

or service for a particular market 

business level manageress are 

concerned with strategies that are 

specific to a part business. It 

included finance, purchasing, 

production, marketing 

department,These are made for 

mid term 

These strategies are related 

to functional level. These 

managers are responsible for 

specific business functions or 

operations. These level of 

strategies are related to day 

to day activities. They 

provide data for corporate & 

business level strategies. 

These strategies are made for 

short duration 
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Study Note – 09 

Strategic Analysis & Planning 

PEST Analysis = Consider External Factory  
 

P- Political – Govt. Decision & Policies affect a firms positions and structure. Tax laws monetary and fiscal 

policies all influence companies in future.  

E – Economical – Factors like inflation interest rate, GDP, Economic growth affects business strategies.  

S- Social – Social factors involve the trends of population domestic markets, cultural trends and demographics. 

These factors help to co.  

T – Technological – This analysis the technology trends and advancements in business environment innovation 

and advancements. This helps in better selection of technology.  

SWOT ANALYSIS  

This analysis basically deals with internal factors. SWOT stands for strength weakness opportunities & threats. 

This represents whole picture of an organization.  

 S – Strengths :-  

i. Financially very sound. 

ii. Good infrastructure.  

iii. Good industrial relation.  

iv. Full capacity utilization.  

v. Good product mix.   

vi. No Political interference.  

vii. Good raw material  

viii. Good relation with govt.  

 

 W- Weakness :- [ Reverse the strengths]  

i. Financially not sound 

ii. Bad infrastructure.  

iii. Poor industrial relations  

So on ………………… 

 Opportunities :-  

i. Seasonal demand  

ii. Global market por-export  

iii. Rural markets  

iv. Incentives  
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v. Diversification opportunities  

vi. Merger / acquisition opportunities  

 T – Threats  

i. Globalization  

ii. Competition  

iii. Price cutting war  

iv. Free imports  

v. Industrial unrest  

vi. Quality thrusts  

vii. Increase in financial cost 

Portfolio Analysis  

Is a term used in describing methods of analysing a product -market portfolio with the following aims? 

(i) To identify the current strengths and weaknesses of an Organization‘s products in its markets, and the 

state of growth or decline in each of these markets.  

(ii)  To identify what strategy is needed to maintain a strong position or improve a weak one.  

Several matrices have been developed over the years to analyse market share, market growth and market position. 

 

Factors influencing Portfolio Strategy:  

There are number of factors - historical, personal, strategic, environmental etc. which influence portfolio strategy. 

Important such factors are given below: 

(1) Mission/Vision: 

The mission of the company is one of the most important factors which influence, the portfolio strategy because 

the mission defines the scope and purpose of the company. Formulation of clear vision about the future has let to 

restricting the portfolio companies like Glaxo.  

(2) Value system: 

A factor very much complimentary to the mission that influences the portfolio strategy is the value system of the 

promoters or major stock holders. After the Murugappa group took over the EID Parry, the liquor business of the 

EID Parry group was sold off as the Murugappa group management felt that it was unethical to be in the liquor 

business. 

(3) Future of Current Business:  

The future prospects of the current business are a very important factor influencing the portfolio strategy. If a 

current business, particularly the most important one, has a bleak future a company would be tempted to divest or 

diversify into growing business.  
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(4) Position on the Portfolio Matrix/PLC: 

The position of different business on the product portfolio life cycle also may influence the portfolio strategy of a 

company. Products in the declining stage may be dropped. 

 

(5) Government Policy:  

Government policy sometimes is an important determinant of portfolio strategy. The pre1991 regulatory regime 

did not permit many companies, particularly large ones and foreign firms, to pursue the type of growth and 

diversification strategies they would have followed in an environment of business freedom, resulting in distorted 

portfolios. The liberalisation has very significantly transformed the environment. 

 

(6) Competitive Environment: 

The competitive environment too has its influence on the portfolio strategy of many companies. When 

competition is absent or limited, as in a protected market, even firms which are inefficient may be able to thrive. 

