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Wal-Marts New Division
	A mission statement is delineated as an account that describes the temperament, rationale, and functions of a company or a person. Mission statement assists in focusing of possessions and channel preparation. It is as well a proclamation of rationale that directs a person or business. Equivalent to a mission proclamation, a vision statement is delineated as a report providing an extensive icon to work headed for what an association or a person is intending to attain (Sabrautzki, 2010).
New Division
	Wal-Mart is the organization that I have selected in this precise case. It’s mission statement states that, “We save people money so they can live better.” likewise, it’s vision proclamation states that, “If we work jointly, we’ll lower the cost of living for everyone…we’ll give the globe an opportunity to see what it’s like to save and have a better life.” These mission and vision proclamations were actually formed by Wal-Mart’s initiator, Sam Walton; moreover the corporation endeavors to work towards these up to now. Innovation has in fact played a very important role in this particular podium (Bergdahl, 2004).
	For the new company’s division, I actually propose that it offers a new service to the consumers and I would like it to be air transport service. By coming up with an airline, Wal-Mart will be in a position to cover a very large number of customers, since by now it has actually build up a proficient platform and can prosper in any kind of business that it ventures. This is due in part to the fact that it has created a good name for itself and has won a lot of potential customers trust. This division will mainly be customer focused since it is imperative to note that having a customer focus is generally a sturdy donor to the general accomplishment of a business and entails in making sure that all facets of the corporation sets its customers' satisfaction first. In addition, having a customer focus typically comprises upholding an efficient customer relationships and service curriculum (Schermerhorn, 2010).
Customer Needs and Competitive Advantage
	In essence, a method of offering customer satisfaction is founded on an appreciation of what consumers want and need. Therefore for this new division to be effective it should aim on anticipating and meeting or even exceeding these needs. It as well necessitates efficient communication and innovation that covers this area if employed. High quality customer know-how necessitates applying from main contact through to after-sales care, whether the client creates a one off business agreement or regular replicate business. The mission statement to this division should state, “We are devoted to offering our customer a comfortable and affordable transport around the globe.” As stated by Schermerhorn, (2010). 
New Vision and Business Model
	The division will address the customer needs through various ways. One is that, it will come up with appropriate imbursement schemes that will in turn make it probable for the customers to disburse in means that are appropriate to them and at suitable times, such as on satisfactory conclusion of service. Secondly it will put up a correlation with customers so as to make them feel valued and that their requirements are very important, so that they can ultimately fabricate a link to the service. Thirdly, it will have to ensure that it comes up with an efficient complaints process, at this particular area it will have to deal with any given problems or complaints on time and make sure that clients know of the result. In addition it will have to employ technology so as to convey their services in a more improvised manner. For example, it should contain an online know-how that makes it probable for the customers to track where their deliveries are at any given time of day, therefore offering them affirmation. The transportation of client’s goods should be made in a more proper way and in an improvised store where fragile items are kept safe. By doing so, the division will have undoubtedly achieved competitive advantage since by using innovation in its operations customers will be more convinced to use their services hence making the division remain competitive and making profit (Mitchell, & Coles, 2003).
	This division’s vision will be, “To be vastly aggressive and become a global airline ranked in the top 20 by 2022.” For this new division to be able to remain aggressive it must have a well-organized business model. It is factual that the espousal of business models in dissimilar divisions has been disseminated exponentially as an effect of directorial strategies, letting the recognition and definition of trails to be pursued, and improving capture and value formation for customers and the enterprise. In the case of the air transport segment, particularly the airlines, the intention of new business models can donate to generating competitive advantage. Therefore this division’s business model will be a Low-Cost Airline business model. This is definitely going to attract more customers since the prices are affordable, reaching a large number of customers contrary to the companies that cannot offer this service. The business will eventually turn out to be a prominent one in the future since this model exhibits my decision. To adjust travel costs so as to fit the pocket of any person, this will in effect bring more revenue to the company consequently making the company grow (Mitchell, & Coles, 2003).   


Aligning the Divisions Strategic Direction
	The new division’s mission, vision and value align with the Wal-Mart’s mission and vision in various ways. Both missions and vision endeavor in meeting the customer’s requirements by giving them affordable prices. Therefore, more clients will flock there making them gain a lot from the profits. As the company benefits, the clients on the other hand are in a place to save money. The visions as well give motivation for the division and the company to work together and to achieve their set goals. For that reason, the new division’s mission, vision and value and that of  Wal-Mart corporation align so as to make the operations easy and reliable (Niven, 2006).            
	The division’s approaches and planned options will pursue its mission and vision statements. The division will in fact pursue its mission and vision through maintaining its rates and charges low. This stipulation will be footed on the price management general approach in Porter’s replica. The division as well will carry on internationally, expanding to maintain and sustaining this general strategy. Through expansion, this division will achieve enhanced economies of scale, which will hold up the cost management strategy. The concentrated strategies of market infiltration and market expansion as well will come along with such international growth and development (Niven, 2006).            
The Divisions Guiding Principles
	For this division to do well in satisfying its vision statement and mission statement in the long term, it has to carry on moving up. The pressure of hard international competition can be dealt with in the course of aggressive augmentation and spreading out of the business. The division can be expecting resilience in its management location in the air transport industry in the course of international enlargement and expansion. In that case, these elements guide the division’s strategic direction since their disciplines require it to work according to the targets that are placed. Therefore the division will have to draft and implement its objectives in line to what the vision, mission and its value are so as to be precise on how to work towards them (Niven, 2006).   
The Divisions Enhanced Strategic Direction
	There are various directing principles and standards for this division in the perspective of culture, social accountability and ethics. One, the division will by all means use the technological innovation so as to provide services that are in constancy to the mission and vision of the division so as to meet the requirements of numerous clients inexpensive and quality services, by doing so clients will be able to save money, this move basically addresses the social responsibility. Secondly the division will keenly have proper and convenient ways of maintaining its culture and management should put up the manner to reach that. Lastly, ethics is the foundation of how the division will conduct its business. It will be the liability of each and every to hold his or herself in a way that will prop up integrity, honest, and loyalty to the division, clients and one another. It will be the duty of each staff member to act and carry out him or her in a moral and ethical manner (International Conference on Business Ethics, Corporate Governance and Corporate Social Responsibility, & Fernando, 2009).
Conclusion
	To conclusion I have sheltered the new suggestion, the development of the new division with new service and also how it is going to tackle the requirements of the customers and accomplish a competitive advantageous over its entrants. I have as well the vision, business model and what the division will attain in prospect. In addition, I have explained how the novel division’s mission, vision and values are in aligning to the Wal-Mart’s mission and vision. Moreover I described how the novel division would make strategic directions that are in constancy to its mission, vision and values of the corporation. Finally, I have defined the directing doctrines and values for this particular division in perspective of ethnicity, social accountability and ethics.   
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