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ABSTRACT

As one of the most highly developed economic region in China, the Pear River Delta attracts numerous micro-enterprises gathered here. The majority of these microenterprises are still under an extensive development pattern and facing various kinds of difficulties, for instance, scale limitation, insufficient economic strength etc.  
By analyzing the case of Zhancheng Freight Agent, this paper aims at studying the development strategy of micro freight agents with the help of strategic development theory, analysis tools of corporate environment and knowledge of management.
The body of this paper is divided into six parts. The first part is introduction. It is mainly about the purpose, meaning, theme, and research method of this paper. The second part is Literature Review in which the basic concepts, relevant literatures and analysis tools used in this paper will be introduced in detail. The third part is case description. This part presents the general situation of Zhanchen Freight Agent, its history, current situation and future challenge. With the detailed analysis of the internal and external environment of the company, the strength and weakness, opportunity and threats will be revealed in the forth part. And in the fifth part the author will provide specific suggestions for the development of Zhanchen Freight Agent which are Focus Strategy and Non-equity strategic alliance. Finally, the sixth part is the general summarize of the strategy and tactics for the development of the micro –Freight Agent as well as the vision of future study in this subject.   
The conclusion of this paper is that only with the combination of Focus strategy and Non-equity strategic alliance can the firm accurately choose proper market segment and bind the core benefits of its customer with itself so as to occupy a strategic position in the future dynamic competition.

Keywords:  Micro Freight Agent, Development strategy, Focus strategy, Non-equity strategic alliance
摘  要

珠江三角洲作为中国经济发达地区之一，聚集着大量的微型货运企业。这些微型货运企业普遍处于一种低端的粗放型经营模式，在发展壮大过程中遇到各种各样的困难。比如：企业规模小，实力弱，生存和发展受到极大的威胁。

本文以东莞市沙田展诚汽车运输行作为案例进行研究。通过运用战略管理的理论，企业环境分析的工具和管理学方面的知识来分析研究微型货运企业的发展战略。

本文的主体结构共分为六部分。第一部分是绪论，主要介绍写作的目的，意义，研究的主题，研究的方法和文章的层次逻辑关系。第二部分是文献综述，概括了本文章中使用的基本概念，相关的文献研究结果和使用的分析工具。第三部分是案例描述，向读者介绍了展诚运输行的基本概况，发展历史，现状和面临的挑战。接着是关于案例分析的第四部分，主要内容是对外部环境和企业内部环境的详细分析，得出展诚运输行面临的机遇和威胁，优势和劣势。第五部分的内容是对展诚运输行发展的具体建议：采取聚焦型战略和非股权性合作联盟。最后的第六部分是对于微型货运企业发展过程中策略一般性总结和本文的后续研究展望。

本论文的主要结论是，微型货运企业只有将聚焦战略和非股权合作联盟战略相结合才能够找到适合自身的市场分层，将自身利益与客户利益紧密的捆绑在一起从而在激烈的竞争中占据一席之地。

关键词：微型货运企业，发展战略，聚焦型战略，非股权性合作联盟
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Chapter I Introduction

1. Research Objectives 
Microenterprise as one of the major types of business operation has become more and more important in China and other countries around the world. It is a small business venture that is often created and run by an individual. Typically, that individual has little or no resources to invest in the establishment and operation of the business. And fully benefited from the development of modern technology especially the technology of transportation and IT, these micro business ventures can find a way of survivor and compete with companies all around the world. 
In most countries including China, a microenterprise is often unregistered and will have somewhere between one and five employees, including the owner of the business. There is usually some type of limit on the amount of assets the business can have and still fall into this category, although in most cases, that figure is a modest one. The businesses are often opened and operated by a single individual, and may begin as a means of producing a secondary income. A business model of this type may be used when an individual becomes unemployed and seeks to create his or her own business in an attempt to make a living. 
This thesis takes Zhancheng Freight Agent as an example to make a further and detailed analysis on the strategic planning and development of Microenterprise in China. The objectives of this thesis can be summarized as follows: 
Firstly, through a detailed analysis of the internal and external management environments, we try to have a deep and systematic thinking of the opportunities and threats confronted by the micro-sized enterprises, knowing the strengths and weaknesses and then having a clear understanding of the current status as well as the future development. Moreover, we aim to guide the direction of its development and avoid the possibility of great efforts in vain. 
Secondly, we hope to achieve a goal at a higher level. Basically, we can shape a strategy for development by analyzing the status of the enterprise, but moreover, we can set up an example for the other micro-sized enterprises in the field, hoping that we can make some contribution and make a difference to the business. 
2. Meaning of the Research
With the consideration of unstable economic situation in the world, the economy in Dongguan city, Guangdong province becomes worth worrying. The logistic industry, especially the tiny local freight agents in Pearl River delta is affected greatly. During this economic uncertainty period, the tiny local Freight Agents encounter threat and opportunity as well.
The author of this thesis is the boss of Dongguan Shatian Zhancheng Freight Agent. He spends most of his time on running this business. With the increasing difficulties in business operation and faster chang in business environment, business organizations are likely to get lost in strategic direction. Development strategy for Zhancheng Freight Agent is needed urgently. With the implementation of development strategy, Zhancheng Freight Agent is likely to avoid mistakes, and keep going on the right direction. The preliminary significance of writing this thesis is to clarify the development strategy of Zhancheng Freight Agent, so as to lead Zhancheng Freight Agent to a promising future in the right direction. The betterment of Zhancheng Freight Agent is good to all stakeholders. It is of very practical significance to help a tiny local logistic company to copy with difficulties in real business environments.
The much more significance of writing this thesis is to stimulate discussion inside the tiny logistic industry, and to provide ideas to other tiny local logistic companies with the topic of development strategy. Because Zhancheng Freight Agent is typical in this industry, its development strategy research can be referred by other similar companies in this industry. Hence other tiny local logistic service providers can get inspiration from this thesis.
3. Research Subject 
By analyzing the external and internal management environment of the enterprises, we want to adopt the theory of strategic management to find out the problems and challenges facing by them, besides, make use of the enterprise environment analysis tools and the corresponding management theories to shape the development strategies for the enterprise. Thus, the specific research questions of the thesis are closely related with the development strategies of the micro-sized enterprises, that is, what strategies this type of enterprises should adopt to make full use of their strengths to maximize them and to learn from others to minimize their weaknesses, more importantly, how to grasp the opportunities and meet challenges to reach the objective of making profits and growing continually. 
As in the micro-sized business, the market demand is mainly the standardized products, thus the demand for differentiation is not so high. For instance, the service needed by the customers is that the products can be delivered safely from one place to another on a timely basis. If they take on differentiation strategy, it will not make a big difference, besides, may result in a soaring increase of the cost. In some sense, the loss outweighs the gain. If the cost leadership strategy is adopted, the anticipated outcome can only be achieved under the circumstances of scale of economy both in products manufacturing as well as the succeeding services. However, Zhancheng Freight Agent in this case study is a local micro-sized enterprise, which has no service network, no ability to form scale of economy and no possibility to carry out cost leadership strategy. However, if the focusing strategy could be made full use of, they can acquire an invincible position in the fierce market competition, since the strategy can facilitate the enterprise to optimize the limited resources and focus them on one specific product or service. This can not only avoid the shortcomings of small size and insufficient resources, but also have the advantage of professionalism in the services. 
The development and growth of microenterprises can never be separated from the sufficient resources, which are accessible either internally or externally. In this case, the internal resources of Zhancheng Freight Agent are not very abundant, though both the personal image and corporate image, which are categorized into the internal assets, are very good. As a result, they have to depend on the external resources for the future development. This is a question worth deep thinking, but personally, what matters most is by virtue of establishing a cooperative relationship with the partners, especially the non-equity strategic alliance relationship. 
4. Research Methods 
This thesis are conducted and based on the case study of Zhancheng Freight Agent. Focusing on the research theme and objectives, I try to take advantage of the research findings by our predecessors and then synthesize the current findings. By the starting point of the enterprises’ external and internal management environments as well as the combination of the theory and the practice, the thesis based on the integration of literature search and case study. The research methods can be summarized as follows: 
4.1 Literature Review 
In the whole process, the author makes a full use of literature search and literature references, making a classification from the current documents and then conducting a future research. By the extensive reading and detailed analysis, the author makes a summary of some corresponding theories and research methods guiding my research. The literature review is carried out from the three perspectives: basic concepts, theories for the microenterprises development as well as some main analysis tools, which, in some sense, laying a theoretical foundation for the enterprise strategic development study. 
4.2 Case Study 
As the basic research method of the thesis, the research method – case study adopts that theory should be based on the observation and demonstrations in order to reveal the conclusion. This thesis makes a case study of Zhancheng Freight Agent. Firstly, the author follow the theory of strategic management to conduct a very detailed analysis on its current status, in order to shape its direction and strategy for future development; secondly, under the guidance of the inference method from particulars to generals, the author try to come up with a strategic growth road for all the micro-sized freight enterprises located in the Chu Chiang Delta. 
4.3 Combination of Interview and Observation 
During the preparation of the documents and the writing process, the author have many interviews with the customers, suppliers, partners in the same business as well as the related officials and have gotten the first-hand materials and the real ideas of some professionals. All of these enlighten me and encourage me to write this thesis. Moreover, through an observation of the enterprise management environments and an analysis of the management statistics, I have some new understandings towards this business. 
5. Research Structure

The thesis structure is composed with five parts. It begins with an introduction, which is preliminary part of whole thesis. In this part, we learn: why the author writes this thesis? How importance this thesis is? What are the problems proposed in the research? How does the author do the research? And what the author is going to tell?

The second part of this thesis is case description. Inside the case description, company basic profile, company history, company current situation and challenges are covered in this part. From this case description, the reader and researcher can get the basic information of Zhancheng Freight Agent, which leads to the fully understanding to the latter analysis.

The case analysis is based on the previous part of case description. It is the most important part in the whole thesis. Case analysis is divided into two parts in a balanced manner: external environment analysis and internal environment analysis.

The external environment analysis is carried out in this order (1) General environment analysis: these dimensions are grouped into four environmental segments: political/legal, economic, socio-cultural, and technological.  (2) Five forces of competition model analysis. (3) Competitor analysis. The internal environment analysis is developed from resource, capabilities to core competence. 
After the completion of case analysis, suggestions are followed, there are (1) Adopting the focus strategy, focus on DBLC business. (2) Adopting the non-equity alliance strategy; develop its capabilities by alliance’s resource.

The last part is the conclusions and further studies. The conclusions are based on the suggestions, while the further studies are the topic which is not discussed in the thesis, and is waiting for future research.
Chapter II Literature Review

1. Basic concepts

To fully comprehend the strategic development of Micro-logistics enterprise, some classic theories and concepts should first be introduced and only by figuring out the these basic concepts used in strategic development and theories of Microenterprise can the author make a clear analysis of following case. 
The following several basic concepts will be defined first in the thesis. Namely,

1）Microenterprise, 2）Development strategy, 3）Focusing strategy,  4）Non-equity strategic alliance
1.1 Micro-enterprise

A micro-enterprise (or microenterprise) is a type of small business, often registered, having five or fewer employees and requiring seed capital of not more than $35,000. The term is often used in Australia to refer to a business with a single owner-operator, and having up to 20 employees. The European Union defines micro-enterprises as those that meet 2 of the following 3 criteria and have not failed to do so for at least 10 years:

· fewer than 10 employees

· balance sheet total below EUR 2 million

· turnover below EUR 2 million. 
The term microenterprise connotes different entities and sectors depending on the country.
In China, four major government departments including Ministry of Industry and Information Technology, National Bureau of Statistics, National Development and Reform Commission and Treasury Department studied and enacted An Regulation on the Division Standard for Small and Medium-sized Enterprise in 2011. In the regulation, Small and Medium-sized enterprises are divided into three types, Small sized enterprise, Middle sized enterprise and Microenterprise according to the number of employee, business turnover and asset size.

In manufacturing industry, companies with employees more than 300 or turnover less than 20 million are considered as Middle-sized enterprise, companies with employees near 20 or turnover less than 3 million are considered as small-sized enterprise and companies with employees less than 20 or turnover less than 3 million are considered as Microenterprise.

And in logistics and transportation industry, companies with employees less than 300 or turnover less than 30 million are considered as Middle-sized enterprise, companies with employees more than 20 or turnover less than 2 million are considered as small-sized enterprise and companies with employees less than 20 or turnover less than 3 million are considered as Microenterprise.

From the above statistics , it is clear that in developed countries, microenterprises comprise the smallest end (by size) of the small business sector, whereas in developing countries like China, microenterprises comprise the vast majority of the small business sector—a result of the relative lack of formal sector jobs available for the poor. These micro-entrepreneurs operate microenterprises not by choice, but out of necessity.

