Industry Analysis Worksheets

Industry:

	Description:
	

	Product scope:
	

	Geographic scope:
	


	Inventory of Buyers
	
	
	Inventory of Suppliers
	

	Groups
	Example
	
	Groups
	Example

	1. 
	
	
	1. 
	

	2. 
	
	
	2.  
	

	3. 
	
	
	3. 
	

	4. 
	
	
	4.
	

	5. 
	
	
	5.
	


	Inventory of Competitors
	
	Inventory of Potential Entrants

	Groups
	Example
	
	Groups
	Example

	1. 
	
	
	1. 
	

	2. 
	
	
	2. 
	

	3.
	
	
	3. 
	

	4.
	
	
	4.
	

	5.
	
	
	5.
	


	Inventory of Substitutes
	
	Inventory of Channel (Intermediate Customers)

	Groups
	Example
	
	Groups
	Example

	1. 
	
	
	1. 
	

	2. 
	
	
	2. 
	

	3. 
	
	
	3. 
	

	4.
	
	
	4.
	

	5.
	
	
	5.
	


	Inventory of Complements

	Groups
	Example

	1. 
	

	2. 
	

	3. 
	

	4.
	

	5.
	


Bargaining Power of Buyers



Buyer Group: 
	
	Score (1-5)
	Weight (%)
	Adj. Score
	Trend ((,()
	Assessment

	Negotiating leverage
	
	
	
	
	

	Buyer concentration is high
	
	
	
	
	

	Buyer purchases in large volumes
	
	
	
	
	

	Product is undifferentiated 
	
	
	
	
	

	Buyer is knowledgeable
	
	
	
	
	

	Buyer faces few switching costs
	
	
	
	
	

	Buyer is likely to backward integrate
	
	
	
	
	

	Buyer is important to the firm
	
	
	
	
	

	Conclusion
	
	
	
	
	


	Price sensitivity
	
	
	
	
	

	Product is significant portion of buyer’s costs
	
	
	
	
	

	Buyer’s margins are low
	
	
	
	
	

	Product is not strategically important to buyer
	
	
	
	
	

	Product has small effect on buyer’s other costs
	
	
	
	
	

	Conclusion
	
	
	
	
	


Bargaining Power of Suppliers




Supplier Group: 
	
	Score (1-5)
	Weight (%)
	Adj. Score
	Trend ((,()
	Assessment

	Supplier concentration is high
	
	
	
	
	

	Supplier is strategically important to firm 
	
	
	
	
	

	Firm faces significant switching costs 
	
	
	
	
	

	Supplier’s product is differentiated
	
	
	
	
	

	Lack of substitutes
	
	
	
	
	

	Supplier is likely to forward integrate
	
	
	
	
	

	Conclusion
	
	
	
	
	


Rivalry among Existing Competitors


 Competitor Group: 
	
	Score (1-5)
	Weight (%)
	Adj. Score
	Trend ((,()
	Assessment

	Intensity of rivalry
	
	
	
	
	

	Large number of competitors
	
	
	
	
	

	Competitors are of equal size
	
	
	
	
	

	Slow market growth
	
	
	
	
	

	High exit barriers
	
	
	
	
	

	Competitors are highly committed 
	
	
	
	
	

	Conclusion
	
	
	
	
	


	
	Score (1-5)
	Weight (%)
	Adj. Score
	Trend ((,()
	Assessment

	Compete on price
	
	
	
	
	

	Products of rivals are undifferentiated
	
	
	
	
	

	Buyers face few switching costs
	
	
	
	
	

	Fixed costs are high and variable costs are low
	
	
	
	
	

	Product is perishable
	
	
	
	
	

	Conclusion
	
	
	
	
	


Threat of Entry




Potential Entrant Group: 
	
	Score (1-5)
	Weight (%)
	Adj. Score
	Trend ((,()
	Assessment

	Barriers to entry
	
	
	
	
	

	Significant supply-side economies of scale
	
	
	
	
	

	Significant demand-side benefits of scale
	
	
	
	
	

	Buyers face high switching costs
	
	
	
	
	

	High capital requirements
	
	
	
	
	