The protection itself may prompt firms to enter such business. 

 

(7) Company Resources: 

The resources and strengths of the company, undoubtedly, are important factors influencing the ‗portfolio 

strategy‘.  

 

(8) Supply/Demand Conditions: 

Problems with input supplies may encourage backward integration. Similarly, problems with marketing the 

output, or advantages of value addition, may encourage forward integration. When products or services can be 

obtained cheaply/ more efficiently from outside, it may encourage the dropping of such business and dependence 

on outside sources.  

 

(9) Competitive Moves: 

Some firms have a tendency to imitate the growth pattern of the established popular firms. There are firms which 

follow almost the same portfolio strategies of competitors. Sometimes firm A enters an important business of firm 

B, the latter may retaliate by entering the business of the former. There are also cases of firms refraining from 

certain business for fear of such retaliations.  

 

(10) Portfolio Strategy of Parent: 

The portfolio strategy of subsidiaries may be influenced by the portfolio strategy of the parent as has been the 

case with companies like Glaxo India, ICI and Hindustan Lever.  
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(11) Business Environment: 

The business environment, in general, is an influencer of the portfolio strategy and, quite obviously, significant 

changes in business environment have important implications for portfolio strategy. 

 BCG Matrices 

Developed by Bruce D. Henderson in 1970 for BCG  

 

It is a marketing strategy and a strategic mgt. tool.  

 

It can be understood by following diagram.  

 

 

Market Share 

                     HIGH       LOW 

 

                             HIGH  

 Market  

 Growth 

    LOW 

Stars:- 

In short term these require capital expenditure. Then use high cash but also generates high cash or promise high 

returns.  

Cash Cows :-  

 Requires less capital ap. 

 High Cash generation but uses less cash.  

 These funds can be used to finance stars.   

Questions Marks:-  

 High cash usage but less generation. 

 They are in high growth market but they have less.  

 They may be allowed to die.  

 Or may be converted to stars.  

DOGS:- 

 Low growth with low market share.  

 Dogs should be allowed to die or may be killed off.  

Limitations of BCG Model:-  

1 It doesn‘t suggest any response to declining market.  

 

STAR  

 

QUESTION 

MARK (?) 

 

COW  

 

DOG  
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2 It doesn‘t consider the no. of markets to which the firm is serving.  

3 It ignores the thereat of substitute product.  

4 Sometimes BCG matrix became self centric e.g. dogs are killed off.  

5 Market growth and market share are not realizable indicator of growth.  

ANSOFF’S MODEL [1965] = 4 Strategies  

1) Market Penetration  

       Increase in sales of firm can be accomplished by  

i. Reduction in price  

ii. Increase in promotion.  

iii. Acquisition of competitive firms.  

iv. By improvement in existing product.  

       These type of strategies are generally used in growing market  

2) Product development strategy  

        This strategy involves extending the product range available to the firm‘s existing markets.  

        This product development can be achieved by:-  

i. Investment in R&D.  

ii. Join development with others.  

iii. By acquiring right to produce from others.  

 

3) Markets development strategy  

        It can be achieve by a firm Or By finding new group of customers.  

        Examples:-  

i. New customers  

ii. New are or region  

iii. Foreign market  

iv. Industrial buyer  

 

4) Diversification Strategies  

 

Related diversification       Unrelated diversification  

          [Conglomerate growth]  

 

 

    Eg. Soap market to cloth market 

Concentric Div.  Vertical Integ.   

 

    Forward   Backward  
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Diversification strategies: 

Here the firm is becoming involved in a n entirely new industry, or a different stage in the value chain of its 

present industry. Ans off distinguishes several of diversification: 

Related Diversification: 

Here there is some relationship, and therefore potential synergy, between the firms exists business and the new 

product/market space. 

(a) Concentric diversification means that there is a technological similarity between the industries which 

means that the firm is able to leverage its technical know-how to gain some advantage.  