Microenterprises serve a vital purpose in improving the quality of life for people in developing countries. Microfinance seeks to help microenterprises by loaning small amounts of capital to these businesses. This allows poor individuals or families to start their own businesses, earn income and benefit their communities.

1.2 Strategic development

As is defined in Erica Olsen (2012)’s book Strategic Planning Kit for Dummies, Strategic development is an organization's process of defining its strategy, or direction, and making decisions on allocating its resources to pursue this strategy. In order to determine the direction of the organization, it is necessary to understand its current position and the possible avenues through which it can pursue a particular course of action.
The key components of 'strategic development' mentioned in the book Successful Strategic Planning written by Patrick L. Burkhart and Suzanne Reuss (1993) include an understanding of the firm's vision, mission, values and strategies. The vision and mission are often captured in a Vision Statement and Mission Statement.

· Vision: outlines what the organization wants to be, or how it wants the world in which it operates to be (an "idealized" view of the world). It is a long-term view and concentrates on the future. It can be emotive and is a source of inspiration. 
· Mission: Defines the fundamental purpose of an organization or an enterprise, succinctly describing why it exists and what it does to achieve its vision. 
· Values: Beliefs that are shared among the stakeholders of an organization. Values drive an organization's culture and priorities and provide a framework in which decisions are made
· Strategy: Strategy, narrowly defined, means "the art of the general." A combination of the ends (goals) for which the firm is striving and the means (policies) by which it is seeking to get there. A strategy is sometimes called a roadmap which is the path chosen to plow towards the end vision. The most important part of implementing the strategy is ensuring the company is going in the right direction which is towards the end vision.

The essence of making strategy is to solve the development problem of a corporation. Only by starting from company’s vision, specifying its mission can a company design a correct development strategy and finally realizes its own value to the society.

1.3 Focus strategy

Focus strategy describe a strategy focused on a business scope over which the company can compete based on cost leadership or differentiation. The firm can choose to compete in the mass market (like Wal-Mart) with a broad scope, or in a defined, focused market segment with a narrow scope. In either case, the basis of competition will still be either cost leadership or differentiation.

In adopting a narrow focus, the company ideally focuses on a few target markets (also called a segmentation strategy or niche strategy). These should be distinct groups with specialized needs. The choice of offering low prices or differentiated products/services should depend on the needs of the selected segment and the resources and capabilities of the firm. It is hoped that by focusing your marketing efforts on one or two narrow market segments and tailoring your marketing mix to these specialized markets, you can better meet the needs of that target market. The firm typically looks to gain a competitive advantage through product innovation and/or brand marketing rather than efficiency. It is most suitable for relatively small firms but can be used by any company. A focus strategy should target market segments that are less vulnerable to substitutes or where a competition is weakest to earn above-average return on investment.

Examples of firm using a focus strategy include Southwest Airlines, which provides short-haul point-to-point flights in contrast to the hub-and-spoke model of mainstream carriers, and Family Dollar.
1.4 Non-equity strategic alliance
A Strategic Alliance is a relationship between two or more parties to pursue a set of agreed upon goals or to meet a critical business need while remaining independent organizations. 
Partners may provide the strategic alliance with resources such as products, distribution channels, manufacturing capability, project funding, capital equipment, knowledge, expertise, or intellectual property. The alliance is cooperation or collaboration which aims for a synergy where each partner hopes that the benefits from the alliance will be greater than those from individual efforts.
Harrigan (1988) divided the Strategic Alliance into equity strategic alliance and Non-equity strategic alliance. According to his definition, Non-equity strategic alliance is an alliance in which two or more firms develop a contractual-relationship to share some of their unique resources and capabilities to create a competitive advantage. It is a relatively loose mode of corporation. The major form and content of Non-equity strategic alliance includes the investment and risk sharing, technology and R&D Corporation, Operating facility sharing, and customer relationship sharing.

Non-equity strategic alliance does not involve the transferring of ownership. It depends on the conditioning and coordination according to the contract. When the companies are not willing to set a independent joint-venture but still want to realize a more agile and efficient contraction and expansion, the Non-equity strategic alliance came into being. Compared with traditional expansion methods like merger and acquisition, Non-equity strategic alliance with proper cooperation structure is a much more inexpensive and efficient way. And also it successfully enable the companies to avoid the contradiction within the senior management about the control of management and profits distribution and help the cooperated companies focus on the realization of its own operation target respectively.

2. Brief introduction of the strategic development theory of Microenterprise

This thesis makes a brief introduction of the strategic development theory of Microenterprise from the following five aspects. Namely,（1）Theories on the advantage and disadvantage of Microenterprise development;（2）Theories on the opportunities and challenges faced by Microenterprise;（3）The development strategy for Microenterprise;（4）Strategic choice of financing for Microenterprise; (5)The study of Microenterprise is still at an initial stage. 
2.1 Advantages and disadvantages of Microenterprise development

Professor Nan Zhizheng (2004) and Zhou Ping (2002) made an in-depth study on the advantage and disadvantage of Microenterprise development. Form their study the advantages of Microenterprise are as follows:

AS the market and Business models are changing fast, there are big companies teetering on the edge of bankruptcy. Some of them are so steeped in outdated business practices that they cannot adapt quickly enough to avoid hitting the iceberg. But a Microenterprise company can adapt more quickly.
While big corporations may have an advantage in marketing budget and buying power, Microenterprises are usually better at having substance. They can respond to their customers more quickly and efficiently and provide more personalized service. They can specialize and prosper in a smaller niche market that would be impractical for a bigger company.
Another advantage of Microenterprise is that the management of assets and liabilities is not a difficult task. Assets include checking and savings accounts while liabilities include the money you owe to others. Additionally keeping a cash transaction record is easily maintainable in a small business.
Every coin has two sides the development of Microenterprise is not an exception. The disadvantages of Microenterprise are also quite clear.

The disadvantage of a Microenterprise is that since it is run on a low budget, it requires tremendous marketing and the planning and implementation of proper strategies. The improper handling of loans or investments can often lead to the downfall of a Microenterprise very quickly. 
As long as a Microenterprise wants to expend its market share to cope with the fast development of the entire economy, it needs an easy and convenient access to financing. But the reality is that financing has become the biggest headache for Microenterprise manager.\ 
From the study of the financing problem of Microenterprise made by professor Zhang Haitao (2007) Li Zhiliang（2006） and Zhang Ji（2003）, the problem of financing originates from the Microenterprise itself, its model and size. Because the Micro size of the firm, it is very hard to get credit from bank or other financing institution. Statistics have show that the capital of Microenterprise mostly comes from its inner capital accumulation including its retained earning, financing from the employee. Obviously the internal capital accumulation is definitely not the way for the further development of the company. 
And because of the financing problem, the limitation of technological innovation and introduction of talents become increasingly noticeable.

2.2 The opportunities and challenges faced by Microenterprise

According to the study of professor Shi yongqian（2001）and Liu xianjun（2001）, since China joined the WTO, the connection of the domestic and international market becomes more close. To some extent, this connection provides a great opportunity for these Small and Medium sized Enterprises to enter the international market, cooperate with foreign company and purchase cheaper raw material. Besides, to ensure a sustainable development of Small and Medium-sized enterprises, government provides a series of policy support and governmental grants. The closer connection of two markets and governmental support give the Microenterprise an unprecedented opportunity.

In Chinese character weji, the opportunities are always combined with challenge and threat. The development of Microenterprise is also not an exception. Knowing this inevitable truth, the microenterprise must be able to face and solve the challenges coming from external environment. Professor Liu xianjun(2001) and Jinqian(2001) summarized the challenges faced by Small companies and Microenterprises in China during current historical period.

Due to the lack of cooperation between these Microenterprise and dense geographical concentration, the competition for the market share is tremendously fierce and the deregulation of government, deficiency of relevant laws and rules have intensified the inequality and inefficiency of the sector of Small and Medium-sized enterprises. Meanwhile, because of the financing crisis, the shrinking international market size also hindered the development of Small and Medium-sized enterprises.

2.3 The development strategy for Microenterprise 
To ensure that the contribution of microenterprises to key subsectors and national economies is maximized, and to ensure that the poor are not left out of market development, Small and Medium-sized enterprises need access to finance, business services, and improved inputs; they also need a conducive enabling environment that facilitates rather than inhibits their participation in markets. 
To address these development challenges, a set of specifically designed strategies and Mission-tailored tools should be made by Microenterprises to grow, and integrate into markets and value chains including strategies to improve the access of Small and Medium-sized enterprises to sustainable sources of financial, business, and other upgrading services needed to meet the demands of new markets, both domestic and international. Microenterprises should also seek the technical assistance and training from government in the areas of microfinance; rural, value-chain, and housing finance; micro-insurance; remittances; microfinance in post-conflict areas; value chain and cluster development; and trade and agribusiness.

A detailed strategy that focuses on integrating micro and small firms into value chains, while improving the bargaining power and access to business and financial services, and addressing the needs for a conducive enabling environment. The aim of this strategy is to enhance firms’ access to markets and their capacity to take advantage of market opportunities.
Only by fully use the internal advantages and external opportunities can Microenterprise find a road toward a sustainable and health development. 
2.4 Strategic choice of financing for Microenterprise

It is well known that financing is very important for the operation, investment and restructuring of corporate capital structure. This is especially true for Small and Medium-sized Enterprises. 
Professor Du jinfu(2003), Xin chunhua(2006) has made a selective analysis about the financing of Small and Medium-sized Enterprises. The so-called direct financing is a way of financing with the intermediate of financial institute. The main bodies of direct financing usually pursuit relatively higher return and are willing to take higher risk， so they are risk-takers. While the main bodies of indirect financing are more conservative and willing to take less risk for fixed income. Therefore the features of Small and Medium-sized Enterprises determine that they are risk-takers. Thus most of them choose direct financing.

One choice for Microenterprise to finance itself is venture capital. When the channel of financing is relatively in limitation, Small and Medium-sized Enterprises should of course make a new strategic choice for their finance. Since Small and Medium-sized Enterprises has the feature of high risk, attracting social venture capital investment has been one of the major ways of solving capital shortage. On the side of venture capital, it is featured in high risk, high return and low liquidity. Small and Medium-sized Enterprises are their primary target. Financing from venture capital to some extent expend the channel of financing, scale of company’s development and ensure the prosperous development. And for these venture capitalists, investing in Small and Medium-sized Enterprises can not only find a better way of using capital but also reduce the risk of holding such amount of money at hand. Finally reach a win-win situation for both parties. 
2.5 The study of Microenterprise is still at an initial stage

The theory of Microenterprise development was noticed until 1980’s and 1990’s by entrepreneurs and scholars. In other words the study of Microenterprise is still at an initial stage. In China, it is until 2000 that several professors suggested on SME Asia-Pacific Conference that company with employees less than 10 should be studied separately from other Small and Medium-sized enterprises.

Because of the late development of the theory of Microenterprise, it is extremely hard to find available literatures. The inadequate research literature has imposed huge difficulty for the writing of this thesis. And thus, the author makes a bold try at this subject hoping to make even the slightest contribution to the study of Microenterprise development.

3. Analysis tools

This thesis adopts three of the most commonly used analysis tools in Strategic management. They are Pest analysis, five forces competition model analysis and SWOT analysis. In the following part, the author will introduce each of them respectively.

3.1 PEST Analysis

PEST analysis stands for "Political, Economic, Social, and Technological analysis" and describes a framework of macro-environmental factors used in the environmental scanning component of strategic management. It is a part of the external analysis when conducting a strategic analysis or doing market research, and gives an overview of the different macro-environmental factors that the company has to take into consideration. It is a useful strategic tool for understanding market growth or decline, business position, potential and direction for operations. 
· Political factors are how and to what degree a government intervenes in the economy. Specifically, political factors include areas such as tax policy, labour law, environmental law, trade restrictions, tariffs, and political stability. Political factors may also include goods and services which the government wants to provide or be provided and those that the government does not want to be provided. Furthermore, governments have great influence on the health, education, and infrastructure of a nation

· Economic factors include economic growth, interest rates, exchange rates and the inflation rate. These factors have major impacts on how businesses operate and make decisions. For example, interest rates affect a firm's cost of capital and therefore to what extent a business grows and expands. Exchange rates affect the costs of exporting goods and the supply and price of imported goods in an economy

· Social factors include the cultural aspects and include health consciousness, population growth rate, age distribution, career attitudes and emphasis on safety. Trends in social factors affect the demand for a company's products and how that company operates. For example, an aging population may imply a smaller and less-willing workforce (thus increasing the cost of labor). Furthermore, companies may change various management strategies to adapt to these social trends (such as recruiting older workers).

· Technological factors include technological aspects such as R&D activity, automation, technology incentives and the rate of technological change. They can determine barriers to entry, minimum efficient production level and influence outsourcing decisions. Furthermore, technological shifts can affect costs, quality, and lead to innovation.





