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 Learning Objectives:

 Ac. 3: Be able to develop options for strategic 
planning for an organisation:

◦ 3.2 Develop a comparative understanding of activity 
from organisations in the market

◦ 3.3 create options to form the basis of future 
organisational strategy

 Assessment Criteria

 Further readings 

 References





 In order to develop a comparative 
understanding of the activity from 
organisations in the market,  firms has to 
conduct and prepare competitive analysis. 

 The Steps to take when conducting and 
preparing your competitive analysis: 
◦ Conduct Research 
◦ Gather Competitive Information 
◦ Analyze Competitive Information 
◦ Determine Your Own Competitive Position



 You should know from your sales staff and 
customer feedback what product features and 
benefits are most important to your customers 
and potential customers (Edward Lowe 
Foundations, 2016). A product’s or service’s 
competitive position is largely determined by 
how well it is differentiated from its competition 
and by its price. 

 Make a list of product features and benefits in 
order of importance, and prepare a table to show 
whether or not each of your competitors fulfill
them. 



Competing 
Company

A B C D

Features:

1. Auto Paper

Auto enlarge or 
reduce

Collate

Benefits

1. Easy to Use

Saves money

Good print quality 



 Organisations should always consider what others
businesses, particularly your competitors are doing
in the market. By doing this, the organisation must
determine how will this affect their chosen
organisations. Factors to consider relative to
products includes (Edward Lowe Foundation,
2016):

◦ Quality

◦ Durability/Maintenance

◦ Image/Design/Perceived Value

◦ Social Image/(politically correct)



 Joseph (2016) identifies 6 ways that you can track
your competitor’s marketing activities:

1. Sign up for Google Alerts.

2. Connect with competitors on social media.

3. Enroll in your competition's mailings and promotions.

4. Become a secret shopper

5. Visit their trade show booths

6. Monitor your competitors' websites



 Dahl (2011) identifies to tips on how your 
research your competitors:
◦ Go beyond google search
◦ Do some reporting – tracking industry analyst reports
◦ Tap the social network
◦ Ask your customers
◦ Attend a conference
◦ Check in with your suppliers
◦ Hire your competition
◦ And watch who they are hiring – you can learn 

something by the types of job they are trying to fill.
◦ Conduct a survey
◦ Call them up





 Strategy is derived from the vision and mission of an
organisation. Having a strategy allows the
organisation to gain competitive advantage against
its competitor and assist them to adapt themselves in
the changing market (studymode.com, 2012).

 Therefore, the determinants of strategy are an
important aspect to consider as they influence the
type of strategy a firm adopts in different levels;
corporate, business and functional of the
organisation. There are many determinants that can
affect the type of strategy an organisation adopts,
but there are three important ones which firms
emphasize heavily on in the strategic management
process.



 Strategists help their organizations make two
fundamental strategy choices, then communicate
those choices and align resources appropriately
RBL Group, 2009):

◦ Business Growth: How will the organization generate
new growth? At what point in the industry value-chain
will the firm “anchor” and build internal capabilities that
exceed that of the competition?

◦ Competitive Emphasis: How will the firm differentiate
itself in the eyes of the customer – measured in terms of
the factors that the market uses to evaluate all
suppliers?



 The three determinants are the (studymode.com, 2012):
1. competition they face in the micro environment
2. resource of an organisation in the internal environment
3. mission and objectives of the organisation in the internal

environment.

 In a business an organisation operates, the strategies they
implement are mostly driven by competition (Porter, 2008)
cited in (studymode.com, 2012).



 Organisations have control over these determinants as
they are closely related to the organisation. By identifying
and understanding the determinants of strategy, this will
allow the organisation to plan and implement strategies to
ensure long-term growth and survival.



 Options are creating based on the knowledge of
the business, its internal and external
environments.

 The assessment done prior to this section allows
you to identify the options available to the
business that will meet the needs and objective
of the business to be competitive and maximise
its provide.

 Tools such as SWOT; Ansoff Matrix; Integration
and Mintzberg Strategy will allow the business to
identify the options for future business strategy.



Based on the options identified in the Matrix and the
assessment done of the business, the management has four
options to select from.



 The RBL Group (2009) identified five basic ways that companies 
anchor themselves for growth and the defining characteristics of 
each. 

PRODUCT/
SERVICE

CUSTOMER/
MARKET

TECHNOL
OGY

PRODUCTIO
N
CAPACITY

DISTRIBUTI
ON

Expertise in a 
particular type 
of product is 
the anchor. 
New growth is 
created by 
expanding 
sales of that 
product to new 
customer 
segments.

A particular 
target 
customer is 
the anchor. 
Growth is 
created by 
selling new 
products or 
services to 
the same 
customer 
base.

A particular 
technology 
is the 
anchor. 
Finding any 
new “home” 
for that 
technology 
creates 
growth.

A particular 
asset or 
resource is 
the anchor. 
Keeping that 
asset fully 
utilized 
maximizes 
growth.

The 
distribution 
channel is 
the anchor. 
Maximizing 
the 
throughput 
of that 
channel 
creates 
growth.



 The RBL Group (2009) identifies 5 steps in the 
process for creating options for strategies.
1. Choose a growth strategy
2. Identify your Competitive emphasis
3. Identify intersection between 1 and 2
4. Consider your top 3-5 competitor
5. Review your organization’s current location on the 

strategic options matrix 

 Visit 
http://leadershipcode.s3.amazonaws.com/to
ols/strategic_options_matrix.pdf for full 
details.

http://leadershipcode.s3.amazonaws.com/tools/strategic_options_matrix.pdf
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