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Strategic Plan Part I: Proposal of a New Division
In the next several paragraphs, we will be discussing a new division in an existing company by the name of “Anytime Fitness.”  The importance of innovation represents the introduction of the latest technologies, merchandises, services, marketing ideas, processes and ways of conducting to inspire a firm’s economic fulfillment.  In addition to innovation, variables like store appearance, customer value and brand fairness have an important existence in the loyalty system. Store appearance refers to the idea of marketing actions (merchandising, promotion, etc.), “value is usually associated with utilitarian and hedonic aspects (e.g. price) and brand equity is the added value linked to the brand perceived by consumers.”  (Fuentes-Blasco, M., Moliner-Velázquez, B., Servera-Francés, D., & Gil-Saura, I. 2017).  
Anytime Fitness
The new service for the new company division is for Anytime Fitness to incorporate a 24-hour juice bar in their facilities.  In creating this new company division, we are focusing on our customers and their health. In adding a 24-hour juice bar to all of our facilities, we are offering our customers a convenient, healthy and nourishing meal on the go.  Our mission statement is: We offer products that are focused at nourishing your health and your enjoyment in the most beneficial way. We aim to be the finest and provide juices that will give you wholesome and healthy benefits. In doing this, we hope to inspire our customers in their health, fitness and everyday lives.  Basically, our customer’s health is our priority, and whatever their physical goals are, we will help them with their progress towards a healthier, happier mind and body.

In regards to differentiating this new service, several fitness facilities may offer a juice bar in their establishment; however, they are not available 24 hours.  By Anytime Fitness incorporating a 24-hour juice bar in their facilities, we are catering to our customers that do not work a typical nine to five job.  In addition, all of our fruits and vegetables that are used to create these nourishing and healthy juices will be organic.   
Our Competitive Advantage

In regards to how our new division addresses customer needs and achieves competitive advantage, Anytime Fitness recognizes our member’s time, health and livelihood.  We realize that by offering our members 24 hour access to our facilities, as well as our juice bar, gives us the advantage that no other fitness facilities can offer. Most people nowadays rarely have time for themselves between work and family; putting their own health needs second.  We at Anytime Fitness make it convenient for individuals who have limited time or that are on a time schedule.  We make it suitable for our customers (members) to exercise anytime of the day or night, and have access to a nourishing and healthy juice from our 24-hour juice bar when they don’t have time to stop for a meal and are on the go.

In regards to creating a vision and a business model for our new division, our vision is: To help our members achieve and maintain their fitness goals and to make living healthy convenient, affordable and available to everyone.  “Vision statements are considered to be important for organizational transformation and business success. Developing a vision allows leaders to think about their hopes and aspirations for the organization's future. Ideally, all business decisions, plans, and activities should be directed toward fulfillment of the company's vision.”  (Gulati, R., Mikhail, O., Morgan, R. O., & Sittig, D. F. 2016).

In regards to our business model for our new division, it will be as follows: Key Activities – obtain new customers, keep our existing customers and provide expected services.  Key Resources – managers and a nutritionist for our 24-hour juice bar.  Customer Relationships – personal service.  Value Proposition – convenient and nutrition advice from our nutritionist.  Revenue – additional services (24-hour juice bar).  “A business model is the strategy that a company uses to generate revenue from its product or service offering.  Companies follow different business models depending on their products and services.  Companies choose or invent the model that will generate the most profit.  The model determines the sales and marketing strategies of the company, including branding, pricing, sales channels and potential partners.”  (Business model definition & example 2018).
In regards to how the vision, mission, and value of the new division align with the company’s mission and vision, they all project the same message of nutrition, health, customer service, convenience and a healthier, happier mind and body.  The value statement for the new division is: Not all juices are organic; so nourish your mind and body with only the best.  As stated by Anytime Fitness, “You’re not just joining a gym. You’re joining a supportive community of like-minded people who are here to give you the encouragement you need.  With 24/7 access to more than 3,000 locations worldwide, you're joining the most convenient gym on the planet.”  (Anytime fitness 2018).  The vision for our new division aligns perfectly with the company’s vision in the fact that they both have the same goal; to help our members achieve and maintain their fitness goals and to make living healthy convenient, affordable and available to everyone.  The mission for our new division aligns perfectly with the company’s mission in the fact that our customer’s health is our priority, and whatever their physical goals are, we will help them with their progress towards a healthier, happier mind and body.
In regards to how the vision, mission, and values guide the division’s strategic direction, our strategy is to focus on our customers (members) and their health. In adding a 24-hour juice bar to all of our facilities, we are offering our customers a convenient, healthy and nourishing meal on the go.  Our products are focused at nourishing our customer’s health and enjoyment in the most beneficial way. Our juices will give our customers wholesome and healthy benefits. In doing this, we hope to inspire our customers in their health, fitness and everyday lives.  Our customer’s health is our priority, and whatever their physical goals are, we will help them with their progress towards a healthier, happier mind and body.  
By Anytime Fitness incorporating a 24-hour juice bar in their facilities, we are catering to our customers that have varied hours.  Our strategy is to obtain new customers, keep our existing customers and provide expected services.  We will create strong customer relationships by providing a personal service.  In addition, we will create value by offering convenience and nutrition advice from our nutritionist.  Lastly, this strategy will create revenue by adding additional services to Anytime Fitness (24-hour juice bar). 
In regards to defining our guiding principles and values for our division in the context of culture, social responsibility, and ethics, we will practice our cultural responsibility and employee behavior by focusing on our customers (members) and making them knowledgeable about nutrition by speaking with our nutritionist at our 24-hour juice bar.  In regards to our social responsibility, we will focus on accountability.  Every staff member at Anytime Fitness is to be accountable for his/hers actions and act accordingly to our customers (members) making sure that we are providing the quality services that are expected and promised by our company.  In regards to ethics, we expect all of our staff members to do the right thing by following the rules of health, safety, discrimination, harassment, conflicts of interest, fraud and price fixing; as well as practice our company’s vision, mission, and value statements.  “There is growing recognition that good ethics can have a positive economic impact on the performance of firms. Many statistics support the premise that ethics, values, integrity and responsibility are required in the modern workplace. For consumer groups and society at large, research has shown that good ethics is good business.”  (Joyner, B. E., & Payne, D. 2002).
Conclusion
The importance of innovation represents the introduction of the latest technologies, merchandises, services, marketing ideas, processes and ways of conducting to inspire a firm’s economic fulfillment.  In adding a 24-hour juice bar to all of our facilities, we are offering our customers a convenient, healthy and nourishing meal on the go.  In doing this, we hope to inspire our customers in their health, fitness and everyday lives.  By offering our members 24 hour access to our facilities, as well as our juice bar, it gives us the advantage that no other fitness facilities can offer.  Our vision is: To help our members achieve and maintain their fitness goals and to make living healthy convenient, affordable and available to everyone.  Our strategy is to obtain new customers, keep our existing customers and provide expected services.       
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