Source: http://www.quickmba.com/strategy/pest/
Figure 2-1 PEST Analysis

3.2 Five forces competition model analysis
The Five Forces Analysis model was first introduced in the Harvard Business Review in 1979 in an article by Michael Porter called “How Competitive Forces Shape Strategy.” 
The Five Forces Analysis model was first introduced in the Harvard Business Review in 1979 in an article by Michael Porter called “How Competitive Forces Shape Strategy.” It was then a major element in Michael Porter’s book, Competitive Strategy.
In 2008 Michael Porter returned to the Five Forces Model with an updated article in the Harvard Business Review called “The Five Competitive Forces That Shape Strategy. For more than thirty years, the Five Forces Analysis has become the standard way to analyze an industry, look at changes that are taking place and to think about how a business can best position itself to defend against damaging forces and maximize opportunities where the forces are weak. 
The Five Forces Analysis model includes:

·Threat of new competition

Profitable markets that yield high returns will attract new firms. This results in many new entrants, which eventually will decrease profitability for all firms in the industry. Unless the entry of new firms can be blocked by incumbents, the abnormal profit rate will tend towards zero
·Threat of substitute products or services

The existence of products outside of the realm of the common product boundaries increases the propensity of customers to switch to alternatives.

·Bargaining power of customers (buyers)

The bargaining power of customers is also described as the market of outputs: the ability of customers to put the firm under pressure, which also affects the customer's sensitivity to price changes.

·Bargaining power of suppliers

The bargaining power of suppliers is also described as the market of inputs. Suppliers of raw materials, components, labor, and services (such as expertise) to the firm can be a source of power over the firm, when there are few substitutes. Suppliers may refuse to work with the firm, or, e.g., charge excessively high prices for unique resources. 

[image: image1]
Figure 2-2 The Five Forces Analysis mode

Source: http://www.marketingteacher.com/lesson-store/lesson-five-forces.html
3.3 SWOT Analysis

SWOT analysis was first raised by a professor of management from University of San Francisco in 1980’s. It is an relatively objective and accurate method of analyzing the current situation of a unit. 
It contains a scan of the internal and external environment. Environmental factors internal to the firm usually can be classified as strengths(S) or weaknesses (W), and those external to the firm can be classified as opportunities (O) or threats (T). Such an analysis of the strategic environment is referred to as a SWOT analysis. Through the comprehensive analysis and estimate of strengths, weaknesses, opportunities and threats, a company can adjust its resource and strategy to achieve the objective of the company. SWOT has been applied to Corporate Management, Human Resource and R&D of various kinds of companies. 
SWOT has its own basis of formation. According to the concept of corporate competition, the corporate strategy should be the integration of what a company can do (Strength and Weakness) and what it is allowed to do (Opportunity and Threat). The well-known professor of strategic management Michael Porter put forward his competitive strategy theory from the perspective of industrial structure and made a thorough analysis and description. While professors from core competence school analyzed the value creation process from the angle of Value Chain, which put more emphasis on the resource and competence of a company. And SWOT analysis is based on the combination of the former two schools represented by the resource basis school combining the internal analysis and external analysis. Finally it becomes an integrated and balanced analyzing structure.

The aim of any SWOT analysis is to identify the key internal and external factors that are important to achieving the objective. These come from within the company's unique value chain. SWOT analysis groups key pieces of information into two main categories:

·  Internal factors – The strengths and weaknesses internal to the organization.

·  External factors – The opportunities and threats presented by the external  environment to the organization.

The internal factors may be viewed as strengths or weaknesses depending upon their impact on the organization's objectives. What may represent strengths with respect to one objective may be weaknesses for another objective. The factors may include all of the 4Ps; as well as personnel, finance, manufacturing capabilities, and so on. The external factors may include macroeconomic matters, technological change, legislation, and socio-cultural changes, as well as changes in the marketplace or competitive position. The results are often presented in the form of a matrix.
Table 2-1 SWOT/ TOWS Matrix
	
	Strengths
	Weaknesses

	Opportunities
	S-O strategies
	W-O strategies

	Threats
	S-T strategies
	W-T strategies


Source:http://mba-lectures.com/management/strategic-management/1244/swot-or-tows-matrix-of-nokia.html
S-O strategies pursue opportunities that are a good fit to the company’s strengths.

W-O strategies overcome weaknesses to pursue opportunities.

S-T strategies identify ways that the firm can use its strengths to reduce its vulnerability to external threats.

W-T strategies establish a defensive plan to prevent the firm’s weaknesses from making it highly susceptible to external threats.

SWOT analysis is just one method of categorization and has its own weaknesses. For example, it may tend to persuade companies to compile lists rather than think about what is actually important in achieving objectives. It also presents the resulting lists uncritically and without clear prioritization so that, for example, weak opportunities may appear to balance strong threats.
4. Summary

Above all, the development of Microenterprise in China is not only facing opportunities but also challenges. It has its own advantages and disadvantages. By consulting the abundant former literatures on Microenterprise definition and division, theory of strategic development and theories of Microenterprise development, the author makes a clear presentation of the theoretical tools which are going to be used in the following parts. And by bringing in the three analysis tools the author hopes that they could provide an analyzing methods as well as theoretical support for the following case study.

Chapter III Case Description

This chapter focuses on the case description of Zhancheng Freight Agent, consisting of four parts: 1) the background information; 2) the development history; 3) the status quo; and 4) the challenges and threats. The last makes up the central point of the analysis of this thesis.
1. Background Information
Zhancheng Freight Agent, short of Dongguan Shatian Zhancheng Motor Forwarding Agent, was established in July 1st, 2008, with personal type registered. At present, this company has two shareholders and three transportation teams, consisting of 13 formal employees, among which four are administrative, and nine are drivers—proves to be a typical mini-fright transport agent.

In 7of 2008, Zhancheng Freight Agent purchased one transportation agent with CNY 450,000 and then developed fast. Before 7 of 2010, her main business is providing transport services for several local factories, simply from one factory to another factory. While from then on, owning to the operation of Dongguan Bonded Logistic Center (DBLC), Zhancheng Freight Agent shifted the main business to DBLC. This is the shift of management focus, also the biggest strategic adjustment.
At present, Zhancheng Freight Agent has met lots of problems during its development, which are all the miniature enterprises will encounter, such as limited scale, simple business and high substitutability, etc. all will be extended in the following part.

2. Development History

Since date of establishment, Zhancheng Freight Agent has gone the dramatic changes of its outside environment. Take the cost for example, the wages of drivers arise to CNY 3500/month now from CNY 2500/month in 2008, with an ascensional range of 40%; the price of diesel jumps to CNY 7.51/L now from CNY 5/L in 2008, with an ascensional range of 50%. In terms of the composition of customers, with the expansion of the business of DBLC in 2011, a huge change has taken place in the structure of customer services, along with the readjustment of the focus of business. Facing the rapid outside changes, as a mini enterprise of less than 20 people, Zhancheng Freight Agent has to continuously adjust her management strategies to adapt the outside environment.

The more detailed description of the history of her development is as follows:
2.1 Reforming the Wage System 
Zhancheng Freight Agent was built on the basis of acquiring another freight agent. The salary structure was fixed wage for every employee at the beginning. After acquiring, the salary structure in the form of fixed salary of CNY2500 for each driver was kept for 6 months. The result arising from fixed wage was no incentive for employees, which lead to low efficiency. Because drivers got the same salary regardless how much they have worked or how much contribution they have done to their company.

On 1st January 2009, Zhancheng Freight Agent decided to revise its wage structure from fixed salary to floating wage, because the boss understood that the drivers and worker were reluctant to work hard without incentive. The revised floating wage formulation is CNY1000 (fixed basic salary) plus 10% bonus (this bonus is the percentage of the gross freight revenue contributed by individual driver)
2.2 Establishing Diesel Reserve Warehouse
The cost on diesel fuel is about 25% to our gross revenue (table 3-1 the percentage of the diesel cost against the turnover from Jan. 2009 to Dec. 2009). Before July 2009, Zhancheng Freight Agent bought diesel fuel from gas station at a retail price. On July 2009, diesel fuel price increased dramatically. Zhancheng’s operating cost increased a lot accordingly. The diesel fuel retail price increase turned to be a threat to Zhancheng. The second threat to Zhancheng Freight Agent was the shortage in supply of diesel fuel at that time. People could not buy diesel fuel even with cash at hand due to the shortage in supply national-widely.
Table 3-1 the percentage of the diesel cost against the turnover from Jan. to Dec. in 2009
	Month
	Expenditure on Diesel Fuel (CNY)
	Operating Revenue (CNY)
	Percentage of Diesel to Revenue

	Jan-09
	42780
	186000
	23%

	Feb-09
	24200
	110000
	22%

	Mar-09
	34270
	149000
	23%

	Apr-09
	38060
	173000
	22%

	May-09
	46800
	195000
	24%

	Jun-09
	56280
	201000
	28%

	Jul-09
	65400
	218000
	30%

	Aug-09
	58000
	232000
	25%

	Sep-09
	50400
	210000
	24%

	Oct-09
	49910
	217000
	23%

	Nov-09
	51480
	234000
	22%

	Dec-09
	44000
	200000
	22%


Source: the percentage of the diesel cost against the turnover from Jan. to Dec. in 2009
The price increase and shortage in supply of diesel fuel pushed Zhancheng Freight Agent to build its diesel fuel warehouse. Zhancheng Freight Agent could buy diesel fuel at wholesale price instead of retail price. On the other hand, the threat of shortage in supply of diesel fuel can be eliminated. With the implementation of such measure, Zhancheng Freight Agent decreased operating cost, which is the main reason to why we could survive during that period.
2.3 Revoking the Refectory
On 1st January 2010, Zhancheng Freight Agent noticed that we cooked the lunch and dinner for our drivers, while drivers seldom had their lunch or dinner at our company. Zhancheng Freight Agent found usually during the lunch time and dinner time, our drivers were driving on the way of delivering goods for our customer. They usually ate outside. Under such situation, drivers claimed their meals subsidies simultaneously. Thus Zhancheng Freight Agent paid the cook to make the lunch and dinner and paid the drivers’ claim on meals as well. Realizing it was a waste in such situation, Zhancheng Freight Agent decided to cancel the canteen service, and instead to subsidy drivers and workers with the CNY350 per month with the effective date of January 2010.

By introducing this measure, both of drivers and Zhancheng Freight Agent were happy with the result. Drivers had many selections according to their eating habit. For Zhancheng Freight Agent, it was also satisfied with this measure due to the operating cost decrease with the elimination of waste. 
2.4 Cutting the Handling Cost

On March 2010, after the traditional Chinese Spring Festival, several workers (porters) did not come back to work for Zhancheng Freight Agent anymore. They preferred to work at their hometown. This was the famous situation of labor shortage in china after spring festival recently. Especially for the porter industry, the younger generation born after 1980 was unlikely to work as hard as their father generation.  For the 1950’s or 1960’s generation people, they were old enough to retire. 
Dongguan Zengli Leather Manufacture Company (hereinafter refer to as “Zengli”) was the second biggest customer to Zhancheng Freight Agent in terms of contribution in operating revenue. Zengli required Zhancheng to provide the loading and unloading service in the logistic project. But with the increasing difficulties in recruiting porters, Zengli Leather Manufacture Company was unable to guarantee the normal operation due to the shortage of worker. Under such dilemma, Zengli Leather Manufacture Company had no choice but to give up the Zengli business on 30th June 2010. Of course, the cancellation of porter department in Zengli Leather Manufacture Company was aligned with the effective date of termination of cooperation with Zengli (Table 3-3 the number change of Zhancheng’s porters from Jan. 2009 to Apr.2010). 
The termination of cooperation with Zengli had affected Zhancheng’s business greatly (table 3-2 the percentage of Zengli’s business in Zhancheng’s total business). With the sharp decrease in business, Zengli Leather Manufacture Company faced the danger of closing. But thanks to the operation of Dongguan Bonded Logistic Center, Zhancheng caught this opportunity and expanded its business in the field.
Table 3-2 the Percentage of Zengli’s Contribution to Zhancheng’s total Revenue from Jan. to Dec. in 2009
	Month
	Zengli Contribution to Zhancheng's Revenue(CNY)
	Zhancheng's Operating Revenue(CNY)
	Percentage of Zengli’s Contribution to Zhancheng's Revenue

	Jan-09
	70680
	186000
	38%

	Feb-09
	46200
	110000
	42%

	Mar-09
	47680
	149000
	32%

	Apr-09
	51900
	173000
	30%

	May-09
	60450
	195000
	31%

	Jun-09
	74370
	201000
	37%

	Jul-09
	65400
	218000
	30%

	Aug-09
	64960
	232000
	28%

	Sep-09
	71400
	210000
	34%

	Oct-09
	65100
	217000
	30%

	Nov-09
	53820
	234000
	23%

	Dec-09
	48000
	200000
	24%


Source: the Percentage of Zengli’s Contribution to Zhancheng’s total Revenue from Jan. to Dec. in 2009
Table 3-3 the Number Change of Zhancheng’s Porters from Jan. 2009 to Apr.2010

