BSC SWOT Analysis for Parvaz Enterprise
By Morteza Emadi

*Incremental need of capital
*probable budget by investors for
providing tablet for villagers

*No available fund from the founders

*High demand and payment for education
among Iranian people
*Accessing to growth center of Kharazmi
university

*Obstacles in cooperation with
govermental sections like Fani Herfei
organization for blended learning

*Creditable certification(due to process)
*Accessing courses tailored by top
employers

*Lack of encouragement to finish the
courses because of distant supervision

*3 months closure of schools & universities
inIran
*Lack of skill among universities graduates
who seek for jobs
*High Rate of unimployment in Iran and
neighbourhood

*Tehran University establishing similar
project(Maktabkhooneh)
*Faradars & CafeTadris companies may
expand their services

*Automated services for course &
assignment scheduling

*Difficulty in secure identity validation

*Defficiency of customer service and

support among rivals
*Cooperation with a famous job placement
company as a partner

*Internet Difficulties in Iran
*Defficiency of internet and hardware in
rural areas

*Incremental growth structure of the
business

*Difficulty in closing contract with famous
instructors

*Similar language with 2 neighbourhood
countries

*Political instability in Iran and Afghanistan




SWOT Matrix for Parvaz Enterprise
By Morteza Emadi

INTERNAL FACTORS

TRENGTHS (+)

1.Incremental need of capital

2.Probable budget by investors for
providing tablet for villagers

3.Creditable certification(due to process)

4.Accessing courses tailored by top
employers

5.Automated services for course &
assignment scheduling
é.Incremental growth structure of the
business

EXTERNAL FACTORS

OPPORTUNITIES (+) STRENGTHS (+) / OPPORTUNITIES (+) STRATEGY

0O5:Cooperation with replacement
institutes for aiming unemployments
$2/05: Focusing on middle class
customers specially university students by
givinng promotions

1.High Rate of unimployment in Iran
and neighbourhood

2.High demand and payment for
education among Iranian people

$6/01: Represent product in Afghanistan
and Turkmenistan (neighbourhood with
the same language)

3.Similar language with 2
neighbourhood countries

§$3/02: Persuading high class youth to join
for creditable certificate instead of
struggling for konkoor

4. 3 months closure of schools &
universities in Iran

5.Lack of skill among universities
graduates who seek for jobs
6.Famous job placement companies
tended to cooperate

THREATS (-)

STRENGTHS (+) / THREATS (-) STRATEGY

T1/13: Providing qualified content and
services against other rivals

1.Tehran University establishing similar
project(Maktabkhooneh)

T2/Té: Enabling download ability for offline

2.Internet Difficulties in Iran
access

$2/Té: Renting infrastructures for rural users
as a social responsibility task

3.Faradars & CafeTadris companies
may expand their services

4.0bstacles in cooperation with
govermental sections specially Fani
Herfei organization

5.Political instability in Iran and
Afghanistan

é.Defficiency of internet and hardware
in rural areas

WEAKNESSES (-)

1.No available fund from the founders

2.Lack of encouragement to finish the
courses because of distant supervision

3.Difficulty in secure identity validation

4.Difficulty in closing contract with famous
instructors

04: Special promotions and time
managing offers for summer holidays

W2/04: Extending deadlines of expired
assessments in summer for encouragement

W3: Getting help from schools and
universities for identity validation

W2/04: Launching blended learning courses
specially in summers for boosting motivations
and hard skills

W1/13: Consolidating with a moderate rival
like CafeTadris with fair options

W1/T4: Fund raising by the aid of VC.s or
start-up accelerators even for blended
laerning




