




Meaning
·Methodical 

approach
·Right resource 

investment
·Think about rivals
·Evaluation of 

business plan

Limitation
·Time consuming
·Lot of options

Issues to consider
·Evolves over a 

period of time
·Balance of internal 

& external factor
·Risk

Strategic Analysis

External Analysis
Customer Analys i s :   Segments ,  
motivations,  unmet needs.
Competitor Analysis: Strategic groups, 
performance, objectives, strategies, 
culture, cost structure.
Market  Analysis:  Size,  growth,  
profitability,  entry barriers.
Environmental Analysis:
Technological, government, economic, 
cultural, demographic.

Internal Analysis 
Performance  Analysis:   Profitability,   
sales,
customer satisfaction, product qualify, 
relative  cost, new products, human 
resources.
Determinants Analysis: Past and  
current strategies, strategic problems, 
organizational Capabilit ies and 
constraints, financial resources, 
strengths, and weaknesses 

·    Determine opportunities & threats -Apple
·   Give direction for growth
·  Continuous learning -AI
·  Image building – tata
·  Meeting competition – Airtel

Meaning – 1)Immediate periphery 2)Influence regularly & directly
Consists of – suppliers, consumers, marketing intermediaries, 
competitors, etc.
Major Issues To address –
 -  Employees characteristics
 – suppliers & links
 – existing customers base

Macro environment (Pestle)

• Political stability
• Political  principles 

and ideologies Current 
and future taxation  
pol icy Regulatory  
bodies and  processes 
Government policies

• Government term and 
change

• T h r u s t  a r e a s  o f 
political  leaders

• Economy  situation  
and trends 

• Marke t  and  t r ade  
cycles 

• Specific  industry  
factors 

• Customer/end-user 
drivers 

• Interest and exchange  
rates 

• I n fl a t i o n   a n d 
unemployment

• Strength  of consumer 
spending

• Lifestyle trends
• Demographics
• Consumer attitudes 

and opinions Brand,      
company,      
technology image

• Consumer buying 
patterns 

• Ethnic/religious 
factors 

• Media views and 
perception

• Replacement 
technology/solutions 
Maturity of 
technology

• Manufacturing     
maturity    and 
capacity

• Innovation  potential
• Technology access, 

licensing, patents, 
property rights and 
copyrights

• B u s i n e s s  a n d 
Corporate  Laws

• Employment Law 
Competition  Law 
Health & Safety  
Law

• I n t e r n a t i o n a l 
Treaty and Law

• R e g i o n a l  
Legislation

• Ecological/envir
onmental  issues 

• Environmental 
hazards 

• Environmental  
legislation

• Energy 
consumption

• Waste disposal

Characteristics
-    Conglomerate of multiple 

units
-  Common pool of resources
-  Common strategy

Developing Internationally
- Evaluation opp & threats
- Scope of global operation
- Global business objective
- Distinct strategy

Why do business go global?
- Need to grow
- Shrinking time & distance – amazon
- Inadequate domestic market – KIA
- Reliable & cheaper sources – apple
- Reduce transportation cost

Characteristics of product
- Tangible or intangible
- Has a price
- Deliver satisfication
- Pivotal
- Product has usefullife

Product life cycle
- S Shaped curve
- Relationship of sales with 

time

Stage of PLC
Stage1 – Introduction

- Slow growth
- Negligible competition
- Less awareness in customer

Stage2 – Growth stage
- Rapid market acceptance
- Demand expense rapidly
- Competitions increases, price 
decreases

- Customer has knowledge 
Stage 3- Maturity

- Slowdown in growth rate
- Competition is tough
- Organisation maintain stability
- Profits declines

Stage4 – decline stage
- Sharp downward drift in sales
- Sales & profit declines
- New product replaces existing
- Diversify or retrenched

Advantages of PLC
- Diagnose portfolio of products 
- Strategic planning according to 
phase of the products

Examining each activity in value chain to identify arears of improvement Analyse each stage, 
how it add or less value in the product.
More the value of products, higher the profits sequences of operation, enhancing efficiency 
optimise the process
Recognise organisation more than a random collection of machine, material, money & 
people.
To perform particular activities & the ability to manage linkages between activities which are 
source of competitive advantage for organisation

Strategic Analysis

Advantages of interaction b/w strategy & business envireonment Micro  Environment

Political Economic Social Technological Legal Environmental

Internationalisation of Business

- Generate higher sales
- Rise of service sector
- Lowering trade tariffs – 

tesla
- Globalization

Product & Industry

Secondary Activities
Procurement – process of acquiring the 
various input selecting vendor, finalising 
price etc.-shortlisting the vendor – MRF, 
CEAT
Technology development Research & 
development-BSIV, VI etc.
HR Management – recruiting , managing, 
training, developing & rewarding people-
hiring & training labour
Infrastructure – Planning, finance, quality 
control, information management etc.-
finance dept, Internal audit etc.