	Month
	Number of Porter in Zhancheng

	Jan-09
	8

	Feb-09
	8

	Mar-09
	7

	Apr-09
	6

	May-09
	7

	Jun-09
	6

	Jul-09
	7

	Aug-09
	8

	Sep-09
	7

	Oct-09
	6

	Nov-09
	5

	Dec-09
	4

	Jan-10
	4

	Feb-10
	3

	Mar-10
	3

	Apr-10
	0


Source: the Number Change of Zhancheng’s Porters from Jan. 2009 to Apr.2010
2.5 Developing the DBLC Business
On 1st May 2010, the Dongguan bonded logistic Center (hereinafter refer to as “DBLC”) began operation. The location for DBLC is in Shatian town, Dongguan city, which is the same place of Zhancheng operate in. The distance between DBLC and Zhancheng is about 2 KM. As a local freight agent, Zhancheng had its geographical advantage to engage in the DBLC business. With the help from business partner, Zhancheng developed some customers in DBLC, and became one of the important logistic service providers in DBLC. 
Until December, 2011, then number of customers in DBLC for Zhancheng has grown to 8(table 3- 4 the customers of Zhancheng in DBLC). There are only 12 enterprises working inside the DBLC, which can be translated to that, Zhancheng had business connections with 66% of existing enterprises in DBLC.
Table 3-4 the customers of Zhancheng in DBLC

	Sequence Number
	Customers’ Name in Chinese

	1
	Dongguan Orient Container Co., Ltd.

	2
	Dongguan Chuanda Trading Co., Ltd.

	3
	Dongguan Baiye International Logistics Co., Ltd

	4
	Dongguan Weigao Logistics Co., Ltd

	5
	Dongguan Weihao Logistics Co., Ltd 

	6
	Humen Declaration Co., Ltd.

	7
	Dongguan Jinsha Logistics Co., Ltd 

	8
	Dongguan Bairunjie Logistics Co., Ltd


Source: the customers of Zhancheng in DBLC
3. Status Quo 
3.1 Management Structure

Zhancheng is a tiny freight agent with only 13 people, one is general manager, and one is operation manager, one office coordinator, one security guard plus nine drivers (table 3-5 the organizational structure of Zhancheng Freight Agent).

The general manager is responsible for business development and maintenance. Of course, finance and accounting work is included in the duty of general manager due to the simplicity of Zhancheng.  
Operation manager is taking care about the daily operation of the whole company. The operation manager was a driver 5 years ago, who is very familiar with the trucks maintenance. The disadvantage for him is that he can not operate computer while our business order is processed through email. His specialty is in trucks management while general manager’s advantage is in business development and maintenance. It is a good match between them.

The office coordinator’s duty is for office regular thesis work. For example: receiving order by email, answering the email order, assigning the order to drivers with the instruction from operational manager, recording the order information on bookkeeping, making the relevant report, such as drivers’ revenue report, customer’s statements, and so on. 
The drivers received orders from office coordinator. Sometimes they also received order from operation manager directly. It depends on the type of customer. Most of the customers tend to give orders through email, while some old clients were likely to communicate directly through telephone conversation with operation manager. But when the drivers received order, they all learn that they should report to the operation manager during the order proceeding, because employees agreed that daily operation should be supervised by operation manager.

Figure 3-1 the organizational structure of Zhancheng Freight Agent
Source: the organizational structure of Zhancheng Freight Agent
3.2 Business Structure 
Before 1st May 2010, the main business of Zhancheng was focus on the goods delivery from factory to factory without added value. On 1st May 2010, with the opening of DBLC, Zhancheng focused on DBLC business. Until November 2011, about 70% revenue of Zhancheng is from DBLC related logistic business (table 3-6 the percentage of DBLC’s contribution to Zhancheng’s total revenue). The other 30% is mainly from one customer--Lakeside textile co., Ltd.
Table 3-5 the percentage of DBLC’s contribution to Zhancheng’s total revenue

（from Jan. to Dec. in 2009）

	Time
	Total Revenue (CNY)
	Revenue with Relation to DBLC (CNY)
	Percentage of DBLC’s Contribution to Total Revenue

	Jan-11
	133672
	70552
	53%

	Feb-11
	57165
	32398
	57%

	Mar-11
	146644
	99912
	68%

	Apr-11
	169651
	113217
	67%

	May-11
	140776
	73513
	52%

	Jun-11
	176512
	133850
	76%

	Jul-11
	179871
	127407
	71%

	Aug-11
	207428
	153753
	74%

	Sep-11
	227907
	173040
	76%

	Oct-11
	238740
	160680
	67%

	Nov-11
	297534
	205183
	69%

	Dec-11
	　
	　
	　


Source: the percentage of DBLC’s contribution to Zhancheng’s total revenue（from Jan. toDec. in 2009）
Boned Logistic Center functions as Hong Kong, where the products can be exempted from taxing if the products enter. When the goods leave the bonded logistic center, the goods are again exempted from taxing. From this prospective, factories prefer to declare their products from the DBLC instead of Hong Kong, because they can save cost in doing so, especially on transportation cost.

The advantage for Zhancheng to carry out the DBLC business is its geography advantage. Zhancheng is located in Shatian Town, where is also the location of DBLC. With the geographical advantage and popularity advantage, Zhancheng is the first mover in this DBLC business. Currently, it is one of the key players in providing logistic service in DBLC. 
4. Challenges and Threats

4.1 Small Scale, Weak Strength

Compared with other forwarding agents with a medium size of about 50 motors in Dongguan, Zhancheng Freight Agent, with only 9 owned motors, is definitely a mini-agent. Take the business amount into consideration, if every motor brings CNY 25,000/month, the total only amounts to CNY 225,000/month (25,000*9=225,000).

Apart from the First Motor Team, another two teams can also be Zhancheng Freight Agent can deployed, the NO.2 Team of six motors and NO.3 Team of ten motors. However, as a forwarding agent, Zhancheng cannot depend too much on these two teams not completely owned by herself, for this could bring the risk of united strike of the two; instead Zhancheng must enlarge her own team in order to get control of the core business. In sharp contrast, many other medium-sized transport enterprises have more than fifty self-owned vehicles.
Allowing for the current situation of Zhancheng Freight Agent-a quite small scale with a rather limited number of assets, Zhancheng can hardly accomplish the orders in the hot seasons, let along the big ones. What Zhancheng can only do at present is dealing with small business, enjoying a very low place in her industry.
4.2 High Business Substitutability
At present, Zhancheng Freight Agent only provide transport service, far from the standard logistic service which includes storage, packing, loading, unloading, dispatching, and other value-added services. The current model of her operation is simple: first receiving orders then send for motors to loading, and last unloading at the destination (sometimes customs clearance if needed). Such business is no technical at all that anyone who has motors can all take up this piece of cake. That is, the current business of Zhancheng Freight Agent is facing a high risk of substitution.

4.3 Shortage of Business Capital
As a small private enterprise, without accounting the depreciation, Zhancheng Freight Agent only has an annual turnover of about CNY 300,000, which is definitely not plenty even before the cost and taxes, let along the net profit.

Nowadays, Zhancheng can only retain about CNY 10,000 after dividend for purchasing capital of new motors. With the current price of one 5T motor as CNY150, 000, Zhancheng need one and a half years to purchase a new one. This is too time-consuming for a mini-enterprise to maintain its sustainable development through inner capital accumulation.

Although, Zhancheng can also raise money to enlarge its motor team by borrowing from banks, applying for loans is too difficult for mini-enterprises. The other possible way is borrowing folk loans. However, the annual interest rate of 15%, which can be the best for any enterprises operating in the economic environment of China now, is undoubtedly too much for mini-enterprises accounting for the cost.

4.4 Aging of Current Motors

Now all the motors Zhancheng owns have been used for more than three years, some longest even to thirteen years. (Table 3-7 is the time list of service of all the motors Zhancheng owns) According to Chinese law, the tenure of use of motors is no more than fifteen years; otherwise the motors must be forced to stop operation. Owing to the aging of motors, on the one hand, the cost of maintenance is keeping high, forming huge pressure for the operating cost. (Table 3-8 is the cost list of monthly maintenance of all the motors Zhancheng owns in 2011) On the other hand, the old motors, especially ones used for more than ten years, always break down, thus delaying the delivery time and arousing the customers’ complaints.

Table 3-6 the time list of service of all the motors Zhancheng owns
	(Data collected on Jun.1st, 2012)

	NO.
	License Number 
	Tonnage
	Date of 
Registration
	Date of 
Abandoning
	Time of

 Service(Y)
	Left Time of Service(Y)

	1
	G.SHH832
	1.5 T
	Apr.10th ,2008
	Apr.10th ,2023 
	4
	11

	2
	G.SHU867
	1.5 T
	Aug.20th, 2002
	Aug.20th,2017 
	10
	5

	3
	G.SHM317
	3 T
	Dec.9th, 2002
	Dec.9th,2017 
	10
	5

	4
	G.SHH837
	3 T
	Nov.28th,2001
	Nov.28th,2016 
	11
	4

	5
	G.SA6894
	5 T
	Apr.15th,2000
	Apr.15th,2015 
	12
	3

	6
	G.S69290
	5 T
	Dec.29th,2003
	Dec.29th,2018 
	9
	6

	7
	G.SC5372
	5 T
	Nov.2th,2000
	Nov.2th,2015 
	12
	3

	8
	G.S69316
	5 T
	May 10th,2007
	May 10th,2022
	5
	10

	9
	G.S46599
	8 T
	Jan.25th,2008
	Jan.25th,2023
	4
	11


Source: the time list of service of all the motors Zhancheng owns
(Data collected on Jun.1st, 2012)

Table 3-7 the cost list of monthly maintenance of all motors in 2011

	Month
	Sum
	Monthly Maintenance Cost per Motor

	Jan.
	3457
	384

	Feb.
	6223
	691

	Mar.
	4017
	446

	Apr.
	7686
	854

	May
	2524
	280

	Jun.
	3325
	369

	Jul.
	4714
	524

	Aug.
	7789
	865

	Sep.
	4546
	505

	Oct.
	4063
	451

	Nov.
	9380
	1042

	Dec.
	10821
	1202


Source: the cost list of monthly maintenance of all motors in 2011
4.5 Dissatisfied Business Expansion
As mentioned above, among the three motor teams that Zhancheng can deploy, only the No.1 Team is completely self-owned, both the other two are in loose cooperative relationship with Zhancheng and also of small scale.

Currently, the No.1 team is far from enough to satisfy the growing of business, thus the No.2 team is almost applied every day, even the No.3 team. (Table 3-9 is the comparison between the business volume of the No.1 team and the total business volume) Moreover, compared with the new motors of high quality in No.2 team, the No.1 team can only take the core business and the short-distance forwarding for its aging members.

Table 3-8 the comparison between the business volumes of the No.1 team and the total business volume

	Month
	Business Volume of the No.1 Team
	Total Business Volume
	Percentage

	Jan.
	132729
	133672
	99%

	Feb.
	55495
	57165
	97%

	Mar.
	133112
	146644
	91%

	Apr.
	115443
	169951
	68%

	May
	111713
	140876
	79%

	Jun.
	109106
	136612
	80%

	Jul.
	123642
	180821
	68%

	Aug.
	124712
	203134
	61%

	Sep.
	143053
	227867
	63%

	Oct.
	146969
	239090
	61%

	Nov.
	170234
	285582
	60%

	Dec.
	178655
	298625
	60%


Source: the comparison between the business volumes of the No.1 team and the total business volume
4.6 Unestablished Forwarding Network

As a mini-enterprise, Zhancheng has no branches with only one establishment in Shatian, Dongguan, or any business contacts with other transport agents. Under the circumstances, all the motors will return empty after finishing delivery, which is sort of serious wasting of resources. For example, when one truck finishes delivering a patch of cargo to Baiyun District from Shatian Town, it will return empty. 
However, this happens at a possibility of 80% mainly because Zhancheng has no cooperation with any other agents, that is, having not established a forwarding network and made full use of peer resources. If every time the motors return not empty, the cost of fuel and toll charge can be partly or completely offset.
5. Summary

This chapter concerning the case description mainly unfolds around four aspects: the basic background information, the development history, the status quo of Zhancheng and the challenges and threats Zhancheng faces. The sequence of thought of this part is from the general introduction to specific description, from the past to the present.

