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Case #1 Questions: SafariCom
	1. Describe the general environment that Safaricom faces. What are the segments in the general environment that relate to Safaricom’s situation? What are the opportunities and threats derived from the factors from the general environment?
            The general environment that Safaricom faces is a market that needs economic empowerment. Within its data segment, Safaricom offers a wide range of data access to internet, email in its fixed and mobile broadband. In its different programs aimed at providing high quality services such as Sambaza Internet, night shift that offer incentivized network and clients are able to get cheaper services and value for money. In the revenue and voice segment, Safaricom offers a wide range of pricing plans for data and voice services. For example, customers can get loyalty reward programs such as Skiza call ring-back service, which help the customers to grow socially and economically. 
Opportunities 
Safaricom offers a competitive environment for users with new services such as m-agriculture, e learning, and m-health and grows in its new mobile applications. This allows mobile access to educational resources for Safaricom customers. At the same time, the company is able to make huge sales of its affordable and innovative services.
Threats 
The threats that Safaricom faces in its quest to help the growing market environment include the competition from other market players such as Vodafone, which grab a gradually growing market share. The slowed growth in the country and economic crisis such as inflation have affected the company’s service delivery and market penetration. This also affects the consumers who depend largely on the company services for economic empowerment.

	2. Describe the competitor environment and identify the competitors. Has Safaricom done enough to outperform its competitors?
[bookmark: _GoBack]Safaricom enjoys a 64.5% market share; this means that the competitors own more than 35% of the market share. Though it seems that the competitor environment is small, it continues to gradually increase its market share. Vodafone seems to be the biggest threat to Safaricom’s market share. 
Yes, it seems Safaricom has done enough and continue to come up with innovative strategies to outperform its competitors.


	3. Evaluate Safaricom’s CEO, Robert Collymore’s strategic leadership. Has he been able to fulfill his responsibilities and continue to grow Safaricom as a company?
· Safaricoms CEO is keen to have the right number of staff members. A well-equipped representation of management staff help Robert to offer services efficiently. A skilled team in his management helps him in pushing for product and service delivery. Empowering the workers through training and improving on the working environment has been top agendas in Robert’s strategic leadership. Gender equality in his staff has ensured that the team is well represented in terms of gender and this makes the working environment efficient. Motivation of employees, team building, exposure to world class programs, good communication network, fair distribution of resources, diversification help the CEO to perform very well in his management position. 

	4. Describe Safaricom’s next move in terms of growth and expansion. Based on your analysis, what additional recommendations would you make to help Safaricom achieve its goals?
In its program, “Best Network in Kenya” initiative Safaricom seek to increase 2G and 3G network coverage across the nation. Currently only 40% of the major cities have high-speed optic fiber network. The company also wishes to increase delivery of services to its customers by upgrading old cell sites, decreasing downtime in its network, and broadening its telecom services. 




Page 3 of 3
image1.jpeg
INDIANA UNIVERSITY
SOUTH BEND




