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Whether	you’re	starting	a	new	venture	or	looking	to	expand	an	existing	one,	knowing	how	to	conduct	an	industry	analysis	will	help	you	make	informed	decisions	and	strategize	effectively.	In	today’s	fast-paced	and	competitive	market,	however,	understanding	where	your	business	stands	within	the	industry	is	crucial.	Enter	industry	analysis	–	a
powerful	tool	that	can	provide	vital	insights	to	stay	ahead	of	the	competition.		Industry	analysis	is	a	detailed	examination	of	the	market	conditions	within	a	specific	industry.	It	involves	evaluating	market	size,	growth	potential,	competition,	and	trends.	This	comprehensive	evaluation	aims	to	understand	the	dynamics	that	influence	the	industry’s
performance	and	identify	opportunities	and	threats.	Alongside	these	core	factors,	industry	analysis	often	considers	additional	elements	like	regulatory	impacts,	technological	advancements,	and	economic	indicators	that	may	affect	the	industry.	An	industry	analysis	can	help	businesses	comprehensively	view	the	external	environment.	This	analysis	goes
beyond	looking	at	competitors;	it	considers	the	broader	market	context	impacting	the	industry.	Understanding	these	elements	can	help	businesses	develop	strategies	that	align	with	market	realities.	For	instance,	a	thorough	industry	analysis	can	reveal	consumer	behavior	patterns,	which	can	be	used	to	tailor	marketing	strategies	and	product	offerings
more	effectively.	Industry	analysis	is	not	a	one-time	activity.	It	should	be	revisited	regularly	to	keep	up	with	changing	market	conditions.	This	ongoing	process	ensures	businesses	remain	agile	and	responsive	to	new	challenges	and	opportunities.	Regular	updates	to	the	industry	analysis	frameworks	can	help	companies	anticipate	shifts	in	the	market,
allowing	them	to	preemptively	adjust	their	strategies	rather	than	reacting	to	changes	after	they	occur.	Industry	analysis	plays	a	crucial	role	in	strategic	planning.	It	provides	valuable	information	that	helps	businesses	make	better	decisions.	Companies	can	identify	growth	opportunities	and	potential	risks	by	understanding	the	market	landscape.	This
information	is	vital	for	resource	allocation,	highlighting	where	investments	are	likely	to	yield	the	highest	returns	and	where	caution	is	warranted.	For	startups,	a	comprehensive	industry	analysis	can	validate	the	feasibility	of	a	business	idea.	It	offers	insights	into	market	demand,	competitive	dynamics,	and	customer	preferences.	This	information	is
essential	for	crafting	a	solid	business	plan	and	securing	funding	from	investors.	A	well-conducted	industry	analysis	can	make	a	compelling	case	to	potential	investors,	demonstrating	thorough	market	knowledge	and	a	clear	path	to	profitability.	Established	businesses	also	benefit	from	industry	analysis.	It	helps	them	stay	competitive	by	identifying
emerging	market	trends	and	shifts	in	consumer	behavior.	Companies	can	adjust	their	strategies	to	capitalize	on	new	opportunities	and	mitigate	threats.	For	example,	an	established	company	might	discover	through	industry	analysis	that	a	new	technology	is	gaining	traction,	prompting	them	to	innovate	their	product	line	to	maintain	market	relevance.
In	addition,	the	industry	analysis	framework	provides	a	benchmark	for	performance	evaluation.	By	comparing	their	performance	to	industry	standards,	businesses	can	identify	areas	for	improvement	and	set	realistic	goals.	This	benchmarking	process	is	crucial	for	continuous	improvement,	helping	businesses	measure	success	and	drive	ongoing
enhancements	in	their	operations	and	strategies.	Moreover,	it	can	guide	businesses	in	setting	achievable	targets	and	developing	key	performance	indicators	(KPIs)	that	align	with	industry	norms.	In	summary,	industry	analysis	is	vital	for	new	and	established	businesses.	It	informs	strategic	decisions,	fosters	innovation,	and	ensures	businesses	remain
competitive	in	a	dynamic	market	environment.	The	first	step	in	conducting	an	effective	industry	analysis	is	clearly	defining	the	industry	you	are	examining.	This	involves	identifying	the	products	or	services,	target	market,	and	key	players.	A	well-defined	industry	scope	ensures	that	your	analysis	is	focused	and	relevant.	Research	the	industry’s	history,
current	state,	and	future	outlook.	Look	for	reports,	articles,	and	studies	that	provide	an	industry	overview.	This	background	information	will	give	you	a	solid	foundation	for	your	analysis.	Understanding	the	historical	context	can	help	you	identify	key	factors	influencing	the	industry’s	development	and	current	position.	Next,	identify	the	major
companies	within	the	industry.	These	could	be	direct	competitors	or	businesses	offering	similar	products	or	services.	Understanding	the	key	players’	strengths	and	weaknesses	will	help	you	analyze	them.	Compile	a	list	of	the	top	companies	and	gather	information	on	their	market	share,	financial	performance,	and	strategic	initiatives.	Additionally,
consider	the	regulatory	environment	and	any	industry-specific	standards	or	practices.	Knowing	the	legal	and	regulatory	framework	governing	the	industry	can	highlight	potential	barriers	to	entry	and	compliance	requirements.	Once	you	have	defined	the	industry,	the	next	step	is	to	assess	its	size	and	growth	potential.	Market	size	refers	to	the	total
revenue	generated	by	the	industry,	while	growth	potential	indicates	the	expected	expansion	rate.	Look	for	industry	reports	and	data	from	reputable	sources	to	determine	market	size.	These	reports	often	provide	revenue,	sales	volume,	and	market	share	statistics.	Analyzing	this	data	will	give	you	an	idea	of	the	industry’s	overall	health	and	potential	for
growth.	Consider	breaking	down	the	data	by	segment,	region,	or	product	line	to	gain	deeper	insights.	Growth	potential	can	be	assessed	by	examining	trends	and	forecasts.	Look	for	factors	that	drive	industry	growth,	such	as	technological	advancements,	regulatory	changes,	and	consumer	demand.	Understanding	these	drivers	will	help	you	predict	and
forecast	future	demand	and	market	conditions.	Review	economic	indicators	and	demographic	trends	that	may	impact	the	industry’s	growth	trajectory.	Engage	with	industry	experts	and	stakeholders	for	their	perspectives	on	growth	opportunities	and	challenges.	Conduct	surveys	or	interviews	with	customers,	suppliers,	and	competitors	to	gather
firsthand	information.	A	critical	component	of	industry	analysis	is	understanding	the	competitive	landscape.	This	involves	using	relevant	data	and	identifying	the	key	players,	their	market	share,	and	their	strategies.	By	analyzing	the	competition,	you	can	identify	opportunities	to	differentiate	your	business	and	gain	a	competitive	edge.	Start	by
identifying	the	main	competitors	within	the	industry.	Look	for	companies	that	offer	similar	products	or	services	and	target	the	same	customer	base.	Once	you	have	identified	the	key	players,	analyze	their	strengths	and	weaknesses.	Review	their	financial	statements,	annual	reports,	and	press	releases	for	insights	into	their	strategic	priorities.	Examine
their	market	positioning,	pricing	strategies,	product	offerings,	and	marketing	tactics.	Look	for	gaps	in	the	market	that	your	business	can	fill.	Understanding	your	major	competitors’	strategies	will	help	you	develop	a	unique	value	proposition.	Consider	conducting	a	SWOT	analysis	(Strengths,	Weaknesses,	Opportunities,	Threats)	for	each	major
competitor	to	assess	their	position	systematically.	Additionally,	competitive	dynamics	and	forces	such	as	the	intensity	of	rivalry,	threat	of	new	entrants,	and	bargaining	power	of	suppliers	and	customers	should	be	considered.	Porter’s	Five	Forces	framework	can	be	a	useful	tool	for	this	analysis.	Industry	trends	provide	valuable	insights	into	the	factors
shaping	the	market.	These	trends	include	technological	advancements,	regulatory	changes,	economic	conditions,	political	factors,	and	consumer	behavior.	By	understanding	these	trends,	businesses	can	anticipate	changes	and	adapt	their	strategies	accordingly.	Start	by	researching	industry	reports	and	publications.	Look	for	articles	and	studies
highlighting	emerging	trends	and	their	impact	on	the	industry.	Pay	attention	to	factors	that	drive	demand	and	influence	consumer	preferences.	Consider	subscribing	to	industry	newsletters,	joining	professional	associations,	and	attending	conferences	to	stay	updated	on	the	latest	developments.	Next,	analyze	the	implications	of	these	trends	for	your
business.	Consider	how	technological	advancements	can	improve	your	products	or	services.	Evaluate	the	potential	impact	of	regulatory	changes	on	your	operations.	Understanding	these	trends	will	help	you	stay	ahead	of	the	competition.	Conduct	scenario	planning	to	explore	how	different	economic	cycles	and	trends	might	evolve	and	impact	your
business.	Look	for	opportunities	to	innovate	and	leverage	new	technologies	or	business	models.	Consider	how	shifts	in	consumer	behavior	or	technological	factors,	such	as	increased	demand	for	sustainable	products,	might	open	new	market	segments.	The	final	step	in	conducting	an	industry	analysis	is	identifying	opportunities	and	threats.