The first segment is the introduction of the basic background information of Zhancheng. This segment can give readers a general concept about Zhancheng, especially the establishment of Zhancheng and its equity structure, also the business scope and operation strategy. The second segment is about the development history of Zhancheng. It mainly represents the process in which Zhancheng has been adjusting continuously its operation strategy in order to adapt to the changing outside environment since the day when it is founded, demonstrating the difficulties a miniature enterprise confronts with. Actually, every strategic adjustment is the forced result of the outside circumstances, Zhancheng has to reform so that it can exist and develop. The third segment is concerning the status quo of Zhancheng. This section mainly introduces the management structure and business structure of Zhancheng. Among this segment, it is especially obvious that the business structure of Zhancheng has changed a lot: it has shifted its business focus to the transport services in DBLC. The fourth segment present an objective description of the challenges and threats Zhancheng faces at present. Generally speaking, these challenges and threats include: small scale and simple business leading to high possibility of substitutability, lack of capital resulting in failing to renew equipments which can not satisfy the increasing business or meet the future development, and no forwarding network has been established. 
Chapter IV Case Analysis

Case analysis in this part closely adheres to the situation analysis which considers multiple factors that impact the organization. The situation analysis will include a review of internal (employee satisfaction, turnover, vacancies, sales data, etc.) and external (economic factors, the competitive landscape, industry statistics) data which can be attained from a variety of sources. It is important that time is spent gathering information that clearly reflects the reality of the environment in which the business operates.
Thus this analysis will follow the order of the external environment first and then the internal environment.

Through the analysis of both the external and internal operational environment of Zhancheng Freight Agent, this part aims at finding the opportunities and threats Zhancheng confronts and its weaknesses and strengths. Also with SWOT analysis, it is to make clear the current situation Zhancheng locates in, providing the basis for the corresponding strategies in the following chapter.

1. Analysis of the External Environment
By carefully reviewing data about the business, its employees, sales and customers, and considering external impacts that might affect its future, businesses are able to create strategies designed to leverage strengths and opportunities and overcome weaknesses and threats
The analysis of the external environment mainly concludes three aspects: 1) the analysis of the general environment, 2) the analysis of the industrial environment, and 3) the analysis of the competitors. It will be conducted from the macro level to the micro level as follows:

1.1 Analysis of the General Environment
The general environment mainly refers to the business climate where enterprises operate and which enterprises cannot change but only adapt themselves. The analysis of the general environment focuses on four aspects: the policy and legislation, the economic environment, the cultural environment, and the technical innovation. 
1.1.1 Analysis of the Policy and Legislation Environment

1) The National Supportive Policy for Mini-Enterprises 
On October 12, 2011, Wen Jiabao, the premier of the State Council, chaired the standing committee of state council, determining to support the development of small and miniature enterprises through financial measures and tax policy.

It was noted that at present some small and miniature enterprises are in difficult situation of financing and taxation, which must be taken seriously. It is a must to strengthen financial services and fiscal support, mainly to increase the support for these real economies such as the high-technology industry, service industry and manufacturing industry, etc. that comply with national industrial and environmental protection policy, and increase employment, and to guide and help small and miniature enterprises stabilize operation, enhance profitability and promote development in the future.

The financial supportive policy made by the committee includes the increase credit aid for small and miniature enterprises. Banks and other financial institutions should keep a growth speed of loans for small and miniature enterprises not lower than the average growth speed of all loans, and the increment at a higher level than the same period of last year. It is a must to conduct the financial support for small and miniature enterprises by strictly according to the principle of market, reducing the administrative intervention, and preventing the credit and moral risks.

In addition, the committee determined to take fiscal support policy. It included such measures as strengthening the tax support for small and miniature enterprises, increasing the threshold of value-added tax and business tax for small and miniature enterprises, and extending the half collection policy of enterprise income tax for the small and miniature enterprises to the end of 2015 in a wider range. Also further steps will be taken to expand the scale of special funds for small and miniature enterprises, to support small and miniature enterprises more frequently in indirect ways, and to clear and relive part of the charges.

2) The Governmental Promotion for Human Port

Humen Port, as the main logistic channel of Dongguan, the huge manufacturing city, has been highly valued. As early as the very beginning of the development of Humen Port, the secretary of Dongguan municipal party committee Tong Xing put: "It is needed for Dongguan to develop logistics and the service industry with Humen as the leading port, then promote the formation of new industrial structure through the development of the logistics industry, thus realizing the optimization of industrial layout ".
Nowadays, Humen Port has been considered more than a port, instead it has been treated as the leading role in developing all the coastal areas. The municipal government of Dongguan has realized that it is a must to develop marine economy and push the economic development in coastal areas, especially the underdeveloped ones through the development of Humen Port. Also it is urgent to establish and consummate the transport network in and out of the port, creating the marine platform of import and export trade for Dongguan.
It is evident that the municipal government of Dongguan is very determined to promote the project of Humen Port, and will complete all the supporting measures. As a miniature transport enterprise, Zhancheng will be very promising if focusing on the service for Humen logistic center. This is the opportunity Zhancheng is welcoming.

3) The Implementation of Environmental Protection Policy
Owing to the enhancement of environmental awareness and protection, it has been unprecedented strict to control the lorry exhaust emissions. Failing the annual examination or quarter trial of the emission standard, the motors shall not be issued the certificate of competency, forbidden to operate. Enforcement of the EPA staff, together with traffic police officers on the road will stop any motor incapable of reaching the regulated standard.
From 2010, every vehicle on road must apply for an environmentally friendly logo. If the vehicle is normally in compliance with the standard, a green logo will be issued, permitting free pass everywhere. If the vehicle is barely in compliance with the standard, a yellow logo will be issued, permitting pass except at the center of city. Nowadays, all the major traffic lines in Dongguan, especially the main roads near the center of city, have been equipped with detecting instruments. The operating principle of these equipments is to snapshoot the license number of the passing vehicles and to send the information about the vehicles to the environment protection bureau for judging whether a green card should be issued. If a green card cannot be issued, a fine will be made by the policy and must be paid by the owner of the vehicle before the annual inspection.

For most lorries in actual operation, if the time of operation exceeds five years, a green logo is impossible, that is, many places will be out of the reaching areas. At the moment, among all the lorry Zhancheng has only one can get the green logo, that means many places are beyond the reaching areas of Zhancheng’ s transport team. This is unfavorable of Zhancheng. Though for the present the enforcement of the policy has not been officially started, for the government’s worry about the implementation will bring a huge impact on the logistics industry, it is just a matter of time. Once it is implemented, a considerable shock will be brought to Zhancheng.

1.1.2 Analysis of Economic Environment
Under the impact of Europe's debt crisis, some enterprises closed in Dongguan. Meanwhile owing to the rise in labor cost, part of the labor-intensive industry moved to inland China, Vietnam, Cambodia and other regions where labor costs are relatively low. However, even this, thanks to the solid economic foundation, Dongguan's economy has maintained a good momentum, especially after the response to the economic update policies ‘vacating cage to change bird’ put by Guangdong provincial government. Dongguan's GDP is still leading!
It is admitted that Dongguan's total economic output is quite large, as the saying goes, "The dead thin camel is still bigger than a horse!"  Though China’s export economy has partly affected by European debt crisis, Dongguan's GDP is still leading! Some of its regional advantages can not be replaced by other provinces! Mayor Li Yuquan mentioned that, “from the economic situation in the first half of 2010, the independent innovation ability of enterprises is steadily advancing, processing trade transition speed, while the private economy has been recovering rapidly”.
As the vanguard of the economic development of Dongguan, the coastal area has been enjoying the economic thriving, setting a good example for the towns. In 2010, Shatian has seen a rapid economic recovery, with emerging of 129 private enterprises. Facing the gratifying achievements, the alcalde Zhong Haotao said, “The major economic indicators of Shatian Town are in steady growth in the first half of 2010.” The total industrial output value reached CNY 8.71 billion, a growth of 35.3 % yearonyear; disposable financial income CNY 160 million, a drop of 8.3%; the total tax revenue CNY 440 million, an increase of 15.3%. Among these, the tax revenues reached to CNY 240 million, an increase of 4%; and the land tax income of CNY 200 million, an increase of 32.9%.
All the above major economic indicators showed a solid growth trend with a notable recovery of industrial production and a significant increase of revenue, indicating that the overall economy has undergone a rapid recovery and a faster pace can be expected in the second half of 2010. Meanwhile, the private economy of Shatian has also experienced a quick recovery. The first half year witnessed the founding of 129 new private enterprises in the town, an increase of 72% year on year, with registered capital of CNY 183 million, an increase of 114%; also 420 new individual household, basically the same as the last year, with registered capital of CNY 10.69 million, an increase of 91%. In addition, the enthusiasm of the private enterprises to invest in logistics, petrochemical storage industry has increased, and catering, real estate, services and consulting industry has been heating up.
On the other hand, the shortage of resources is becoming a serious factor restricting the economic and social development of the coastal area of Dongguan. According to the officials in relevant departments, the shortage of land resources, the difficulty of power supply, the shortage of labors, the rise of costs, the flowing of young rural labors and the implementation of the minimum wage standard, along with the increase of the cost of materials due to the economic recovery, have together been impeding the further economic and social development.

1.1.3 Analysis of the Cultural Environment
Third-party logistics enables enterprises to get rid of the fetter of the logistics to some extent, but to concentrate on their core businesses. According to a study at the University of Tennessee, the benefits most businesses using third-party logistics services in the United States can get include: operating costs reduced by 62%, service levels increased by 62%, core business focus 56 %, the employee decreased by 50%. Thus, the third-party logistics has been widely welcomed by enterprises, and has formed a considerable scale in Europe and the United States. Experts believe that the number of the providers of third-party logistics service has become a sign when judging whether the logistics market is mature or not. Usually, only when the third-party logistics accounts for more than 50% of the overall logistics market, the logistics market is mature. Therefore, the study of the third-party logistics market in China can be used as a reference to the level of the logistic development in China.

For the moment, China is still in the developing stage, and the overall level of economic development is not high. Quite a part of enterprises choose for internal logistics, thus leading to a small market share of logistics in the whole market. According to statistics collected, at the moment the main parties of the implementation of logistics in China’s logistics market are suppliers, leaving a small proportion for third-party logistics, less than 20%.

Most of the previous logistics enterprises practiced are self-logistics, that is, the enterprise set up an inner logistics department, purchased lorry, and operated their own logistics business. However, nowadays enterprises gradually begin to accept third-party logistics, realizing the benefits of it, including avoiding the traffic and moral risks and the high cost of self-logistics. In a word, as the business concept is changing, the acceptance of third-party logistics is increasingly enhanced. This will be conducive not only to the conduct of third-party logistics but also to the survival and development of micro-goods companies.
1.1.4 Analysis of Technological Innovation Environment

At present, the overall logistic informatization of China's logistics enterprises is still in its infancy--the vast majority of logistics enterprises do not yet have the ability to deal with the logistics information by using modern information technology. Within those who have information systems, business functions are still not complete, far from the ability to use information systems to integrate the various and effective information resources inside and outside the enterprises. In small and medium-sized logistics enterprises, it still relies on traditional and backward manual way to conduct logistics operation and management, with the primary means of telephone plus the shipping documents. Some enterprises have bought computers and set up websites, thinking they have accomplished the logistic informatization. However, though taking a lot of money, most of the computers are merely used to process simple transaction, and the websites without any substantive content have became figureheads seldom visited. In addition, the immature development of logistics software, the unpractical and unstable software systems, and the inadaptability of employees are also hindering the popularization of logistics informatization.
As the technological innovations enhance, Zhancheng Freight Agent is confronting big challenges and difficulties for its small scale and weak strength. If unable to meet the requirements for technological innovation in logistics industry, Zhancheng will be under threat and at a disadvantage in the future competition.
1.1.5 Preliminary Summary
In a word, as for the general environment, Zhancheng finds itself in a complex circumstance: on one hand, it faces national supportive policies for min-enterprises, governmental promotion and rapid economic growth in Guangdong, and the development of third-party logistics, which can conducive to the development of mini-enterprises like Zhancheng; on the other hand, it confronts increasingly strict environmental protection standards, shortage of resources, and lack of technological innovation and core competitiveness. However, on the whole, Zhancheng is in a favorable environment now.
1.2 Analysis of the Industrial Environment

For industry analysis, the most widely used is the Five Forces Model. The five forces are: the bargaining power of suppliers, the bargaining power of buyers, the entering ability of potential competitors, the current competitiveness of the competitors, and the substitutability of the alternatives. Different combinations of the five forces throw different impacts on the changes of profit potential in the industry.
1.2.1 Analysis of Supplier's Bargaining Power 
For Zhancheng, the main suppliers are diesel suppliers, lorry repair workshops, and the drivers of No. 2 and No.3 Teams.
At the moment, the quality of diesel provided is very reliable, at least in the past three years no problems caused by the diesel quality. The diesel suppliers earn a gross profit of CNY 0.15 per liter on the basis of the wholesale price fixed by Sinopec. Counting Zhancheng consumes 4000---6000 liters of diesel, the suppliers will not care whether they can make the business or not for the small profit. In this sense, Zhancheng has no power to negotiate prices with its diesel suppliers, that is, the diesel suppliers’ bargaining power is very strong while Zhancheng is at disadvantage.
Around Zhancheng, there are several lorry repair workshops, meaning Zhancheng has several choices. Every workshop competes with each other at the price and service, caring much about the reaction of customers and giving Zhancheng the initiative to choose the most cost effective one. For the moment, Zhancheng chooses Yongda for its high-quality service and reasonable prices. At this point, the bargaining power of the lorry repair workshops is relatively weak and Zhancheng is at advantage.