(b) Vertical integration means that the firm is moving along the value system of its existing industry 

towards its customers (forward vertical integration) or towards its suppliers (backward vertical 

integration). The benefits of this are assumed to be: 

 Taking over the profit margin presently enjoyed by supplier or distributors; 

 Securing a demand for the product or a supply of key inputs;  

 Better synchronization of the value system:  

 Reduction in buyer or supplier power.  

 However, it also means increasing the firm‘s investment in the industry and hence it‘s fixed cost base.  

Unrelated Diversification  

This is otherwise termed conglomerate growth because the resulting corporation is a conglomerate, i.e. a 

collection of business without any relationship to one another. The strategic justifications advanced for this 

strategy to:  

 Take advantage of poorly managed companies which can then be turned around and either run at a gain 

to the shareholders or sold – on at a profit:  

 Spread the risks of the firm across a wide range of industries:  

 Escape a mature or declining industry by using the positive cash flows from its to develop into new and 

more profitable areas of business.  

Stages in Strategic Planning  

 

S-1 Strategic option generations  

 

S-2 Strategic option evaluation  

 

S-3 Strategic Selection  
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Difference between strategic management and strategic planning  

 

S.No.  Strategic Management  Strategic Planning  

1 It is focused on producing strategic result new 

market and products  

It is focused on making optimal strategic 

decision.  

2 Management by result  Management by plans  

3 It is an organizational action process  It is an analytical process  

4 It is about to choose the things to do and about the 

people who will do them.  

It is about choosing things to do  

 

 

Corporate planning & Long range planning  

 

Corporate planning        Long –range Planning  

 

 

 

 

 

 
 

Steps in contingency planning – 

Robert Linnemam and Rajan Chandran have suggested that a seven step process as follows:  

Step 1 - Identify the beneficial and unfavorable events that could possibly derail the strategy or strategies.  

Step 2 - Specify trigger points. Calculate about when contingent events are likely to occur.  

Step 3 - Assess the impact of each contingent event. Estimate the potential benefit or harm of each contingent 

event.  

Step 4 - Develop contingency plans. Be sure that contingency plans are compatible with current strategy and are 

economically feasible.  

Step 5 - Assess the counter impact of each contingency plan. That is, estimate how much each contingency plan 

will capitalize on or cancel out its associated contingent event. Doing this will quantify the potential value of 

each contingency plan.  

Step 6 - Determine early warning signals for key contingency event. Monitor the early warning signals.  

Step 7 - For contingent event with reliable early warning signals, develop advance action plans to take 

advantage of the available lead time. 

 

It is concerned with directing an controlling 

future operations of a company. These are 

related to long tere generally 5 years or 

more. It provides an opportunity to anticipate 

about future.   

It focus on making objectives related to 

company as a whole. This planning 

may be related to short run or may be 

to long run. These planning are done by 

to P Management.  
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Benefits of contingency planning:-  

1 It helps to anticipate future.  

2 It removes the process difficulties.  

3 It permits quick response to change.  

4 Ti prevents panic in hard situations.  

5 It makes mangers more adoptable.  

6 It change the goals to suit internal and external changes.  
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Study Note – 10 

Formulation &Implementation of Strategy  

Formulating production strategy  

Need for a Production Strategy: 

The key to successful survival of an enterprise as an independent unit is how efficiently production activity is 

managed. The two major factors that contribute to business failures are obsolescence of the product line and 

excessive production costs. These factors themselves have been the outcome of ineffective production planning.  
 

Production strategy plays crucial role in shaping the ultimate success of a firm. Being based on objective 

analysis of external environmental forces and corporate strengths and weaknesses, it enables an Organization to 

make optimal decisions regarding product, production capacity, and plant location, choice of machine and 

equipment and maintenance of existing facilities. 

 

Formulating Production Strategy:  

 

(i) Study the overall corporate plan and define the objectives.  

(ii) Analyse the present production operations and the present and future environment.  

(iii) Review sales- forecast and marketing.  

(iv) Make strategic decisions for production.  