Opportunities	are	factors	that	can	enhance	your	business’s	performance,	while	threats	are	challenges	that	can	hinder	your	success.	By	doing	industry	analysis,	for	example,	identifying	these	factors,	you	can	develop	strategies	to	capitalize	on	opportunities	and	mitigate	threats.	Start	by	analyzing	your	business’s	strengths	and	weaknesses.	Consider
how	your	strengths	align	with	industry	opportunities	and	how	your	weaknesses	expose	you	to	threats.	This	analysis	will	help	you	identify	areas	for	improvement	and	potential	growth.	Conduct	a	SWOT	analysis	to	assess	these	factors	systematically.	Next,	the	external	factors	impacting	the	industry	will	be	evaluated.	Look	for	opportunities	such	as	new
markets,	technological	advancements,	and	changing	consumer	preferences.	Identify	threats	such	as	increased	competition,	regulatory	changes,	and	economic	uncertainty.	Understanding	these	factors	will	help	you	develop	a	strategic	plan.	Consider	leveraging	tools	like	PEST	analysis	(Political,	Economic,	Social,	Technological)	to	assess	the	broader
external	environment.	Engage	with	stakeholders,	including	customers,	suppliers,	and	industry	experts,	to	gather	diverse	perspectives	on	opportunities	and	threats.	Regularly	review	and	update	your	analysis	to	ensure	it	remains	relevant	in	a	rapidly	changing	environment.	Market	analysis	focuses	on	understanding	the	market	conditions	within	a
specific	industry.	It	involves	evaluating	market	size,	growth	potential,	competition,	and	trends.	The	goal	is	to	provide	a	comprehensive	market	landscape	and	identify	opportunities	and	threats.	This	analysis	helps	businesses	understand	their	customers,	needs,	and	shifting	market	dynamics.	Startups	often	use	market	analysis	to	validate	the	feasibility
of	a	business	idea.	It	provides	insights	into	market	demand,	competitive	dynamics,	and	customer	preferences.	Startups	can	use	this	information	to	craft	a	solid	business	plan	and	secure	funding	from	investors.	Additionally,	established	businesses	utilize	market	analysis	to	identify	new	market	segments,	adapt	to	changing	customer	needs,	and	stay
ahead	of	industry	trends.	Competitive	analysis	focuses	on	understanding	the	strengths	and	weaknesses	of	key	industry	players.	It	involves	analyzing	their	market	positioning,	pricing	strategies,	product	offerings,	and	marketing	tactics.	The	goal	is	to	identify	opportunities	to	differentiate	your	business	and	gain	a	competitive	edge.	This	analysis	also
helps	companies	understand	their	direct	and	indirect	competitors,	uncovering	potential	areas	of	threat	and	opportunity.	Established	businesses	often	use	competitive	analysis	to	stay	competitive.	It	helps	them	identify	emerging	trends	and	shifts	in	consumer	behavior.	By	understanding	competitors’	strategies	and	performance,	companies	can	adjust
their	own	strategies	to	capitalize	on	new	opportunities	and	mitigate	threats.	This	ongoing	analysis	is	crucial	for	maintaining	a	competitive	advantage	and	ensuring	long-term	business	success.	SWOT	analysis	evaluates	a	business’s	strengths,	weaknesses,	opportunities,	and	threats.	It	involves	analyzing	internal	and	external	factors	impacting	the
business’s	performance.	The	goal	is	to	develop	a	strategic	plan	that	leverages	strengths,	addresses	weaknesses,	capitalizes	on	opportunities,	and	mitigates	threats.	This	holistic	approach	ensures	a	balanced	assessment	of	the	business	environment	and	internal	capabilities.	SWOT	analysis	is	a	versatile	tool	used	by	businesses	of	all	sizes.	It	provides	a
comprehensive	view	of	the	business’s	current	and	future	potential.	By	conducting	a	SWOT	analysis,	businesses	can	identify	areas	for	improvement	and	develop	a	strategic	plan.	It	is	often	used	during	strategic	planning	sessions,	business	reviews,	and	when	entering	new	markets.	This	analysis	helps	businesses	remain	proactive	and	prepared	for	future
challenges	and	opportunities,	ensuring	sustainable	growth	and	profitability.	The	purpose	of	this	industry	analysis	report	is	to	provide	a	comprehensive	view	of	the	coffee	industry.	The	report	includes	an	overview	of	the	market	size,	growth	potential,	competitive	landscape,	and	industry	trends.	It	also	identifies	opportunities	and	threats	facing	the
industry.	By	examining	these	aspects,	we	aim	to	give	stakeholders	a	clear	understanding	of	key	success	factors,	the	current	state	of	the	coffee	market,	and	its	future	trajectory.	The	coffee	industry	is	valued	at	$100	billion	globally,	with	an	annual	growth	rate	of	5%.	The	market	is	driven	by	increasing	consumer	demand	for	specialty	coffee	and	the	rise
of	coffee	culture.	Specialty	coffee	shops	and	artisanal	roasters	are	seeing	significant	growth,	reflecting	a	shift	towards	quality	and	unique	flavor	profiles.	The	industry	is	expected	to	grow	as	consumers	seek	high-quality,	ethically	sourced	coffee.	Additionally,	emerging	markets	in	Asia	and	Latin	America	are	contributing	to	this	growth	as	coffee
consumption	becomes	more	popular	in	these	regions.	The	coffee	industry	is	highly	competitive,	with	several	key	players	dominating	the	market.	Starbucks,	Dunkin’,	and	McDonald’s	hold	significant	market	share.	These	companies	differentiate	themselves	through	unique	product	offerings,	competitive	advantages,	strong	brand	recognition,	and
