
 

 

 

 

Ten questions to which you should be 
able to answer ‘yes’ 

2d

 
Ten Questions You Should Be Able To Answer ‘Y

This is a list of questions that every business mana
with an unqualified ‘yes’. They largely relate to
identifying and understanding your competition, and
‘no’ answer to any of them it means you could be 
that would provide you with a competitive advantage

1. Do you know who your competitors are? Do y
how big they are? Would you be aware if any 
your market?  

2. Do you regularly monitor your competitors
by looking for their advertisements, visiting th
their websites?  

3. Do you talk to your suppliers about your co
information about what they’re buying and wh

4. Do you encourage your staff to keep an eye o
competitors and pass any good ideas on to yo

5. Do you keep up to date with technological dev
will you know if your competitors adopt new te
business?  

6. Do you know the statistics of your marketplac
market is and what market share is held by ea
competitors?  

7. Have you conducted a SWOT (Strengths, Wea
Threats) analysis on your business? Are you p
competitive threats that might be identified?  

8. Do you know what opportunities exist for you 
either by taking business away from your com
new market areas?  

9. Do you know what is happening in the legislat
affect your organisation -that any pending leg

10. Do you regularly research your products again
Are you able to respond quickly if you fin
features and benefits or needs improvement? 
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There may be a lot of work involved in finding the answers to all these 
questions and using it to improve your product but, thankfully, yours aren’t 
the only eyes and ears available to monitor your marketplace. If you work 
together with your team you’ll be in a much better position to answer the 
questions and to make gains against your competitors.  

A business that knows and understands its rivals has a much better chance 
of being able to withstand competitive onslaughts and to formulate strategies 
that will take business away from others in its industry.   

Competition is a fact of life, but only those who manage it effectively and use 
it to improve their own organisation will find real success in business. By fine 
tuning your knowledge about the competition and the marketplace in 
general, you can get a real edge on competitors.   
 

  
  

Want to find out more? Need the right solutions for marketing 
effectively, increasing profits and managing threats?  

Call today on 01743 249992, or   

Email: outsourcing@cb-solutions.co.uk    
   

Visit: www.cb-solutions.co.uk for more free resources!   
  

 
   
An Important Message   
While every effort has been made to provide valuable, useful information in this publication, this firm and 
any related suppliers or associated companies accept no responsibility or any form of liability from reliance 
upon or use of its contents.  Any suggestions should be considered carefully within your own particular 
circumstances, as they are intended as general information only.   
   
Terms Of Use   
All rights to the content in this publication are reserved by RAN ONE Inc. Any use of the content outside of 
this format must acknowledge RAN ONE Inc. as the original source.  
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