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MBA 500:  Essentials of Business Management
Porter:  Competitive Strategy:  Chapter Three – A Framework for Competitor Analysis
Introduction:  Competitive strategy involves positioning a business to maximize the value of the capabilities that distinguish it from it competitors.  It follows that a central aspect of strategy formulation is perceptive competitor analysis.  The objective of a competitor analysis is to develop a profile of the nature and success of the likely strategy changes each competitor might make, each competitor’s probable response to the rand of feasible strategic moves other firms could initiate, and each competitor’s probable reaction to the array of industry changes and broader environmental shifts that might occur. 
· There are four diagnostic components to a competitor analysis, see figure 3-1, page 49:
· Future Goals
· Current Strategy
· Assumptions
· Capabilities

· The Components of Competitor Analysis:

· Know the four bullets on page 50.
· Future Goals:
· Business Unit Goals, and the eleven questions that must be considered and asked.

· The Corporate Parent & Business Unit Goals, and the fifteen questions that must be considered and asked.
· Portfolio Analysis & Competitor’s Goals, and the seven bullets that must be considered.

· Competitors’ Goals & Strategic Positioning

· Assumptions:  Know the two major categories listed on page 58, and the questions directed toward identifying competitors’ assumptions on page 59 and 60.

· The Significance of Perceiving Blind Spots or Conventional Wisdom

· History as an Indicator of Goals & Assumptions, and the four questions for examination on page 61.

· Managerial Backgrounds & Advisory Relationships, and the six key indicators on page 61, 62 and 63.

· Current Strategy

· Capabilities:

· Figure 3-2, Areas of Competitor Strengths and Weaknesses, page 64-67.

· Putting the Four Components Together – The Competitor Response Profile:
· Offensive Moves, and the three questions that must be considered.
· Defensive Capability, and the three questions that must be considered.
· Picking the Battleground

· Competitors Analysis and Industry Forecasting:
· Know the four bullets on page 71.
· The Need for a Competitor Intelligence System