extensive	distribution	networks.	Starbucks,	for	instance,	has	built	a	loyal	customer	base	with	its	premium	coffee	products	and	cozy	café	atmosphere.	Dunkin’	offers	affordable	coffee	and	baked	goods,	while	McDonald’s	leverages	its	global	presence	to	make	its	McCafé	brand	a	household	name.	In	addition	to	these	giants,	numerous	independent	coffee
shops	and	smaller	chains	are	carving	out	niches	by	emphasizing	local	sourcing,	innovative	brewing	techniques,	and	personalized	customer	experiences.	The	rise	of	online	coffee	subscriptions	and	direct-to-consumer	sales	channels	is	also	reshaping	the	competitive	landscape,	giving	consumers	more	choices	than	ever	before.	Several	trends	are	shaping
the	prospects	of	the	coffee	industry,	including	the	rise	of	specialty	coffee,	increasing	demand	for	sustainable	and	ethical	sourcing,	and	the	growth	of	the	ready-to-drink	coffee	market.	Specialty	coffee,	characterized	by	its	high-quality	beans	and	meticulous	brewing	methods,	is	becoming	more	mainstream	as	consumers	develop	a	taste	for	premium
products.	Sustainability	is	another	critical	trend,	with	consumers	growing	preference	for	ethically	sourced	and	environmentally	friendly	coffee.	This	shift	drives	companies	to	adopt	fair	trade	practices,	use	eco-friendly	packaging,	and	support	sustainable	farming	initiatives.	The	ready-to-drink	coffee	market	is	also	expanding	rapidly,	fueled	by	the
convenience	of	grab-and-go	options	and	the	popularity	of	cold	brew	and	iced	coffee.	Innovations	in	packaging	and	product	formulation	allow	companies	to	create	high-quality,	shelf-stable	beverages	that	appeal	to	busy	consumers.	Opportunities	in	the	coffee	industry	include	the	growing	demand	for	specialty	coffee,	the	rise	of	coffee	culture,	and	the
industry	dynamics’	increasing	focus	on	sustainability.	Companies	that	can	capitalize	on	these	trends	by	offering	unique,	high-quality	products	and	demonstrating	a	commitment	to	ethical	practices	stand	to	gain	a	significant	competitive	advantage.	Expanding	into	emerging	markets	and	leveraging	digital	platforms	for	direct-to-consumer	sales	are	other
potential	growth	avenues.	However,	the	industry	also	faces	several	threats.	Increased	competition	from	established	brands	and	new	entrants	poses	a	challenge,	as	does	the	ever-changing	landscape	of	consumer	preferences.	Economic	uncertainty	can	also	impact	discretionary	spending,	potentially	affecting	coffee	sales.	Supply	chain	disruptions,
climate	change,	and	fluctuating	coffee	bean	prices	present	ongoing	risks	that	companies	must	navigate	carefully.	By	understanding	these	opportunities	and	threats,	businesses	can	better	strategize	to	maximize	their	strengths	and	mitigate	potential	risks	in	the	dynamic	coffee	industry.	Industry	analysis	offers	a	comprehensive	market	landscape	view,
including	market	size,	growth	potential,	and	prevailing	trends.	It	helps	businesses	understand	the	broader	market	context,	identify	opportunities,	and	anticipate	potential	threats.	By	examining	factors	such	as	regulatory	changes,	technological	advancements,	and	economic	indicators,	companies	can	make	informed	decisions	about	entering	or
expanding	within	a	market.	Market	Size	and	Growth	Potential:	Assessing	the	total	market	value	and	expected	growth	rates	to	understand	the	scale	of	opportunity.	Prevailing	Trends:	Identifying	major	trends	that	influence	the	industry,	such	as	consumer	behavior	shifts,	technological	innovations,	and	cultural	changes.	Regulatory	Changes:
Understanding	the	impact	of	new	regulations	and	policies	on	market	dynamics.	Technological	Advancements:	Evaluating	the	role	of	emerging	technologies	in	shaping	the	industry’s	future.	Economic	Indicators:	Analyzing	broad	economic	factors	like	GDP	growth,	inflation	rates,	and	employment	levels	that	affect	the	market	environment.	Competitor
analysis	focuses	on	understanding	the	strengths	and	weaknesses	of	key	players	within	the	industry.	This	thoroughly	examines	competitors’	market	positioning,	pricing	strategies,	product	offerings,	and	marketing	tactics.	By	analyzing	these	elements,	businesses	can	identify	gaps	in	the	market,	uncover	opportunities	to	differentiate	themselves	and
develop	strategies	to	gain	a	competitive	edge.	Additionally,	understanding	competitors’	customer	bases	and	satisfaction	levels	can	provide	valuable	insights	for	improving	one’s	offerings.	Market	Positioning:	Evaluating	how	competitors	are	perceived	and	their	overall	market	share.	Pricing	Strategies:	Analyzing	competitors’	pricing	models	and
strategies	to	identify	potential	pricing	advantages	or	disadvantages.	Product	Offerings:	Reviewing	the	range	and	quality	of	products	or	services	offered	by	competitors.	Marketing	Tactics:	Examining	competitors’	marketing	and	promotional	activities	to	understand	their	reach	and	effectiveness.	Customer	Base	and	Satisfaction:	Understanding	who	the
competitors’	customers	are,	their	needs,	and	their	satisfaction	with	their	offerings.	Both	types	of	analysis	are	essential	for	strategic	planning.	Industry	analysis	provides	the	overarching	context,	highlighting	macroeconomic	factors	and	market	dynamics,	while	competitor	analysis	offers	the	granular	details	necessary	for	tactical	decision-making.
