
VISION, MISSION AND GOALS OF ORGANISATION

VISION

Your organization’s vision is the over-riding principles that guide the organization. It defines what you want the organization to be. The vision is often the dream of the founder or leader of the company.
Examples: 
· “Our company vision is to be most environmentally friendly petroleum refiner in Brunei Darussalam”.
·  “To be local leading bank in the country”.
MISSION

A mission is used to define the area of legitimate operations for the organisation. In other words it succinctly states why the organisation has been created. The aim is usually to create a mission statement of no greater length than a short paragraph, clarify and precision of thought.
Examples: 
· “Our mission is to accelerate the development of world-class Irish Companies to achieve strong positions in global markets resulting in increased national and regional prosperity”. 
ORGANISATIONAL GOALS

It is an organizational desired end point in development. It is usually endeavored to be reached in finite time by setting deadlines. It is also a list of key events that will enable you to achieve your mission and set you on the path to achieving your vision.

TYPES OF ORGANISATIONAL GOALS

In the private sector, the main objective of all business is to make profit.
Business may also have other objectives, which will vary according to the wishes of the owners and managers and the success and profitability of the business. Some of the main ones are: 
a) Cutting costs
b) Introducing new products
c) Keeping customers satisfied so that they remain loyal
d) Increasing market shares
e) Expanding the business
f) Cutting costs
Competition between firms is now so fierce that all business have to keep costs low so that they can match or beat their rivals’ prices. One of the main ways of doing this is by reducing the number of employees.
One way of reducing labour is by outsourcing some of the work or paying a specialised firm to do it. However, businesses have to be careful not to dismiss so many staff that the firm becomes inefficient. 
A benefit of reducing costs is that it will increase profit, even if turnover remains the same.
a) Introducing New Products
One of the main strength of a business is its products. If a business is to succeed in an increasingly competitive world, it must constantly update its products and develop new ones.
Good research and development (R&D) will enable business to make new products before their rivals do. 
b) Satisfying Customers
Many businesses now put customer satisfaction at the top of their objectives list. They really try to find out what customers want and satisfy their wants so that they become regular, loyal customers.

This involves more than setting up customer care departments and help lines with recorded messages and endless musical interludes, whose main purpose is to stop angry customer complaining direct to the managers.
c) Increased Market share
Market share is the percentage of a total market that a product, or a company holes. Market share is one of the best measures of success as it shows that a business is performing more effectively and efficiently than its competitors.
The firm benefits because it will be able to borrow money more easily from banks and raise more money from investors.
d) Expanding the Business
Another major objective might be to increase the size of a business. The size of a company can be measured by:
· Turnover or total sales
· Number of employees
· The amount of capital, the amount of money invested in the business
· The stock market value, which is calculated by multiplying the current share price by the number of share issued.
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