Lastly, Zhancheng has been at an advantage when bargaining with the suppliers of transport services. At the present, apart from the No.1 Team, Zhancheng can also deploy another two teams whose members can receive orders only in the name of Zhancheng Freight Agent. To some extent, Zhancheng has already established its reputation and status in its industry, so if any team member dismisses their cooperative relation, Zhancheng can easily find the alternatives while the other will lose job, let along under the condition of oversupply of drivers. Therefore, the bargaining power of the transport service suppliers is rather weak, resulting in Zhancheng’s favor. 
1.2.2 Analysis of the Bargaining Power of Buyers
Currently, the main customers of Zhancheng are the logistics enterprises in Humen Port Bonded Logistics Park (DBLC) who do not have lorry and a large listed company in Shatian Town.

Among all the logistics enterprises in Humen DBLC, no one is dominant in transport orders, so there is no need for to depend on any customer’s order and the pricing pressures Zhancheng faces is relatively small. Moreover, the logistics park, all the logistics enterprises in DBLC are competitors, leading it is difficult for them to build an alliance which may put forward price-cutting request. In addition, the pricing strategy Zhancheng adopts is unified pricing strategy, namely all the customers in DBLC will share the same quotation under the principle of non-discrimination, thus a state of equilibrium has formed and none will initiate price-cutting requirement. To put it short, as a mini-enterprise, Zhancheng takes the appropriate pricing strategy to create a delicate equilibrium among its rivalrous customers, and then it can take an advantage over its weak buyers in terms of bargaining power.
Another customer is a non-logistics enterprise, Dongguan Lihai Textile Printing and Dyeing Co., Ltd. As this enterprise is the most important customer of Zhancheng for the present, accounting for almost 30% of Zhancheng’s business volume, Zhancheng temporarily depends much on it. However, the unit price of freight for this customer is the lowest, resulting in only 20% gross margin when compared to 40% in DBLC. Thus even though the share of the customer's business is relatively large, Zhancheng is not too care about the customer's business. Particularly, if the business in DBLC becomes huge enough within the next year, Zhancheng will waive the freight business of Dongguan Lihai Textile Printing and Dyeing Co., Ltd. Based on the above analysis, it can be concluded that the bargaining power of Dongguan Lihai Textile Printing and Dyeing Co., Ltd. is also weak.
1.2.3 Analysis of the Entering Ability of Potential Competitors 
Owing to the low threshold of freight industry, those who own lorry, drivers, and orders can do business. Take DBLC for example, the standard for the operating vehicles is relatively low, even the individual vehicles with the guarantee of business can undertake the logistics services. Therefore, because of the shortage of technical content the entering ability of potential competitors is comparatively strong.

On the other hand, because the business scope of Zhancheng is the transportation of general cargo transport, there are no special requirements for vehicles, for example, no operating certificate is needed, neither special equipment nor unique talents. Based on the above analysis, it is obvious that the entering ability of potential competitors is also very strong, and Zhancheng is facing considerable risks.
1.2.4 Analysis of the Substitutability of Alternatives 
For ton lorry service, the alternatives are container lorry service and courier service. In comparison, the volume of container lorry is far greater than the general-ton lorry, of course, the price generally higher than ton lorry. While courier companies generally undertake the business of small volume. Cargos like 3 -5 tons, are generally beyond the capability of courier companies. Therefore, thanks to the great differences among Zhancheng’s ton lorry service and its possible alternatives, there is no exact substitute for Zhancheng’s service. For instance, a container lorry will not be used for a batch of 5t cargo; neither a courier company will be bothered.
In summary, the substitutability of the alternatives of Zhancheng’s service is relatively weak, thus Zhancheng is in the ascendancy.
1.2.5 Analysis of the Competitiveness of Competitors
Owing to the low threshold of the freight industry, at present many transport companies are eyeing the logistics business in Dongguan DBLC, wanting to have a share. Especially while the logistics business is growing, there are more and more freight company's presence in the logistics park. They evenly matched competitors, offering almost the same products or services. As the industry is highly competitive, the switching cost of user is very low.
Compared with the current competitors in its industry, Zhancheng Freight Agent is at a disadvantage in size and strength. As a local provider of ton lorry service, Zhancheng performs better than the other competitors in Shatian Town in terms of the efficiency and timeliness of service. This is the advantage of Zhancheng.

However, in the logistics markets of Dongguan at the moment, there gather numerous miniature logistics companies and a large number of medium-sized logistics enterprises, forming a star-studded market pattern. Due to the fierce competition among these logistics enterprises and their larger sizes, the competitiveness of the competitors of Zhancheng is quite strong in the industry.
1.2.6 Preliminary Summary
To sum up, basis on the analysis of Five Forces --the bargaining power of suppliers, the bargaining power of buyers, the entering ability of potential competitors, the current competitiveness of the competitors, and the substitutability of the alternatives, it can be concluded that the bargaining power of the transport service suppliers is rather weak, so is the bargaining power of Dongguan Lihai Textile Printing and Dyeing Co., Ltd, and he substitutability of the alternatives of Zhancheng’s service is relatively weak, resulting in Zhancheng’s favor. However, the entering ability of potential competitors is very strong, and Zhancheng is facing considerable risks; meanwhile the fierce competition among these logistics enterprises and their larger sizes, the competitiveness of the competitors of Zhancheng is quite strong in the industry.
1.3 Analysis of the Competitors

At this moment, the direct competitors of Zhancheng Freight Agent in Humen Port DBLC are Tianda Transport Company and Baiye Transport Company. The detailed analysis of the two is as follows:

Tianda Transport Company is specialized in ton lorry services under customs supervision. It has about fifty ton trucks now, and most are big-sized, from five to fifteen tons. In this sense, the business scale of Tianda is three times large as Zhancheng’s. Moreover, the actual holder of Tianda is a large-scaled logistics and trading company, meaning its capital source is more insured than Zhancheng. Because of the powerful strength of Tianda, it is far more popular and welcome than Zhancheng in Dongguan City, and naturally is the first choice of the large and medium-sized enterprises as the freightage supplier. In sharp contrast, Zhancheng is just a mini-enterprise with weak competitiveness, consequently can only assume a small portion of the market business or part of the transport business of some huge-sized enterprises.

Specifically speaking, in terms of transport charge, Zhancheng’s is much lower than Tianda’s, about 10%; with respect to the business undertaking, Tianda can assume transmit business, while Zhancheng cannot for its vehicles are not under customs supervision, thus, the business coverage of Tianda is much wider than that of Zhancheng. For the moment, Tianda is engaging in shifting its business focus to Humen Port DBLC, eating into the current market share of Zhancheng, thus is the No.1 rival. In the future, with the reputation and famous brand, the high-tech equipments and standard personnel management, Tianda can defeat Zhancheng easily.

Baiye Transport Company, registered in Liaobu Town, Dongguan City, owns more than one hundred ton trucks and is affiliated to Baiye International Logistics Company, one of Zhancheng’s present customers. The main business of Baiye is now in Liaobu Town, thirty kilometers far from Humen Port DBLC, about forty-five minutes’ driving; and part of business is in Humen Port DBLC. For the present, Baiye has not turned into the leading rival for its geographical inconvenience, low timeliness and high operating cost.

It is predicted that the development strategy of Baiye is to rely on Liaobu Town as the base and appropriately exploit the business in Humen Port DBLC. As Baiye is about ten times as Zhancheng in respect with the business scale and power, even if it just takes some small actions in DBLC, the actual effects will be terrible enough for Zhancheng. Moreover, Baiye is attached to the one of the most important customers, Baiye International Logistics Company who chooses Zhancheng as the freighting supplier now only for the present timeliness of services. Imaging once Zhancheng loses this advantage, how can it win over Baiye then?
Apart from the above analysis of the competitors, Zhancheng is also in face of another two threats. On the one hand, owing to the low threshold of the industrial entry, Zhancheng now has numerous potential competitors who will appear once it is the right time. On the other hand, the present customers of Zhancheng Freight Agent in Humen Port DBLC are mostly logistics and trade companies who have no self-equipped transport teams for the moment, but with the growing of their business these companies are bound to purchase their own trucks and establish their own transport teams, realizing the forward and backward integration of business. Once these companies unit to achieve the synergy effect in the future, Zhancheng will be under a great threat.

To put it in short, at present Zhancheng is facing two strong rivals: Tianda Transport Company and Baiye Transport Company, who can beat Zhancheng easily once Zhancheng loses its advantages in the future. Additionally, Zhancheng is under two threats that will hinder its future development if Zhancheng fails dealing with appropriately.

2. Internal environment analysis

The internal environment is one step in gathering information for the analysis of enterprises’ environmental situations. It consists of identifying resources and capabilities, finding competencies, and determining what competitive advantage the enterprise possesses.
The internal environmental analysis, along with the external assessment of the enterprise, is going to be used later for SWOT Analysis in the summary in the end.
The Internal Analysis focuses on the strength and weaknesses of the firm. Focusing on internal factors gives a firm certain advantages and disadvantages in meeting the needs of its target market. Strengths refer to core competencies that give the firm an advantage in meeting the needs of its target markets. Any analysis of company strengths should be market oriented and customer focused because strengths are only meaningful when they can work to assist the firm in meeting customer needs. Weaknesses refer to any limitations a company faces in developing or implementing a strategy. Weaknesses should also be examined from the perspective customers out of the reason that customers often perceive weaknesses that a company cannot see. Being market focused when analyzing strengths and weaknesses does not mean that non-market oriented strengths and weaknesses should be forgotten. Rather, it suggests that all firms should tie their strengths and weaknesses to customer requirements. Only those strengths that relate to satisfying a customer need should be considered true core competencies. (Marketing and Its Environment, pg 44) 
In this thesis, the discussion of Internal Environment Analysis is carried out in three parts: 1) Enterprise resource analysis, 2) Enterprise capacity analysis, and 3) the analysis of Enterprise’s core competitiveness. 
2.1 Enterprise resource analysis
In terms of equipment resource, nine trucks and a handful of maintenance and detection equipment form almost all the physical resources that Zhancheng Freight Agent possesses. 
In addition, the problem of equipment obsolescence has already become another drain on the company’s development. Taken as a whole, Zhancheng Freight Agent has no advantage with regard to equipment resource.
In the way of labor resource, there are altogether nine drivers working under Zhancheng Freight Agent. All of them are of great competence and outstanding professional ethics. Its employees, experienced in good delivery and familiar with most of the route in Pearl River Delta area, especially Dongguan, are working enthusiastically with teamwork cooperation. In short, the drivers employed are of good quality and high loyalty, which makes up part of ZhanCheng’s positive and effective resource.

In financial resource respect, Zhancheng Freight Agent’s Capital Chain is very tight. As a miniature logistics companies, the financial resource, in fact, mainly comes from the boss, because external financing is very difficult for a small-sized enterprise. The previous case study has disclosed that  the operator’s personal financial strength is relatively weak on one hand, and on the other hand, internal capital accumulation is a considerably long process. Therefore, as far as ZhanCheng is concerned, financing has become a serious constraint on the company’s future growth and development.
Good reputation on customer service is part of valuable intangible asset to ZhanCheng. Clients developing are mainly performed through existing customers’ introduction, which is the most cost effective method to find new customers for a small company like ZhanCheng that lacks of business resources. Throughout the years, ZhanCheng always sticks to honesty and trust, thus a large number of reliable customers have been developed.
From the perspective of operating values, ZhanCheng puts the interest of its employee at the most important position. As a micro-enterprise with no sound and complete regulatory system at the moment, its business operators find it necessary pool strength within the working team to create synergize the company’s performance.
2.2 Enterprise Capacity Analysis
2.2.1 Resource Capacity Analysis
Zhancheng Freight Agent possesses an apparent geographical advantage over its competitors. Located in Shatian Down, Dongguang, near Dongguan Bonded Logistics Park (DBLC), Zhancheng Freight Agent is able to business with lower cost and higher efficiency.
As a small-sized transport enterprise, material and services purchasing power and bargaining power is relatively weak. However, the company has been always focusing on honesty to its customers; so far, it has already established a favorable business reputation in the field, which plays an indispensable role to offset the company’s weaknesses.

