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Founded in 1987, Starbucks became the world’s best food and snacks retailer. This gave the business a chance to expand and open more and more stores across the world. However, in 2008-2009, the business experienced a lot of challenges that called for immediate implementation of strategies and initiatives that would solve the issues experienced by the business then. Some of the challenges that the business was experiencing include low sales hence decline in profits, underperformance, trimming of the business workforce, high performance operation costs and so forth. In this assignment, the researcher will look into the issues experienced by the food-chain and derive the solutions that were applied by the food store to solve its challenges. 
Identification of the problem to be solved
[bookmark: _GoBack]	From the case study, it is clear that the market was quickly getting fluctuated by multiple competitors before the time Starbucks began started experiences serious challenges. From the Howard Schultz speech, it is clear that Starbucks was reluctant in its transformation agenda or the strategy that would see the continuous transformation of the business to march the growth that was being experienced in the market over and over again. Before its downfall, Starbucks ignored market forces that came from its rivals. This was a big mistake that would pain the business. Before the business came out of its slumber things had already turned down and it was on the losing side. The company never realized the importance of redesign and product development but only believed that acquisition and expansion was the only significant strategy that would steer the company. This was a false narrative that was later proved wrong in 2008-2009. 
Diagnosis of the main problem
As the shareholders say, the business needed a good leadership team that would oversee the transformation process of the company to return to its profitable growth. There was also need for training of the workers and renewal of business tools in order to meet the market demands. This would reignite the businesses’ emotional attachment to its customers once again and revive the business brand once again. 
There was the need for quick decision making that would see the business gain a full-fledged transformation in order to maintain the profitable returns. However, it seems that the company management ignored the pressure that was quickly building up from its competitors and this would later cause them a lot. This is the main problem that Starbucks failed to aim at solving in time which later came to affect the business. The management also got into the journey of ensuring that the customers get satisfied through quality products and services. For example, the company ensured that their customers would get quality coffee, educate them on the merits of dark-roasted coffee and so forth. 
Key issues
•	Poor market strategy 
This issue created a lot of problems to Starbucks. The business failed to understand the importance of transformation agenda that saw the company face a lot of changes which were very costly.
•	Lack or redesign 
The business on the other end needed a new look that would give the customers motivation. The rivals came up with good market designs that would capture and seize Starbucks’ customers. This is costly to Starbucks. 
•	Inability to implement business principles 
It is important for every business to uphold its principles, mission as well as the vision. This dictates the culture of the business as well as the path of business success. There was less concern about the same. 
•	Ignorance of the market forces
Starbucks underestimated its rivals who were quickly cropping up. Each rival came up with a new marketing technique that would see the well-established food stores face a lot of challenges. It was a time for the customers to have a new motivation and encouragement. In other words, customers wanted to get pampered something Starbucks failed to do.
Analysis and evaluation
From the performance graph presented by the “Wall Street Journal”, the performance in terms of business profitable growth was gradually rising up to the year 2006 were is dropped significantly. Over the years too, the profits would decline slightly then increased significantly. Of course the increase and decrease of the profit margin was an early sign that something needed to done right on time. After the business rejuvenated and set up on a transformation journey, profits margins begin to rise in the late 2009. This shows that the company needed to stay on the business principles and mission as well as the set up strategies in order to keep on track the business success. Re-engineering the business proved to be successful to the business. 
Recommendations
I would recommend business expansion as well as store development that would give the company a new face that is more motivating and attraction to both existing and new customers in the international market. There is also need for training or recruiting new customers that would steer business success and raise the business standards. This will of course increase the company sales and the profit martin. Good customer service is very essential in this particular case. The company also need reliable financial assistance that will push the company for more growth. 
Conclusion on the main problem
In conclusion, it is important for every business including Starbucks to focus on ensuring that its strategies are well implemented. This will ensure that the business is market relevant and can withstand any future challenges that might come the way. This would solve an embarrassment such as the one that was experienced by Starbucks in 2008-2009. 

