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2015 How	  are	  you	  organizing	  you	  data?	  
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2015 Are	  you	  using	  all	  tools	  available? 

	  
Observa>on	  	  
	  
	  
	  
	  
Surveys	  
	  	  

hAps://3arrington.files.wordpress.com/2012/02/44984-‐royalty-‐free-‐rf-‐clipart-‐illustra>on-‐of-‐a-‐3d-‐blanco-‐man-‐
character-‐spying-‐through-‐binoculars1.jpg	  
hAp://philreinhardt.com/wp-‐content/uploads/2013/05/survey_clipboard_blue2.gif	  
hAp://www.clker.com/cliparts/3/Q/p/F/8/D/classroom-‐group-‐hi.png	  
	  
	  

	  
Interviews	  	  
	  
	  
	  
	  
Focus	  Groups	  	  



2015 Chart	  Your	  Compe>>ve	  Posi>on	  	  

	  	  

It	  is	  good	  at	  this	  point	  to	  revisit	  your	  Uniqueness.	  What	  is	  
it	  that	  makes	  you	  unique	  compare	  to	  the	  alterna>ves?	  
Most	  specifically,	  what	  makes	  you	  most	  valuably	  unique	  to	  
your	  persona?	  	  

MIT	  OpenCourseWare	  
hAp://www.psdeluxe.com/wp-‐content/uploads/2011/01/logo_design/unique.jpg	  



2015 Compe>>ve	  Advantage	  Example	  	  

	  	  
	  
SunSpring	  value	  proposi>on	  is	  increased	  efficiency,	  flexibility,	  
mobility,	  reliability	  and	  opera>on	  simplicity	  
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2015 Classify	  your	  compe>>on	  

	  	  1.  What	  is	  your	  core	  competence?	  
2.  Who	  are	  short	  term	  compe>tors?	  
3.  Who	  are	  long	  term	  compe>tors?	  
4.  Are	  new	  compe>tors	  ge`ng	  ready	  to	  enter?	  
5.  How	  big	  they	  are?	  What	  percentage	  of	  the	  market	  they	  have?	  
6.  What	  their	  customers	  like	  about	  them?	  
7.  What	  their	  customers	  dislike	  about	  them?	  
8.  What	  are	  the	  major	  criteria	  that	  your	  target	  segment	  will	  use	  	  

	  Price?	  Quality?	  Reputa>on?	  Service?	  	  
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2015 Make decisions by choosing your competition ... 
 

•  Who	  do	  we	  want	  to	  compete	  with?	  	  
•  Why?	  Where	  are	  they	  strong?	  Weak?	  List	  the	  3	  most	  
important	  

•  Why	  you	  will	  the	  customers	  choose	  you	  over	  them?	  
•  If	  The	  Customer	  Will	  Change,	  Why	  Will	  They	  Choose	  You?	  	  
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2015 The	  Four	  Ac3ons	  Framework	  	  

Reduce	  	  
Which	  factors	  should	  be	  
reduced	  well	  below	  the	  
industry’s	  standard?	  

Create	  	  
Which	  factors	  should	  be	  

created	  that	  the	  industry	  has	  
never	  offered?	  

Eliminate	  
Which	  of	  the	  factors	  that	  the	  
industry	  takes	  for	  granted	  
should	  be	  eliminated?	  

Raise	  
Which	  factors	  should	  be	  raised	  

well	  above	  the	  industry’s	  
standard?	  

New	  Value	  
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2015 Compe>>on:	  Common	  Mistakes	  	  

1.  Not	  seeing	  things	  from	  Customer’s	  lenses	  perspec>ve	  
2.  Focus	  on	  Target	  Customers	  and	  less	  on	  compe>tors	  	  
3.  Biggest	  compe>tor	  –	  status	  quo	  	  
4.  Technology/product	  versus	  holis>c	  approach	  	  
5.  Sta>c	  versus	  dynamic	  approach	  	  
6.  Underes>ma>ng	  the	  compe>>on	  	  
7.  Demonizing	  the	  compe>>on	  –	  i.e.,	  too	  emo>onal	  	  
8.  Not	  seeing	  ways	  to	  u>lize	  compe>tors	  	  
9.  Not	  seeing	  new	  compe>tors	  coming	  	  
10. Emphasis	  on	  tac>cs	  rather	  than	  strategy	  	  
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2015 Random fact…. 



2015 Changing topic… 

hAps://www.youtube.com/watch?v=eIho2S0ZahI	  
	  


