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Porter’s Five Forces

Complete the table below. For the company you’ve decided to assess in week 1, determine the strength of each of Porter’s Five Forces and of the complementors. 
 
Justify your determination with examples. 

	Industry force 
	Strength
	[bookmark: TableColumn04]Provide a sentence justifying your determination with examples.

	
	High 
	Medium 
	Low 
	

	Example
	
	x
	
	This is why I believe it is medium.

	Threat of new entrants 
	x
	
	
	The Bank of America faces threats of new entry since there already exists developed Russian banks, for example Sberbank, VTB Bank, Alfa Bank, Gazprombank (GPB), PromSvyaz Bank, Otkritie Financial Corporation Bank, and Russian Agricultural Bank

	Power of buyers 
	x
	
	
	The power of buyers is high since citizens of Russia are able to compare the benefits, and interests offered by the banks compared to Bank of America to determine whether they will shift loyalties. 

	Power of suppliers 
	
	
	x
	The power of suppliers is low since most customers are educated enough, and are price sensitive regarding the services that will be offered by Bank of America, and since the buyer represents a major population of the Russian community, the bank’s power becomes low. 

	Power of substitutes 
	x
	
	
	The power of substitutes of Bank of America is high since there exists many Russian banks that are willing to offer the same services as them at a reasonable interest. 

	Rivalry among competitors 
	x
	
	
	The rivalry between Bank of America and other Russian banks is high since both are developed and come from highly developed economies having attractive incentives to offer to their customers. 

	Complementors 
	
	
	x
	The complementors of Bank of America is low since Most Russian banks can have a direct connection to the locals since they are not affected by language and cultural differences. 
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