Together,	they	offer	a	holistic	view	of	the	market	and	help	businesses	develop	effective,	well-rounded	strategies.	By	integrating	insights	from	both	analyses,	companies	can	better	navigate	the	competitive	landscape	and	position	themselves	for	long-term	success.	Conducting	an	industry	analysis	is	crucial	for	businesses	looking	to	stay	competitive	in
today’s	fast-paced	market.	Understanding	the	market	landscape	can	help	companies	identify	growth	opportunities,	mitigate	risks,	and	make	informed	decisions.	Whether	you’re	a	startup	or	an	established	business,	conducting	industry	analysis	often	provides	valuable	insights	to	help	you	succeed.	Ready	to	take	your	business	to	the	next	level?	Start
conducting	your	industry	analysis	today	and	stay	ahead	of	the	competition.	For	more	tips	on	industry	analysis	reveals	and	resources,	explore	our	blog	or	book	a	consultation	with	our	experts.	To	learn	more	about	developing	industry	analysis	and	industry	analysis	examples	and	more,	contact	Strategy	Capstone!	A	well-crafted	industry	analysis	is	a
cornerstone	of	a	successful	business	plan.	It	provides	a	deep	dive	into	the	market	landscape,	identifying	opportunities,	threats,	and	competitive	forces.	By	understanding	the	market	dynamics,	you	can	position	your	business	strategically,	anticipate	challenges,	and	make	informed	decisions	that	drive	growth.	Create	Your	Business	Plan	in	Just	Minutes,
here	What	is	the	Industry	Analysis	in	a	Business	Plan?	In	a	comprehensive	business	plan,	the	industry	analysis,	also	referred	to	as	a	market	analysis,	is	an	evaluation	of	the	market	in	which	your	business	operates.	This	analysis	includes	your	industry’s	size,	projected	growth	rate	and	trends	affecting	the	market.	These	trends	include	economic,	political,
social	and/or	technological	shifts	that	will	impact	the	industry	in	the	future.	Why	the	Industry	Analysis	is	Important	An	effective	industry	analysis	section	tells	the	reader	about	your	industry/marketplace.	It	helps	you	and	readers	understand	if	your	market	is	big	enough	to	support	your	business’	growth,	and	whether	future	market	conditions	will	help
or	hurt	your	business.	For	example,	stating	that	your	market	size	is	$56	billion,	has	been	growing	by	10%	for	the	last	10	years,	and	that	trends	are	expected	to	further	increase	the	market	size	bodes	well	for	your	company’s	success.	Key	Components	of	an	Industry	Analysis	in	a	Business	Plan	A	comprehensive	industry	analysis	section	has	two	sub-
sections:	Industry	Overview	In	the	industry	overview	section,	you	will:	1.	Define	the	industry	in	which	you	are	competing.	To	provide	a	more	specific	industry	definition,	consider	using	industry	classification	systems	like	NAICS	(North	American	Industry	Classification	System)	or	SIC	(Standard	Industrial	Classification).	This	can	help	you	identify
relevant	industry	associations,	publications,	and	data	sources.	For	example,	if	you’re	starting	a	tech	startup	developing	AI-powered	chatbots,	you	could	define	the	industry	as	“artificial	intelligence	and	machine	learning.”	2.	Detail	the	sub-segment	or	niche	of	that	industry,	if	applicable.	By	specializing	in	a	niche	market,	you	can	target	a	specific
customer	segment	with	unique	needs.	This	can	help	you	differentiate	your	business	and	charge	premium	prices.	However,	it’s	important	to	ensure	that	the	niche	market	is	large	enough	to	sustain	your	business.	For	example,	within	the	AI	and	machine	learning	industry,	you	could	focus	on	a	specific	niche	like	“enterprise-level	AI	chatbots	for	customer
service.”	3.	Describe	the	key	characteristics	of	your	industry.	For	example,	discuss	how	big	the	market	is	in	terms	of	units	and	revenues.	Let	the	reader	know	if	the	market	is	growing	or	declining	(and	at	what	rate),	and	what	key	industry	trends	are	facing	your	market.	Here	are	additional	items	you	may	want	to	analyze:	Analyze	the	macro-economic
factors	impacting	your	industry.	This	includes	items	such	as	economic	growth	opportunities,	inflation,	exchange	rates,	interest	rates,	labor	market	trends,	and	technological	improvements.	You	want	to	make	sure	that	all	of	these	are	trending	in	a	positive	direction	for	you	while	also	being	realistic	about	them.	For	example,	if	the	economy	is	in	shambles
you	might	want	to	wait	before	entering	the	particular	market.	Analyze	the	political	factors	impacting	your	industry.	This	is	often	overlooked,	but	can	be	important	depending	on	what	type	of	company	you	are	starting.	If	you’re	in	an	industry	limited	by	government	regulations	such	as	medical	devices,	this	is	something	that	you’ll	want	to	include.
Analyze	the	social	factors	impacting	your	industry.	This	includes	analyzing	society’s	interest	in	your	product	or	service,	historical	trends	in	buying	patterns	in	your	industry,	and	any	effects	on	the	industry	due	to	changes	in	culture.	For	example,	if	there	is	a	growing	counter-culture	trend	against	big	oil	companies	you	might	want	to	position	yourself
differently	than	a	company	in	this	industry.	Analyze	the	technological	factors	impacting	your	industry.	This	includes	analyzing	new	technologies	being	developed	in	software,	hardware,	or	applications	that	can	be	used	to	improve	your	product	or	service.	It	also	includes	emerging	consumer	trends	and	will	be	highly	dependent	on	your	business	type.	In
a	technology-related	venture,	you	would	analyze	how	these	changes	are	impacting	consumers.	For	an	educational-related	venture,	you	would	analyze	how	these	changes	are	impacting	students,	teachers,	and/or	administrators.	For	each	of	these	items,	you	want	to	provide	some	detail	about	them	including	their	current	state	as	well	as	what	external
factors	have	played	a	role	in	the	recent	past.	You	can	also	include	many	other	important	factors	if	they	apply	to	your	business	including	demographic	trends,	legal	issues,	environmental	concerns,	and	sustainability	issues.	When	you	are	done	analyzing	all	of	these	factors,	wrap	it	up	by	summing	them	up	in	a	statement	that	includes	your	view	on	the
future	of	the	industry.	This	should	be	positive	to	attract	investors,	potential	customers,	and	partners.	If	you’re	having	trouble	thinking	about	all	of	these	factors	then	it	might	be	helpful	to	first	develop	a	SWOT	analysis	for	your	business.	Once	you	have	an	understanding	of	the	market,	you’ll	need	to	think	about	how	you	will	position	yourself	within	the
industry.	Relevant	Market	Size	&	Competition	In	the	second	stage	of	your	industry	analysis,	you	must	determine	the	size	of	your	target	market	and	identify	the	major	competitors	in	your	market.	Target	Market	Your	company’s	relevant	market	size	is	the	amount	of	money	it	could	make	each	year	if	it	owned	a	complete	market	share.	It’s	simple.	To
begin,	estimate	how	many	consumers	you	expect	to	be	interested	in	purchasing	your	products	or	services	each	year.	To	generate	a	more	precise	estimate,	enter	the	monetary	amount	these	potential	customers	may	be	ready	to	spend	on	your	goods	or	services	each	year.	The	size	of	your	market	is	the	product	of	these	two	figures.	Calculate	this	market
value	here	so	that	your	readers	can	see	how	big	your	market	opportunity	is	(particularly	if	you	are	seeking	debt	or	equity	funding).	Competition	Analysis	Next,	you’ll	need	to	create	a	comprehensive	list	of	the	competitors	in	your	market.	This	competitive	analysis	includes:	Direct	Competitors	–	Companies	that	offer	a	similar	product	or	service	Indirect
