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Attempt all questions. 
 

1. Read the following and answer the questions accordingly: 
 

Rasuwa Whisky Distillery is the oldest in Nepal. It is situated at the border of 

Nuwakot and linked by highway. It has established factory in such a location that it 

can use water from Betrawati River. The Betrawati water contains all the necessary 

properties for distilling purposes. Rasuwa Distillery uses the traditional methods of 

fermentation and local ingredients. Those ingredients are easily available at cheap 

price in all seasons. Employees are loyal and productive.  But the traditional method 

of process is slow. The whisky is strong and smooth with golden colour and unique 

flavor. Its uniqueness is partly to do with the water, partly it reflects the quality and 

purity of the ingredients and partly it reflects the skills and care that is instrumental in 

the distilling. Unique flavor and unique colour of Rasuwa whisky is a complete 

mystery. It is situated at about three hours drive from Kathmandu. It is one of the 

major tourist attractions. 

Recently, Phurba Tamang has been appointed as Chief Executive Officer.  He 

analyzed the internal factors to know the competitive strength. Research and 

development was missing. The company size is about average for the industry. Profits 

have been consistent for years. Balance sheet shows ability to obtain needed capital. 

It is at high working capital position. But facilities are old and outdated. Marketing 

service for those who visit factory and taste drink is excellent. But channels of 

distribution are weak.  
 

Questions: 

a) Discuss the strengths and weaknesses of Rasuwa Whisky Distillery and prepare 

its strategic advantage profile (SAP). 8 

b) What actions should Phurba Tamang take as CEO to improve strategic 

management process of the distillery? 7 

Answer: 

a) Strength is something the organization does well compared to competitors. It arises from resources 

and competencies available in an organization. Weakness arises from deficiency in resources and 

competencies. Strength creates strategic advantage over competitors and weakness creates strategic 

disadvantage. 

The forces in the internal environment of Rasuwa Whisky Distillery need to be diagnosed and 

analyzed to find its strengths and weaknesses. Some of the internal factors are marketing and 

distribution factors, Research and Development factors, production and operations management 

factors, corporate resources and personnel factors, finance and accounting factors. The above 

company has never done market research to identify the market, test the customer reaction, 

determine distribution and decide promotion approaches. It's typical local culture is appealing to the 
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tourists from Kathmandu and marketing service to them is its strength. It did not pay much attention 

towards wide distribution. Channels of distribution are weak. It supplies to a few customers so the 

marketing function is not very strong. Lack of market expertise is its weakness. Research and 

development can lead to the development of improved manufacturing to gain cost advantages 

through efficiency but it did not consider R&D as important factor. R&D is weakness of above 

company. Only the traditional method has allowed it to continue. There is no fund to modernize. 

Plant capacity and productivity improvement lead to important competitive advantage but it is weak 

in facilities. It has no flexibility even in product design. Organization's climate and culture can be 

analyzed as a key advantage. Highly loyal and productive employees are its strengths. High working 

capital position of the company is also strength. 

Once the key areas for diagnosis have been analyzed, it is useful to prepare a strategic advantage 

profile (SAP). This is a tool for providing a picture of the more critical areas, which can have a 

relationship to the strategic posture of Rasuwa Whisky Distillery. 

  

Strategic Advantage Profile (SAP) 

Internal Area     Competitive Strength or weakness 

Marketing &    + Service is excellent 

Distribution    - Channels of Distribution are weak 

 

Research & Development  - No R & D performed 

 

Production &   + Excellent sourcing for raw materials 

Operation    - Facilities are old and out dated 

     -No Flexibility in product design 

 

Corporate Resources  + Highly loyal and productive employees 

& Personnel   o Profits have been consistent but average 

     o Company size is about average for Industry 

 

Finance &    + High working capital position 

Accounting   + Ability to obtain needed capital 

Note:     +indicates strength; -indicates weakness; 0 indicates neutral 

b) Crucial to the success of strategic management is the role of the corporate-level general manager 

who is also called chief executive officer. The CEO is responsible for defining what business the 

company is in and matching the best product-market opportunities with the best use of its resources. 