Study of Corporate Plan and Statement of Objectives:  

As in other operating areas, production planning begins with corporate objectives and planning premises. 

Examination of overall corporate planning not only provides overall directions for manufacturing but also 

answers questions about overall economic, industrial, market and company factors which will limit and 

otherwise affect the production planning. 

Analysis of the Present Production Operations and the Environmental Forces:  

The production manager should analyse the current manufacturing operations arid the present and future 

environmental trends to determine the company‘s manufacturing strengths and weaknesses and to isolate 

environmental factors such as the manpower supply and new process and equipment developments, which 

significantly affect manufacturing operations.  

Review of Sales Forecast and Marketing Mix:  

Since planning in other areas affects manufacturing plans, the planner should examine the plans in these areas. 

Sales goals are the basis upon which specific operating Formulation and Implementation of Strategy plans for 

manufacturing are built. Hopefully, the manufacturing manager will have participated in the development of 

these goals so that the sales goals can be reconciled with operations limitations. Once settled manufacturing 
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plans can be developed to meet sales goals. The impact of marketing mix, research and development and new 

product administration on manufacturing are also examined.  

Making Strategic Decisions:  

Keeping in mind the overall corporate business mix, present production operations, environmental forces, sales 

forecast and marketing mix, the production manager has to decide about the extent of manufacturing activity, 

choice of manufacturing process, capacity machines and equipment to be used, and physical facilities. 

(a) Extent of Production Activity 

(b) Choice of Manufacturing Process: 

(c) Capacity Decisions: 

(d) Choosing Machines and Equipment: 

(e) Equipment Investment: 

(f) Physical Facilities Decisions: 

Marketing strategy  

Market is an arrangement that provides an opportunity of exchange of goods and services, for money or 

money‘s worth. It is the means to settle the terms of exchange.  

―Marketing is the performance of business activities that direct the flow of goods and services from producer to 

consumer or user.‖ 

Role of Marketing: 

The first and foremost role is that is stimulates potential aggregate demand and thus enlarges the size of the 

market. You might ask how it helps in the economic growth of a country. The answer is that through 

stimulation of demand people are motivated to work harder and earn additional money to buy the various ideas, 

goods and services being marketed. An additional advantage which accrues in the above context that it 

accelerates the process. (In India, it is believed that about one-fourth of GNP and more than one-third of 

agricultural output are still non-monetised. 

Marketing Functions:  

Marketing involves eight important functions: Buying, Selling, Storage, Transportation, Financing, 

Standardisation, Grading and Risk-Taking. 

Marketing Objectives:  

(i) Creating awareness and appreciation of the crucial role of consumer in shaping decisions, and of the 

profit as a basic foundation of corporate existence, stability and growth.  

(ii)  Awareness that consumers can only be helped to solve their problems through corporate efforts.  
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(iii) Awareness and concern with trans-departmental implications of an individual department‘s decisions 

and actions and their effect on the firm‘s equilibrium with its external environment— consumers, 

competitors, government, etc.  

(iv)  Concern with, and interest in, the innovation of products and services so as to solve select consumer 

problems.  

(v)  Concern with the effect of new product and service introduction on firm‘s present and potential profit 

position.  

Marketing Plan:  

Marketing plan is a written document that specifies in detail the firms marketing objectives and how marketing 

management will use the controllable marketing tools such as product design, channels, promotion and pricing 

to achieve these objectives. 

The marketing concept has been expressed in many colorful ways:  

(i) meeting needs profitably  

(ii) find wants and fill them  

(iii) love the customer, not the product  

(iv) have it your way  

(v) you‘re the boss  

(vi) to do all in our power to pack the customer‘s rupee full of value, quality and satisfaction. 

 

Social Marketing:  

Societal marketing concept calls for a customer orientation backed by integrated marketing aimed at generating 

customer satisfaction and long-run consumer welfare as the key to attaining long-run profitable volume. 

Formulating Overall Marketing Strategy:  

A marketing strategy should be used as a working paper that guides the store‘s operations for the next 1-2 years.  

