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Strategic Business Direction: A Case of Suncorp Group Company 
Suncorp Group is one of Australia's finance and insurance as well as banking organizations, which is headquartered in Brisbane, Queensland, Australia. Suncorp Group is the biggest insurance group in Australia. Its operational activities consist of both lending and deposits. Suncorp Group Limited engages in the provision of insurance banking and wealth services and products (Suncorp Australia. 2018). The company operates in different market segments, which include insurance, banking, and wealth, Corporate, and Suncorp New Zealand. The design of the insurance segment includes production and delivery of life assurances and general insurance products and services. The other segments that involve banking and wealth comprise of financial planning, banking, fund administration services, and superannuation (Suncorp Australia. 2018). The Suncorp, New Zealand segment, involves life assurance and general insurance products. The company's cooperate segment deals with the investment of its capital, business strategy issues such as business combinations and shared services. 
This mid-sized Australian bank came into existence in 1996. Suncorp Group agreed to on business outsourcing in the year 2016 (Suncorp Australia. 2018). That step impacted both the company's operations and also the employees as well as the business environment that Suncorp Group operates. 
	The primary strategy by Suncorp is to focus on leveraging the strategic costs of its assets, customer experience, culture, and capital while retaining the same customers. However, the current revisions of the strategy have made it to focus on uplifting the customer. It means there is a change from the current strategies of selling unconnected and unrelated goods, an aspect that depends much on customer relationships. The company is also connecting its customer base to personalized experiences, market places, and solutions that focus on solving the needs and meeting their perceived problems. Through meeting all the customer needs, the business will likely focus on how to increase the customer base. after sorting out the customer needs, the core things of the company such as capital and cost management, as well as building on the company's collaborative culture within the company. 
	Suncorp outlines its customer investments and digitalization as the company's critical strategies towards business improvement. Its business improvement programs, digitalization of services as well as marketplace approaches are critical to the firm's strategic plan (Cameron 2018). The company attributes its 4.7% rise in customer deposits in his portfolio to a combination of increased digitalization, and new product offerings as well as simplified processes led by its improving ecosystem-based approach to customer engagement (Cameron 2018). 
	'The one Suncorp strategy' that the Suncorp Bank unveiled in 2016 focused on establishing a new business model that enhances customer engagement on their terms. It unites the five businesses that previously had separated, making them operate within one business model and starting plans to develop a marketplace for the company's brands, which leverage both the common digital platforms and integrated third party aspects to enhance the connection with customers (Cameron 2018). The foundation of this strategy is based on investments through optimization programs, simplification strategies, and building blocks. The One Suncorp business model has the customer at its heart. The business model is an integrated customer-centered business model which provides the consumers with an opportunity to choose any product, brand, through the assistance of selection and navigation tools which delivers the best solutions to customer needs. The company eliminated all the structural constraints and allowed the firm to give the customers full visibility of all brands to enhance their understanding, service, and even engage more buyers. 
It involved establishing an ecosystem of business partners that provides a suite of relevant banking and insurance services and products which customers can tap once to suit their needs. The new operating model focuses on enhancing customer needs and is expected to assist the Australian based banking group to retain 125, 000 who members commerce monthly (Cameron 2016).	The company has customer-facing improvements which they should support. In this connection, the Suncorp group has established a LiveFlow methodology that simplifies and speeds up the processes of the core insurance and banking offerings (Cameron 2018). Through this, the company has reduced the times for home loan originations, SME loan origination, and servicing. The company also redesigned its claims supply chain beginning with the motor insurance claims a strategic move focused on improving efficiencies when dealing with insurance claims and enhancing customer experiences (Cameron 2018). They introduced Uber as a way for SMART repair consumers, and zero-touch digital claims lodgment for some specific services.
	Suncorp has established a strategy to deal with customer needs. They built a marketplace strategy and developed a pipeline of platforms that enhance the connection between the company brands and the capabilities and those of the company's third parties, all based on customer satisfaction. The strategy focuses on seeing the group leverage its real-time customer technology and data so that it can meet its unmet customer needs to encourage them to interact more often.
	The company also focused on creating a way in which it can establish a scale in their strategies of meeting customer needs. The company in the past had constrained its demand, which resulted in constrained supply. The company serves over 9 million customers with a wide range of needs, and through the previous strategies, they managed to meet a subset of their needs since the brands could meet the needs of a few (Cameron 2016). Through the channel versus channel or the partner versus strategic partner channels, the company met the needs of a few customers through their subset products and services. 
	Suncorp Group Limited also has a strategy of meeting the needs of businesses by looking for to combine the existing capabilities that include health, wellness programs, worker's competitions, and accident. Therefore, they have developed a health, life, and trauma package. These customer-based models and strategies used by the company need an overhaul to make the company reengineer. 