This person must conceptualize the strategy and then initiate and maintain the strategic management 

process. 

CEO is a strategist. Phurba Tamang, being CEO of Rasuwa Whisky Distillery has ultimate 

responsibility for success of strategy. His main duty is to define long term direction and scope of the 

company. Phurba should play the key role in formulation of strategies, implementation of strategies 

and evaluation of strategies. 

The roles of CEO in strategy formulation are key strategist, decision maker, resource planner and 

negotiator. He should play the role of chief architect in defining vision, mission and objectives of the 

Distillery. He should conceptualize and craft strategies to achieve objectives. After analysis, he 

should make strategic choice from among strategic options. His role is related to identification of 

opportunities and match organizational resources of strengths with such opportunities. Negotiator 

role of CEO is very important as it balances the conflicting interests of stakeholders. The CEO 

ensures the acceptability of strategy by stakeholders. 

Phurba should play the role that ensures strategies are operationalised in practice. Informational role, 

leadership role, organizer role and resource manager role are important in putting strategy in action. 
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The CEO plays role in disseminating information about strategy within the organization and outside 

the organization. Phurba Tamang in the role of Chief Administrator assumes overall leadership for 

implementation of strategy. His role is to manage change and conflict. The CEO is an organization 

builder too.  The role of CEO ensures efficient and effective mobilization, allocation and utilization 

of resources for implementing strategies. 

Strategic control role, strategic surveillance role and special alert control role are important in 

evaluation phase of strategic management process. The CEO monitors a broad range of events both 

inside and outside the organization that threaten the course of strategy.  

As Phurba Tamang is going to engage in strategic management process of Rasuwa Whisky 

Distillery, he should make internal and industry analysis. From the very beginning, several scenarios 

of the future of the company should be drafted, decided, implemented and monitored. 

2.  

a) What is strategic management? Explain the process of strategic management. (3+5=8) 

b) BCG portfolio matrix is a widely used tool to assess the suitability of strategy. 

Explain.  7 

Answer: 

a) Strategic management can be defined as the art and science of formulating, implementing, and 

evaluating cross-functional decisions that enable an organization to achieve its objectives. As this 

definition implies, strategic management focuses on integrating management, marketing, 

finance/accounting, production/operations, research and development, and information systems to 

achieve organizational success. The term strategic management is used to refer to strategy 

formulation, implementation, and evaluation, with strategic planning referring only to strategy 

formulation. The purpose of strategic management is to exploit and create new and different 

opportunities for tomorrow; long-range planning, in contrast, tries to optimize for tomorrow.  

Stages of Strategic Management 

The strategic-management process consists of three stages: 

a)  strategy formulation,  

b) strategy implementation, and 

c)  Strategy evaluation.  

Strategy formulation includes developing a vision and mission, identifying an organization’s 

external opportunities and threats, determining internal strengths and weaknesses, establishing long-

term objectives, generating alternative strategies, and choosing particular strategies to pursue. 

Strategy-formulation issues include deciding what new businesses to enter, what businesses to 

abandon, how to allocate resources, whether to expand operations or diversify, whether to enter 

international markets, whether to merge or form a joint venture, and how to avoid a hostile takeover. 

Because no organization has unlimited resources, strategists must decide which alternative strategies 

will benefit the firm most. Strategy-formulation decisions commit an organization to specific 

products, markets, resources, and technologies over an extended period of time. Strategies determine 

long-term competitive advantages 

Strategy implementation requires a firm to establish annual objectives, devise policies, motivate 

employees, and allocate resources so that formulated strategies can be executed. Strategy 

implementation includes developing a strategy-supportive culture, creating an effective 

organizational structure, redirecting marketing efforts, preparing budgets, developing and utilizing 

information systems, and linking employee compensation to organizational performance. Strategy 

implementation often is called the “action stage” of strategic management. Implementing strategy 

means mobilizing employees and managers to put formulated strategies into action. Often 

considered to be the most difficult stage in strategic management, strategy implementation requires 

personal discipline, commitment, and sacrifice. Successful strategy implementation hinges upon 

managers’ ability to motivate employees, which is more an art than a science. Strategies formulated 
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but not implemented serve no useful purpose. The challenge of implementation is to stimulate 

managers and employees throughout an organization to work with pride and enthusiasm toward 

achieving stated objectives. 

