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Strategic Plan for a start-up Company
        The only leading way to achieve any business is its definite strategic plan, which shows how to run the business Deye Knitting Mill industry. Its strategic plan must have a systematic, measurable, accurate, realistic, and time-bound vision and mission. To drive towards the mission and the vision, there should be an elaborate budget that is operational. 
        Strategy Formulation; for the company to have the millennials and generation Z's attention, then there should be a specific goal bound in between the mission and vision statements. A vision statement should be a leading, accessible, and price-friendly company in the country for people despite their age. The company’s mission statement should enhance men's clothing line's dignity and quality by eliminating the barriers, be it in forever and price, while paying attention to being cost-friendly. Therefore, the company's mission and vision will be brief to the customers on what is offered by the company (Tudor, 2018). All the information should be captured in these statements. The company's goal helps the management know where they are going and what should be done first.
        Strategy Implementation; after setting the goal, the company's management aims to look at how to achieve the goal and build its brand. In this case, the company should use the technology to do advertisements on social media and even on billboards. The demographics show that 40+ indicates that millennials and generation Z's attention can be captured on technology, unlike age 40+. The start-up advertisement budget should be well thought off or calculated well to avoid making any loss. I advocate using social media like televisions, radio stations, emailing, and Facebook, among others, because they are easily accessed. The commodity, that is, men's clothing line, should run on all advertising social media for six months (Tudor, 2018). 
        Due to a decline in sales, the company has already established a name and brand; the management should develop a new fashion for the clothing line.  New techniques in any company catch the attention of the customers. This should be done for six months. Again, the latest fashions should now be in accompaniment to a package that can be a gift like pegs.  The new fashion of clothing line can be coated and painted with attractive colors that are more attractive.
        Strategy Evaluation; for the company to survive the market's competency, I recommend identifying two core competencies that help in doing the evaluation. Some core competencies are product quality, customer service delivery, supply chain efficiency, and high innovation but later settle on one effective after checking on a 2x2 matrix (Tudor, 2018). I prefer supply chain efficiency. Instead of just advertising, the company can purchase its supply vehicles to distribute their product to the wholesale, retail shops, shops, supermarkets, and other markets and the vendors. This can be an added advantage because it will help the product reach the customers, and it will be readily available. 
        Both the rebranding and redefining the mission and vision statements to have a peak in sales should take two years. These two years should be divided as follows; one year for advertisement on media platforms while making sales and supplying, then another year will be billboard and roadshows advertisement and piloting on the new fashions while rebranding on new innovative to fit in the competitive market.  
Strategic Plan to grow an Established Business
Having established already running business in a company, there is a need to develop a progressive working plan for it. Before embarking fully on this, the company management should evaluate to see the strength or the weakness of the already running programs. In case there is any loop or fault in already established programs, then the management is now mandated to vary on what should be done next (Cataldi et al., 2017). The evaluation is done in three stages; first, reviewing the internal and external factors affecting the implementation, second; measure the performance, and taking the corrective steps to make the strategy more effective. This is done by involving the upper management, middle management, and the operational level, thus maintaining its communication channel because communication in any organization is critical. Assessing the current situation helps identify its strengths, weaknesses, opportunities, and threats (SWOT) in its formulation.
        Strategy Formulation; in this company, the targeted clients or customers are now the millennials and generation Z, where there is a problem in making sales. Therefore, within one year, the management of the company should how to curb the weakness. 
        In this stage, the upper management should now allocate more resources to human resources. The human resources manager should know there are less or more human resources. In doing so, he/she should not supersede the profit being made or even the working budget. In an already established business, the customers will be already aware of the product being circulated, and now the major challenge will be on maintaining the flow of those products. Therefore, the transport department should supply the required products according to the demand directly proportional to the need (Cataldi et al., 2017).
        Strategy Implementation (2 years); to implement the daily circulation, more people will be hired for two departments; the transport department and the processing department. Before that, the management should also ensure that raw materials are supplied to the company. To supplement the cost of transportation, targeting millennials and generation Z who are digitalized, the management in this implementation level can bring technology in supplying their products. Within that span of 2 years, there should be developed a workable Application (App) that can be used on the mobile phone. A young person can decide to buy online, and his men's clothing line be delivered at his doorstep.
Strategy evaluation: after each step, the management should use the SWOT method to check where to fill some gaps, as indicated or discussed earlier.
Strategic plan to save a mature business
The strategic plan for saving a mature business can be done within one year in the following strategic processes;
        Strategic Formulation (3 months); like any other business level, despite being a 'mature' business, there is still a need to do some SWOT analysis. For instance, despite giving in the best by the managers but with no tangible profit, the management can think otherwise. The thought otherwise should be aimed at saving the business. In this case, if there is a weakness, the power of the company can now decide to do a joint venture or a merger kind of Business Company.
        Strategic Implementation (6 months); unlike other processes, implementation needs more time to make it work best. Ideally, it's the breath of the project or plan. The joint venture or merger can be; either selling men's clothing line with women's clothing line or selling men's clothing line with other men's clothes and shoes. On the other hand, the management can decide to merge with another company that is a dealer in the same commodity or product to have shares in the company (Robinson et al., 2016). This is a partnership kind of business. All this should not be permanent but instead to help the current running business re-establish again.
        Strategy Evaluation (3 months); as the implementation process hits its six months, the next remaining months should be used as evaluation months to see the output of what was implemented. The upper management involves all corporate leadership in this process. For instance, they may find where the weakness lies and fix it before the company again returns to the former mistake they had made. 
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