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SWOT Part 2 
SWOT Analysis Table 

Division: Herbal World
	Factor 
	Strength 
	Weakness 
	Opportunity 
	Threat 
	Trends

	Legal and regulatory
	Less restrictive regulatory laws
	Poor quality standardization laws
	Changing rules and regulations can be favorable
	Changes in tax rates increases the costs of operations
	Increased reforms on rules and laws 

	Global 
	Increased presence of herbal products in the global market
	Limited flexibility in global pricing strategies
	Renewed global interest in herbal products
	No unified system of standardization in the global market
	increasing global demand for herbal products

	Economical 
	Availability of monetary assistance and reduced labor costs
	High loan rates and debt rating limits capital acquisition
	Existence of venture capital
	Fluctuating prices in international market
	Changing economic conditions 

	Technological 
	Highly visible websites for online sales
	Little technological developments in the herbal world
	Increased automation and innovation provides new prospects
	Rapid technological developments increase uncertainty
	Increasing shift towards online marketing, buying and selling 

	Innovation 
	Introduction of new products and services  
	Poor quality of new products
	Increasing demand for new herbal and improved products
	Stiff competition
reduces the potential to generate high returns
	Emergence of new products and distribution networks

	Social 
	Strong social belief on herbal products
	Different cultural dimensions inhibit smooth selling and distribution
	Increasing population provides a potential market for the company
	High social concern on the effects of such products inhibits full exploitation
	Increased awareness and use of social networks for promotional strategies

	Environmental 
	Biodiversity richness and vast agro-climatic zones increases the availability of raw materials
	Poor resource utilization depletes the existing sources of raw materials
	Increasing environmental awareness on the protection of biodiversity 
	Drastic changes in climatic conditions and encroachment of human beings threatens the survival of raw materials
	Rapid changes in environmental factors and laws

	Competitive analysis
	High barriers to entry reduces stiff competition
	High substitutability
	High prospects for differentiation  
	Many products are already being sold by major competitors
	Increased competition towards production of effective herbal products

	Strategy 
	The firm uses a differentiation strategy that provides a good competitive edge
	The strategy does not align well with the organizational goals
	The ability to combine various strategies provides a good competitive advantage
	Many companies are pursuing the same strategies 
	Companies are combining different strategies to get good results

	Structures 
	The division uses a flexible structure
	The structure does not match well with strategy
	Emergence of matrix structures that are efficient in aligning well with different strategies
	Some structures inhibit full exploitation of the company’s potential
	Companies are changing their business structures to adopt to changing market conditions

	Processes and Systems
	Updated processes and systems 
	Some processes and systems are costly to implement and maintain 
	Emergence of new processes and systems that support production of herbal products
	Technological problems that come with new processes and systems
	Adoption of more efficient and lean processes and systems

	Resources 
	Availability of raw materials
	Poor cultivation practices
	There is an increasing demand for herbal products all over the world
	Over 60% of plant collection comes from wild sources
	Increasing attention towards proper utilization of
natural resources at personal level  

	Goals 
	Clear and measurable goals that align with strategy
	Lack of SMART objectives that relate well with the goals
	Increasing emphasis for firms to develop clear goals and objectives
	Unrealistic goals 
	Management by objectives is a strategy being adopted to ensure that goals and objectives are aligned

	Strategic Capabilities 
	High strategic capabilities
	Lack of well experienced personnel to carry the strategy
	Increasing need for strategic planning 
	Lack of enough resources to support the strategy
	Increasing use of strategic management as a business tool

	Culture 
	Innovative culture 
	Reluctance by employees to adapt to new cultures with ease
	Increasing workplace diversity encourages innovative culture
	Rapid changes in the business environment destabilizes the existing culture
	Globalization is increasing the need for companies to adapt to different organizational cultures

	Intellectual property 
	Possession of patent rights   
	Lack of strict rules to protect intellectual property
	Increased campaigns and awareness on protection of intellectual property 
	Increased piracy, counterfeiting and violation of copyright laws
	growth in patent application fillings

	Leadership 
	Visionary leadership
	Little resources to invest in leadership
	Expansion of business operations to global markets provides opportunities for employees to display their leadership capabilities
	Lack of proper training and development on the leadership
	Increased trends towards seminars and conferences for training employees on how to become effective leaders 