Strategy evaluation is the final stage in strategic management. Managers desperately need to know 

when particular strategies are not working well; strategy evaluation is the primary means for 

obtaining this information. All strategies are subject to future modification because external and 

internal factors are constantly changing. Three fundamental strategy-evaluation activities are (1) 

reviewing external and internal factors that are the bases for current strategies, (2) measuring 

performance, and (3) taking corrective actions. Strategy evaluation is needed because success today 

is no guarantee of success tomorrow! 

b) Portfolio analysis started in the mid- 1960s with the Boston Consulting Group USA (BCG) growth 

share matrix, which was pioneered and used extensively by the BCG. The concept tells to position 

each business within the two-dimensional matrix shown in figure. The market share dimension 

(actually the ratio of share to that of the largest competitor) is regarded as pivotal because it reflects 

cost advantages. The growth dimension is considered the best single indicators of market strength. 

The market growth rate (percentage growth in sales) is the projected rate of sales growth for the 

market to be served by a particular business. It is usually measured as a percentage increase in a 

market's share or unit volume over the two most recent years. Market growth rate provides an 

indicator of the relative attractiveness of the market served by each of the business in the 

corporation's portfolio business. 

Market share is usually expressed as the ratio of a business's market share divided by the market 

share of the largest competitor in that market. Thus, relative competitive position provides a basis for 

comparing the relative strengths of different businesses. 

 

 

 BCG/Growth Share Matrix  

 

 

 

 

 

 

 

 

 

 

The BCG growth share matrix is associated with a colourful cost of character representing strategy 

recommendations. The stars (the high share, high growth quadrant) are important to the current 

business and should receive resources if needed. Cash cows (in high share, low growth quadrant) 

should be the sources of substantial amount of cash that can be channeled to other business areas. 

Dogs (low growth, low share quadrant) are potential cash traps they perpetually absorb cash. 
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Dogs: Business are defined as dogs, in which the growth rate is slow and the relative market share is 

low compared to the leading competitors. Because of their low market share, these businesses are 

often expected to have a higher cost structure than industry leaders. It is difficult and extremely 

expensive for them to gain share in a mature market. Divestment or rapid harvesting are the 

recommended strategies for such weak businesses.  

Question Marks: Question marks are high growth, low market share products or divisions. Such 

businesses are seem to indicate opportunity. They need to gain share by generating additional market 

share and hence lower cost via experience gains, while the growth rate  in the industry is high. The 

primary objective of such businesses should be to gain share rather than maximize short-term 

profitability. So questions marks should be converted into stars then later into cash cows. 

Stars: Stars are businesses that have high market share in a high growth environment. They are 

growing rapidly and are the best for long-run opportunities in terms of growth and profitability in the 

firm’s portfolio. They are leaders in their business and generate large amount of cash. they required 

substantial investment to maintain and expand their dominant position in a growing market. The 

investment requirement often exceeds the internal cash generation. These business, therefore, are 

expected to enjoy a lower cost structure than their competitors because of the experience effects. 

Cash Cows: Cash cows are low-growth, high market-share products or divisions. Because of their 

high market share, they have low costs and generate cash. since growth is slow, reinvestment costs 

are low. Cash cows provides funds for overhead, dividends  and investment for the rest of the firm 

and are in excess of their needs. Therefore, these businesses serve as a source of corporate resources 

for deployment elsewhere (to stars and question marks) and are managed to maintain their strong 

market share while efficiently generating excess. They are the foundation of the firm, and stability is 

the appropriate strategy for them. 

 
 

3.  

a) What is internal analysis? Explain the process of internal analysis. (3+5=8) 

b) How do socio-cultural factors affect business organization? Explain. 7 
Answer: 

a) Internal analysis is the process by which the strategists examine the firm’s marketing and 

distribution, research and development, production and development, production and operation, 

corporate resources and personnel, and finance and accounting factors to determine where the firm 

has significant strengths and weaknesses. Internal diagnosis is the process by which strategists 

determine how to exploit the opportunities and meet the threads the environment is presenting by 

using strengths and repairing weaknesses in order to build sustainable competitive advantages. 