Competitors	–	Companies	that	sell	products	or	services	that	are	complementary	to	yours	but	not	directly	related	To	show	how	large	each	competitor	is,	you	can	use	metrics	such	as	revenue,	employees,	number	of	locations,	etc.	If	you	have	limited	information	about	the	company	on	hand	then	you	may	want	to	do	some	additional	research	or	contact
them	directly	for	more	information.	You	should	also	include	their	website	so	readers	can	learn	more	if	they	desire	(along	with	social	media	profiles).	Once	you	complete	this	list,	take	a	step	back	and	determine	the	market	share	distribution	for	each	competitor.	You	can	use	different	methods	to	do	this	such	as	market	research,	surveys,	or	conduct	focus
groups	or	interviews	with	target	customers.	You	should	also	take	into	account	the	barriers	to	entry	that	exist	in	your	market.	What	would	it	take	for	a	new	company	to	enter	the	market	and	start	competing	with	you?	This	could	be	anything	from	capital	requirements	to	licensing	and	permits.	When	you	have	all	of	this	information,	you’ll	want	to	create	a
table	like	the	one	below:	Competitor	Analysis	Competitor	A	Competitor	B	Competitor	C	Direct	Competitors							Indirect	Competitors							Barriers	To	Entry							Market	Share							Once	you	have	this	data,	you	can	start	developing	strategies	to	compete	with	the	other	companies	which	will	be	used	again	later	to	help	you	develop	your	marketing	strategy
and	plan.	What	is	Your	Competitive	Edge?	Many	companies	are	able	to	stand	out	–	whether	by	offering	a	product	that	is	unique	or	by	marketing	their	products	in	a	way	that	consumers	notice.	For	example,	Steve	Jobs	was	able	to	take	a	business	idea	like	the	iPhone	and	make	it	into	something	that	people	talked	about	(while	competitors	struggled	to
play	catch	up).	You	want	your	venture	to	stand	out	–	whether	with	an	innovative	product	or	service	or	through	marketing	strategies.	This	might	include	a	unique	brand,	name,	or	logo.	It	might	also	include	packaging	that	stands	out	from	established	companies.	Write	down	how	you	will	achieve	this	goal	of	standing	out	in	your	particular	industry.	If	it’s
a	product,	then	what	features	do	you	have	that	other	products	don’t?	If	it’s	a	service,	then	what	is	it	about	this	service	that	will	make	people	want	to	use	your	company	rather	than	your	competition?	What	are	their	pricing	strategies?	You	also	need	to	think	about	marketing.	How	are	you	going	to	promote	yourself	or	sell	your	product	or	service?	You’ll
need	a	marketing	plan	for	this	–	which	might	include	writing	copy,	creating	an	advertisement,	setting	up	a	website,	and	several	other	activities.	This	should	include	a	description	of	each	of	these	marketing	efforts.	If	you’re	struggling	with	the	details	of	any	of	these	sections,	it	might	be	helpful	to	research	competitor	strategies	and	how	they’ve	been
successful.	You	can	use	this	information	for	informed	strategic	decisions.	Quickly	&	easily	create	your	own	business	plan	using	our	business	plan	generator.	Industry	Analysis	for	a	Business	Plan	Example	Industry	Analysis	Example	#1	–	Hosmer	Sunglasses,	a	sunglasses	manufacturer	based	in	California	According	to	the	Sunglass	Association	of
America,	the	retail	sales	volume	of	Plano	(non-prescription)	sunglasses,	clip-on	sunglasses,	and	children’s	sunglasses	(hereinafter	collectively	referred	to	as	“Sunwear”)	totaled	$2.9	billion	last	year.	Premium-priced	sunglasses	are	driving	the	Plano	Sunwear	market.	Plano	sunglasses	priced	at	$100	or	more	accounted	for	more	than	49%	of	all	Sunwear
sales	among	independent	retail	locations	last	year.	The	Sunglass	Association	of	America	has	projected	that	the	dollar	volume	for	retail	sales	of	Plano	Sunwear	will	grow	1.7%	next	year.	Plano	sunglass	vendors	are	also	bullish	about	sales	in	this	year	and	beyond	as	a	result	of	the	growth	of	technology,	particularly	the	growth	of	laser	surgery	and	e-
commerce.	Business	Plan	Market	Analysis	Example	#2	–	Nailed	It!,	a	family-owned	restaurant	in	Omaha,	NE	According	to	the	Nebraska	Restaurant	Association,	last	year	total	restaurant	sales	in	Nebraska	grew	by	4.3%,	reaching	a	record	high	of	$2.8	billion.	Sales	at	full-service	restaurants	were	particularly	strong,	growing	7%	over	2012	figures.	This
steady	increase	is	being	driven	by	population	growth	throughout	the	state.	The	Average	Annual	Growth	Rate	(AGR)	since	2009	is	2.89%.	This	fast	growth	has	also	encouraged	the	opening	of	new	restaurants,	with	3,035	operating	statewide	as	of	this	year.	The	restaurant	industry	employs	more	than	41,000	workers	in	Nebraska	and	contributes	nearly
$3	billion	to	the	state	economy	every	year.	Nebraska’s	population	continues	to	increase	–	reaching	1.9	million	in	2012,	a	1.5%	growth	rate.	In	addition	to	population,	the	state	has	experienced	record	low	unemployment	every	year	since	2009	–	with	an	average	of	4.7%	in	2013	and	2014.	Business	Plan	Market	Analysis	Example	#3	–	American	Insurance
Company	(AIC),	a	chain	of	insurance	agencies	in	Maine	American	Insurance	Company	(AIC)	offers	high-quality	insurance	at	low	prices	through	its	chain	of	retail	outlets	in	the	state	of	Maine.	Since	its	inception,	AIC	has	created	an	extensive	network	of	agents	and	brokers	across	the	country	with	expanding	online,	call	center	and	retail	business
operations.	AIC	is	entering	a	market	that	will	more	than	double	in	size	over	the	next	50	years	according	to	some	industry	forecasts.	The	insurance	industry	is	enjoying	low	inflation	rates,	steady	income	growth,	and	improving	standards	of	living	for	most	Americans	during	what	has	been	a	difficult	period	for	much	of	American	business.	This	makes	this
a	good	time	to	enter	the	insurance	industry	as	it	enjoys	higher	margins	because	customers	are	purchasing	more	coverage	due	to	increased	costs	from	medical	care	and	higher	liability	claims.	American	Insurance	Company	provides	affordable	homeowners,	auto,	and	business	insurance	through	high-quality	fulfillment	centers	across	America	that	have
earned	a	reputation	for	top-notch	customer	service.	AIC	will	face	significant	competition	from	both	direct	and	indirect	competitors.	The	indirect	competition	will	come	from	a	variety	of	businesses,	including	banks,	other	insurance	companies,	and	online	retailers.	The	direct	competition	will	come	from	other	well-funded	start-ups	as	well	as	incumbents
in	the	industry.	AIC’s	competitive	advantages	include	its	low	prices,	high	quality,	and	excellent	customer	service.	AIC	plans	to	grow	at	a	rate	that	is	above	average	for	the	industry	as	a	whole.	The	company	has	identified	a	market	that	is	expected	to	grow	by	more	than	100%	in	the	next	decade.	This	growth	is	due	to	several	factors:	the	increase	in	the
number	of	two-income	households,	the	aging	population,	and	the	impending	retirement	of	many	baby	boomers	will	lead	to	an	increase	in	the	number	of	people	who	are	purchasing	insurance.	AIC	projects	revenues	of	$20M	in	year	one,	which	is	equivalent	to	100%	growth	over	the	previous	year.	AIC	forecasts	revenue	growth	of	40%-60%	each	year	on
average	for	10	years.	After	that,	revenue	growth	is	expected	to	slow	down	significantly	due	to	market	saturation.	The	following	table	illustrates	these	projections:	Industry	Analysis	2016	2017	2018	2019	2020	2021	2022	Target	Market	Size	(Revenue)	$14B	$15B	$16B	$17B	$18B	$19B	$20B	Industry’s	Growth	Rate	6%	6%	6%	6%	5%	5%	5%