The format of a marketing strategy has three sections:  

Basic assumptions -- based on survey results and past planning processes;  

Strategic goals -- goals for growth and fiscal health of the co. 

Achieving goals -- operational ideas for changes that will alter the perception of the storefront by the public to 

conform to the strategic goals. 
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Corporate strategic planning involves four planning activities:  

(a) Developing a clear mission for the company in terms of its industry, product &competence.  

(b) Identifying the company‘s Strategic Business Units (SBUs) which can benefit from separate planning and be 

managed as separate profit centres. 

(c) Allocating resources to SBUs based on their market attractiveness and business strength, or market growth 

rate and Relative Market Share matrix. The two most important portfolio models are Boston Consulting Group 

(BCG) model and General Electric (GE) model. Careful use of the portfolio models helps in isolating SBUs to 

be built, maintained, harvested or divested. 

(d) Expanding present business and developing new ones to fill the strategic planning gap: The company can 

identify opportunities by considering intensive growth (market penetration, market development and product 

development), integrative growth (backward, forward and horizontal integration) and diversification 

(concentric, horizontal and conglomerate diversification). 

The concept of Human Resource Development (HRD) has evolved over time with the recognition of people 

employed in Organizations as a resource. In a comprehensive sense, HRD is defined as a process by which 

employees are encouraged and helped in a continuous and planned way to  

(a) Acquire and sharpen capabilities to perform functions relating to their present or future positions,  

(b) Develop their general abilities as individuals,  

(c) Identify and make use of their own inner potentials for their own and/or Organizational purposes and  

(d) Develop an Organizational culture whereby superior-subordinate relations, team work and collaboration 

among sub-units may lead to strengthening healthy work ethos, motivation and pride of employees.  

Strategic management of human resources includes assessing staffing needs in the light of strategies formulated 

and developing a staffing plan for implementation of strategy. The compensation and incentive payments 

necessary to motivate technically skilled employees and managers also need to be kept in view in connection 

with the staffing plan. The basic policy in that respect is to be that of linking corporate earnings with individual 

benefits. 

The more important features which human resource strategy may bring to bear on the Organizationare 

as follows:  

(i) Orientation of the members. HRM strategy has to ensure that individuals employed in the 

Organizationhave necessary orientation so that the mission and objectives of the Organizationare 

internalized by the members and they have a sense of identification with the values and culture of 

the Organization. 
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(ii) Facilitation of organizational changes as and when called for. The practices and procedures are 

required to be in conformity with the changing internal and external conditions. This is a vital role of 

HR strategy management.  

(iii) Coping with diversity of workforce. Modern Organization‘s with highly complex nature of jobs and 

processes generally have a highly diversified workforce differentiated in terms of age, sex, religion, 

professional and technical skills and educational background.  

(iv) Maintaining competent and committed workforce in a competitive environment. The intensity of 

market competition for enterprises has been growing fast with globalisation and liberaliation of 

economic policies.  

(v) Development of core competency. An enterprise succeeds in achieving its strategic objectives 

mainly on the basis of capabilities in the technical, marketing or human skills in areas of crucial 

importance. These are known as core competencies of the Organization which are unique internal 

strengths not possessed by competitors. HRM is required to undertake building up of core 

competency by the Organization as to secure dynamic leadership in the product market.  

(vi) Empowered workforce as an active resource. HR strategy is best managed when the members of an 

Organization are individually in control of their work and are able to realise their potentials with 

empowerment to take relevant decisions on their own. This is likely to secure enduring performance 

based achievements.  

(vii) Appropriate work culture and ethical norms. No Organization can get the best contribution from its 

members unless individuals develop a liking for challenging jobs and follow the ethical norms of the 

Organization functionally. 

Manpower Strategy:  

There are several strategies for motivating Organization members.  