Internal analysis is the process through which managers analyze the various factors of their 

organization to evaluate their relative strengths and weaknesses so as to meet the opportunities and 

threats of environment. 

The process of internal analysis goes through certain sequence of activities. This process is 

undertaken so that the organization reaches at a point at which it can undertake strategic actions in 

the lights of its strengths and weaknesses. For this purpose, the relevant information is collected both 

from internal as well as external sources. 

Identification of key factors 

Internal analysis process starts with the identification of key factors that can be evaluated for 

determining corporate strengths and weaknesses. The analysis should cover all aspects of the 
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organization. The factors may be in the area of organization structure and management pattern, 

personnel, finance and accounting, marketing, manufacturing, research and development, etc. 

Identification of strategic importance of factors 

All the factors identified for this purpose of corporate analysis may not have equal strategic 

importance; some are more important, some are less important. The relative importance of the 

factors depends on the nature of organization and its environment. Their relative importance can be 

determined by finding out the contributions of each factor in the achievement of certain key results. 

Assessing strengths and weaknesses on key factors 

Identification of key strategic factors may lead to the assessment of organizational strengths and 

weaknesses in respect of these factors. Organizational strength on any factor can be defined as the 

contribution made by the factor towards the achievement of organizational objectives. An 

organizational weakness on a factor can be defined as the negative contribution on the factor in 

achieving the organizational objectives. 

Preparing strategic advantage profile  

On the basis of the assessment of organizational strengths and weaknesses, a strategic advantage 

profile is prepared which shows the various strong areas of the organization. This profile can show 

the strengths or weaknesses in terms of degree, either in quantity like 1 to 5 for various factors or 

definition very strong to average. 

b) The environment of any organization is the aggregate of all conditions, events and influences that 

surround and affect it. It includes factors outside the firm which can lead opportunities for or threats 

to the firm. Socio-cultural environments include many aspects of society and its various constituents, 

such as attitudes, beliefs, desires, expectations, education, customs, demographic components, role 

of women and views towards themselves, society and Nation. It is composed of the attitudes, values, 

desires, expectations, education, beliefs and customs, opinions, life style of people in a society, 

traditional and social institutions, class structure and social group pressure that are developed from 

their cultural, demographic, religious, educational and ethnic conditioning.  

These elements translate into lifestyle changes that affect the demand for products and services. 

Such factors can create threats and opportunities for their organization. Some of the important 

factors and influences operating in the socio-cultural environment are: 

1. Demographic factors: 

 age, sex, family life cycle, education, occupation, religion, ethnic background, social class, life 
style, personality etc 

2. Social norms: 

Attitude, value, expectations, customs, belief, ritual, and practices 

3. Role of women 

4. Social concern: 

 Pressure group, consumerism, corruption or expectation of society from business  

5. Population indices: 

 life expectancy, birthrate, migration 

6. Career expectations 

7. Emphasis on quality of life 

8. Education and cultural awareness 

9. Views towards others 

The socio-cultural factors, such as buying and consumption pattern of people, their language, 
benefits and values, customs and traditions, taste and preference, education and awareness are all 
factors that affect the business directly. Sometimes the language also creates serious problems to 
businessmen and it enforces to change the brand name of a product.  
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4.  

a) Explain the process of strategy formulation. 7 

b) What is merger and acquisition strategy? Also discuss the advantages and 

challenges of merger and acquisition strategy. (3+5=8) 

Answer: 

a) Strategy formulation starts from review of strategic intent. The process of strategic formulation 

consists of the following. 

1. Review strategic intent:  

The hierarchy of strategic intent lays the foundation for the strategic management. In this 

hierarchy, the vision, mission and objectives are established. Vision is what the organization 

aspires to become in the long run. Mission is the reason for the existence of the organization. It is 

reexamined to ensure that it serves as a unifying them. The objectives of an organization state 

what is to be achieved in a given time period. They are reviewed and reformulated if necessary.  

