Situational Analysis Guide:
1. Competitive Analysis: Look for:
a) Major and minor competitors: Who are they? ( include domestic/local and international competitors)
b) How are the competitors doing? Are they successful?
c) What is their market share?
d) How powerful is their advertising/promotion campaign? Cite examples.
e) Who are your competitors’ customers? Are you going to be competing for the same type of customers? If so, how do you plan on staying ‘ahead of the pack’?
2. Company Analysis:
a) Conduct an internal SWOT analysis
b) Investigate the company ‘status quo’ and the internal resources available for a successful marketing strategy.
3. Product/Service Analysis
a) Is your product/service competitive? How do you know? Have you developed any market research studies?
b) Develop a ‘statement of distinction’ for your product/service; this should include how ‘different’ is your product/service from the existing products in the market. What are some of the characteristics/features that will make your product/service competitive?
4. Market Analysis:
a) Is the market mature enough to support your product/service?
b) What is the approximate size of the market share you are anticipating?
c) Does your demographic segment support the new product/service?
d) Is any external policy or regulation acting as a barrier to your product/service? 
5. Customer Analysis:
a) Have you performed your market segmentation and subsequent customer targeting?
b) ‘Who’ is your customer? (age range, income, education, tastes and preferences, needs and wants,  etc.)
c) Develop a complete profile of your potential customers.


an Example of the Customer analysis in the Marketing 
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Customer Analysis Example

Buying Factor Importance e af Perceptiyon of
Our Wallets Competitor’s Wallets
Price 5 s 5
Slimness 8 9 4
Capacity 6 4 7
Quality 7 8 s
Color choices 4 3 ;3





