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(Use to prepare/study a case or company; as a foundation for a report.)

I.
External analysis: In this section, you must draw conclusions and explain 
consequences of:

Special note:  The following are series of questions you must ask to help with analyzing the case – both external and internal.  Do not use each as a sub-heading nor for a separate paragraph if you are to write a formal analysis.  That would lead to a very uncoordinated discussion.  Part of each question might be addressed under competition; part under markets….  Use the headings underlined if you are to write a report.

Industry and Markets

*
What are key segments in the industry?  Who are customers?  Who are consumers?  Are they the same?  Who is most influential in buying decisions?  What needs/wants are being satisfied?  Could other products/services satisfy these?  What is the related buying behavior?  Are there ethical concerns?  How will they affect marketing, etc.?

*
What is the current market size, and what are the growth or decline projections?  Any after-sales service and parts?  Do not just assume that past trends will continue without having good reasons for such a conclusion.  Consider the potential effects of industry trends, substitute products services, competitors’ moves, etc.

*
What distribution system(s) is (are) needed?  How does it affect product/service?

*
What is the nature of technology in this industry?  How does it affect product/service, the making of the product/service, delivery, etc.?

*
What are the causes and consequences of buyer power, supplier power, of new entry, substitutes, and direct rivalry?  Can constructive alliances/partnerships be established with customers?  Do these things vary across different market segments/countries? 

*
Who are your suppliers?  What is their bargaining power?  What alliances or partnerships can be built with them?  What are the advantages or disadvantages of the alliances?

Competition

*
Which organizations are the main competitors?  What products and services are competitors?  Is any of this likely to change in the near/long term future?

*
Determine the apparent strategy of each competitor, their advantages and disadvantages.  How do they compare to each other?  (Mention where the focus organization fits in general terms.  Then refer to the discussion of strengths and weaknesses in the internal analysis.)  This comparison should be according to the key success factors (KSFs) so this comparison should be summarized after the statement of key success factors, wherever that is appropriate.  

*
Are there ethical or legal guidelines or constraints on competition?  How does this vary by “relevant” country?

Social/legal/political
*
Are there any social, legal, or political factors that will affect this industry and with what consequences?

*
Do differences between countries pose opportunities or disadvantages for competitors? 

Economy
*
How do economic conditions affect overall competition, consumer behavior, etc. in relevant countries?  Will this change in the near or long term future?

Other
*
Are there other important factors in the external environment and what their consequences?  Technology - if not discussed under competition, etc.

Based on your analysis, what are the industry key success factors?  Are they the same across market segments?  Are they likely to change?  What is the relative importance of the different key success factors?

The goal of this analysis is to identify and understand driving forces in the industry.  We need to understand what is happening (what is causing what) in the external environment in the relevant industry/industries.  We need to understand the more important and less important factors and trends in the present and what they might be in the foreseeable future.  ------Will consumers/ customers stay the same?  Will they be different people or organizations?  Will they want the same thing(s) as now?  In what stage of the life cycle is the product?  The industry?  Do all of these things vary by country?  What is the scope of multi-national/global demand?  Who are the main competitors?  What advantages do they have?  Why?  Will there be new competitors?  From where?  Who will they be?  Will there be competition from different products or services (Tums now is also a calcium supplement...)?  What are the effects of multi-national/global competition?  Will laws, regulations, ethics...change?  What are the global effects?  What economic changes might there be?  How will they affect the industry?  Will there be technological changes?  How will they affect the industry?  How do these things  vary by country?  Do these things in some countries give certain competitors an advantage or a disadvantage?

II.
Internal analysis: Analyze the strengths and weaknesses in each relevant


management sub-
system.

Marketing
*
Are products and services what customers really want?  How are they perceived by customers?  Is the product/service mix appropriate for market(s)?  Is the overall marketing strategy on target?  Are tactics appropriate?

*
Analyze competitive position and market share in each industry or segment in which the company operates.  Where is market share headed?  Why?

*
Channels of distribution - Is there appropriate control/influence to get the products and/or services appropriately through the channels to the customer?

Finance
*
Analyze financial performance -- P & L statement and the balance sheet; ROI, ROS, asset turnover, ROE, current ratio, debt-to-equity ratio, price of stock, etc.

Manufacturing/Production

*
Are facilities and operations appropriate?

*
What is the cost structure?  What advantages or disadvantages does the company  have?  What is the ability to change if necessary?

Organization Design
*
Is the basic structure appropriate relative to technology, processes?  information/communication requirements and flows?  management/leadership style?

*
Does the structure support the product or organization unit’s position in the strategy and in the portfolio?

*
What are the coordination techniques and their success?