2. Conduct SWOT analysis : 

Environmental and organizational appraisals help to find out the opportunities and threats 

operating in the external environment and the strengths and weaknesses of the organization 

created by internal environment. SWOT analysis is done to analyze the external and internal 

environment of the organization in order to create a match between them. In such a manner, 

opportunities could be availed of and the impact of the threats neutralized in order to capitalize 

on the organizational strengths and minimize the weaknesses. Opportunities and threats are 

identified by scanning political, economic, socio-cultural and technological factors. Strengths 

and weaknesses are identified from resources and competencies factors internal to the 

organization. 

3. Identify strategic options: 

Strategic options are strategic alternatives. Strategic alternatives are carefully identified for 

corporate level and strategic business unit level.  Stability, growth, retrenchment and 

combination are corporate strategies. Cost leadership, product differentiation and focused 

strategies are business strategies. Each of these strategies has its own advantages and 

disadvantages. It should be carefully understood to adapt a particular strategy under what 

conditions.  

4. Evaluate strategic options: 

Strategic options should be carefully evaluated for making strategic choice. The criteria used for 

evaluation of strategic options are suitability, acceptability and feasibility. The option should be 

suitable to the environmental circumstances of the organization. Suitability provides the rationale 

to a strategy. The strategic option should be acceptable in terms of risk, return and stakeholders 

reactions. Feasibility is concerned with availability of resources and competencies to deliver a 

strategic option. It determines an option's implement ability and workability in practice. 

5. Make strategic choice: 

Strategic choice is the decision for selection of the best strategic option. The evaluated strategic 

options are ranked in order of their potential to achieve objectives. The strategic choice is made 

from among these ranked alternatives. In order to qualify for strategic choice, the evaluated 

strategic option should meet the criteria like completeness, success, internal consistency and 

fulfillment of strategic gap. 
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b) Mergers and acquisition take the form of amalgamation or absorption. When an existing company 

takeover the business of existing companies, it is know as absorption. If a new company is formed to 

take over the business of two or more existing companies, it is known as amalgamation. Thus merger 

as acquisition is the combination of two or more organizations in which one acquires the assets and 

liabilities of the other in exchange of shares or cash. 

The reasons behind the development of merger and acquisition can be explained as: it allows the 

company to enter to new product or market areas, since the rapid change in this area cannot meet by 

internal development. Another reasons for the popularity of acquisition is the lack of resources or 

competence to develop a strategy internally. There are number of objectives which might be 

accomplished through external strategy-merger and acquisition. Following are the strategic reasons 

for merger. 

 

 

 

 

Reasons for Mergers 

 

 

 

 

 

 

 

 

 

  

 

 

 

 

 

 

 

 

 

 

 

Survival 
Requirements 

 

- Deterioration of 
capital structure 
from losses 

- Technological 
obsolescence 

- Loss of raw 
materials 

- Market loss 

Protection 
Against 

 

- Market in fragment 

- Lower cost position 
of a competitor  

- Product innovation 
by others 

- An unwanted 

takeover 

Diversification  

- Counter cyclical 

counter seasonal 

- Intentional 

operation 

-  Multiple strategic 

plan 

 

Gains in  

- Market position 

- Technological 

edge 

- Financial strengths 

- Managerial talent 

 

 

Merger motivations 

Defensive (Passive) Offensive (Active) 



 (9) 

 SRM 

 

  Reasons for Acquisition and Problems in Achieving Success. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Different forms of Merges and Acquisition   

1. Horizontal mergers & acquisitions: Combination of two or more similar organizations engaged in 

similar types of production and marketing processes. (e.g. merger of two noodle co.) Horizontal 

integration strategy is generally follows for the purpose to expand geographically by buying a 

competitor’s business to increase the market share, and to take advantages of economics of scale or 

efficiency. Horizontal M & A are found where two or more firms engaged in similar lines of 

activities join hands. If two or more firms manufacturing textile merge, it will be called a horizontal 

merger. Horizontal mergers and acquisitions help create economics of scale because the size of the 

firm become larger to reap such gain. 

