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Executive Summary
Apple Company plans to open a new division that will focus mainly on repairing devices for customers in the case they break. The firm will follow its core values that involve collaboration and cross-pollination between different groups. These groups will be responsible for providing new innovative strategies that will be used by the repair services as well as generate new repair systems that other firms cannot offer. Additionally, the new division’s vision is to establish relationships with the local customers by utilizing an effective marketing plan that will provide quality services to the clients. Also, Apple’s new sector primary mission is centered on providing the customers with solutions regarding how to repair their devices.
A SWOT analysis for the company will be used to identify the internal and more so the extent of the external environment within which the new division will operate in. Moreover, in a bid to determine the strategic objectives, the new division will have to accomplish a balanced scorecard, and its impact on stakeholders will be developed. Moreover, communication will also be significant in determining the new division will make the public and shareholders aware of the benefits and costs of implementing the repair system.
Value, Mission, and Value Proposition
Apple’s new division plans to fulfill its vision that is centered on establishing firm relationships with the local customers. The new division’s vision is to form relationships with local clients to offer quality services by utilizing an effective marketing plan. The mission of the new division is to provide customers with solutions of repairing their mobile phones. The value proposition is the innovation of efficient repair systems that will help offer quality services to the customers.
SWOT Analysis 
The SWOT analysis will examine the internal environment which involves strengths and far much the weaknesses of the new division as well as the external sector which comprises of threats and opportunities. 
	Strengths
· Strong brand reputation
· Strategic acquisition
· Driving suppliers of services
· New collaborations with Microsoft
· Development in key objectives
· Innovative strategies
· Advancement in technologies
· Licensed innovation across the world
	Weaknesses
· Dormant development
· Key activities are developing at a solid rate
· Poor demeanor among the employees
· Limited employee motivation

	Opportunities
· Revelation of new global markets
· Innovation facilities
· Expand income through brand products and services
· Spread of services and software sector
· Developing data
· Expanding interest on cloud based software
	Threats
· Economic drop in the US
· Diverse legitimate frameworks in the nations where the firm operates
· High innovation improvement rates
· High competition
· Expensive software and service solutions



Balance Scorecard
Financial perspective
The new division plans to promote the financial growth of the organization by;
· Increasing the revenue earned annually
· Increasing the net profit of the organization




Internal operations perspective
The division also plans to improve operations within the organization by utilizing strategic objectives such as;
· Improving communications within the organization and in the new division
· Utilizing strong marketing plans
· Using innovative strategies to establish solutions for repair
Customer perspective
The new division plans to promote customer satisfaction and meet the needs of clients by;
· Providing solutions to mobile phone repairs
· Providing quality repair services to clients






Learning and growth (Employee) perspective
The division plans to utilize motivational factors and training to increase employee capacity
· The new division will increase employee motivation to eliminate the issue of poor performance
· The division will providing training to personnel to increase capacity in providing quality repair services




Impact of Balance Scorecard on Stakeholders
The balanced scorecard is a strategic plan that assists the organization in accomplishing set objectives (Bischoff, 2011). The scorecard affects all stakeholders in the sense that it acts as proof and direction of how the new division plans to meet their needs (Niven, 2008). Moreover, the transparency of the new unit will be established by allowing stakeholders aware of the changes to be made at Apple.
Stakeholders are crucial to the putting into practice of the balanced scorecard. Their agreement to apply the scorecard contributes to the achievement of the division’s vision, mission and value proposition. Additionally, the balanced scorecard is a motivational tool to all stakeholders (Bischoff, 2011). It influences the decision made by key persons. It increases their understanding on what they will gain from implementing the strategies in the plan.
Consequently, the scorecard is a communication tool since it outlines the objectives of the new division. It allows stakeholders have an insight to the kind of activities the division will be involved in (Controlling and Berlin Balanced Scorecard Approach, 2011). As such, it promotes collaboration among all stakeholders. The key individuals will be willing to work jointly to meet these set vision and mission
The new division decision to use the balanced scorecard thus affects the stakeholder’s pick in numerous ways. For instance, the unit will promote collaboration between these key individuals. Also, transparency and trust are established in the new sector with the help of the scorecard. Therefore, the stakeholders will no longer be opposed to a new division at Apple by identifying the benefits of the set goals.
	Perspectives
	Objectives
	Measures
	Targets

	Financial
	· Increasing the revenue earned annually
· Increasing the net profit of the organization

	The cash flow of the new unit will measure increase in revenue
Secondly, the unit’s net margin will measure increase in profits

	Expected cash flow is 20 million in a year
Increase profitability by 15% in a year


	Customer
	· Providing solutions to mobile phone repairs
· Providing quality repair services to clients

	A decrease in number of repairs will determine efficiency of the repair system


	Have reduced number of repairs from customers by 51% in a year

	Internal operations
	· Improving communications within the organization and in the new division
· Utilizing strong marketing plans
· Using innovative strategies to establish solutions for repair

	Increased collaboration at work will measure effectiveness of communication
The number of customers seeking repair services will measure efficiency of the market plan and innovative strategies
	Increase collaboration in the firm by 50%
Draw approximately 10 million customers to the repair system in six months

	Learning and growth
	· The new division will increase employee motivation to eliminate the issue of poor performance
· The division will providing training to personnel to increase capacity in providing quality repair services

	The potential of employees in the division will be measured through quality of work presented
The improved performance of personnel will measure effectiveness of training
	Increase employee potential by 91%
Increase performance by 93%



Communication Plan
The new division plans to make the public aware of its repair system that will provide solutions concerning mobile repair. Thus, it will develop a communication plan to outline its purpose, target group, and methods of marketing. The primary goal of designing the communication plan is to promote awareness of the new division (Gopinath and Siciliano, 2014). The program will be responsible for educating the public regarding the new unit in the organization. It will also be utilized in examine the finances required in operations of the new section. Furthermore, the plan will be utilized to draw support from the stakeholders. Lastly, the plan will present the objectives, vision, and mission of the unit.
Consequently, the communication plan will be used as a tool to pass messages to the target population (Coombs, 2014). The target audience of the scheme includes all stakeholders of the organization. These key individuals include customers in the local and international markets, shareholders, management, and employees. 
Also, the intended audience of the message from the plan will be reached through various approaches. Social media approaches such as TV, radio, and social networks will be used to communicate to the public. Employees, shareholders and the management will be made aware of the repair system through open conferences and presentations. Therefore, the communication plan will ensure that the key individuals are aware of changes at Apple concerning a new repair system (Gillett, Ajasafe, Lovell, Schmid and Holmes, 2011).
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