Competitive	Landscape	Direct	Competition:	P&C	Insurance	Market	Leaders	Indirect	Competition:	Banks,	Other	Insurance	Companies,	Retailers	Strengths	Weaknesses	Large	target	market	Growing	market	industry	High	growth	rate	in	first	few	years	New	company	entering	an	industry	with	many	well-established	incumbents.	Projected	Revenue	Year	1
Year	2	Year	3	Year	4	Year	5	Year	6	Year	7	Year	8	Year	9	Year	10	Projected	Revenue	($M)	$20.0	$40.0	$60.0	$80.0	$100.0	$120.0	$140.0	$160.0	$180.1	$200.3	Growth	Rate	100%	40%	60%	40%	20%	25%	15%	10%	7.5%	5%	Conclusion	When	writing	the	industry	analysis	section,	it	is	important	to	provide	specific	data	and	forecasts	about	the	industry
that	your	company	operates	in.	This	information	can	help	make	your	own	business	plan	more	convincing	to	potential	investors.	If	it’s	helpful,	you	should	also	discuss	how	your	company	stacks	up	against	its	competitors	based	on	what	makes	it	unique.	In	addition,	you	can	identify	the	strengths	and	weaknesses	that	your	company	has	compared	to	its
competitors.	Based	on	this	historical	data,	provide	projections	for	how	much	revenue	your	company	expects	to	generate	over	the	next	few	years.	Providing	this	information	early	on	in	the	business	plan	will	help	convince	investors	that	you	know	what	you	are	talking	about	and	your	company	is	well-positioned	to	succeed.	Finish	Your	Business	Plan	in	12
minutes!	Wish	there	was	a	faster,	easier	way	to	finish	your	business	plan?	With	our	business	plan	generator	you	can	finish	your	plan	in	just	minutes!	—>	Click	here	to	finish	your	business	plan	today	Understanding	the	industry	you	operate	in	is	crucial	for	any	business.	An	industry	analysis	helps	you	see	the	bigger	picture	of	your	market,	recognize	the
forces	at	play,	and	identify	opportunities	and	threats.	Whether	you’re	starting	a	new	business	or	looking	to	grow	an	existing	one,	conducting	an	industry	analysis	can	provide	valuable	insights.	In	this	guide,	we	will	walk	you	through	the	steps	to	conduct	a	comprehensive	industry	analysis.What	is	an	Industry	AnalysisAn	industry	analysis	is	a
comprehensive	process	that	helps	you	understand	the	market	in	which	your	business	operates.	It	involves	examining	a	range	of	factors	that	can	influence	your	industry,	such	as	market	size,	growth	rate,	key	competitors,	and	overall	trends.	This	analysis	considers	the	economic,	social,	technological,	political,	and	environmental	aspects	that	shape	the
industry’s	landscape.	By	delving	into	these	elements,	you	can	identify	the	strengths	and	weaknesses	of	your	business,	as	well	as	the	opportunities	and	threats	present	in	the	market.Additionally,	industry	analysis	can	uncover	customer	needs	and	preferences,	helping	you	tailor	your	products	or	services	to	better	meet	market	demand.	Ultimately,
conducting	an	industry	analysis	provides	you	with	a	clear	and	detailed	picture	of	the	environment	in	which	your	business	competes,	enabling	you	to	make	informed	strategic	decisions,	anticipate	changes,	and	stay	ahead	of	your	competitors.Key	elements	of	an	industry	analysis,Market	size	and	growth:	Assess	the	current	market	size	and	its	growth
trajectory.Key	players:	Identify	major	companies	and	competitors	in	the	industry.Trends	and	changes:	Analyze	current	trends	and	anticipate	future	shifts	in	the	industry.Competitive	landscape:	Evaluate	the	intensity	of	competition	and	strategic	approaches	used	by	competitors.Opportunities	and	threats:	Identify	potential	growth	opportunities	and
risks	that	could	affect	business	operations.Understanding	these	elements	enables	businesses	to	position	themselves	strategically,	seize	opportunities,	and	navigate	challenges	within	their	industry	effectively.	An	industry	analysis	provides	the	foundation	for	making	strategic	decisions	that	can	lead	to	growth	and	success.Industry	Analysis	TemplateHow
to	Do	an	Industry	AnalysisFollow	these	steps	to	gain	a	thorough	understanding	of	your	industry’s	dynamics	and	make	informed	decisions	to	drive	your	business	forward	effectively.Step	1:	Define	your	industryStart	by	clearly	defining	the	industry	or	market	sector	you	want	to	analyze.	Specify	what	products	or	services	are	included	and	whether	your
focus	is	local,	national,	or	global.Collect	data	from	reliable	sources	such	as	industry	reports,	market	research	firms,	government	publications,	and	trade	associations.	Look	for	details	on	market	size,	growth	trends,	key	players,	and	regulatory	influences	to	get	a	comprehensive	view.Step	3:	Identify	market	trendsAnalyze	current	trends	impacting	the
industry,	such	as	technological	advancements,	changes	in	consumer	preferences,	economic	conditions,	and	shifts	in	regulations.	Understanding	these	trends	helps	anticipate	future	developments.Market	Trends	MatrixStep	4:	Assess	competitive	landscapeStudy	the	competitive	environment	by	identifying	major	companies,	their	market	shares,
competitive	strategies,	strengths,	and	weaknesses.	This	analysis	helps	you	understand	where	your	business	stands	relative	to	others.Competitor	Analysis	TemplateLearn	how	to	do	a	competitive	analysis	effectively.Step	5:	Use	frameworks	for	analysisApply	tools	like	SWOT	analysis	(Strengths,	Weaknesses,	Opportunities,	Threats)	or	Porter’s	Five
Forces	(threat	of	new	entrants,	bargaining	power	of	buyers	and	suppliers,	threat	of	substitutes,	industry	rivalry)	to	evaluate	competitive	forces	and	strategic	positioning.SWOT	Analysis	TemplateStep	6:	Evaluate	opportunities	and	threatsIdentify	potential	growth	opportunities,	such	as	emerging	markets	or	gaps	in	the	market,	as	well	as	threats	like
new	competitors	or	changes	in	regulations.	Assessing	these	factors	helps	in	planning	strategic	responses.Porter's	Five	Forces	TemplateLearn	more	about	the	Porter’s	Five	Forces	Model.Step	7:	Forecast	future	trendsAnticipate	future	developments	in	the	industry	based	on	current	trends	and	market	dynamics.	Consider	technological	advancements,
shifts	in	consumer	behavior,	and	regulatory	changes	that	could	impact	your	business.Step	8:	Draw	conclusions	and	make	recommendationsSummarize	your	findings	and	insights	from	the	analysis.	Based	on	these	insights,	develop	strategic	recommendations	for	your	business	to	capitalize	on	opportunities	and	address	potential	risks	within	the
industry.Industry	Analysis	MethodsThe	following	industry	analysis	methods	provide	businesses	with	comprehensive	insights	into	their	competitive	landscape,	market	dynamics,	and	strategic	opportunities,	enabling	informed	decision-making	and	effective	planning	for	sustainable	growth	and	competitive	advantage.1.	Porter’s	five	forcesDeveloped	by
Michael	Porter,	this	framework	analyzes	competitive	forces	within	an	industry	that	shape	its	attractiveness	and	profitability.	Porter’s	Five	Forces	helps	businesses	understand	the	competitive	landscape,	assess	industry	profitability,	develop	competitive	strategies,	and	anticipate	changes	in	competitive	dynamics.Porter's	Five	ForcesHow	to	use	it:Threat
of	new	entrants:	Evaluate	barriers	to	entry	such	as	high	capital	requirements,	economies	of	scale,	and	regulatory	barriers	that	deter	new	competitors.Bargaining	power	of	suppliers:	Assess	how	much	influence	suppliers	have	over	input	prices,	quality,	and	availability.Bargaining	power	of	buyers:	Analyze	the	power	buyers	have	to	negotiate	prices,
