WHY STUDY COMPETITIVE STRATEGY?
1. UNDERSTAND HOW A MARKET ECONOMY WORKS

· DYNAMIC - NOT STATIC

· HOW ARE LIMITED RESOURCES ALLOCATED?

· “INVISIBLE HAND OF THE MARKET PLACE”

· WHAT DRIVES IT?

2. UNDERSTAND HOW TO ANALYZE:

· AN INDUSTRY

· A SPECIFIC BUSINESS

3. IDENTIFY COMPETITIVE OPPORTUNITIES TO:

· DIFFERENTIATE

· REDUCE COSTS

· FOCUS

· PROVIDE “BEST VALUE”

4. PROVIDE INFORMATION NEEDED TO:

· CONSULT TO INDUSTRY

· START YOUR OWN BUSINESS

· TEACH CONCEPTS
















STRATEGIC ADVANTAGE




The Five Competitive Forces that Determine Industry Profitability

	
	1. SHORT AND LONG TERM PLANNING SUCH AS TARGET MARKETS AND PRODUCT LINE

	SUPPORT
	2. RESEARCH AND TECHNOLOGY DEVELOPMENT

	
	3. FINANCE AND CONTROL

	
	4. HUMAN RESOURCE MANAGEMENT

	ACTIVITIES
	5. FIRM INFRASTRUCTURE

	
	6. PROCUREMENT
	MARGIN

	
	INBOUND LOGISTICS
	OPERATIONS AND /OR MANUFACTURING
	MARKETING & SALES
	OUTBOUND LOGISTICS
	SERVICES

	PRIMARY ACTIVITIES
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Competitive Strategy







COMPANY 



Strengths                   and              Weaknesses







INDUSTRY  



Opportunities                  and                       Threats







PERSONAL VALUES



of 



Owners & Managers







Expectations



of



SOCIETY







Factors INTERNAL   to the Company







Factors EXTERNAL   to the Company







Strengths 



Weaknesses 



Opportunities  



Threats 



Analysis







Considerations in Formulating Competitive Strategy
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Low
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High







ENTRY 



BARRIERS







Low











Low, stable returns�

Low, risky returns�

�

High, stable returns�

High, risky returns�
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EXIT BARRIERS







BARRIERS AND PROFITABILITY
















_901697974.doc
�������������



“BEST VALUE” between lowest cost and differentiation







STRATEGIC ADVANTAGE







Low Cost Position







Uniqueness Perceived by the Customer







PARTICULAR SEGMENT ONLY







INDUSTRYWIDE







FOCUS ON A NARROW MARKET SEGMENT







DIFFERENTIATION   (What makes your product different as perceived by the customer?)�

OVERALL COST LEADERSHIP               (Can you produce it cheaper than competitors?)�

�

�

�

�









Four Generic Strategies
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Bargaining power of suppliers







Bargaining power of buyers











Buyers











Suppliers











Substitutes







Threat of New Entrants







Threat of substitute products or services







Industry Competitors















Rivalry Among Existing Firms











Potential Entrants







The Five Competitive Forces that Determine Industry Profitability
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Goals







Definition of how the business is going to compete�

Objectives for profitability growth, market share, social responsiveness, etc.�

�









Distribution







Target Markets







Research and Development







Product line	











Finance and Control







Labor







Purchasing







Manufacturing







Marketing











Sales







Business Functions to consider in developing Competitive Strategy







Service
















