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Market Analysis Strategic Plan
For ToolsCorp Corporation to succeed it has to have great strategies that could be implemented in phases the first one, for example, is a one year plan that should be followed by a five year and then one that could cover ten years. The plans could be done as follows;
One Year Plan
Implementation plans
For the best long-term success of the business plan, it is best that the company settles on using all resources available in laying out the roadmap to the success in the future and so that if it is to achieve anything then it has to have a very strong foundation. This strong foundation can best be built by dedicating the first year to laying out strategies on how to run the new operations in the company and also new establishment (Wheelen & Hunger, 2017).
The first thing to do is taking quality time to do extensive research on the prospected investment. This could be best done at the very initial stage of the entire expansion plan. The research could include numerous visits to the Indian market by a  select responsible panel which is supposed to gather information on how the market operates; for example the government policies, the potential client base, the rate of competition, the business environment as a whole, the practicability of establishing a new firm there, the willingness of the prospective suppliers, the  cost for establishment, the strategic points for establishment of the selling points  and all other factors of risks that ought to be put into consideration before the setting up of a new business in a totally new place.  The panel could gather this information by benchmarking already existing companies in India, conducting interviews with potential customers and potential distributors (Goetsch & Davis, 2014). This panel ought to provide their feedback to the SOS- C for further consultations, approvals, and any other necessary action. The SOS-C could also take the initiative to ascertain the reality of the findings submitted to them and may even decide to have a mock company set up in the country for quick assessment concerning the same. Within this first year, the company is the set to carry on with the execution of the initial plans and begin all the initial procedures for the establishment, for example, complying with the laws of the land like licensing, leasing of premises and starting the establishment of the business premises.
Potential Ramifications
 	Having followed the set-out plan, the company could make great achievements as far as laying the foundation for the expansion procedure is concerned. The research carried out could also help improve the current operations of the company at Tennessee by the implementation of the newly acquired ideas (Kylaheiko et al., 2016). The already gotten ideas if implemented could also form the basis of improving the number of sales for the company.
Feedback Mechanisms
The information gathered is to be presented to the relevant committee which should further scrutinize its value for all the reasons and edit where there needs to be changed. It should also provide feedback to the researchers so that they may know exactly where to improve and polish if need be (Van den Berg & Pietersma, 2015). The value of the activities for this activities can be well realized after the implementation.   
After the successful completion and achievement of the plans for the first year, the company should carry on with the execution of the plan for the subsequent years as follows;
5 Years Plan
Implementation Plans
In the following years, the company is expected to have duly completed establishing itself in the country and within the first five years it is expected to have achieved the following;
Fully complied to the laws in India for instance obtained necessary documentation for the operation of the business, paid all revenues regarding the establishment, built or rehabilitated a business premises, employed the qualified human resource, installed necessary resources including machines both hardware and software not forgetting human resource, invested largely in sales marketing to ensure that the market knows of their existence. Also in the first five years, it is expected that it gives sales offers to attract more customers and also to be able to face competition from already existing companies in the industry (Armstrong, Adam, Denize & Kotler, 2014). It is also the responsibility of the company to do the proper assessment on the viability of its operations in the country, for instance, there is dire need to carry out an assessment on the input/ output ratio so as to know if indeed the business is meeting the goals of the company's expansion program. However, it is not supposed to expect supernormal profits as it should give incentives to customers so as to establish a huge loyal customer base.  Also, in the first 5 years, the company is expected to have fully established itself in terms of having several branches across the country with numerous distributors who contribute largely to the sales of the company and the achievement of the set objectives (Kylaheiko et al., 2016). In the first five years, the company should have created and attracted a large customer base who makes successful purchases to sustain the business in the country. By the fifth year, it is expected that the company has fully settled in the country and has reached a really vast area of the country's market and has been able to competently face competition as an entry entity in the industry.
Potential Ramifications
With the five year plan, the company is set to achieve the following;
A larger market base
More customer attraction
Proper establishment of the business in India
Transverse and proper coverage of the market in India
Continued and assured supply of products to customers
Feedback Mechanism
The company could source feedback from asking for a response from the customers and proper assessment of the progress of the business from the records gathered and from all this, an evaluation ought to be carried out to find the real value of putting the plans into practice. Subsequently, with the achievement of all the laid down expectations and the five-year plan is fully executed, the company is set to pursue further plans that could sustain it for the next five years such that it has a plan for the first decade of its operations in India. It should be as follows; 
Ten-Year Plan
First of all it is important to note that the success of the plan for ten years is entirely dependent on the success of the one year and the five year plans such that if the plans and expectations laid out for the first five years are not met then it would be impossible to try out the execution of the first decade plans.
Implementation Plans
This 10-year plan majorly entails diversification and specification as follows;
        	Having already established itself in the country, the company is set to have started being diverse in terms of; the employment pattern such that it should have the best of the most competent employees who ought to be sourced locally for the best interaction with local clients.
     	 It should have vast coverage of the market with sales points spread across the country. This could only be achieved by the acquisition of many distributors who are dedicated and set to comprehensively complete the supply chain.
[bookmark: _GoBack]      	 Having diverse products within the first decade the company should be able to identify the fast moving products in the specific market set up and ensure that it never lacks on the shelves (Wheelen & Hunger, 2017). It should also ensure that it identifies other products that are needed in the market and also be able to provide them. For example, there could be tools and equipment that are unique to this specific market and thus ToolsCorp Corporation should take the initiative to process the same and meet the demands of the market.
        	Within the first 10 years, the company should have diversified its operations in India to such a point that it has covered the region around India that is to mean the countries that neighbor India. This is in an attempt to participate in the regional trade before fully venturing into global trade.
Potential Ramifications
Increased sales
Increased market base
Improved products
Customized products
Venturing into international and regional trade around India
Feedback Mechanisms
The feedback for the progress of the implementation of the plans should be gotten from the interrogation of the records gathered in the 10 years period. The information is further to be got from the study of the progress of other related companies before trying to put them in practice so as to know whether there lies any opportunity in venturing and approaching it in the way t planned. 
   	In conclusion, from the above explanations on the time-bound plans, it is evident that ToolsCorp Corporation indeed has the potential to succeed in the Indian market and it is in the best interest for the company to have accomplished the above plan within the proposed timeframe.
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