Human Resources
*
What are the strengths and weaknesses of the management team?

*
Are reward and promotion policies linked to strategies, goals?

*
Are significant relevant skills, training, etc. in place?

*
Are there labor relations issues, strengths, problems?

Control
*
The things being measured and controlled (are they the things which will lead to achievement of the goals?)

*
Essentially, in order to see what is really being controlled, you must analyze other systems - rewards, communication, culture...

MIS  

*
Is the organization gathering the “right” data?

*
Is there a good, useful system?  Are there appropriate “tools” - financial statements, computers, software, etc.?

*
What is the state of “overall communication?”  Check both “formal” communication evidence and “informal” communication evidence (“real messages” being sent by norms, culture, symbols, perceptions of what is being rewarded; who is being rewarded...)

Culture
*
What are the predominant values and beliefs?  Are they strong, weak, competing relative to others?

*
Do the predominant values and beliefs support the goals, strategies?

Mission and Strategy (In light of all of the above,)

*
What is the company’s overall direction?  Is it appropriate relative to the industry and the company’s strengths and weaknesses?
*
What is the current strategy and how is it working?  What are the main strategic issues/problems facing the company that need attention over the next 5 (or appropriate number of) years?

III.
The plan
*
What strategy do you recommend?

*
What is the intended basis of competitive advantage?  If you want to build a differentiation advantage, be specific about how you are going to do this.  If you recommend a cost advantage, state how this will be done.  Remember that competitors are likely to be doing the same analysis that you are doing.  What might they do if you try to build a cost advantage or a differentiation advantage?  How are you going to sustain the advantage?

*
Be specific about marketing, manufacturing, HR, etc. strategies and plans that are needed.  Is the organizational culture in line with the strategy?

*
What are your contingency plans in case something goes wrong?

*
If data permit, you must develop pro-forma statements.

*
What problems might be created with your recommendation?  How can they be handled?  

--------------------------------------------------------------------------------------------------------

Role, audience, and task for case analysis:

You are a consultant hired by top management to conduct a thorough analysis of the organization.  You must find and analyze all problems, opportunities, strengths, and weaknesses related to the organization and develop “solutions” with sound support.  This must be done in the context of making strategic recommendations (strategic plan) for the next five (or appropriate number of) years.

You are writing the report (if required) to be read by the top management team.  The management team is reasonably intelligent and knows general concepts and words such as contingency theory, cash cow, etc.  The managers also know what happened in their organizations.  Therefore, do not define words nor tell them what sales were for certain years or who founded the organization.  (In essence, do not repeat case data alone.)  You must analyze data for them instead.  Explain what the implications of the happenings are - how to manage a cash cow and why, the implications and causes of a sales trend and the implications of the founder, if any.  In doing this, you may refer to what happened.  Your report and presentation must be specific, concise, and all conclusions must be clearly and directly supported by sound reasoning.  

People have different preferences about using 1st. or 3rd. person in writing, the use of contractions, etc.  Check with the person giving the assignment for these preferences.  

Base your analysis only on the information contained in the case as of the last date in the case.  Do not use your own “personal experience or knowledge of the industry and/or products/services.

Written reports must be word-processed, double-spaced, 12 point type, with at least one inch margins all around, and should be approximately 10 pages in length.  This does not include the cover page, executive summary, nor any appendices.  Lists of data, exhibits, and tables should be presented in the appendix with only conclusions and reasoning presented in the body.

--------------------------------------------------------------------------------------------------------------

Some Suggestions For Writing and Presenting Reports

EXPLAIN

***The reader does not evaluate what you know, or what you meant to write, or even what you actually wrote.  The reader evaluates only that which he/she understands from your report.  Therefore, you must support and explain your conclusions.

CONCLUSIONS AND SUPPORT

***Focus on telling the reader what conclusions you have drawn from your analysis and not what went into the analysis, i.e. do not repeat the case.  State your conclusion and explain/support it.  In this way you are more likely to ensure that all your conclusions are backed up with supporting data and logic and you do not present superfluous analysis that has little bearing on your conclusions.

APPENDICES

***Weave the conclusions and support from the appendices into the body of your paper.  Do not attach any appendix that is not specifically referenced in the body.  Cite appendices in chronological order and present them in that order at the end of 
the paper.

BE PRECISE AND CONCRETE

***Instead of saying “Acme’s market share has been eroding,” it is better to say “Acme’s market share has declined from x% to y% during 1992.  This appears to be due to Company B’s introduction of Produce K which has taken 11% of the market share.”

HEADINGS

***Make appropriate use of headings, subheadings, capital letters, underlines, bolds, bullets, indents, etc. to permit faster reading while also communicating your logic/reasoning/support.
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