	Difficulty in leveraging distribution channels
	
	
	
	
	

	Incumbent firms possess other key advantages
	
	
	
	
	

	Restrictive government policies
	
	
	
	
	

	Conclusion
	
	
	
	
	


	
	Score (1-5)
	Weight (%)
	Adj. Score
	Trend ((,()
	Assessment

	Expected Retaliation
	
	
	
	
	

	Incumbents historically responded aggressively
	
	
	
	
	

	Incumbents control significant resources
	
	
	
	
	

	Incumbents committed to retaining market share 
	
	
	
	
	

	High fixed costs
	
	
	
	
	

	Slow market growth
	
	
	
	
	

	Conclusion
	
	
	
	
	


Threat of Substitutes




Substitutes Group: 
	
	Score (1-5)
	Weight (%)
	Adj. Score
	Trend ((,()
	Assessment

	Attractive trade-off in value and price
	
	
	
	
	

	Buyer’s switching cost to substitute is low
	
	
	
	
	

	Buyer’s past propensity to substitute is high
	
	
	
	
	

	Conclusion
	
	
	
	
	


Bargaining Power of Channel (Intermediate Customers)     Channel Group: 
	
	Score (1-5)
	Weight (%)
	Adj. Score
	Trend ((,()
	Assessment

	Negotiating leverage
	
	
	
	
	

	Customer concentration
	
	
	
	
	

	Customer purchases in large volumes
	
	
	
	
	

	Product is undifferentiated 
	
	
	
	
	

	Customer is knowledgeable
	
	
	
	
	

	Customer faces few switching costs
	
	
	
	
	

	Customer is likely to backward integrate
	
	
	
	
	

	Customer is strategically important to firm 
	
	
	
	
	

	Firm has little influence on purchasing decision of downstream customers
	
	
	
	
	

	Conclusion
	
	
	
	
	


	Price sensitivity
	
	
	
	
	

	Customer’s margins are low
	
	
	
	
	

	Product is not strategically important to customer
	
	
	
	
	

	Product has little effect on customer’s other costs
	
	
	
	
	

	Conclusion
	
	
	
	
	


Support of Complements




Complement Group: 
	
	Score (1-5)
	Weight (%)
	Adj. Score
	Trend ((,()
	Assessment

	Complements are of high-quality
	
	
	
	
	

	Large number of complements exist
	
	
	
	
	

	Product / complement integration is high
	
	
	
	
	

	Complements provide significant value to buyer
	
	
	
	
	

	Complements reduce buyer power
	
	
	
	
	

	Complements reduce supplier power
	
	
	
	
	

	Complements reduce threat of entry
	
	
	
	
	

	Complements reduce intensity of rivalry
	
	
	
	
	

	Complements reduce threat of substitutes
	
	
	
	
	

	Complements reduce channel power
	
	
	
	
	

	Conclusion
	
	
	
	
	


Overall Assessment

	
	Score (1-5)
	Weight (%)
	Adj. Score
	Trend ((,()
	Notes

	Buyers

  Leverage

  Price sensitive
	
	
	
	
	

	Supplier Power
	
	
	
	
	

	Rivalry

   Intensity

   Price competition
	
	
	
	
	

	Entry

  Threat

  Retaliation
	
	
	
	
	

	Threat of Substitutes
	
	
	
	
	

	Channel Power

   Leverage

   Price sensitive
	
	
	
	
	

	Support of Complements
	
	
	
	
	

	Overall Industry
	
	
	
	
	


 Action Worksheet

	1. Describe Critical Industry Force/Issue

	 (i.e., related to buyers, suppliers, rivals, entrants, substitutes, etc.)



	

	2. Implications of Industry Force for Firm

	(i.e., how and to what extent does the force affect profitability today and in the future)



	

	3. Action steps

	(i.e., position where forces are weak, exploit changes in forces, reshape forces)



	

	4. Timeline

	(i.e., along what time horizon do you plan to implement the above action steps)



	

	5. Measurement

	(i.e., how will you assess whether your action steps are having the desired effect)


� The following worksheets draw on ideas published by Michael E. Porter, Harvard Business School.
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