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Introduction
My selected company is SABIC petrochemical Company that operates in Saudi Arabia. Company is located in the Middle East countries, and it was founded in 2002. It deals with the manufacturing of petrochemicals products such as chemicals, metals, industrials, and fertilizers. This paper explores the industry profitability, structural changes of the company, Porters 5 forces, the strategic management of the company and predict the future profitability of the company. 
1. The annual report of the company shows that the net profit of the company drop by 55% in 2019. The fall of the net profit is due to declining in average selling prices of the product manufactured by the company.
The financial statement of the company from 2018 to 2019 financial year indicate a decline in the net prof of the company.
Items                                             2018                                       2019                        % change
Gross income                            30, 520.79                             21,291.64                       30%
Revenue                                      85,146.19                             73,236.68                      14%
Net income                                 12,203.40                              5,523.59                       55%
Operating income                      21,155.66                              10,981.9                       48%
The figures clearly show that the industry profitability of the company is declining from 2018 financial year to 2019 financial year (Ward et al. 2016). 
a) Saudi Arabia Company is operating in more than 25 countries in the world. The recent report of the company indicates that the company is looking forward to undertaking global transformation that aims at creating more employment in other countries by meeting customer preference by lowering the prices of the product, creating a more agile and cost-efficient strategy to increase the sales (Simani,  2017). 
The company increases its organizational structure in 2016, where the reorganization was aimed at dealing with the challenges the company faces to meet increasing the profitability goal of the company. Some of its structural change include the changes in the market landscape, changes in technology, and innovation. The new structural changes of the company of increasing its branches across the world will create more revenue in the company; thus, it is increasing the profitability of the company (Simani, 2017). 
b) Porters five force strategy aims at providing a framework that analyzes the level of competition that is within inside or outside of the company. According to the analysis, the five major forces that that shape the Sabic petrochemical company include the followings (Raharja, & Arifianti, 2018). 
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Supplier power
The bargaining power of the supplier in Sabic petrochemical industry is very high. The price of the price is the primary threat to the company because the overall production cost and distribution of its products will influence the profit of the company. The availability of the natural resources of the company is very high that helps to minimize the production cost (Ramady, 2018).
Various chemical manufactures provide the primary sources of input for the petrochemical company. However, the switching cost is very minimal, therefore minimizing the bargaining power of the suppliers (Ward et al. 2016).
The threat of entry.
High capital expenditure, complex supply chain, patented technology, government regulations, and economies of scale make the possibility of new entrants in the chemical region is very low. The availability of cheap low material does not attract new entrants given the other constraints that prevent new entrant of a company in the region (Ramady, 2018).
The treat of new entrants in the region of the polymer is very low because the industry is still growing. The petrochemical industry requires high capital, patented technology, and economics of the scale that limits the entrance of the new company.
Industry rivalry. Due to high capital that is required by a new entrant to enter the market, the industry is well regulated. Few firms in the market own the market share. However, the customer sensitivity to the price of the products and decline the switching cost make the competition of the company to increase, thus increasing industry rivalry.
The intensity of rivalry of the company is due to technology and products of the petrochemical industry. When the Sabic Company has advanced technology, it will manufacture various products which are superior compared to grades of other company in the market. Therefore high advancement in innovation and technology make the Sabic Company capture the market share quickly (Ramady, 2018).
Substitute competition. The grades produced by Sabic Company includes food, automotive, mass transportation, constructions, healthcare, consumer electronics, and agricultural products such as fertilizers. The product is subjected to a buyer's prosperity to substitute. The threat of buyer’s substitutes very low because the company sells high-quality products with low prices compared with other firms in the market.
Buyer’s power. Sabic petrochemical company sells its product to the domestic and international market where the buyers have limited bargaining power. This is because of the company products with low prices due to low cost of production, product differentiation, and competition between the buyers. Other factors that limit buyers bargaining power includes buyer’s information, size, and concertation of buyers relative to producer’s buyers switching cost and buyers ability to integrate backward. All the bargaining power of the buyers in the market is very minimal in the polymer segment (Ramady, 2018).
Sabic company has high profitability of 35.6% compared to U.S. companies such as petroleum refiling with 17.9%, a chemical company with 16.4%, Automotive retailing and service with 10.8% and food production with 5.9% and many others. The profitability figures show a huge difference in profits of U.S. Company compared to Sabic Company from Saudi Arabia. It indicates that Sabic Company makes an abnormal profit (Ward et al. 2016).
c) Increasing competition and treat of higher cost are factors that Sabic petrochemical company is facing. Competition is due to production of the same products by other companies and price differential by the competing company in the market (Warden et al. 2016) 
2. 
a) The company is in the petroleum industry that produces oil products such as foodstuffs and fertilizers.