2. Vertical merger: It is the combination of two or more organizations engaged to produce the 

complementary products. Vertical integration moves backward or forward. Backward integration is 

associated with strategies affecting the supply of a firm’s input’s while a forward integration refers 

to move altering the nature of the distribution of the firm’s output. For example, sugar company 

purchases the sugar can firm and sugar distribution. Vertical M & A occur among firms involved in 

different stages of the production of a single final product. If a cement company and a transportation 

company merge, it will be called a vertical integration. It reduces cost of transportation and of 

communicating and coordinating of production. 

3.  Concentric mergers: Combination of two or more organizations related to each other in terms of 

customer functions, customer groups or alternative technologies. Concentric merger are of three 

types: product related concentric, technology related concentric and marketing related concentric 

mergers. 
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4. Conglomerate merger: Combination of two or more organizations unrelated to each other (e.g. 

merger of Biscuit Co. & Textile Co.) There is no linkages exist between the new businesses/products 

and the existing businesses/product. It is totally unrelated diversification and has no common thread 

all with the firm’s present position. Generally, various types of conglomerate mergers and 

acquisitions are found. Product extension conglomerate broadens the product lines of the firm. 

Geographical market extension mergers involves two firms operating in different and non-

overlapping geographical areas. There are also financial conglomerates where a financial company 

manage the financial functions of other companies in the group. Similarly, managerial conglomerate 

combines the management of companies under one roof. 

 

5.  

a) "Strategy implementation requires establishment of management system." 

Explain. 7  

b) Describe present trends of strategic orientation in Nepalese organizations. 8 

Answer: 

a) Management gets the job done by working with and through people to implement strategy. Human 

resource management, information management, leadership and shaping organization culture are the 

essentials of management system. Strategy implementation requires all these essentials so it is said 

that strategy implementation requires establishment of management system. 

1. Human resource management: 

The unique competencies of people are the key strategic factors enabling the success of 

strategies. The components of human resource management consist of putting together a strong 

management team, acquiring competent employees, development of employees, utilization of 

employees and retention of employees. Unless the talented and competent employees are 

acquired and equipped them with knowledge through training and development, the strategy 

implementation cannot be successful. Retention of these talented employees with their fully 

motivated performance is equally required for strategy implementation. 

2. Information management: 

Strategy implementation requires establishment and use of information, communication and e-

commerce systems. They enable people to carry out their roles successfully and effectively. 

Information technology is advancing rapidly. The ability of organizations to access and process 

information is crucial to strategy implementation. Information management enables success of 

strategy. 

3. Leadership: 

Effective leaders carry out important tasks to put strategy into action. These are benchmarking, 

performance-based rewards, open communication, teambuilding, conflict management, 

supportive environment and environmental adaption. Leaders push for continuous improvements 

with benchmarking and incentives. It helps strategy implementation creating a strategy 

supportive work environment conducive to change. It keeps the organization responsive to 

changing forces that affect implementation. Conflict is managed through avoidance, diffusion or 

confrontation approaches by them. Promoting open communication they reduce conflict and 

manage change. Synergistic effects can be achieved through team building. Successful 

implementation depends on leader's ability to motivate employees towards objectives 

achievement. 
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4. Shaping organization culture: 

Strategy implementation is facilitated by culture through emphasizing key themes or core values 

in organizational philosophy, institutionalizing systems, procedures and practices that reinforce 

desired values and managing strategy-culture relationships for strategy-culture fit. Stories and 

legends about key people and events and role modeling and coaching by key managers are 

important means of shaping organization culture. Thus the management shapes supportive 

organization culture for strategy implementation. 

5. Reengineering: 

It is a management tool for strategy implementation. It involves change in structure, technology, 

policies, rules, procedures and people. The focus is changing the ways the work is carried out. It 

recreates organization structure, reassess work processes, identify competitive advantage, 

develop information networks, and build cross functional and self-managed teams. It ensures 

employee participation and strong leadership and commitment by top management for directing 

reengineering efforts. 

b) Nepalese organizations generally lack long- term strategic orientation. They lack a long term vision 

of what they aspire to become. Similarly they are unclear about why do they exist in terms of 

mission. Many of them are confused about their future strategic direction and scope. They prepare 

annual budgets and strictly follow the provisions of the budget. Managers ready for crisis 

management and decisions they take depending on the events and situations. 