There are various forces and trends that are impacting on the way the new division will operate. The most relevant are the economic forces which include changing market prices both locally and globally which greatly affects the sales of the new division. Fluctuating foreign exchange rates reduces the firm’s potential of earning maximum returns on foreign sales. High interest rates and cost of borrowing capital hinders the ease with which the company obtains additional capital to finance its operations. There is increasing changes in legal and regulatory requirements that are increasing the compliance costs for the company which greatly impacts its overall performance. Increased imposition of excise duties and taxes especially sales taxes and licenses increases the costs of operations which in turn eat into the company’s profits (Nair & World Congress of Agroforestry, 2004).
The company has managed to adapt well to economic forces and changes by adopting flexible pricing strategies to take care of changing market prices. The company has also expanded its operations in foreign markets to avoid the costs of fluctuating foreign exchange rates. In addition, the company is utilizing other economical sources of capital to finance its operations such use of retained earnings and issuing of equity to obtain additional capital rather than obtaining a loan. However, the company has not been able to adapt well in relation to changes in legal and regulatory environment as some laws have to adhere to strictly which has been very costly to the business (Paul, 2010).  
Being an herbal world, the supply chain of the new division is analyzed right from the production, distribution and marketing perspective. In the production phase, herbal world division obtains its raw materials from wild sources and cultivated material which are then harvested, processed and traded. However, one concern in this supply chain stage is the sustainability of the wild sources due to the fact that many of the raw materials are always harvested from the roots and this are the most difficult parts to harvest in a sustained manner. Wild harvesting is also associated with high labor costs. Availability of labor is another critical factor affecting the supply chain process of the division during the production stage. The division will mostly utilize the cultivated material since production is on a large scale and this requires standardization of the products in terms of quality and content. Collection of raw material from wild sources leads to a lot of inconsistencies which affects the ultimate quality of the outputs. Plans have been put underway to ensure production of high quality products using low input cultivation methods to ensure success on the international market. The division will also utilize contractors for cultivation purposes in order to utilized their high skills and reduce the costs of cultivation (Thompson, Gamble & Strickland, 2006).  
The distribution stage of the supply chain involves the producers, primary collectors, contractors, wholesalers and suppliers. Collectors are overly dependent on the contractors and due to involvement of many stakeholders, post-harvest handling cannot be controlled adequately. 
In order to develop core competencies and resources within the supply chain, several practices will have to be adopted by the new division in order to bring about positive impact on the business model and various stakeholders. For instance, the division is looking forward to organize cultivation of material according to the accepted standards, assurance of quality control through recognized quality labs, increase control of post-harvest handling, selection of commercially desirable product traits and establishment of product standards that are flexible to enough to adapt to changing consumer demands and legal requirements (Pearce & Robinson, 2009).   
Hypothesis: There is no renewed global interest on herbal products
Research question: What is the impact of renewed global interest on herbal products?
The circumstance surrounding this issue is revived global interest by consumers all over the world on the effectiveness of herbal products. The circumstance can be classified as an external trend because it is an outside force the impacts on the success of the business. Renewed global interest is an opportunity to the business increased interest in herbal products means that consumers are now considering it as better alternative to non-herbal products. 
Hypothesis: There is no significant consumer demand for herbal products
Research question: Is there an increase in demand for herbal products by consumers?
The circumstance surrounding this issue is that there has been an increasing trend towards demand for herbal products by consumers in the market. This can be classified as an opportunity for the business because with increasing demand for herbal products, Herbal world division will have a potential market to sell its products and this is an advantage to the business.
Hypothesis: There is lack of innovation for new herbal products and processing machines 
Research question: Are new herbal products and processing machines being innovated?
The circumstance surrounding this issue is the recent innovations that have been experienced in the herbal industry in terms of new products and the machines to process such products. This is circumstance can be classified as an opportunity because it introduction of new products and machines provides and avenue for the division to diversify its product offerings with the help of the new and efficient machines. 
Hypothesis: There is no unified standardization system in the global market 
Research question: Is there a unified system of standardization in the global market?
The circumstance surrounding this issue is inconsistencies in the acceptable quality standards for herbal products due to variations in the local standards. This circumstance can be classified as a threat because lack of a unified standardized system means that some products will not be able to meet to the required quality standards and this threatens the credibility of the herbal products in the market. 
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