
 

Goal Analysis Strategy Action 

STRATEGY DEVELOPMENT 

The purpose of strategy is to deliver value to your customers in a way that makes your business more 

profitable, and is sustainable.  Consequently being successful means you really need to understand your 

customers, your market and your own business capabilities. 

Developing a strategy is a process.  It starts by understanding the goal or vision of the business, then forming a 

plan or ‘strategy’ to get there.   By far the most important element of strategy is to understand how you will 

win; and this generally means being different to your competitors.   

Prospekt Consulting can help you develop a strategy that identifies how you can reach your business goals in a 

way that is customer centric, manageable and differentiates your from your competitors. 

 

 

 

 

 

 

How well do you know your business? 

Business constantly changes, and there may be a number of factors driving change at any one time.  

Developing a strategy is a discipline that helps examine your firm, your industry and the external environment.  

Amongst this landscape the process will help identify new opportunities as well emerging threats.  It will also 

help clarify where your business strengths and weaknesses lie, and what you need to do to fill those gaps and 

reach your business goals. 

 

  

What is the goal? 
 

How do we win? 
 

Market features? 
Drivers for change? 
Internal 
capabilities? 
Our performance? 

What sequence of 
actions do we need to 

take year by year? 
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Turn Around 
Strategy

Aggressive Growth
Strategy

Defensive Strategy
Diversification 

Strategy

Numerous environmental 
opportunities

Critical internal 
weaknesses

Substantial
internal 

strengths

Understanding the linkage between S.W. and O.T. gives insight 
into the firm's business position and strategic options.

Major environmental 
threats

The Analysis Stage 

With a clear business goal in mind, an Internal and External analysis is conducted to understand the current 

business situation.  This is summarised as a concise Strengths, Weaknesses, Opportunities and Threats 

analysis. 

 

 

 

 

 

 

 

  

What is the goal? 
 

How do we win? 
 

Market features? 
Drivers for change? 
Internal capabilities? 
Our performance? 

What sequence of 
actions do we need to 

take year by year? 

 What are the industries 
economic features? 

 How strong are current 
and emerging 
competitive forces 

 What opportunities does 
the current industry life 
cycle present? 

 Will the industry provide 
attractive profits in the 
future? 

Industry Analysis 
PESTEL 

Local competitive 

environment Analysis 

 Are there any strategic 
groups? 

 What positions do they 
occupy? 

Strategic Groups 

 What are the key factors 
for success? 

KSF Analysis 

Industry Life 
Cycle Analysis 

 What forces are driving 
industry change? 

Macro drivers for 
Change 

 What are our current 
business competencies? 

Internal Analysis Checklist
© Prospekt Consulting Limited.  All  rights reserved.

Marketing and Sales Resources

Business Customer satisfaction with product and services N/A 1 2 3 4 5

Business Ability to gain customers N/A 1 2 3 4 5

Business Product / service breadth N/A 1 2 3 4 5

Business Product / service quality N/A 1 2 3 4 5

Business Image / reputation N/A 1 2 3 4 5

Business Effectiveness of advertising and promotion activities N/A 1 2 3 4 5

Team Knowledge of the market N/A 1 2 3 4 5

Team Knowledge of customer business processes N/A 1 2 3 4 5

Team Understanding of how customers create value N/A 1 2 3 4 5

Team Responsiveness N/A 1 2 3 4 5

Team Innovation and product development capability N/A 1 2 3 4 5

Team Clear accountabilities across team members N/A 1 2 3 4 5

Team Ability / empowerment to effect change within organisation N/A 1 2 3 4 5

Team Work ethic / engagement of team N/A 1 2 3 4 5

Team Effective and efficient management reporting N/A 1 2 3 4 5

An Internal Analysis Checklist can help identify competency gaps that the company may need to 

develop.  Work down the list, assess each competency and highlight the number / ranking that 

applies. Low level of 

competency

High level of 

competency

Competency Checklist 

 How do we deliver value 
today? 

Value Chain Analysis 

 What culture does the 
firm have, and how can 
this be improved? 

Cultural Web 

 SWOT 

 Strategic Options 

 How well is the business 
performing financially? 

 How well is the business 
performing 
operationally? 

 How resilient is the 
business to 
environmental change? 

Business 
Performance 
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Developing a Winning Strategy 

With a firm grasp of the business challenges and opportunities, important decisions can be made to determine 

what opportunities to pursue, how they will be pursued, and what capabilities will be put in place or 

strengthened to support that growth. 
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What is the goal? 
 

How do we win? 
 

Market features? 
Drivers for change? 
Internal capabilities? 
Our performance? 

What sequence of 
actions do we need to 

take year by year? 

Where will we be 
active? 

 What products? 

 What regions? 

 What customers? 
 

How will we win? 

 Product quality? 

 Service? 

 Price? 

 Image? 

 Customisation? 
 

What will be our 
sequence of moves? 

 Speed of expansion? 

 Sequence of 
initiatives? 

 

How will we get 
there? 

 Organic growth? 

 Partnerships? 

 Joint Ventures? 

 Franchising? 
 

Is it worth it? 

 What return could it give? 

 How much do we need to sell to 
break even? 

 How can the risks be managed? 
 

v 

 

Marketing Mix 
 

Differentiation 
 

Vehicles 
 

Staging 
 

Economics 
 

Modified from Hambrick and 
Friedrickson (2001), “Are you sure 
you have a strategy?”, Journal of 
Academy of Management 
Executive, Vol 15, No. 4. 
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Putting it into Action – The Business Plan 

A Business Plan pulls it all together.  It describes the business context that the firm is working within, and 

outlines the actions the firm will take in the 1-5 year planning period to realise the vision or goal.  The business 

plan also outlines the expected activities that will be required, as well as any capital investment.  In this way 

the business plan becomes an important working document, outlining key deliverables and expected financial 

performance. 

 

What is the goal? 
 

How do we win? 
 

Market features? 
Drivers for change? 
Internal capabilities? 
Our performance? 

What sequence of 
actions do we need to 

take year by year? 
 