Most organizations have profit as their objectives. However the profit objective is generally not 

measurable. They aim at maximizing profits in short term. 

The growing competition from globalization, together with the growth of big business houses, has 

made market share an important objective in recent years. The growing presence of global 

enterprises has made survival an important objective for Nepalese organizations. 

Most organizations lack strategic perspective in decision making. This has led to sub optimization 

and lack of synergistic effects. Strategic decision making process is not based on careful 

development of strategic issues and solution alternatives. Similarly many organizations lack strategy 

formulation at corporate and business unit levels. 

The growing presence of global enterprises has been gradually bringing consciousness about the 

importance of strategy in Nepalese organizations to survive in the competitive market.  

 

6.   

a) What makes a decision strategic? Evaluate the decision making practices in 

Nepal.  (3+4=7) 

b) Why is strategy evaluation important to the organizations? Explain. 8 

Answer: 

a) Unlike many other decision, strategic decisions deal with long run future of the entire organization. 

Some important components make decision strategic which comes in process of strategic 

management. Strategic decisions commit substantial resources and demand a great deal of 

commitment from people at all levels. If the decision is rare it becomes strategic decision. Strategic 

decisions are unusual and typically have no precedent to follow.  

Decision making pertains to all managerial functions but the strategic decision making largely 

relates to the responsibilities of the senior management. Decision making in performing strategic 

tasks is an extremely difficult and complicated. In process of strategic management, the basic thrust 

of strategic decision making is to make a choice regarding the courses of action to adopt. Some 

important issues related to strategic decision making are rationality, creativity and variability. 
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Objective setting is important in strategic decision as serves as the criteria for decision making. 

Implementation of the selected strategy and evaluation of the implemented strategy follow in process 

of strategic decision making. The strategic decision making process follows the steps of evaluating 

current performance result, review corporate governance, assess the external and internal 

environment, analyze the strategic factors, generate, evaluate and select the best alternative strategy. 

The basic thrust of strategic decision making in the process of strategic management is to make a 

choice regarding the courses of action to adopt. Most aspects   of strategy formulation rest on 

strategic decision making. The strategic decision making is more intuitive than intellectual and the 

process is more rational and holistic than ordered    and sequential. But the decision making practice 

in Nepal is conventional type and intellectual format. In most of the organization of Nepal, the 

decision making practice is in an ordered form and in situation of complexity, they use to evaluate 

few alternatives and make decision in direction of strong environmental pressure. They prefer the 

formal structured approach of decision making. Entrepreneurial opportunistic approach is lacking 

here in Nepal. Decision at ad hoc basis is the best practice of Nepal as the formal planning system is 

weak. 

 

b) The process of strategic management requires that strategists lay down the objectives of the 

organization and then formulate the strategies to achieve them. The process of implementation of 

strategy starts with the identification of key managerial tasks which form the basis for the creation of 

organizational structure and design of systems. The segregation of key managerial tasks leads to a 

situation where individuals managers are required to perform a small portion of the overall tasks 

required to implement a strategy. The importance of strategic evaluation lies in the ability to 

coordinate the tasks performed by individual managers-and also groups, division or SBU- through 

control of performance. 

Besides the basic reason of coordinating tasks there could be other reasons of gaining importance of 

strategic evaluation in the organization as described below. 

Need for feedback, appraisal and reward 

There is a need within an organization to receive feedback on current performance so that appraisal 

can be done and good performance rewarded. This is essential for the motivation of employees. 

Check on the validity of strategic choice     

Strategic evaluation helps to keep a check on the validity of a strategic choice. An ongoing process 

of evaluation would, in fact, provide feedback on the continued relevance of the strategic choice 

made during the formulation phase. This is due to the efficacy of strategic evaluation to determine 

the effectiveness of strategy. 