Primary activities
Inbound logistics receiving, storing & 
distributing of inputs components for bike
Operation process of converting input to 
final product assembly, packaging, etc. 
Assembly line
Outbound logistics – collect, store& 
distribute the product – dispatch to 
Distributor
Marketing & sales – Advertising, sale 
promotion make consumer aware- Ranbir 
Kapoor ads
Service – After sale services-installation, 
repair, spares etc.- .service centre

- Local community
- Raise its finance
- Direct competition

Value Chain Analysis
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Porter's five forces model

New entrant Bargaining power 
of buyers

Bargaining 
power of 
supplies

Rivaley in the 
industry

Threat of 
substitutes

Lesser the no. of 
new entrance, lower 
the competition

Factors

1. Capital 
requirement-Jio, 
Tata semiconductor

2. Economics of scale 
Dmart, Maruti

3. Product 
differentiation 
windows, tesla

4. Switching cost-
windows- ios

5. Brand Indentity – 
Rolls Royce, Louis 
Vitton

6. Distribution 
Channels-pepsi, 
Parle-G

7. Aggressive 
retaliation- 
Amazon/Flipkart 
Zomato/Swiggy

Lesser the no of 
buyers

- Pressure to 
secure lower 
prices

- Better services

- Full knowledge

Debeers-Diamond

Agriculture 
Procedure

Less the no of 
supplier

-  Overpriced

-  Control the 
supply

-  No substitutes

Airbus, Boeing, 
Tesla, 
Lockhead 
Martin

Higher rivalry Less 
attractive market

- Industry leader JIO

-  No of competitors 
Zepto~swiggy 
Bitcoin

-  – Fixed cost  telecom 
tower

-  Exit Barrier – 
Telecom towers

-   Product diff – mobile 
phones

-   Slow growth – Two 
wheeler market

Higher the threat, 
lesser attractive 
markers

-  Tiktok Instagram
-  Vaccines
-  Operating 

software

Value Creation
- It is measured in quality, 

availability, durability, 
performance

- It is utility customer get from a 
product (happiness, satisfaction)

It is distinguished from cost/money

Meaning of value creation
- Create value that increases the 

demand of goods
Impact on profitability- increase the 

profit
Factors leading to profitability – 

value, price, cost

Key success factor – 
- Things that most affect industry members
- Perquisites for industry success
- Factors that shape whether a sompany will be 

financially & competitively successful
- Vary from industry to industry
- 3 to 4 success factor at any point of time.

Identification of Industry's KSF.� Telecom
- On what basis the customer choose. Price & network 

coverage
- What resource & competitive capabilities does a 

seller need to have to be successful JIO-Large capital
- What does it take a seller to achieve sustainable 

advantage – Increases customer base & ARPU

Competition – Higher the competition, lesser the market is 
attractive -Airlines(high competition)

Growth prospectus-Higher growth potential, higher attractions 
Artificial intelligence

Prevailing driving forces – If favourable there Higher -war to 
defense industry, Covid to vaccine

Vulnerability of weaker rivals – More weakness, more attractive – 
Spicejet (lesser leg room) – indigo better

Risk & uncertainty – higher the risk, less attractive crypto currency, 
online betting , MLM

Severity of problems – Higher the severity, lesser Attractive

- Unit cost decline as a firm accumulations experience in terms 
of cumulative volume of production

- Larger & older the industry less per unit cost

- Factors – learning effects, economics of scale, product 
redesign technological improvement.

- Features – As organisation grow, experience also increases – 
Advantage over new entrant Bajaj Auto, Apple, Samsung, ITC

Attraction of industry Experience Curve

Competitive landscape – 

- Identity & understanding the competitor

- To assess the competitors strength & weakness

Steps to understand competitive landscape (from Vistara point of view)

Identify the competitors –   who are the competitors? How big they are -
indigo, Spicejet etc.

Understand the competitor –  what are their procedure & services Cargo 
& Passenger

Determine the strength of the competitors- financial position, price, 
cost, future plan, distribution network, human resource strength. No of 
flights, cheap force, better construct

Determine the weakness of competitors –  – where are the lacking leg 
space, losses in operation, 

Put all of the information together – Draw inference about what they 
are not offering & what the firm can do to fill in the gaps

Competitive landscape

Market - Virtual/Physical market, 
4Ps of marketing - Product, place, pricing promot 
Marketing orientation - Product,  Production, Sales, Customer

Customer - Provide revenue, buys product
Consumer - uses product.
Customer analysis - Essential for marketing
-Involves evaluation & examination of customer need

Factors influencing Customer Behavious
External influence
- Advertisement, peer recommendation and social norms- Iphone, T

Internal Influence - Psychological factors internal to customers - 
Gym membership
Decision making - 
Step1- Problem recognition, identify existing need
Step 2 -  Search for alternative
Step 3 - Seek information & weight pros & cons 
Step 4 - Make a final choice
Post Decision Process - Evaluating the outcome
- depend on the satisfaction 
- satisfied customer repeat & recomend to other

Market & customer
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