MARKETING AND SALES analysis and planning

section .

How your SWOT might look:

Strenqths (internal) W eaknesses (internal)

° H[g/t —qtm/ify producfs L] Depmdence ona feu/ /ﬂ@e customers
® Well-known brand ® Small customers unprofitable

® Sophisticated customer database ® Too few new customers

® (Cure group of /oyﬂ/ customers e O/d productian nmchine;y

® [Effective after-sales support system ® Low margins on main products

o Experienced management team ® Little new product development

® Well-motivated sales team ® Aot enouj/t markgt/'nj research
Opportunities (external) Threats (external)

® Take over main competitor ® Main customer moving to competifor
® Begin exporting ® Bad pu/a/fciéy about prop/ucts

® Take sub-contract work ® Competitors with more modern

o Loyﬂ/@ bonuses for customers Pr oduction machimzly

® ‘Recommend a ﬁ/end g /Jromot/on

Two mam com/fetitors me@t’nﬂ
ﬁ?r /of/a/ customers

Interest rate rises
® [ucentives for sales team to
generate customers in new markets L Chmp imports

® Price war

Essential Business Guide ® It's red all over




