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Introduction
This new field that we are diving into already has traditional players but that does not intimidate us because we have strategies to outdo them and gain the customers favor in the next few years. There has been a tendency by customers to avoid the use of chemicals for water treatment because of their harmful effects on the body e.g. hair and even the environment when the water is disposed of. This is a good thing seeing that people are caring for the planet more and more unlike before when people used fossil fuel and other agricultural chemicals that wrecked a lot of havoc with little care. This trend, however, good to the inhabitants of this planet in general, will pose a challenge to us, Landover, at the beginning but in the long run, we will switch to the use of friendlier water purification processes. 
For once we are assuming that those clients that we provide cooling services will like our package of providing cooling services and water purification and take our offer which will be cheaper than using another company for water purification and Landover for cooling. This assumption is a precipitous one since some clients might not see the need to use one company to save a few coins but it is human nature to be economical even if one has it all.
The company risks overstretching its financial arm trying to get into this new market. This can land it into a financial quagmire that can even see it run to a halt but measures are there to ensure we don't put in our mouths what we can't swallow financially. 





	Strategy
	Goal
	Objectives
	Measure
	Target

	Shareholder value/financial perspective
	Market share
Revenues and costs
Profitability
Competitive position


	Hit the ground running and achieve a customer base that is sizeable enough to sustain operations within the first year.
	Approach our cooling customers to use our water purifying services at a reduced price for both.
	Number of customers obtained
Amount of profits made in a year
	10000 customers

$50 million in profits in the first year

	Customer value perspective
	Customer relation or turnover.
Customer satisfaction.
Customer value.
	Keep our cooling systems customers and get new ones
Retain new customers for as long as possible
	Give the best services with the best customer care customized for each customer.
	Number of customers retained at the end of the year
	10000 customers minimum every year.

	Process/internal operations perspective
	Measure of process performance
Productivity or productivity improvement
Operations metrics
Impact of change on the organization
	Utilize innovation to keep the internal business processes moving forward.
	Use of technology
Use of newer user and environmentally friendly water purifying methods.
	New techniques introduced.
Government environmental impact audit report.
	At least one new technique added to the existing technique every year.
Clean environmental impact audit report.

	Learning and growth(employee) perspective
	Employee satisfaction.
Employee turnover or retention.
Level of organizational capability.
Nature of organizational culture/climate
Technological innovation.
	Promote our culture of being part of the company by involving employees and preventing turnover
Training
	Keep on with our program of rewarding and recognition of employees and making them feel like part of the company.
Offer training and promotions to employees.
	Number of employee turnover in a year.
Train and promote employees on new techniques. 
	Keep the employee turnover at less than 3% every year.
Train and promote at least 10 employees every two years.




Evaluation of SWOT Analysis
When it comes to the economy, the predictability of what will happen in the next few years is not easy. This can see customers reach to that point where they can no longer afford services and the company has to lower the prices. Insuring the company against such unforeseeable events is a good plan and can help it maintain its grip when the economy is not performing so well.
Technology, on the other hand, cannot be avoided and it has to be used because everything else has some technology. The company will have to spend on technology because by being at the cutting edge of technology, it gives us a competitive advantage over our competitors who might not be conversant with the advances in this field. 
When it comes to the social aspect, spreading the word about the new services can happen like a wildfire. There are new cheaper ways to reach people on social networks e.g. Twitter, Facebook and WhatsApp which can see our customer base skyrocket in a short time. The company will have to pay some people to talk about their experience with our products online on Twitter which is less costly than the traditional advertisement in the dailies and on television.
Environmentally, this is a big issue in present day. People are complaining of too much chlorine affecting their bodies, their skin, their hair and even the taste of the water. Surely there are alternative methods of water purification that are environmentally and user-friendly. Alternatives e.g. membrane processes remove those disease-causing germs while reducing the use of chemicals for disinfection. Use of ultraviolet light is also a technique that is gaining popularity and as Landover, we will have to keep abreast of our competitors by introducing such methods with time. These emerging techniques will definitely call for the company to stretch its financial arm longer but in the long run, it will be worth it. 
When it comes to strategy, approaching clients whom we have been offering cooling system services and offering them a discount if they subscribed to our water purification services will surely be a win for us. We will give them an offer that will be too sweet to turn down in that we will offer them both services if they decide it is us at reduced prices. The concept of approaching large-scale customers only is also a good one but in the long run, we will have to approach domestic consumers too because they make up for the bulk of the market. 
Communication plan
Communication of the new company’s purpose, target, etc. will be done mainly via social media. This is the cheapest way to advertise nowadays compared to traditional channels. There are people called influencers on social networking sites like Twitter whom one can approach and they will communicate to their followers what you want them to at a small fee via the use of hashtags. The target audience of this aggressive creation of awareness about our services will target homeowners and large scale consumers of our services e.g. supermarkets, hospitals, manufacturing companies, etc. This plan does not mean we totally ignore traditional channels that we have used before to advertise our services i.e. television, print media, etc. but we will minimize their use. Puting adverts on YouTube about our new services is also a good channel to reach the customer base. 
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