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Dig deeper with resource #1
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Power of customers Power of competitors
Who are your customers, Who are your competitors
how price sensitive are and on what basis are they
they and how easily can competing and is your

they get what they want Your business market likely to become
from someone else? more or less crowded?

Power of suppliers
Howdependent are you on
your suppliers? What are
they costing you and how
easily could you switch
between them?

Dig deeper with resource #2

Power of substitutes
Howelse could your
customers spend their
money and what can you
do to discourage them?




customers customers

o ?

Your business

Sustainable competitive advantage
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ASome suggestions:
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A2.
A3.
A4,
AS5.
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A7.
A8.
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Do you haveelationshipsg A G K LIS2LX S GKFG Y2ad 20KSNA
Do you haveesourcesi KI G Y2 aid 20KSNBA R2y QUK

Do you havexperiencet YR SELISNA Sy O0Sa (KIFG Y2aiG 230K¢
Do you have specialisationl KI i Y240 20KSNA R2y QUK

Doyou havepriced KIF i Y2ad 20KSNARA R2yQiK

Do you have eeputation/brand that means something?

Doyou haveprocessl KI i Y2al0 20KSNARA R2y QUK

Dig Deeper with Resource #3



SCA identifying yours

1 2 3 4 5
Key success Value to  Current ability tc Internal
factor customer beat competitor impact
Service U
Innovation 5
Price 6
Product range 7
Quality 7
Management 3
Best people 9 6 7 16
Brand name 6
Rate of change 8 6 5 13

Identify your key success factors
Score them in terms of value to customer

Foreach of themost important factors,
what is your current ability to beat your
competitors?

For each of the most important factors,
how much do they resonate with you in
terms of yourvalues, beliefs &ulture?

Which factor scores highest in terms of
value to customer and internal resonance?

Test your SCAWea&will win by having the
FLadsSad NBaLRyaS-GAY
Does this feel right

Use your SCA as a filter to help determine

what is important and what is not
Important in your business



HOW do we
get there?

WHERE will

Where are you we be in the

The planning process should
start by understanding
where you are NOW and
WHERE you want tue.

Toooften leaders jump from
the NOW to the HOW iwhen
Developing their business
plans.

This means they risk
RSOSt2LIAYy3 I OUA2Z2Y
anchored in a clear vision of

WHERE they want to be.

Dig deeper with resource4



a PRODUCT N\

What services are you providing?
Who is offering something similar?
Which services are growing?

\ How are they priced?

4 PEOPLE e PATRONS ™

Is your recruitment process working?
Do they know their stuff?

What are your customer segments?

What are your customers real needs?
Retention and development? Are you meeting their expectations?
Communication & delegation?

-
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4 PROCESS \/

What are your core business processes?
Which work well? Which ones don’t?

Are they consistent- can you rely on
them?

What technology are you using? / PROFIT Are you closing every sale?

\ / What’s your annual turnover? K /

How are you addressing seasonality?

Which are the most profitable?

What are they saying about you?

/
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\/ PROMOTION ™
\

What's your competitive advantage?
How do people know about you?
Are you targeting the right people?

Which activities are most cost effective?

Which services are the most profitable?
Are your happy with profit level?
What'’s your cashflow & debt like?

\ /
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