Sabic petrochemical company is competing for different companies such as British Petroleum and Petrochemicals Company, Shell Company, BASF Company, and Elmont Glass Company (Ward et al. 2016).
b) The boundaries of the industry are clear cut because the competing companies in the market are powerful and treat to the Sabic Company.
3. According to Ramady (2018), the Sabic petrochemical company strategy increases profits. Due to the structural development of the company that sets different branches in different countries, the profitability of the company increases (Luciani, 2016).  High profit is obtained due to increased revenue.
The strategy leads to the advancement of technology. The new strategy results to increase technology in the productions of grades in the company (Ramady, 2018). High technology lowers the production cost of the products, thus reducing the prices of goods, thus increasing sales (Luciani, 2016).
The strategy leads to reduced cost of distributions. Complex chain of deliveries is broken so that the cost of distribution can reduce. When the chain of distribution is reduced, the charge is also reduced, thus lowering the prices of goods (Ramady, 2018)
The new strategy increases global diversifications of products. Sabic Company sells its product globally; accordingly, it will deliver its product to many countries because of product differentiation. The customers prefer products that are unique to the existing product.

a) Different strategies that company that adopts to reduces competition and improves its profitability
Lowering the price. By lowering the costs of its products, it will attract many customers, thus competing with the competitors. The company benefits by having higher market shares. The strategy helps large companies to have top economies of scale that allow it to operate at a low marginal cost. The approach will increase the sales in the company, thus increasing the profitability of the company (Luciani, 2016).
Updating products offering. The company can decide to give offers to meet customer’s needs. The strategy can be combined with raising the prices of products that introduce aspects of products differentiation. When the company comes up with updated product can increase the sales thus increasing the profitability of the company (Luciani, 2016).
Promoting the product. Another strategy that a company may use is to change the techniques of product promotion. Changes of development include increasing the advertising budget. Advertising, product promotion, and marketing is the correct technique that retains customers. A well advertise products attracts customer’s attention; thus, the method increases sales, thus increasing the profitability of the company (Luciani, 2016).
Prioritizing customer’s needs. The company can focus on outdoing the competition and investing in becoming customer-centric cooperation. The method increases buyer's loyalty and defends against aggressive vendors on stealing customers. The technique retains customers, thus maintaining high profitability of the company. (Luciani, 2016).
Forming partnerships. The company can merge with its opponent that sells the same products so that to exchange technology and tools that helps in expanding the market. When the company collaborates, they reduce competition, thus lowering the production cost of the company, therefore, increasing the profitability of the company. (Luciani, 2016).
b) The strategies that might work for Sabic petrochemical company include product promotion, prioritizing customers’ needs and lowering the prices.
4.  The main success factors in Sabic Company.
a)  The critical success factors of Sabic petrochemical company includes quality and service differentiation and low operational cost that require large company in small- cost allocation.

By the use of price techniques. Customers choose between rival offering using the price method. Most of the customers will be interested in the products that sell products at low prices (Ward et al. 2016).
Use of innovation. Customers will choose updated products from the market. The company that manufactures updated products will have high sales due to customer’s preference (Ward et al. 2016) 
Product differentiation. Customers are attracted by product differentiation because it is visible. It includes perceived differences and physical difference. The customers are likely to choose products that are unique compared to existing products.
Distribution Differentiation. The channels of distribution can influence methods of differentiation. Customers will choose products whose methods of distribution will increase customer's services. Some products are techniques that require guidance is on its usage.
[bookmark: _GoBack]Relationship differentiation. It is the relationship of the company personnel such as Employee, team members or associates with the customers in the markets. Customers will choose a product where the relationship is more significant where there is excellent communication between the company personnel and the customers. 
b) There is direct competition in the market. This is because the competitor offers the same product to the market that targets the same customers in the market. The companies compete for survival in the market (Simani, 2017). 
c) Yes, my company KSFs changes over time. According to De Witte & Roosen, (2017), the strategy of the company is flexible; thus, it turns with situations to increase and maintain the profitability of the company. Sabic company many changes its techniques of operation to favour new changes such as Technology advancement to occur. 
Conclusion
In summary, this paper has analyzed the profitability of the company between 2018 and 2019 to determine the future profitability of the company. The company has expanded and has more branches all over the world, thus increasing the profitability of the company. The paper has also discussed the porters five forces framework, which includes competitive rivalry, the threat of new entrants, the risk of substitutes, the bargaining power of buyers and the bargaining power of suppliers. The paper also discusses the strategies that the company uses to increase its profit at the long term. 
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