Concerning the staffing of Zhancheng Freight Agent, the working efficiency of its personnel needs to be improved. To illustrate, the senior managers are promoted inside the company who lack of sufficient knowledge concerning computer operations. Besides, the manager is relatively resistant to reform and change. For any new measures taken, the manager has difficulty in implementing those measures. The office clerk is a new college graduate without much working experience. The drivers however, are basically competent in the completion in working tasks. Based on the above analysis, the overall quality of company personnel is good, but the personnel in key positions lack adequate working skills and abilities, which has become a strain on the performance of the company.
2.2.2 Analysis of productive capacity of enterprise
Due to the limited size of enterprise scale, the company mainly relies on primitive manual operation concerning the flow control. The office clerk is responsible for accepting and replying of orders and ordinary paper works; the Operations Manager is in charge of dealing with vehicle breakdown and general dispatching: the general manager is responsible to deal with major business on special occasions. 
It is difficult for Zhancheng Freight Agent to expect its capacity. The reason is that it cannot control the orders made by customers. The company could not rearrange the orders by delaying or bring forward, based on the fact that all the transport orders must be done in one day. ZhanCheng has altogether three groups of drives, namely, the first echelon, the second echelon and the third echelon. Regarding the plan on production facility and equipment, Zhancheng Freight Agent will first use its owned logistics cars that belong to the first echelon, and then consider the individual drivers from the second echelon, finally comes to the individual drivers from the third echelon. 
2.2.3 Analysis of marketing capability
Zhancheng Freight Agent targets at the logistics transport services in Dongguan and the Pearl River Delta region. The one-day tour transport business to Hu Mengang Logistics Park is its major focus. The market mix adopted by Zhancheng Freight Agent enables it to focus on serving one particular company while the current client will introduce some potential customers to this company. This microenterprise needs both this market mix and target market. 
Currently, the one-day tour transport business to Hu Mengang Logistics Park is one the primary stage of operation because this Logistics Park has only been operated for less than two years and the volume of business is lagged far behind. Zhancheng Freight Agent does not apply the expansionary strategies. The market mix and the target goods do not share the same life circle. Due to the limited enterprise scale and economic power, it does not have the capacity to adopt expansionary strategies; instead, it only follows a more traditional operation mode. This has put Zhancheng Freight Agent in an awkward situation. 
2.2.4 Analysis of Organization Effectiveness
Zhancheng Freight Agent has reasonable task assignment with no overlapping, separation of tasks, or inappropriate horizontal coordination. All the tasks are assigned in a coordinated way. This is the major feature of most microenterprises. Thanks to the simple and highly-effective organization structure, the principle of matching power with responsibility has been used in each and every position. 
Concerning the management system of this Agent, Zhancheng Freight Agent adopts the principle of full- authorization. In the aspects of vehicle maintenance, annual assessment and ordinary management, it gives full administrative power to Operations Managers. It gives fill administrative power to office clerks to deal with the accepting and replying of orders, arranging for dispatching and registration of performances. The general manager will examine the preceding execution of orders the next day. For the individual drivers, they can address the simple problem on themselves, but when comes to the serious problems, they have to report to the general manager. The reasonableness of so doing lies in the fact that: it has small organization scale and the staff are qualified enough to accept such kind of management mode.

2.3 Analysis of core competitiveness 
As a mini-sized transport enterprise, Zhancheng Freight Agent does not have enough equipment and mature service network like some of its competitors do, but it has already built its core competitiveness, namely, the reputation and networks of relationship. Generally speaking, the transport company will gain business through getting commission, and distributing profit to its business partners. It is easy to get orders from clients but it also tends to lose clients unexpectedly. During business operation, Zhancheng Freight Agent will maintain the customer relations through providing certain benefit, but a sound and stable business relationship is mainly established and maintained through honest operation and perfect service. To gain great reputation is of great importance to this company. The fact that some customers pay the exact amount of money in accordance with the bill provided by Zhancheng Freight Agent without double-check on their own indicates that those customers have definite trust in ZhanCheng.
The capacity of retaining customers has become the core competitiveness of Zhancheng Freight Agent. In doing so, it can greatly reduce the trade cost and improve service efficiency thus bring competitive advantages for the company’s own sake. Based on the interview with customers, this kind of capacity is scarce in Logistics Park. This kind of competitive power to gain trust from clients cannot be replaced by other means and is hard to imitate because it is closely related to the personalities of managers which is a valuable intangible asset to the company. And it proves to be true that these attractive personalities can eventually bring business profit to the company.
In accordance with interviews and individual subjective evaluation, the drivers show great loyalty to the enterprise. They take the initiative to seek out, analyze and resolve problems. They help to exclude the difficulty and anxiety and come up with effective plans. They take care for each other just like brothers and sisters. According to investigation, drivers in other transport companies are mutually exclusive. In accordance with the feedback from customers: drivers from Zhancheng Freight Agent enjoy friendship and are willing to help others. This atmosphere helps to develop the core competitiveness. In so doing, some hidden cost will be greatly reduced and at the same time, the cooperating culture will be formed which is hard for the competitors to imitate in s short span of time.
3. Summary 
Based on the above analysis, the author makes a conclusion by adopting SWOT analysis, a relatively objective and accurate method of analyzing the current situation of a Zhancheng Freight Agent. The detailed discussion is carried out through four perspectives, namely: Strength, Weaknesses, Opportunity, and Threats.

SWOT analysis contains a scan of the internal and external environment. Environmental factors internal to the firm usually can be classified as strengths(S) or weaknesses (W), and those external to the firm can be classified as opportunities (O) or threats (T). Such an analysis of the strategic environment is referred to as a SWOT analysis. Through the comprehensive analysis and estimate of strengths, weaknesses, opportunities and threats, a company can adjust its resource and strategy to achieve the objective of the company. SWOT has been applied to Corporate Management, Human Resource and R&D of various kinds of companies. By using SWOT analysis, the author intends to seek the firm’s potentials for future development, which is a better chance at developing a competitive advantage by identifying a fit between the firm’s strengths and upcoming opportunities, and overcoming its weaknessesin order to prepare itself to pursue a compelling business profit.

3.1 Opportunities 
Opportunities refer to external chances to improve performance in the environment. The external environmental analysis may reveal certain new opportunities for making profit and obtaining growth, including an unfulfilled customer need, arrival of new technologies, loosening of regulations and removal of international trade barriers. 
As to Zhancheng Freight Agent, it has only one client (Lihai Textile Company) to conduct factory to factory delivery business. It mainly relies on the Dongguan Bonded Logistic Park to conduct transport operation. Since the customs clearance should be taken into consideration, the logistics charge is 30% higher than factory to factory delivery charge. The overall business of DBLC is on a rising trend and the transport business in Logistics Park will be flourishing which is also a great opportunity for Zhancheng Freight Agent. It mainly reflected in the following aspects: 1) this logistic project is of great significant to the escalation of economy. The local government is bound to make great efforts to promote the development of DBLC project; 2) compared with the scale of Guangzhou Bonded Logistic Park and Futian Bonded Area of Shenzhen City, Dongguan Bonded Logistic Park have been established less than two years. The current volume of business only accounts for 30% volume of business at mature stage. There is a great market potential.

In particular, Zhancheng Freight Agent is among the first to enter DBLC. It has the first-mover advantages and has established good cooperation relationship with most of the enterprises in the Park, thus it has relatively stable customer business. Zhancheng Freight Agent will be faced with great development opportunity if the DBLC will continue to expand and grow.

3.2 Threats

Threats are external elements in the environment that could cause trouble for the business or project. Threats are oftentimes caused by the changes in the external environmental factors, including shifts in consumer tastes away from the firm’s product, emergence of substitute products, new regulations and increased trade barriers.

Even though the DBLC has a promising future, the potential competition will become fiercer. The Zhancheng Freight Agent holds a place in DBLC because DBLC is on its primary stage of development and it does not have enough capacity to absorb some powerful transport enterprises to join in the market competition. But with the ever-growing development of DBLC business, undoubtedly the DBLC will attract a large number of powerful transport enterprises to join in the market. Zhancheng Freight Agent is a mini-sized transport enterprise with small scale and weak economic power, so it is far from strong enough to win out among all the powerful competitors in direct market competitions. In the future, Zhancheng Freight Agent is expected to face even greater challenges in the battle to survive and thrive as well. 
3.3 Strengths
Strengths are characteristics of the business, or project team that give it an advantage over others. A firm’s strengths are its resources and capabilities that can be used as a basis for developing a competitive advantage over other competitors. A firm’s strengths may include patents, strong brand names, good reputation among customers, cost advantage from proprietary know-how, favorable access to distribution networks, and exclusive access to high grade natural resources and so on.

Zhancheng Freight Agent attaches great importance to the establishment and enhancement of enterprise reputation. In the external aspects, it has gained great trust from the clients. Even though the transport quote is a little bit higher than the other competitors, the cooperative clients still choose this company to do transport business. Currently, for those clients who are having cooperation with this company, they speak highly of the service provided by Zhancheng Freight Agent and take the initiative to introduce it to upstream and downstream manufacturers. This kind of service with great quality is the major competitiveness of Zhancheng Freight Agent. Cooperative clients voluntarily introduce orders from other clients. This has become the main channel for the Agent to develop its business.   
In the internal aspects, as a mini-sized transport enterprise, the managers have gain respect and support from its employees through caring for the ordinary life of them and providing financial support for those in need. The managers act as vans and come to the front line to carry good with individual drivers. The relations between managers and employees become closer during get-together every month. In this way, the individual drivers are loyal to the enterprise and take the imitative to seek out, analyze and resolve problems. They help to exclude the difficulty and anxiety and come up with effective plans. Even though it has limited enterprise scale, it also has a high effective and strong team with great executive capacity. 
3.4 Weaknesses

Weaknesses are limitations that place the team at a disadvantage relative to others. The absence of certain kinds of strengths may be viewed as weaknesses. For instance, lack of patent protection, a weak brand name, poor reputation among customers, high cost structure, lack of access to the best natural resources, lack of access to key distribution channels etc.

The weaknesses of Zhancheng Freight Agent mainly concentrate on the following aspects: 1) small enterprise scale with weak economic power. Zhancheng Freight Agent is in a disadvantages position in competition. Most of the clients do not want to give big transport orders to it because its small enterprise scale. So this Agent can only take some small orders; 2) low informatization level and old equipments. For instance, all the logistics cars do not have GPS position system and tail-board. The failure rate is very high. All those equipments should be installed for an ordinary logistics transport company, but Zhancheng Freight Agent does not have such enterprise scale; 3) weak finance power. When confronting great development opportunities, it cannot take enough capital to purchase asset; 4) the lack of transport network. The empty car phenomenon is serious which causes high operation cost and great waste of resources.

Chapter V Basic Suggestions

1. Adopting Focus Strategies 
Based on the above analysis, since Zhancheng Freight Agent has limited scale, the limited resource should be applied sensibly. Thus it should adopt focused strategies. A focus strategy is usually employed when the company knows its segment and purposely produces its product accordingly to satisfy its needs. Focus is a marketing strategy defined by Porter that emphasizes segmenting an entire market and focusing on only one or few segments. Companies following a focus strategy emphasize providing either a differentiated product or service to the segment or providing a low cost product or service for the chosen segment.
Concentrating on Dongguan Bonded Logistics Park business, ZhanCheng is able to make full use of the advantages of “first-mover” and consolidate the current passenger source. It adheres to the principle of honest operation to gain trust from customers and let the customers take the initiative to introduce upstream and downstream firms and colleagues to Zhancheng Freight Agent. Getting familiar with Dongguan Bonded Logistics Park business, it aims to become the most professional transportation service provider in this market. Give full play to the local advantages, and provide more effective than other competitors.
The company's main resources will be prioritized to deal with the transportation business of Dongguan Bonded Logistics Park. For the rest of non-Logistics Park transportation business, it will depend on the actual development of Logistics Park. If the Logistics Park business is big enough to support the company operation, all the “factory to factory” delivery business could be gradually eliminated.

Currently, truck of self-owned assets should be prioritized to deal with Logistics Park business because the delivery charge is relatively high and it is the in line with the future development of Zhancheng Freight Agent. The individual drivers from the second echelon and the third echelon will mainly deal with the “factory to factory” delivery business. When self-owned asset do not have enough capacity to deal with Logistics Park transportation business, the second and the third echelons will be arranged to continue the transportation business. 
From the above analysis it is clear to find out that the focus strategy Zhancheng Freight Agent adopted provides the company with the following benefits.
Firstly, focus strategy helps ZhanCheng to create better consumer satisfaction. Through adopting the focus strategy, the firm ideally focuses on a specific target market, the transportation business of Dongguan Bonded Logistics Park in this case. It is an ordinarily distinct group that has specialized requirements. It is believed that through focusing a company’s marketing efforts mainly in a narrow market segment and also tailoring its ways of carry out business operations to the specialized market at the same time, the company will meet all the requirements of that specific market as far as possible. As a result, the effort the company made will finally translate to better services that consumers will enjoy.

