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Introduction 
When evaluating the external and internal factors that affect a strategy process, the focus is on the SWOT analyses which are the strengths, weaknesses, opportunities, and threats that business face at any particular time.  These factors can be positive and negative depending on the base market. Strengths are the core competencies that give the firm an advantage in meeting the needs of its target markets. Company strengths should be market-oriented, or customer focused because strengths are only helpful if they satisfy the customer appropriately. Weaknesses, on the other hand, are the setbacks that a business has to face in the process. This should be examined from the feedback that the business collects during assessment and evaluation. Through the information collected a company can deal with the weaknesses that can only be seen by a customer from the external angle and not from the organization perspective.  Other factors that do not affect the market should not be ignored either. But instead, organizations should focus on customer needs.
. 
	Strengths 
· Brand name in the market
· Innovative mobile technologies 
· Diverse product portfolio
· Deep customer relationship
· Strong patent portfolio
· Global brand in over 180 countries
· Wide range customer base
· Government contracts
	Weakness 
· Exiting the market with wrong timing
· Slow attitude to innovation
· Faulty products
· Weak promotional activities

	Opportunities 
· Growing demand for innovation 
· Vast market with opportunity gap
	Threats 
· Intensifying competition
· High investment



Strengths 
Motorola is a well-known brand name that has been in the market for a long period and is well recognized by customers.
Additionally, the company has a wide variety of products that comprise of communication infrastructure, devices, accessories, software and services, these products have the capabilities to cater for a wide range of its customer base. The company is a recognized global brand name with the presence in over 180 countries and over 12500 systems. The company was among the first communication organization to enter the market with its innovative products (Motorola, 2017).  Additionally, the company has signed contracts with the government to the supplier with the sales accounting up to 9% of the consolidated net sales.
Weakness 
The technology industry is growing at a very rapid speed. However, Motorola has not kept up with the speed of innovation regarding its products. Due to the company's slow, poor skills in term of innovation it has ended up having a casual supply chain which fails to provide the latest products. The company has a low employee, and education training hence lacks professionalism. Additionally, there were complaints from customers of the products being the fault which slowed down the sales.
Opportunities
Due to a growing demand for innovative products the company has an opportunity for highly technological innovation to satisfy the market. Additionally, the company has an opportunity to venture into new markets due to the growing demand.
Threats 
There is too much intensity from competitors such as Apple, Nokia who are highly innovative. The competition keeps adding new features to their products and developing them with the latest technologies. There is the high investment in the market with new entries from the upcoming organization that are highly competitive.
Effectiveness of the strategies in making Motorola achieve its objectives
Motorola Company should develop many standardized products; the company then takes advantage of the market changes and experience that it has in the market. For Motorola to keep this strategy running, it requires a continuous search for cost reductions in all aspects of the business and the market.  Additionally, for the strategy to be successful, it requires a considerable market share advantage or preferential access to raw materials, components, labor, or some other important input (Gluck, 2017).  A company may compete on a price basis in an attempt to expand its customer base. For Motorola to be a leader, it has to reach the standard which it can achieve efficiency so that the organization is at a level where it can reduce prices but at the same time still maintain its productivity and profits.
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