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	Factors
	Strengths
	Weakness
	Opportunities
	Threats
	Trends
	Decision

	Legal & Regulatory
	Our contracts and business license provides a barrier to entry.
	Contracts are costly to negotiate. 
	Attractive contracts enable the consignment business to charge fees even when goods are not sold.
	Legal suits alleging violation of contracts.
	There is a printed contract that the sellers usually are required to sign. 
	Our business will prepare a standard consignment contract that will minimize the chances of litigation.

	Economic
	More business because of downturn. 
	Less demand because of low income. 
	Segments that buy low cost products because of downturn. 
	Mismatch between the needs of the buyers and goods put up for sale. 
	More purchases from consignment shops. 
	Carry out market research to ascertain the needs of the buyers. 

	Innovation
	Accurate targeting of customers.
	Increased costs. 
	Wider variety of goods can be sold through target-ting. 
	Legal challenges for violation of privacy. 
	Mail only to past customers
	Only selected and relevant customers to be mailed. 

	Strategy
	Higher sales from selected groups
	Other groups may avoid the stores. 
	Keep unique products and it will attract customers. 
	Strong competition from online stores. 
	Increasing number of persons are purchasing from sites like e-bay. 
	Unique products like antiques will be listed.

	Processes & Systems
	Online signing of contract/ quick delivery in shop. 
	Consignors may want hard copy of the contract ‘signed’. 
	Automatic printing of contracts creates credibility and lack of future disputes. 
	The system may not be able to handle a sudden rush of customers/consignors. 
	A combination of automatic and manual system is used
	Only printed contracts will be offered. 

	Goals
	Unique merchandise will be profitable
	The turnover may be low
	Fees may be charged for listing the items. 
	The consignors may decide to use auction sites instead. 
	There is a positive trend to list and sell antiques through consignment shops. 
	Focus on unique and one of a kind merchandise. 

	Culture
	High quality will get good profits
	Different types of products have to be used for different generations. 
	More opportunities as different generations are targeted. 
	The shop may not be identified by a particular generation. 
	More people are willing to buy unique products
	Target both the young and old generations. 
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	Scorecard Four Balanced Areas for Measures
	Strategic Objective
	Measure
	Metric
	Targets

	
	
	
	
	Year 1
	Year 2
	Year 3

	Financial
	Improve profitability
	Improve return on capital investments
	ROIC
	↑5%
	↑5%
	↑5%

	
	
	Improve the overall profit margin of the company
	Margin
	↑4%
	↑5%
	↑6%

	Customer
	Grow the business by focusing on customers
	Bring in more revenues from each customer
	Revenue/ customer
	↑5%
	↑5%
	↑5%

	
	
	Increase in number of customers served in current markets
	Market share
	↑2%
	↑3%
	↑5%

	Operation or Process
	Improves productivity in product areas
	Reduce the time to bring new products to markets
	Product development cycle time
	↓5%
	↓10%
	↓5%

	
	Improve the sales process to add value to the customer
	Improve the effectiveness of the sales process
	New process developed and in place
	In 6 months
	NA
	NA

	Learning and growth
	Improve capabilities needed to improve productivity
	Retain people at top 50% of performance curve
	Retention rate of top talent
	>90%
	>90%
	>90%

	
	Change the behaviors of leaders and employees to those need to support the new strategy
	Begin to change culture to realize new plan
	Climate survey question results on target
	100%
	100%
	100%
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