Secondly, the focus strategy benefits small businesses. It is reasonable to say that for small businesses like Zhancheng Freight Agent who lack adequate resources to compete with large-scaled companies, the focus strategy is the best choice they have and possibly, the most effective weapon in hand to win in the battlefield. Furthermore, the targeted approach is also beneficial to a small business due to the fact that large companies very likely disregard small niches. However, the small niches are where small businesses are able to find opportunities to survive. The other reason why the focus strategy benefits small businesses is that the certain needs are very special such that other large companies opt not to cater for them.

And thirdly, oftentimes the competitive advantage is the key point a company usually addresses when using the focus strategy. Since the targeted market segments are less open to substitutes, it allows the company to obtain high return on the initial investment. This is especially seen where the organization has the capability of identifying the preferences of narrow market regions, enabling it to better meet them than its other competitors. In the case of Zhancheng Freight Agent, the competitive advantage will be the rapid moving into the transportation business of Dongguan Bonded Logistics Park and the quick establishment of business strength and reputations before its competitors join in the market.

2. Non-equity strategic alliance 
According to Harrigan, non-equity strategic alliance is an alliance in which two or more firms develop a contractual-relationship to share some of their unique resources and capabilities to create a competitive advantage. It is a relatively loose mode of corporation. The major form and content of Non-equity strategic alliance includes the investment and risk sharing, technology and R&D Corporation, Operating facility sharing, and customer relationship sharing.
In this analysis, the equity alliance mainly encompasses three modes of cooperation: (1) to cooperate with customers and consolidate customer relationship, (2) to cooperate with other transport companies and reduce empty return phenomenon, (3) to cooperate with individual drivers and to utilize other people's money to realize enterprise expansion. The three modes of cooperation will be further illustrated in the following:
2.1 Cooperate with customers

The main way to cooperate with customers is that: to allow and encourage the people in charge of the customer companies to arrange friends or relatives to buy logistics cars under the name of Zhancheng Freight Agent. They will be given top priority to undertake the transport orders while Zhancheng Freight Agent will take part of the fees as commission charges. At present, the procedure has been gradually carried out, Zhancheng Freight Agent will settle logistics charges with individual driver in accordance with the 80% of the order price.

Through cooperating with customers, the Agent could consolidate customer relationships, because people in charge of the customer companies must take into consideration their friends or relatives. If the customer wants to change a transportation service supplier, it will affect the business of their friends or relatives, thus the cost of changing the transportation service supplier will be increased. Instead, in order to let friends and relatives achieve better business, the client will outsource potential orders to Zhancheng Freight Agent . Through the bundled practice, the Agent will cooperate with customers and form an alliance to consolidate customer relationship.
2.2 Cooperate with other transportation companies
Currently, Zhancheng Freight Agent has limited enterprise scale, and the transportation route cannot form a network. It is mainly reflected in the following: in most of the cases, the logistics cars of Zhancheng Freight Agent will be back with an emptied car after delivering goods to some factories. For a transportation enterprise, there is a 5% cost difference between a car emptied and loaded on the way back. The 5% cost difference lies in the price of fuel consumption.

Under such circumstances, if the logistics car could unload the goods in some place while by the way carries some good back from nearby places, it will gain one more logistics charge. Even this kind of delivery fee is 50% of the ordinary charges, it also better than a logistics car back with empty.

The problem is that this Agent has limited enterprise scale and lacks a transportation route network. It does no have branches in other towns and cities, so it cannot contract business from other places to delivery goods back to Shatian Town of Dongguan City. The empty car phenomenon is very serious, causing severe wasting of resources. On the other hand, due to the limitation of capital fund, it does not have enough money to set up branches in other cities, let alone establishing networks. It cannot address this empty car phenomenon by them.
In this situation, it can cooperate with other transport companies and adopt non-equity alliance strategy to achieve advantage complementarities by using each other’s transportation networks and information resources. In this way, the waste of resources will be greatly reduced. If the customers want to delivery goods back to Shatian Town of Dongguan City or nearby places, Zhancheng Freight Agent will take the order with 50% of the ordinary charges. This advantage of doing so is that: the customers can save the cost by 50%. Zhancheng Freight Agent can make the best use of empty logistics cars and reduce the waste of resources. This win-win solution is also environment-friendly.
2.3 Cooperate with individual drivers
The above analysis has mentioned that Zhancheng Freight Agent is a microenterprise. The profit it gains is limited and its economic strength is very weak. In the process of business expansion, the current asset size cannot meet the ever-growing demand and it does not have enough capital to purchase new logistics cars. The contradiction between the business growth and asset scale of the enterprise is becoming more acute.

Under such circumstances, Zhancheng Freight Agent needs to cooperate with other individual drivers. It should encourage other individual drivers to join in this Agent, and purchase logistics car under the name of it. This Agent will accept orders in a unified manner and distribute orders to those individual drivers. In this way, it will enhance the strength of the second and the third echelons. But in order to facilitate the control of resources, the individual drivers from the second echelon can only accept orders from Zhancheng Freight Agent. Of course, since Zhancheng Freight Agent does not allow the individual drivers from the second echelon to take orders from other companies, it will also ensure that they will have enough business to maintain operation and get profit.
3. Conclusion
This chapter puts forward basic suggestions for the future development of Zhancheng Freight Agent. As mini-sized logistics enterprise, it has limited resources, hence some suggestion are listed in the following: First, to take focused business strategies and concentrate on the logistics business in Dongguan Bonded Logistics Park with the aim of developing itself to the most professional and effective logistics service provider. Second, this Agent is expected to adopt non-equity alliance strategy and to utilize other’s resources to enhance the economic power of itself. In doing so, it has to give up part of the profit which finds expression in the cooperation between customers. To cooperate with other transport companies can help to construct service network and achieve win-win outcome. To seek cooperation with individual drivers can cushion the pressure in the development of enterprise, thus drawing other’s power to achieve business expansion.

Chapter VI Conclusion and Research Prospects

1. Focus strategies should be applied by mini transport enterprises
In the Pearl River Delta, there are hundreds of enterprises like Zhancheng Forward Agent. Some of them run special-purpose lines, some of them are attached to certain large enterprises, offering single transportation services, and some of them root in the logistics market, specially servicing customers in the market. 
For these mini logistics enterprises, due to their small scale, they could survive by only a few vans and some businesses. They have strong vitality and adaptability. However, these enterprises are weak in economic power and short in funds. Violent vicious competitions among the enterprises lower the overall operation efficiency. Mini logistics enterprises in the Pearl River Delta could adopt the focus strategies by which they would specialize in certain market and be the top facilitator familiar with the customers in the area. Therefore, mini logistics enterprises could avoid their disadvantages and shortages by increasing efficiency and reducing operation cost. 
Compared with other industries, logistics transportation industry’s entrance doorsill is very low because the carrier just only delivers the goods as quick and safe as possible, without other technologies. Logistics industry’s demands are almost fixed and special innovation is not welcome, thus, there is not so much space for differentiation strategies. 
In the logistics industry, “cost leadership” strategy is based on the premise that the enterprise is large enough and has enough vans. Besides, the enterprise should have embranchments in other cities, cover all the area it involves in and its nodes all over the service net. In this condition, the enterprise could consolidate two or more small orders into a larger one by inter order scheduling. Also, by the inter scheduling; empty returning will be reduced to reduce waste and allocate average cost in every van. 
It is appropriate for mini logistics enterprise to adopt focus strategy specializing in certain market and to be the top servicer because of its scale and features of the industry. 
2. Non-equity strategic alliance should be applied by mini logistics enterprises

Firstly, mini logistics enterprise has advantages like flexibility, adaptability and vitality. However, due to its scale and competency, it is easy to be replaced and expelled by its opponents. To consolidate its customer base, the enterprise could found leagues tightly with its customers. With cooperation and leagues, the enterprise and its customers would interdependent on each other which enlarges the displacement cost of the customer. 
Secondly, mini logistics enterprises could unite with their peers, even with their opponents since there will not be so much zero game among the enterprises if they could develop the markets. That will be beneficial to all the peers. At the same time, by cooperation among the peers, scale benefits will be maximized to reduce waste and running cost for each enterprise and increase profits.  
Thirdly, when the volume of business of a mini-sized transport company develops to a certain degree, the internal asset equipment should increase accordingly to match the needs of business order. But from the above analysis we know that: for a mini-sized transport company, the shortage of capital is a limiting factor. Under such conditions, it is suggested that the Agent make uses of the external sources of finance by way of encouraging individual drivers to buy logistics cars and join in this Agent. Then, the Agent will take orders in a unified manner and outsource those orders to individual drivers. The managers from transport companies face pressures because they must make sure that those individual drivers get enough volume of business to support the ordinary cost. The obvious advantage of doing so is that this Agent can make the best use of external sources of finance to enhance its capacity. Through encouraging individual drivers to join in this enterprise, it can solve the problem caused by shortage of capital. Besides, it can improve labor productivity and reduce unnecessary waste of resources which is mainly reflected in the diesel oil fee, toll charge, and maintenance fee, etc. The individual drivers must try hard to accomplish the tasks with minimum cost.

3. Other problems that need further research

As an article concentrating on the development strategies of enterprises, it should not only include the analysis of the internal and external environment of a transport company, but also concrete implementation plan and subsequent control mechanism to guarantee the implementation of the strategies. Due to the limited length of the thesis and the author’s research capability, this thesis mainly focuses on the basic suggestions and conclusion without involving concrete implementation plan and subsequent control mechanism. A concrete implementation plan should be constantly debugged during operation, but there are too much varying parameters which is difficult to discuss here. Therefore, the concrete implementation plan and subsequent control mechanism are problems which need further researching and probing.

With the economic globalization and the development of science and technology, the competition and development of enterprise is put under a highly uncertain environment. The competitive dynamic analysis is a more popular research method to analysis the development strategies of an enterprise. In this thesis, the author adopts traditional SWOT analysis method instead of the competitive dynamic analysis method. Therefore, the competitive dynamic analysis method is a problem which needs further research.

The development strategy for an enterprise is not invariable. It should depend on the external environment of the enterprise and the internal resource capability. Therefore, the basic suggestions put forward in this thesis are targeted at the current operating environment. The development strategies should make corresponding adjustment along with the time. Especially for the mini-sized transport companies, it is usually influenced by external environment since those companies have limited operating capacity. Therefore, the above-mentioned suggestions can be adopted as short-term instead of long-term guiding principle. 
For quite a long time in the past, the academic circles mainly focused research on large and medium-sized enterprises, but the research on the microenterprises is very limited. Since the development of microenterprises receives great attention in the past few years, related research literature is very few. Hence, the author does not have much reference to look for, and the research on microenterprises is a bit superficial. Looking ahead, with great emphasis laying on the microenterprises, the research on the development of mini-sized transport companies will move forward in a profound way.

4. Conclusion

Just like other mini-sized transport enterprises nationwide, Zhancheng Freight Agent has unique characteristics featuring small scale, few resources, low operation cost and strong viability. The basic suggestions given to Zhancheng Freight Agent are also suitable for other mini-sized transport companies. The major research findings are the following: Firstly, the micro transport enterprise is expected to adopt focus strategies in accordance with its scale and resource limitation. Secondly, non-equity strategic alliance is suitable for mini-sized transport company because it need to enhance its capacity through making the best use of external sources of finance. This thesis is a tentative research on the development of microenterprise in transportation industry. There are many research questions left: the implementation and control of the development strategy and the adaptation of competitive dynamic analysis. In addition, these suggestions are only suitable for short-term use which may not be applicable in long-term analysis. The limitation of this thesis is that the corresponding research work on the development of microenterprises done by other scholars is far from thorough and complete to provide insight for this thesis. Therefore, without much convincing reference, this thesis is by nature a tentative analysis.
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10 drivers (indepent drivers)





Six drivers (strategic contractual alliance)





Nine drivers (driver of Zhancheng)





Office Coordinator





Operation Manager





General Manager





Threat of new entrants








Threat of substitute





Competitive rivalry within the industry 





Bargaining power of customers





Bargaining power of suppliers








Economic Analysis


Exchange rate stability


Efficiency of financial market


Infrastructure quality


Skill level of workforce


Etc.





Technological Analysis


Technological developments


Impact on cost structure


Impact on value chain structure


Rate of technological diffusion


Etc.





PEST


Analysis





Social Analysis


Demographics


Class structure


Education


Culture


Etc.





Political Analysis


Political stability


 Risk of military invasion


  Anti-trust laws


Pricing regulations


Etc.
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