demand	better	quality,	or	switch	to	alternatives.Threat	of	substitutes:	Identify	alternative	products	or	services	that	could	potentially	replace	yours	and	impact	demand.Industry	rivalry:	Evaluate	competitive	intensity	among	existing	firms	based	on	factors	like	price	competition,	differentiation	strategies,	and	market	concentration.2.	PESTLE
analysisPESTLE	stands	for	Political,	Economic,	Social,	Technological,	Legal,	and	Environmental	factors.	It’s	a	framework	that	evaluates	external	macro-environmental	factors	affecting	businesses.	PESTLE	analysis	helps	businesses	identify	external	factors	impacting	their	industry,	anticipate	future	trends,	assess	risks	and	opportunities,	and	align
strategies	with	prevailing	market	conditions.PESTLE	Analysis	TemplateLearn	how	to	conduct	an	effective	macro	environmental	analysis.How	to	use	it:Political	factors:	Analyze	government	stability,	policies,	regulations,	and	political	influences	impacting	business	operations.Economic	factors:	Assess	economic	indicators	such	as	GDP	growth,	inflation
rates,	interest	rates,	and	consumer	spending	affecting	market	demand.Social	factors:	Evaluate	demographic	trends,	cultural	shifts,	lifestyle	changes,	and	consumer	behaviors	influencing	product	demand	and	market	trends.Technological	factors:	Study	technological	advancements,	innovations,	research	and	development	trends,	and	digital
transformation	impacting	industry	operations.Legal	factors:	Consider	laws,	regulations,	compliance	requirements,	and	litigation	trends	affecting	industry	practices	and	business	operations.Environmental	factors:	Analyze	environmental	regulations,	sustainability	practices,	climate	change	impacts,	and	consumer	attitudes	towards	eco-friendly
products.3.	SWOT	analysisSWOT	stands	for	Strengths,	Weaknesses,	Opportunities,	and	Threats.	It’s	a	strategic	planning	tool	that	helps	businesses	identify	internal	strengths	and	weaknesses,	as	well	as	external	opportunities	and	threats	in	the	market.	Use	SWOT	analysis	to	align	strengths	with	opportunities	to	pursue,	address	weaknesses	that	could
threaten	success,	capitalize	on	identified	opportunities,	and	prepare	contingency	plans	for	potential	threats.SWOT	Analysis	TemplateHow	to	use	it:Strengths:	Identify	and	leverage	your	company’s	strengths	such	as	unique	capabilities,	strong	brand	reputation,	or	talented	workforce.Weaknesses:	Assess	areas	needing	improvement	like	high	costs,
limited	market	presence,	or	outdated	technology.Opportunities:	Explore	external	factors	that	could	benefit	your	business	such	as	new	market	trends,	emerging	technologies,	or	favorable	regulatory	changes.Threats:	Evaluate	external	challenges	like	new	competitors,	economic	downturns,	changing	consumer	preferences,	or	regulatory	hurdles.4.
Competitive	benchmarkingCompetitive	benchmarking	compares	a	company’s	performance	metrics,	strategies,	and	practices	against	industry	competitors	to	identify	strengths,	weaknesses,	and	opportunities	for	improvement.	Competitive	benchmarking	helps	businesses	understand	their	competitive	position,	identify	best	practices,	uncover	areas	for
improvement,	and	develop	strategies	to	enhance	competitiveness	and	market	share.Competitor	Profile	TemplateHow	to	use	it:Performance	metrics:	Compare	key	indicators	such	as	market	share,	profitability,	sales	growth,	customer	satisfaction,	and	operational	efficiency.Strategic	analysis:	Assess	competitors'	strategies,	product	offerings,	pricing
strategies,	distribution	channels,	and	marketing	tactics.Customer	insights:	Gain	insights	into	competitors'	customer	segments,	buying	behaviors,	brand	perceptions,	and	loyalty	programs.Operational	efficiency:	Evaluate	competitors'	supply	chain	management,	production	processes,	cost	structures,	and	technological	investments.5.	Trend
analysisTrend	analysis	examines	historical	and	current	market	trends,	consumer	behaviors,	technological	advancements,	and	regulatory	changes	to	forecast	future	developments.	Trend	analysis	helps	businesses	anticipate	market	changes,	innovate	proactively,	identify	growth	opportunities,	mitigate	risks,	and	align	strategic	initiatives	with	future
market	trends.How	to	use	it:Historical	trends:	Study	past	industry	performance,	market	cycles,	and	economic	trends	to	identify	patterns	and	drivers	of	growth	or	decline.Current	trends:	Analyze	current	market	dynamics,	consumer	preferences,	innovation	trends,	and	regulatory	shifts	impacting	the	industry.Forecasting:	Use	trend	analysis	to	predict
future	market	conditions,	emerging	opportunities,	potential	threats,	and	industry	disruptions.Risk	assessment:	Identify	risks	associated	with	emerging	trends,	technological	disruptions,	or	changing	consumer	preferences	that	could	impact	business	operations.6.	Broad	factor	analysisBroad	factor	analysis	considers	overarching	economic,	social,
technological,	environmental,	political,	and	legal	factors	influencing	the	industry	at	a	macro	level.	Broad	factor	analysis	provides	businesses	with	a	holistic	view	of	external	influences	shaping	the	industry,	helping	them	understand	market	dynamics,	anticipate	changes,	and	develop	strategies	to	navigate	external	challenges	and	capitalize	on
opportunities.How	to	use	it:Economic	factors:	Evaluate	economic	indicators	such	as	GDP	growth,	interest	rates,	inflation,	and	employment	trends	impacting	industry	demand	and	investment.Social	factors:	Analyze	demographic	shifts,	cultural	trends,	lifestyle	changes,	and	societal	values	influencing	consumer	behavior	and	market
preferences.Technological	factors:	Assess	technological	advancements,	research	and	development	trends,	digital	transformation,	and	adoption	of	new	technologies	driving	industry	evolution.Environmental	factors:	Consider	environmental	regulations,	sustainability	initiatives,	climate	change	impacts,	and	consumer	preferences	for	eco-friendly
products.Political	factors:	Evaluate	geopolitical	stability,	government	policies,	trade	agreements,	and	regulatory	frameworks	impacting	industry	operations	and	market	dynamics.Legal	factors:	Analyze	industry-specific	regulations,	compliance	requirements,	intellectual	property	laws,	and	legal	challenges	affecting	business	practices.7.	BCG	matrix
(Boston	Consulting	Group)The	BCG	Matrix	categorizes	products	or	business	units	based	on	their	market	growth	rate	and	relative	market	share	to	guide	investment	decisions.	The	BCG	matrix	helps	businesses	allocate	resources	effectively	across	their	portfolio,	prioritize	investments,	and	manage	product	or	business	unit	lifecycle	strategies.BCG
Matrix	TemplateHow	to	use	it:Stars:	High-growth	products	or	units	with	a	high	market	share,	requiring	heavy	investment	to	sustain	growth.Cash	cows:	Low-growth	products	or	units	with	a	high	market	share,	generating	stable	cash	flow	that	can	be	reinvested	in	other	areas.Question	marks:	High-growth	products	or	units	with	a	low	market	share,
requiring	strategic	decisions	to	either	invest	for	growth	or	divest.Dogs:	Low-growth	products	or	units	with	a	low	market	share,	typically	requiring	divestment	or	restructuring	efforts.8.	Perceptual	mappingPerceptual	mapping	visually	represents	consumer	perceptions	of	brands	or	products	based	on	key	attributes	or	dimensions.	Perceptual	mapping
