Industry, Market and Competition Analysis Guidelines

Industry Analysis:

1) Define the industry 

a. Use NAICS code or SEC code in the US, other industry classification codes by countries.

b. If industry does not have a classification code (such as an emerging industry, or a very specific sub-industry, a business operations that does a variety of things that belong in different industry classifications) then the definition needs to include an explanation of this industry, direct and indirect relationships to other industries. For example a UPS store in the US would belong under 5 –6 industry classifications (mailing industry, shipping industry, financial services industry, etc). This requires a customization of the definition of the industry.

2) Size of the industry

a. How big is the industry in terms of $ (total output, total revenues of manufacturers) and total number of industry players, etc?

b. Is the industry growing, stagnant, or declining?

c. Is the industry emerging, growing, mature?

3) What is the structure of the industry?

a. Who are the main players in the industry?

1) Other manufacturers/service providers

2) Suppliers

3) Distributors/dealers

4) Regulating bodies, etc

Example: automotive industry supply chain

4) What are the major trends in the industry that impact the players?

a. Consolidation, fragmentation, diversification, outsourcing, changing regulations, changing technology, etc.

b. Growth, decline?

c. Emphasis on new products or service?

d. High/ low costs of capital, labor, supplies or resources?

e. Shift towards higher quality or lower costs?

f. Etc.

5) What is the geographic spread of the industry, Are there any hubs?

6) What local, regional, national or global regulations exist in the industry?

7) What is the outlook/forecast for the industry?

8) What are the current product/service solutions in the industry? Discuss strengths and weaknesses of these and explain why/how our product/service solution is better or solves a current shortcoming of the other available solutions.

9) What are the barriers to entering the industry?

a. High costs of fixed assets or manufacturing

b. Brand recognition of current players

c. Cultural barriers

d. Lack of awareness or cognitive need for product, etc.

Market analysis

1) Define who could be the market for the product/service

a. Anyone who could by the product/service

i. End users 

1. B2C

2. B2B

3. B2G

ii. Middle men

1. distributors

2. retailers

3. dealers, etc.

iii. Other manufacturers (eg: auto parts products are sold to car manufacturers)

2) Estimate total size of the market

a. Number of customers (number of consumers, businesses or government entities using the product/service)

b. Total consumer/business spending on such products/services

c. Is the market growing, declining, what are the forecasts?

3) Establish the target market

a. By geography (geographic span or reach)

b. By type or size of target customer, etc

4) Estimate size of the target market

5) Define the characteristics of the target market

a. For example for consumers: age, income, education, spending, purchasing habits, etc. for businesses: size, spending on such products, etc)

b. Are they currently using this or similar or substitute products? (existing need)?

c. Are they not using any similar or substitute products (no existing need or awareness of product)?

d. What are the regional characteristics of the market?

e. Are there any special characteristics of the market?

f. Is the market seasonal?

g. Are there any important social, demographic and environmental factors?

Competition/Competitor analysis

1) Define competition

a. Direct vs indirect competition

2) Identify primary and secondary competitors and compare them by:

a. Product

b. Price

c. Target markets

d. Company (size, resources, distribution, marketing, etc), etc

3) Describe and list competitive advantages of our product and/or company

a. Better quality of product

b. Easier use of product

c. Substitution or elimination of a previous solution

d. Lower costs and price

e. Faster innovation

f. Better distribution

g. Bigger marketing budget

h. Strategic partnerships

i. Geographic advantages, etc

4) Describe the nature and state of competition: is it fierce or low level of competition? Is there collaboration among competitors, strategic partnerships?
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