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	External Forces

	
	Strength
	Weakness
	Opportunity
	Threat

	Legal and Regulatory
	New legislation establishing requirements for building owners to follow 
	Over regulation by the government 
	New legislation allows us to offer the mandated services
	Legal issues

	Economic
	Good economic stance allows owners being willing to spend on our services.
	Controls the cash flow of owners
	N/A
	Downward economy; forcing owners to decide on paying fines rather than the services. 

	Technological
	Technology can improve the quality of the products we use
	Technology also makes things more complicated therefore needing additional training
	Higher price points due to newer technology
	Possibility of losing customers because of price points

	Innovation
	Innovation will allow us to be creative in how we offer our services
	Innovation can force us to become financially restrained
	Opportunity to join with other partners in order to increase work load
	Being late on the innovation curve

	Social
	Word of mouth networking
	Relying only on social networking
	Business growth
	Negative comments about the services. 

	Environmental
	Our services will ensure minimal bacteria in the water
	Over chemical usage which could cause issues for city water drainage
	Care for the environment will keep legislation active and enforced
	Extreme concern for the environment will limit our services for freedom.

	Competitive Analysis
	Analysis will ensure we stay ahead of the competition on pricing and methods
	Incorrect analysis of the competition
	Take work from the competitors
	Wrong analysis may drive us out of the market


	Internal Forces

	
	Strength
	Weakness
	Opportunity
	Threat

	Strategy
	Development of a plan to grow services
	No strategy will mean that the company will just go day to day without any direction.
	Maximize efforts
	Over reaching with the thought-out strategy

	Structures
	Room for expansion
	Increase in expenses
	Rental of areas not in use
	High overhead cost

	Processes and Systems
	Ensures jobs are done efficiently and properly
	Over regulation
	N/A
	Employees not adhering to the processes

	Resources
	Enable us to purchase new equipment
	Cash flow dependency
	Takes resources to make additional resources
	Depletion of resources

	Goals
	Gives us an end to the means
	Setting goals too easily attainable
	Company growth
	Setting goals too high

	Culture
	Establishing the proper culture within the company will help keep internal issues at a minimum
	Setting the wrong culture
	N/A
	Low willingness to adapt to cultre


Strategic Plan Part 2: SWOT Analysis Paper
Business are controlled by many factors. These factors are things such as the economy, new laws and regulations, and current market trends. A prime example is the new service that we are proposing. 

Landover is currently the second largest cooling tower service provider in the tristate area. With this new service, we are intending on offering we will become the only one stop shop for a customer’s cooling tower needs. Due to recent laws and regulation changes we have had to adapt our price points and offered services to fit today’s market. Rather than offering, at minimum, a full preventative service we have now had to break it down into different tiers with low to high price points for our customers to choose from. By doing this we have been able to stay competitive with lower cost companies by offering a like service. While the culture within our employees is to do things right the first time around, many customers only see Company “X” cost “Y” and Company “A” cost “B”. More often than not they pick the lesser cost, only to regret it later on. 
With the influx of work load we have had to hire additional untrained employees with the hopes that they will catch on quickly, this was poor planning on our part. Upon realization that we need more trained employees we decided to reach out to a HVAC recruitment company to fill gaps that we had. Currently we have 15 temporary employees and 35 permanent employees. These 50 employees in total are still not enough to handle the current market and we are actively trying to develop a strategy to counter this.

We are confident that the market will level out with demand and our employees will not get burnt out in the meantime. The current goal is to ride the market and try to maximize its current potential in profits. With this goal in mind, it is our strategy to divide the company and its location into 2 divisions in order to concentrate our efforts. This second location is a property the company owned and used previously until it out grew the size. Fortunately, we maintained the property and will now move 10 employees back to that location. These 10 employees will be trained in the use of pesticides and certified in water treatment over the next 2 years. This will allow us to be within the legal parameters of the new service we will be offering. 
With this new division and the enforcement of the new laws, growth in this market is inevitable. We have been reactive to this point and plan to be proactive from this point further in order to express our commitment to this division. The next five years of this divisions existence will show what promising future we have. 
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