Functional

Social

Emotional

CNC N\ N\

Ancillary

C

Specific customers

(

Specific needs/jobs to be
done

Products to meet these
specific customers' needs

Unique and rare skills

Hard to imitate activities

Rare

Hard to substitute

Y YYSYE

Hard to duplicate and
mobilise

Strengths

¢

Weaknesses

Opportunities

Threats

Customer satisfaction

CNC

Business performance

YO YR Y YT T YA YA YS YT Y YA YSR RYARYE Y YSYE

Broad

Narrow

Differentiation

Broad

1. Key strategic choices and

making trade-offs

Narrow

Low cost

Unique customer value
proposition

Unique value chain

Achieving competitive
advantage - making trades
and forging fit between:

Unique resources

Inside-out vs outside-in

Deliberate vs emergence

2. Conceiving strategy

Approach

Top down, middle, bottom
up

Internal environment

External environment

Provides a framework for the
development of ideas and
strategies to enhance your

ability to maximise
opportunities and minimise
threats

3. SWOT analysis

Refine and confirm merit of
strategy

Build commitment

Input and share commitment

Clear choices

Easily communicated

Articulate your strategy

Easily understood

Sticking to and applying your
choices

Consistent and continuous
application

4. Implementation and
realisation

Doing what you set out to do

Adjusting as you go

Measure and report
performance

Inbound logistics

Monitor, test, learn and
innovate

Operations

Outbound logistics

Primary activities

Marketing and sales

Service

RPZAVERNFRVESR IR 2%

Firm structure

Human resource
management

Value chain analysis

Development of technology

Support activities

Procurement

Not a fait accompli

High cost and risky

AYZR YA

Need to secure rare
resources or out-innovate
later arrivals

First mover advantage

Helps to understand strategic
and counter moves

AYZRR Y4

Helps to identify what's
required for successful
moves

VAV AN

Game theory

N\

Helps to decide whether it's
better to compete or
cooperate

L

Reengineering

Reviewing patents

Talking to suppliers,
distributors, bankers,
consultants, etc.

Gathering other competitor
intelligence

NC N\ X\

Collaborating

2y

6. Playing to Win

5. Understanding How

the Game is Played

1. Business Strategy

2. Common Mistakes

Developing and

Implementing Business 3. Strategy

Development

Strategy

4. Understanding

Where the Game is
Played

\_

1. Its purpose is to create
competitive advantage

J

-

2. It'sa commitment to a
coherent set of mutually
reinforcing resources and
activities, aimed at a unique
customer value proposition
that creates and sustains a
competitive advantage

J

3. It's the choices and actions
you take to achieve your
business mission and vision

\-
-

\_

1. Confusing business
strategy with the business's
mission, vision, goals,
aspirations or particular
actions to be implemented

AN

.

2. Aiming to be the best,
serving everyone and not
specialising in anything

1. Understanding where the
game is played

2. Understanding how the
game is played

Political

3. Playing to win

Economic

PESTLE

Socio-cultural

Technological

Legal

Environmental

Supplier power

Buyer power

Five Forces

Competitive rivalry

The threat of substitution

The threat of new entry

Stalemate

The Advantage Matrix

Volume

Fragmented

Differentiated

Critical Success Factors

The few factors that must go
right for success

RYZSRR

The resource allocation
necessary to achieve success

U




