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1) THE ROLE OF STRATEGIC MANAGEMENT IN BUSINESS:

Strategic management involves the formulation and implementation of strategies by managers from different parts of the organization. Strategic managements give one a sense of direction by helping them follow a particular path and having a communication vision with employees, thus helping motivate them. It also helps people focus on the most critical problem, choices, and opportunities. Strategic management encourages new ideas by showing the importance of innovation in achieving long-range success. Strategic management helps managers of businesses think through the business's overall mission by knowing their business; thus, it will help set objectives and make decisions for their results. Strategic management helps managers develop new strategies during business breakdown and helps them develop to meet future requirements. Strategic management helps identify strategies that managers in business can pursue to help them attain superior performance and competitive advantage for their business, thus helping them stay ahead in innovating, quality, effectiveness, and respond to customers. Strategic management helps a business achieve its goals and objectives by manager viewing and assessing how functional areas and activities fit together. 

2) IMPORTANCE AND REASONS OF HAVING A MISSION AND VISION STATEMENT:

They should have a mission and vision statement this is because:

Both mission and vision will help individuals identify themselves with the organizational process and give them a sense of direction. Both provide the organization with a clear and effective guide for making decisions by making sure that their decisions are aligned with what the organization wants to achieve. Both help increase efficiency and productivity in the organization by ensuring that everyone in the organization works towards a particular purpose. Both help define the organization's purpose by giving them a sense of belonging, thus motivating them to work hard to be successful. Both help communicate the organization's purpose to the stakeholders and inform goals and objectives to determine whether the strategy is on track. 

3) HOW WOULD YOU EXPLAIN THE IMPORTANCE OF VALUE STATEMENT TO YOUR CLIENT?

The value statement is how a product or service benefits customers. Value statement helps the client know his or her potential customer's as they will understand what he is offering by making it clear to the customers that he will meet their needs. It will help the client know the ideal customer's and why they should buy goods from him by creating a substantial difference between him and the competitors. It will help the client improve customer understanding and help the customers know how their product and services will benefit them by understanding the value of his product and service. It will help provide a clear message of what product and services he is offering to the customers. It will help target his ideal customers by explaining to them why his solutions are the best option, as this will help increase the chances of attracting the right prospect for the business. 
4) DISCUSS GOALS AND PLANS WHICH TO RECOMMEND TO YOUR CLIENT AND WHY?
Measurable goals will help one measure progress by having a fixed endpoint; it will help them know his progress and know how much further he needs to go. Target dates goal helps one overcome procrastination as he will have to work on time to achieve the goal, thus helping finish the task on time. Short-term goals help one stays motivated when it gets tricky as he will work towards attaining the goal, thus keeping him motivated on it to achieve the goal. It also keeps one more focused and works faster to achieve his goal as time is limited. Long-term goals enable one to evaluate his weakness and know his strength by setting specific goals; thus, he will know where to improve as he will have more hours to work hard and be committed to achieving the goal. Attainable goals this set goals that are quite ambitious to challenge one to meet high standards. 

5) DISCUSS WHY YOU DIDNT INCLUDE THE REMAINING GOALS AND PLANS IN YOUR RECOMMENDATIONS:

The setting of goals and plans that are specific will limit how to go about things. Setting goals and ambitious plans may make one lose the joy that made them set the goal. Setting aggressive goals and plans may make one lose motivation or feel stressed out. Setting a results-oriented goal will only make one work hard to see the results instead of working hard to achieve what one wants. Setting focus goals and plans may focus on one area, thus neglecting their areas and aspects. The setting of some goals and plans may make one Resistance to change to something else because he has that specific goal and plan in mind. 

6) HOW WOULD YOU CONVINCE YOUR CLIENT TO IMPLEMENT SMART GOALS. 

A smart goal is specific, measurable, attainable, results-oriented, and has target dates. Telling the client some of the advantages of implementing smart goals like It will help him have a sense of direction and help him achieve success by making his goals realistic and timely. By asking insightful client questions like" how will you know you're successful with our solution " will help the client think more critically about what they want to achieve. Letting the client know what's realistic to achieve by offering to benchmark with your customer data will help share the journey with your business. By offering the client feedback after doing some benchmark across similar customers by asking the client if he would like your perspective and insight on their goals based on your experience. By tackling Resistance to goal setting, having a discussion with them, and asking the client why he hasn't set smart goals will help you know where to start and convince them to set goals as it will help build their skills and confidence, which lead to success. 

7) DISCUSS WHERE DO YOU SEE THE VALUE OF PLANNING / CONTROL CYCLE. 

The planning/ control cycle is the process of planning, monitoring outcomes, and making revisions. It is seen in an organization as it helps maintain its focus by having specific goals, which requires the manager to consider the organization's mission and vision. It is seen at work as it helps empower and motivate employees by them having plans to work towards them to achieve them. It is seen in the environment as it helps one understand the approach they should use to change the environment. It helps provide an opportunity for input from various functions, departments, and people. 
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