IFE Matrix for Parvaz Enterprise

By Morteza Emadi
Strengths Weight Rating Weighted Score
Incremental need of capital 0.09 3 0.26
P.roboble budget by investors for providing tablet for 0.08 3 024
villagers
Creditable certification(due to process) 0.11 3 0.33
Accessing courses tailored by top employers 0.10 4 0.41
Automated services for course & assignment scheduling 0.10 4 0.41
Incremental growth structure of the business 0.07 3 0.20
Weaknesses Weight Rating Weighted Score
No available fund from the founders 0.10 2 0.20
Lack of encouragement to finish the courses because of
. . e 0.11 1 0.11
distant supervision
Difficulty in secure identity validation 0.11 1 0.11
Difficulty in closing contract with famous instructors 0.13 1 0.13
Total IFE Score 1.00 25 2.40

This indicates a Weak internal position.




EFE Matrix for Parvaz Enterprise

By Morteza Emadi
Opportunities Weight Rating Weighted Score
High Rate of unimployment in Iran and neighbourhood 0.10 4 0.41
High demand and payment for education among
. o 0.08 3
Iranian families 0.24
Similar language with 2 neighbourhood countries 0.09 4 0.38
3 months closure of schools & universities in Iran 0.11 4 0.43
Lack of skill among universities graduates who seek for
. 0.09 3
jobs 0.26
Famous job placement companies tended to cooperate 0.06 3 018
Threats Weight Rating Weighted Score
Tehran University establishing similar 0.09 |
project(Maktabkhooneh) ’ 0.09
Internet Difficulties in Iran 0.07 2 0.14
Faradars & CafeTadris companies may expand their
q 0.06 2
services 0.12
Obstacles in cooperation with govermental sections
. . . o e 0.07 2
specially Fani Herfei organization 0.15
Political instability in Iran and Afghanistan 0.07 2 0.14
Defficiency of internet and hardware in rural areas 0.10 1 0.10
Total EFE Score 1.00 31 2.65

This indicates a good responsiveness
to external factors



CPM Matrix for Parvaz Enterprise
By Morteza Emadi

Parvaz Maktabkhooneh Faradars
Critical Success Factors Weight  Rating Score  Rating Score  Rating Score
Advertising 0.10 2 0.20 4 0.39 3 0.29
Market Penetration 0.08 1 0.08 2 0.16 3 0.24
Customer Service 0.09 3 0.26 1 0.09 3 0.26
Geographical Spread of users 0.09 2 0.17 3 0.26 4 0.34
R&D 0.05 2 0.10 2 0.10 2 0.10
Employee Dedication 0.04 3 0.13 2 0.09 3 0.13
Financial Profit 0.11 1 0.11 2 0.22 3 0.33
Customer Loyalty 0.10 1 0.10 2 0.20 3 0.29
Market Share 0.09 1 0.09 2 0.18 3 0.28
Product Quality 0.10 4 0.39 2 0.20 3 0.29
Top Management 0.07 3 0.22 2 0.15 2 0.15
Price Competitiveness 0.09 2 0.17 1 0.09 3 0.26
Totals 1.00 2.02 2.11 2.96




IE Matrix for Parvaz Enterprise
By Morteza Emadi
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*If we number the cells from top left to bottom right with | to IX numbers:

Cells 1, 11, and 11l suggest the grow and build strategy. This means intensive and aggressive tactical strategies. Your strategies should focus
on market penetration, market development, and product development. From the operational perspective, a backward integration,
forward integration, and horizontal integration should also be considered.

Cells IV, V, and VI suggest the hold and maintain strategy. In this case, your tactical strategies should focus on market penetration and
product development.

Cells VII, VIII, and IX are characterized with the harvest or exit strategy. If costs for rejuvenating the business are low, then it should be
attempted to revitalize the business. In other cases, aggressive cost management is a way to play the end game.



BCG Analyse for Parvaz Enterprise

By Morteza Emadi
Top Firm
Division in Division Relative
Division names Revenues Industry Market Market
of Parvaz Division Growth Share
Ent. Revenues Rate Position

Notice: the numbers are hypothetical since the company hasn't started working
Also as the Staff Training of Iranian organizations by using an independent e-learning website isn't available right now, so the
leader of that devision would be our company.

