
Questions:  Analyze The Competition
Questions to Answer

1. Who are the major direct competitors and what portion of the market do they control?   Do a few competitors dominate the market or are competitors numerous and dispersed?


2. How loyal are customers to these competitors?


3. Who are the indirect competitors in this market and what portion of the market do they control?   What types of substitute products and services do customers purchase from them?


4. Who are the potential competitors and why could they be a threat?


5. What is the competitive advantage of each of these competitors, (direct, indirect and potential competitors)?
 

6. Is this a growth market or one that is saturated?   What do you expect it to be in the future?


7. Are there any “niches” of customers that you might be able to serve effectively?   Why or why not?  


If you are unable answer the above questions with confidence, you need to spend time researching and analyzing your customer and markets in order to feel comfortable about your answers.

Read on!   And, visit http://www.BCEBulletin.com.   
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