Congruence between decisions and intended strategy     

During the course of strategy implementation, managers are required to take scores of decisions. 

Strategic evaluation can help to assess whether the decisions match the intended strategy 

requirements. This is due to the inherent nature of any administrative system which leaves some 

amount of discretion in the hands of managers. In absence of such evaluation, managers would not 

explicitly know how to exercise such discretion. 

Successful culmination of the strategic management process     

Strategic evaluation, through its process of control, feedback, rewards and review helps in a 

successful culmination of the strategic management process. 

Creating inputs for new strategic planning       

Lastly, the process of strategic evaluation provides a considerable amount of information and 

experience to strategists that can be useful for new strategic planning.  

These are the main reasons why the managers of the organization give emphasis on strategic e 

evaluation. 
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7. Write short notes on the following: (4×2.5=10) 

a) Outsourcing strategies  

b) Strategy implementation practices in Nepal  

c) Importance of vision and mission statement 

d) Strategy execution 

Answer: 

a) Over the past decades, outsourcing the performance of some value chain activities traditionally 

performed in-house has become increasingly popular. Some companies have found vertical 

integration to be so competitively burdensome that they have disintegrated and withdrawn from 

some stages of the industry value chain. Moreover, a number of single –business enterprises have 

begun outsourcing a variety of value chain activities formally performed in-house to enable them to 

better concentrate their energies on a narrower, more strategy –critical portion of the overall value 

chain. Outsourcing strategies thus involve a conscious decision to abandon or forgo attempts to 

perform certain value chain activities internally and instead to farm them out to outside specialists 

and business partners. The two driving themes behind outsourcing are that (a) outsiders can often 

perform certain activities better or cheaper and (b) outsourcing allows a firm to focus its entire 

energies on its core business-those activities at the centre of its expertise.     

b) Implementation is translating strategy into action. A strategy has no use if it is not implemented. 

Poor implementation has been a critical constraint for strategic success in Nepal. The organization 

structure and climate for strategy implementation is not strategy friendly. Mostly out dated tall 

hierarchical functional structures are used to implement strategies. They do not support strategy. 

Author-responsibility relationships tend to be distorted. Accountability is generally missing. 

The resource allocation is not based on proper plans and budgets. The management system for 

strategy implementation is weak in Nepalese organizations. Frequent changes in top management 

distort strategy implementation. Human resource management is not performance based. Motivation 

and decentralization are lacking. Leadership does not give proper consideration to participative 

approach. Conflicts and personality clashes constrain effective implementation. Project 

implementation delays tend to be high. 

c) The importance of vision and mission statements to effective strategic management is well 

documented in the literature. However, some studies have found that having a mission statement 

does not directly contribute positively to financial performance. The extent of manager and 

employee involvement in developing vision and mission statements can make a difference in 

business success. In actual practice, wide variations exist in the nature, composition, and use of both 

vision and mission statements. Organizations should carefully develop a written mission statement in 

order to reap the following benefits: 

1. To ensure unanimity of purpose within the organization 

2. To provide a basis, or standard, for allocating organizational resources 

3. To establish a general tone or organizational climate 

4. To serve as a focal point for individuals to identify with the organization’s purpose 

and direction, and to deter those who cannot from participating further in the organization’s 

activities 

5. To facilitate the translation of objectives into a work structure involving the assignment 

of tasks to responsible elements within the organization 

6. To specify organizational purposes and then to translate these purposes into objectives 

in such a way that cost, time, and performance parameters can be assessed and 

controlled. 
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d) A company’s work climate may be compatible with what is needed for effective implementation and 

execution of the chosen strategy. Strategy supportive values, practices, and behavioral norms add 

significantly to the power and effectiveness of a company’s strategy execution effort. Such business 

principles as pleasing customers, fair treatment, operating excellence, and employee’s empowerment 

promotes employees behaviors and cohesiveness and team spirit that facilitate execution of strategies 

keyed to high product quality and superior customer service. Taking initiative ,challenging the status 

quo ,exhibiting creativity, embracing change, and being a team player promote successful execution 

of strategies.                         

 