The company now should mover from these customers oriented and market-based strategies and focus on generic and intensive growth strategies. This kind of strategy involves leveraging to maintain only prices deemed as necessary. The strategy will ensure that Suncorp Group Company develops products with additional and unique features that other insurance and banking companies cannot match. The strategy allows Suncorp Group Company to sell its insurance and banking products on their intended terms and conditions because the product has one of the superior values. 
A product differentiation strategy is necessary for Suncorp Group Company because of the intense competition from other firms in the industry. The company needs to increase its stable profitability to beat the increased number of market players within the industry. Over the last two years, Suncorp Group Company has faced stiff competition, which has put a lot of negative pressure on the returns on capital and overall slaps. 
According to Michael Porter, there are three main strategies that the framework promotes, and they include cost leadership, focus, and differentiation ( Kharub, Mor, and Sharma 2019). Suncorp Group Company can use this framework to increase its competitive advantage by either lowering costs of the products, or differentiate them from those of the competitors and adding more valuable dimensions as a justification for premium prices. 
The Suncorp Group Limited Company faces a challenging and stiff competition in the banking and insurance industry, making it have limited options for increasing its market share and maintaining market leadership positions. The current business environment is forcing Suncorp Group Limited Company to be ahead of others to get a critical advantage over the others. Being a global company, Suncorp Group Limited Company has set its brands and competitive edge based on some critical markets. 
The current people in society are easily reachable on the differential strategy. It is one of the main ways of delivering and building a competitive edge. The company uses this strategy and others, such as cost leadership, to obtain their desired objectives. Through differentiation of product, Suncorp has become of the most significant companies producing generic strategies, something that has led to the expected growth of the Suncorp Group Limited and selling their vast products to the farmers.
The main objectives of Suncorp Group Limited in using this strategy are to ensure the group's innovations are different from that of other consumers and focus on addressing the prevailing health concerns. After doing a customer analysis to understands the changing intersects of the consumers, the Suncorp Group limited made great products line that competitors in the industry might find it challenging to produce. 
The organization aims to achieve sustainable competitive advantage by stressing on product innovation, digital communication, and robust customer experience (Van Belle et al. 2019). Suncorp has emphasized managing its property portfolio, and this is the crucial reason via which it attains the competitive advantage. Its main competitors are BOQ, NAB, QBE Holdings, and HSBC. Suncorp manages to maintain a competitive advantage by making sure that the accurate view of the occupancy is maintained. This makes sure that the operation and management of data in silos are prevented. It lays stress on maintaining a productive culture at the workplace that fosters teamwork and cultivates collaboration. The organization's plan of expansion is a great idea to make sure that the global platform is exploited. However, Suncorp needs to consider that it must not impact its employees in an adversative manner. It is hence critical that employee satisfaction and job security are assured so that any chaos is prevented.
Combining both cost leadership and product differentiation can help the Suncorp Company to improve its customer base and loyalty; if the company adopts this strategy its also likely to position its products as the best in the market in Infront of its opponents. The company can use the differentiation tool to reduce the pressure piled on its brands by other companies. 
The other strategy that the company can employ to establish itself well is the outsourcing of some functions that it finds difficult to perform. Outsourcing helps a firm to concentrate on the critical functions of the firm while having other people perform the other functions. The principal risks that are associated with outsourcing are the communication gap and lack of control and administration of the process (Enagbonma and Osagiede 2018; Shaiq and Hassan 2019). If the processes are conducted overseas, then it may be a chance that the communication gap is incurred. For dealing with this, Suncorp can invest in building a communal portal for communication. Issues in administration and lack of control are also accompanied with it. Also, the organization realized that outsourcing jobs and failure to embrace globalization could ultimately cost the organization; therefore, Suncorp needs to strategically invest in the idea strategically.
Differentiation strategy can be implemented through designing insurance policies that are unique from those of close competitors. On the other hand, the company shall focus on tailoring loans and other financial products are easily accessible, loan rates are the best, and the engagement between the company and its customers is the best. Strategic planning can be a challenging role once mixed with extensive marketing. Therefore, the company shall outsource its marketing function to social media marketing firms, which will promote the well-tailored products and services to prospective buyers. Outsourcing this function will relieve the company this hefty duty and thus concentrating on the planning bit of the firm. 
In conclusion, the use of product differentiation and further inclusion of outsourcing in its strategy, Suncorp company will redefine its operations and competitiveness in the market. All the products will be unique and well-marketed, thus increasing the customer base and loyalty of the customers. 
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