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Rite Aid Key Trends, Assumptions and Risks
 	In part two of Rite Aid's business plan strategic model, the major industry trends facing the Rite Aid Corporation's new health and fitness service division would be technology and resources. The new health and fitness club requires adequate resources, mainly financial to be able to manage its financial position and achieve its objectives. The new health club division also requires efficient gym equipment for workouts, as well as digital computers for customer search and coordination. With the availability of the equipment and resources, the new health club division can operate with the economies of scale due to the projected increase in customers. 
	One of the risks, which is also a trend in this industry, is competition. Rite Aid Corporation is not the first firm to offer health and fitness services. Other companies have been providing these services in the past years, thus affecting the supply and demand of health and fitness services ("Fitness Industry Analysis 2017-Cost & Trends," 2017). However, Rite Aid Corporation plans to develop a new club division with unique, improved and efficient health and fitness services. The market share of Rite Aid is nevertheless expected to fluctuate due to stiff industry competition ("Gym, Health & Fitness Clubs in the U.S. Market Research Report," 2016). Other risks include the potential for financial loss, injuries to clients, loss of equipment through theft by some customers or through misplacement, and negligence by trainers due to lack of proper training.
	Rite Aid Corporation has identified innovation as the key solution to their competitors out in the marketplace. The firm is going to use the digital media to research, reach out and coordinate potential health conscious customers. Most competitors rely on consumers who visit 

them. Therefore, Rite Aid will benefit from the digital media research to obtain potential customers (McCall, 2016). Through its website, Rite Aid Corporation's potential clients can receive information on health and fitness club services and membership prices charged. This process gives the corporation an opportunity to obtain new customers and increase the market share.
The new health and fitness division assumes that the clients maintain their records and have insurance coverage. Because fitness firms get exposed to risks of severe injuries, Rite Aid Corporation will require that customers have access to insurance services (“Fitness Industry Trends-Effect of Health Insurance on Fitness Businesses,” 2017). Rite Aid has a set of organizational cultural practices which assumes that customers are willing to subscribe to it. Rite Aid’s Code of Business Ethics and Conduct also guides the corporation’s activities as well.
Rite Aid Strategic Objectives-The Balanced Scorecard
The strategic objectives of the Rite Aid Health and Fitness Club get aligned to their vision and mission statement. The Rite Aid Health and Fitness Club’s vision is: "To be preferred by our clients over our competitors because we offer personalized fitness services." The club's mission is: "To ensure that our community is fit by providing our customers with personalized training which fits every individual's needs."
Organizational strategic objectives can be best represented using a balanced scorecard. A balanced scorecard gives an organization what is required to achieve objectives, an approach to make these strategies (strategy), and the parameters to be measured and controlled to ensure that the organization is on course to deliver the desired objectives (Kaplan & Norton, 2007).
	 
	Shareholder Value (Financial Perspective)
	· Maximize Rite Aid Health Club’s shareholder value 
· Increase Rite Aid Health Club’s market share 
· Increase Rite Aid Health Club’s revenue and minimize costs
· Improve the firm’s competitive position 
 

	
Customer Value Perspective

	· Ensure customer satisfaction 
· Improve customer value 
· Increase customer retention/turnover rate

	
Process (Internal) Operations Perspective

	                Innovations
	
Relationships 
	
Cost Effective 

	
	· Digital media customer reach 

· Productivity improvement through technology use

· Online membership subscriptions by customers
· New digital workout techniques 
	· Provide and have fun with customers

· Listen to customer complaints

· Negotiate better terms of payment for customers

· Weekly group fitness class schedules
	· High equipment utilization

· Customers to have insurance coverage option discounted through services or memberships 

· Regulate the number of gym trainers

· Affordable and comprehensive nutritional coaching


	
Learning and Growth (Employee) Perspective

	· Fair compensation to enhance employee satisfaction
· Fair treatment of employees to improve turnover/retention rate
· Develop good and favorable organizational culture for employees
· Embrace and implement technological innovations to ease employee tasks such as digital customer search
·  Help employees promote good health and fitness with tools they need to take charge of their health to keep engaged and informed


[bookmark: _GoBack]
Evaluation of Potential Alternatives to Issues and/or Opportunities
· Financial Perspective- The financial perspective aims at improving shareholders’ value. The market share is the most important factor when considering the financial perspective of the firm. A good market share means more customers and the business realizes high revenue. To better the financial stability of the Rite Aid Health and Fitness Club, the firm will attempt as much as possible to minimize operational costs to increase revenue. By increasing the quality of services and mode of customer search, the competitive position of the firm gets enhanced (Kaplan & Norton, 2007). When the new division has gained the competitive advantage over its competitors, it will attract more members, hence more revenue and financial success.  
· Customer Value Perspective- Customers are critical assets for the Rite Aid Health and Fitness Club. Customer satisfaction guarantees the new division a certain level of revenue. Satisfied customers give the firm a good reputation, which attracts more 