Each strategy is aimed at satisfying people‘s needs through appropriate Organizational behavior. Some of these 

strategies are discussed below:  

(1) Managerial Communication:  

The most important and basic strategy for a manager is simply to communicate well with the Organizational 

people. This satisfies such basic human needs as recognition, a sense of belonging, and security. For example, 

such a simple action as a manager‘s attempting to become better acquainted with subordinates can contribute 

substantially to the satisfaction of each of these three needs. As another example, a message from a manager to 

a subordinate that praises the subordinate for a job well done can help satisfy the subordinate‘s recognition and 

security needs.  

 



17 
CMA Akshay Sen                                         Dhruv Coaching Classes Pvt. Ltd. 
SM Summary Notes                                                                      94130-94120 

 

DCC is here to make you a shining star like “ Dhruv” 
  

(2) Theory X and Theory Y:  

Another motivation strategy involves manager‘s assumptions about the nature of people. Douglas McGregor 

identified two sets of assumptions. According to him, Theory X involves negative assumptions that managers 

often use as the basis for dealing with people. Theory Y represents positive assumptions which managers strive 

to use. The basic rationale for using Theory Y rather than Theory X in most situations is that managerial 

activities reflect Theory X assumptions. As such, the activities based on Theory Y assumptions generally are 

more successful in motivating Organization people than those based on Theory X assumptions.  

(3) Job Design:  

A third strategy managers can use to motivate Organization members involves the design of jobs that 

Organization members perform. Earliest attempt to overcome job boredom was job rotation in which 

individuals are moved from job to job and thus they are not required to perform a particular job for over the 

long-term. Subsequently, job enlargement is another strategy developed to overcome the boredom of more 

simple and specialised jobs. Job enlargement involves increasing the number of operations an individual 

performs and thereby increasing the individual‘s satisfaction in work. 

(4) Behaviour Modification: 

Behaviour modification is another strategy which can be used to motivate members of an Organization. 

Behaviour modification focuses on encouraging appropriate behaviour as a result of the consequences of that 

behaviour. According to the law of effect, behaviour that is rewarded tends to be repeated and behaviour that 

punished tends to be eliminated. Behaviour modification strategy emphasises on ensuring that appropriate 

consequences occur as a result of that behavior. 

(5) Participative Management: 

Another strategic approach to employee‘s motivation is to adopt the system of involving employees in decision 

making. This will elicit employee‘s commitment in executing decisions. Further, the successful process of 

making a decision, executing it and then seeing the positive consequences can help satisfy one‘s need for 

achievement, provides recognition and responsibility and enhance self esteem. Maintenance aspect of human 

resources is concerned with creation and maintenance of such working conditions in the Organization as are 

necessary to attract the most talented people, retain them and motivate them to give their best. 

Business process re-engineering [BPR] 

BPR Means not only the change but a ridiculous change in the working process of the organization.  

It is also known as business process redesign, business transformation, or business process change management.  

Business process is a set of logically related task performed to achieve defined business outcome.  
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BPR helps to organization in their fundaments rethinking.  

Principles of BPR  

 

REDESIGN     RETOOL    REORGANISE  

 Simplify    Networks    Synchronize  

 Standardize    Intranets    Process  

 Empowering    Extranets    IT  

 Employee ship   Work Flow    HR  

Methodologies for general model stages:-  

The Envision stage: the company reviews the existing strategy and business processes and based on that review 

business processes for improvement are targeted and IT opportunities are identified.  

The Initiation stage: project teams are assigned, performance goals, project planning and employee 

notification are set.  

The Diagnosis stage: documentation of processes and sub-processes takes place in terms of process attributes 

(activities, resources, communication, roles, IT and costs).  

The Redesign stage: new process design is developed by devising process design alternatives and through 

brainstorming and creativity techniques.  

The Reconstruction stage: management technique changes occur to ensure smooth migration to the new 

process responsibilities and human resource roles.  

The Evaluation stage: the new process is monitored to determine if goals are met and examine total quality 

programs. 