Relative Market Share Position
High 1.0 Low 0.0

uestion Marks
St ‘ing

Industry Sales Growth Rate

Low -0.20
Cash Cows Dogs




Space Analyse for Parvaz Enterprise

By Morteza Emadi

Internal Analysis: External Analysis:
Financial strength (FS) Environmental Stability (ES)
Return on Investment (ROI) 4 Rate of Inflation -4
Leverage 3 Technological Changes -4
Liquidity 1 Price Elasticity of Demand -3
Working Capital 3 Competitive Pressure -3
Cash Flow 2 Barriers to Entry into Market -4
Financial strength (FS) Average 2.6 |Environmental Stability (ES) Average -3.6
Internal Analysis: External Analysis:
Competitive advantage (CA) Industry strength (IS)
Market Share -5 Growth Potential 6
Product Quality -2 Financial Stability 2
Customer Loyalty -5 Ease of Entry into Market 2
Technological know-how -1 Resource Utilization 4
Control over Suppliers and Distributors -4 Profit Potential 5
Competitive advantage (CA) Average -3.4 |Industry strength (IS) Average 3.8
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QSPM Matrix for Parvaz Enterprise
By Morteza Emadi

Two nominated strategies from SWOT analyse which would be discussed here are:
Strategyl : S2/T6: Renting infrastructures for rural users as a social responsibility task
Strategy2: W2/04: Launching blended learning courses specially in summers for boosting
motivations and hard skills

According to last row at the bottom of the page the avergae score of the 2nd strategy(3.24) is
higher than the first's one(2.66),therefore we prioritize 2nd strategy higher.

Strategyl Strategy?

Strengths Weight AS TAS TAS

Incremental need of capital 0.09 0 0.00 3 0.26
Probable budget by investors for providing tablet for villagers 0.08 4 0.32 0 0.00
Creditable certification(due to process) 0.11 0 0.00 2 0.22
Accessing courses tailored by top employers 0.10 0 0.00 1 0.10
Automated services for course & assignment scheduling 0.10 0 0.00 0 0.00
Incremental growth structure of the business 0.07 2 0.13 3 0.20

Strategyl Strategy?

Weaknesses Weight AS TAS AS TAS
No available fund from the founders 0.10 0 0.00 0 0.00
Lack of encouragement to finish the courses because of distant

.. 0.11 1 0.11 3 0.33
supervision
Difficulty in secure identity validation 0.11 3 0.33 3 0.33
Difficulty in closing contract with famous instructors 0.13 0 0.00 0 0.00

AN W N =

Strategyl Strategy?
Opportunities Weight AS TAS AS TAS
High Rate of unimployment in Iran and neighbourhood 0.10 2 0.20 3 0.31
High demand and payment for education among Iranian families 0.08 0 0.00 1 0.08
Similar language with 2 neighbourhood countries 0.09 2 0.19 1 0.09
3 months closure of schools & universities in Iran 0.11 1 0.11 3 0.33
Lack of skill among universities graduates who seek for jobs 0.09 3 0.26 4 0.35
Famous job placement companies tended to cooperate 0.06 0 0.00 1 0.06

Strategyl Strategy?
Threats Weight AS TAS AS TAS
Tehran University establishing similar project(Maktabkhooneh) 0.09 2 0.18 2 0.18
Internet Difficulties in Iran 0.07 2 0.14 2 0.14
Faradars & CafeTadris companies may expand their services 0.06 1 0.06 1 0.06

Obstacles in cooperation with govermental sections specially Fani

. L 0.07 1 0.07 0 0.00
Herfei organization
Political instability in Iran and Afghanistan 0.07 2 0.14 0 0.00
Defficiency of internet and hardware in rural areas 0.10 4 0.42 2 0.21

TOTAL 2.66 3.24
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