members (Savkin, 2016). The new division also strives to create customer value by addressing customer issues on time and providing excellent, satisfactory services. The firm's gym services will get provided through trainers who monitor clients and give them advice accordingly (Graf & Maas, 2008). Customer retention signifies the quality of services that the new division offers.
· Process Operations Perspective- Process operations perspective addresses internal business processes and can get divided into three areas; innovations, relationships and cost effectiveness. Innovations describe different means of customer service and unique services offered by the health and fitness club division when it comes to specific workout techniques that can get provided on a digital platform. This process can help increase more online memberships. Relationships should mean the connection between the members or customers, and the firm. Excellent customer service relationships establish great bonds between the clients and the company, which promotes revenue creation (Savkin, 2016). Developing weekly fitness class routines, negotiating reasonable terms of payment and listening to problems that may arise and get taken care of can help strengthen the bond of your consumers. Cost effectiveness describes the health and fitness division’s plan to minimize costs and increase revenue. This process can be through high equipment utilization, cost regulation of services, discounts through gym services when it comes to insurance coverage, and affordable, comprehensive health services (Walker, 2016).
· Employee Learning and Growth Perspective-  Employees help the new health and fitness division to deliver the services to customers and should get treated equally well. Fair compensation and treatment of employees motivate them to offer quality services to customers. The organizational culture should also be favorable to employees working at the firm. When it comes to new technical innovation strategies that get implemented into the health and fitness club, help employees get quickly accustomed to them through effective training. Encourage employees to embrace necessary tools to take charge in their health and fitness lifestyles to keep engaged and informed when interacting with customers (Becker & Kreis, 2016). 
Potential Risks and Mitigation Plans
	Some of the potential risks identified for the Rite Aid Health and Fitness Club include the following:
1. Injuries to customers that may lead to litigation.
2. Loss of equipment.
3. Customers may leave if they may find it hard to use the fitness equipment.
Rite Aid Investors Pertaining to Mitigation Plan Strategies (Risks)
	Some of the mitigation strategies to hold off risk to Rite Aid's Health and Fitness Club division as it relates to their investors would be the following:
1. All customers will be advised by the Rite Aid Health Club division management to secure insurance coverage so that any injuries can be addressed adequately ("Fitness Industry Trends-Effect of Health Insurance on Fitness Businesses," 2017).
2. The Rite Aid Health Club division will have various personnel who will make sure that all customers have access to the services they require.


3. The Rite Health Club division will have different staff who will oversee gym equipment to make sure it is running efficiently. This process avoids equipment loss.
Ethical Implications
Ethics would form a major segment in Rite Aid Health Club division's operational requirements for the following: 
1. The Rite Aid Health and Fitness Club will ensure proper handling of customers and provision of quality services in the recommended manner without exploitation (“Consumer Information: Joining a Gym,” n.d.). 
2. The division will also adhere to all the regulatory and legal requirements to ensure that no legal action gets taken against it.
3. The new division will not exercise any discrimination based on gender, race or ethnicity both on the side of customers and employees since it would attract serious ethical implications (“Consumer Information: Joining a Gym,” n.d.). 
Rite Aid Strategic Objectives’ Metrics and Targets
	
	Strategic Objective
	Metric 
	Target 

	
Financial Perspective (Shareholder Value)

	· Increase the market share 

· Increase revenue and minimize costs

· Increase profitability

· Improve the firm’s competitive position
	· Percentage increase in market share

· Percentage increase in annual revenue
· Percentage of members using the gym and additional services monthly.

· Number of new members registered monthly

	· 4% increase in market share annually

· 15% increase in annual revenue for the health and fitness club division

· 10% increase in profits monthly.

· 5 to 8 new customer’s monthly 


	
Customer Value Perspective

	· Ensure customer satisfaction 

· Improve customer value

· Increase customer retention/turnover rate
	· Customer turnover rate

· Number of new client's weekly

· Number of customers renewing memberships annually
	· Over 15% turnover rate

· Between 5 to 8 new customer’s weekly 

· Up to 90% of customers should renew memberships annually

	
Process (Internal) Operations Perspective
	· Digital customer reach

· Address customer complaints

· Customer insurance coverage

· Weekly group fitness class schedules
	· Number of customers obtained through digital media search

· Number of complaints addressed 

· Percentage of customers having insurance coverage annually

· Number of online sign-ups for various group weekly workouts offered
	· At least five customer’s monthly

· Zero complaints 

· 70-100% customers to have insurance coverage annually

· At least 10-15 customer’s weekly

	
Learning and Growth (Employee) Perspective

	· Fair employee compensation

· Fair employee treatment 

· Favorable organizational culture

· Employee training of new technological programs

· Promoting healthy lifestyles among customers
	· Minimum wages

· Number of employees leaving

· Complaints raised by employees 
· Number of employee’s monthly

· Number of health and fitness incentives monthly for employees


	· Minimum $8 hourly wage

· Zero employees leaving

· Zero complaints raised by employees

· 2-3 employee’s monthly

· Offer 1-2 fitness and health benefits for employees when goals get reached monthly




Rite Aid Communication Plan
Why: The Purpose of Communication 
The communication plan will be aimed to serve several reasons including, but not limited to the following:
· To collect information from customers and other stakeholders on how to better their strategic objectives to address their issues better. 
· To influence the management to take some actions or to persuade customers and members to subscribe to our health and fitness services.
· To provide a platform of responding to issues and risks likely to impact the business and to meet legal, regulatory and enterprise requirements.

· To get interested parties and stakeholders engaged in the project, inform them, and get their commitment. 
Who: The Audience 
The communication plan intends to relay relevant information to customers, regulatory authorities and the public. Customers are made aware of the services that they would receive by subscribing to Rite Aid Health Club’s services, their benefits and how they will be guided throughout the program. Regulatory authorities need to approve Rite Aid’s health and fitness services and shall communicate this through their communication plan. The public will also receive contact information from the firm because as a business, they can publish their services and profitability each year (Biafore, 2011). 
How: Channels of Communication 
Within the organization, Rite Aid Health Club division shall communicate their strategic objectives through visual representations (charts and graphs) and data representations (numbers and words). Outside the organization, they shall publish all communications on the dailies and magazines. The firm shall also communicate its objectives through online platforms including their website (Biafore, 2011).    
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