Strategy business unit  

SBU groups similar divisions into ―Strategic Business Units‖ and then delegate‘s authority and responsibility of 

each unit to a senior executive who is normally identified as CEO or MD of that SBU. It is an extension of 

Divisional structure 

Advantages:  

(i) Promotes accountability since units‘ heads are responsible for individual SBU profitability (ii) Career 

development opportunities are further higher in this structure  

(iii) Allow better control of categories of products manufacturing, marketing and distributions (iv) Helps to 

expand in different related and unrelated businesses  
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Disadvantages:  

(i) May provide inconsistent approach to tackle customers, etc, because each unit may work in it‘s own way 

to handle situations  

(ii) High cost approach 

The three most important Characteristics of SBU are: 

 It is a single business or a collection of related businesses which offer scope for independent planning 

and which might feasibly stand alone from the rest of the Organization.  

 Has it‘s own set of competitors. 

 Has a manager who has responsibility for strategic planning and profit performance, and who has 

control of profit-influencing factors 

Strategic Implementation 

―Strategic implementation is the assignment or reassignment of corporate and SBU leaders to match the 

strategy. The leaders will communicate the strategy to the employees. Implementation also involves the 

development of functional policies about the Organization structure and climate to support the strategy and help 

achieve Organizational objectives. 

A strategy is usually successful when the other S‘s in the 7-S framework fit into or support the strategy. 

Strategy: A set of decisions and actions aimed at gaining a sustainable competitive advantage.  

Structure: The Organization chart and associated information that shows who reports to whom and how tasks 

are both divided and integrated.  

Systems: The flow of activities involved in the daily operation of a business, including its core processes and its 

support systems. 

Style: How managers collectively spend their time and attention and how they use symbolic behaviour. How 

management acts is more important than what management says. 

Staff: How companies develop employees and shape basic values. 

Shared Values: Commonly held beliefs, mindsets and assumptions that shape how an Organizationbehaves— 

its corporate culture.  

Skills: An Organization‘s dominant capabilities and competencies 

Organizational Structure 

The successful implementation of Strategy requires an effective organization structure. Organizational structure 

means the framework in which the organization defines how tasks are divided, resources are deployed and 

departments are co-ordinated. 

There are several types of organizational structure:  
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(1) Functional Structure  

(2) Geographic Structure  

(3) Matrix Structure  

(4) Hybrid Structure  

 

(1) Functional structure:  

The functional structure is characterized by the simultaneous combination of similar activities and the 

separation of dissimilar activities on the basis of function. All Cost Accountants are located in the Cost 

Accounting Department, and the HOD of Cost Accounting is responsible for all cost related activities. The same 

is true in marketing, research and development, and manufacturing. The functional organization form is one of 

the most common organizational structures found in firms pursuing strategy of concentration or very high 

relatedness. A functional structure is most appropriate when the organization is small to medium size and 

relatively stable.  

 

(2) Geographic structure:  

Another basic form structural grouping is geographic structure, in which activities and personnel are grouped by 

specific geographic locations. Each geographic unit includes all functions required to produce and market 

products in that region. Organization according to geographic areas or territories is rather common structural 

form for large-scale enterprise whose strategies need to be tailored to fit the particular needs and features of 

different.  

 

(3) Matrix structure:  

Another way to achieve focus on multiple outcomes is with the matrix structure. The matrix structure creates a 

dual chain of command; two lines of budget authority and two sources of performance and reward. The key 

feature of the matrix is that product (or business) and functional lines of authority are overlaid to form a matrix 

or grid, between the product manager and functional manager.  

 

(4) Hybrid Organization And supplemental Methods:  

A single type of structural design is not always sufficient to meet the requirements of strategy. When this 

occurs, one opinion is to mix and blend the basic organizations forms, matching structure to strategy, 

requirement by requirement, and unit by unit, Hybrid structure is a form of departmentalization that adopts parts 

of both functional and divisional structures at the same level of management. The major potential advantage of 

the hybrid structures is that the combination may allow the firm to gain the advantages offered by the primary 

structure while at least diminishing the impact of the disadvantage. 