helps	businesses	understand	competitive	positioning,	identify	market	segments,	and	develop	targeted	marketing	strategies	to	enhance	brand	perception	and	market	share.Perceptual	Map	TemplateLearn	how	to	use	perceptual	maps	to	understand	consumer	perception.How	to	use	it:Identify	Attributes:	Determine	relevant	product	attributes	or
characteristics	important	to	consumers	(e.g.,	price,	quality,	convenience).Collect	Data:	Gather	consumer	feedback	or	survey	data	to	assess	how	brands	or	products	are	perceived	relative	to	these	attributes.Plot	Data	Points:	Map	brands	or	products	on	a	graph	based	on	consumer	perceptions,	positioning	them	relative	to	competitors.Analyze
Positioning:	Interpret	the	map	to	identify	competitive	positioning,	market	gaps,	or	opportunities	for	differentiation.9.	Strategic	group	analysisStrategic	group	analysis	identifies	groups	of	firms	within	an	industry	that	pursue	similar	strategies	or	compete	on	similar	dimensions.	Strategic	group	analysis	helps	businesses	understand	competitive	rivalry,
identify	strategic	groups,	and	develop	differentiated	strategies	to	gain	competitive	advantage	and	improve	market	position.Strategic	Group	Map	TemplateHow	to	use	it:Define	strategic	dimensions:	Identify	key	strategic	dimensions	such	as	pricing	strategy,	product	quality,	distribution	channels,	or	target	market	segments.Group	firms:	Cluster	firms
based	on	similarities	in	their	strategic	choices	and	market	positioning.Compare	performance:	Assess	the	performance	of	firms	within	each	strategic	group,	identifying	leaders,	followers,	and	niche	players.Strategic	insights:	Gain	insights	into	competitive	dynamics,	competitive	advantages,	and	strategic	options	for	positioning	within	the
industry.Explore	more	industry	analysis	templates.Why	is	an	Industry	Analysis	ImportantAn	industry	analysis	is	crucial	for	businesses	because	it	helps	them	understand	the	environment	they	operate	in	and	make	smart	decisions.	Here’s	why	it	matters:Understand	your	competition:	it	lets	you	see	who	else	is	in	the	market,	what	they’re	doing,	and	how
you	can	stand	out.Spot	opportunities	and	risks:	by	studying	trends	and	changes,	you	can	find	new	chances	to	grow	and	avoid	potential	problems.Plan	better	strategies:	with	a	clear	view	of	the	industry’s	landscape,	you	can	plan	how	to	compete	effectively	and	grow	your	business.Stay	updated:	it	keeps	you	informed	about	what’s	happening	in	your
industry,	so	you	can	adapt	to	changes	and	stay	competitive.Make	informed	decisions:	armed	with	insights,	you	can	make	decisions	based	on	facts	rather	than	guesses,	which	increases	your	chances	of	success.ConclusionIn	conclusion,	industry	analysis	is	vital	for	businesses	to	deeply	understand	their	market.	Using	tools	like	SWOT	analysis,	Porter’s
Five	Forces,	PESTLE	analysis,	competitive	benchmarking,	trend	analysis,	and	broad	factor	analysis	helps	businesses	make	smarter	decisions.These	methods	identify	what	a	company	does	well	(strengths)	and	areas	needing	improvement	(weaknesses).	They	also	highlight	market	opportunities	and	potential	threats.	By	analyzing	these	factors,
businesses	can	plan	strategies	that	maximize	strengths	and	opportunities	while	preparing	for	challenges.Industry	analysis	isn’t	just	about	today—it’s	about	predicting	tomorrow.	By	staying	ahead	of	trends	and	understanding	their	industry’s	dynamics,	businesses	can	stay	competitive	and	grow	wisely.	This	knowledge	empowers	businesses	to	adapt,
innovate,	and	succeed	in	a	constantly	changing	business	world.	Download	Article	Download	Article	An	industry	analysis	report	is	a	document	that	evaluates	a	given	industry	and	the	companies	involved	in	it.	Often	included	as	part	of	a	business	plan,	an	industry	analysis	report	seeks	to	establish	how	your	company	can	gain	an	advantage	in	an	industry
by	understanding	the	industry’s	history,	trends,	competitors,	products,	and	customer	bases.	In	addition,	this	type	of	report	allows	investors,	bankers,	customers	to	understand	the	makeup	of	an	industry.	After	conducting	research	and	establishing	an	organizational	framework	for	your	report,	you’ll	be	prepared	to	write.	1	Define	the	scope	of	your
analysis.	You	might	examine	the	industry	as	a	whole	or	an	industry	segment	which	targets	a	particular	subset	of	the	general	market.	For	example,	you	could	be	investigating	the	petrochemical	industry	as	a	whole,	or	a	narrower	niche,	like	US	petroleum	refineries.	In	either	case,	you’ll	need	to	identify	the	companies	that	offer	services	or	products
similar	to	those	which	your	company	offers.[1]	You	might	also	need	to	conduct	some	cross-industry	research.	For	example,	a	game	developer	may	need	to	compile	statistics	on	the	console	gaming	market,	PC	gaming	market,	and	handheld	gaming	market.	2	Research	your	industry	with	independent	government	agencies.	Government	databases	contain
huge	volumes	of	statistical	information	on	various	economic	sectors.	Some	of	the	best	government	sources	in	the	United	States	for	industry	statistics	include	the	Market	and	Industry	Analysis	Statistics	published	by	the	United	States	Census,	the	Department	of	the	Treasury,	FedStats.gov,	EconomicIndicators.gov,	and	the	Food	and	Drug
Administration.	All	publish	useful	reports	and	statistics.[2]	For	other	countries,	consult	federal	databases	and	agencies	within	your	nation,	or	conduct	an	internet	search	with	keywords	like	“government	statistics	[name	of	your	industry]”	to	locate	relevant	information.	Advertisement	3	Compile	independent	research.	At	least	two	independent	research
reports	with	data	on	your	market	should	be	consulted.	Contact	private	data-collection	agencies	or	industry	interest	groups	for	a	published	report	or	market	analysis	relevant	to	your	research.[3]	You	can	also	consult	experts	within	your	own	company.	Just	bear	in	mind	that	their	views	may	be	biased	or	unreliable.	4	Look	at	trade	association	data.	There
may	be	more	than	one	trade	association	for	your	industry.	For	instance,	if	you’re	in	the	computer	industry,	you	might	consult	or	request	recent	industry-wide	reports	from	the	Computer	&	Communications	Industry	Association,	the	Association	for	Interactive	Marketing,	or	the	Information	Systems	Security	Association.	Whatever	your	industry,	consult
trade	groups	and	industry	publications	to	identify	info	which	can	provide	background	info	on	your	industry	analysis.[4]	5	Consult	academic	research.	Check	academic	databases	such	as	Google	Scholar	for	published	studies	on	your	area	of	interest.	The	Encyclopedia	of	Emerging	Industries	and	the	Encyclopedia	of	American	Industries,	both	published
by	Gale	Research,	are	also	good	sources.	6	Compile	relevant	data	using	the	sources	above.	Make	special	note	of	annual	revenues	in	the	industry,	number	of	involved	companies,	workforce	statistics,	etc.	Find	statistics	about	the	size	of	the	customer	base	and	buying	trends.	Cross-check	your	information	against	other	sources	to	ensure	accuracy.	Your
industry	analysis	will	be	examined	thoroughly	when	you	present	the	final	business	proposal	to	investors	or	stockholders,	so	ensure	your	data	is	solid	and	sourced	properly.[5]	Advertisement	1	Demonstrate	there	is	an	ample	market	for	your	business	proposal.	To	do	this,	you’ll	need	to	know	the	relevant	market	size.	The	relevant	market	size	is	the
company’s	potential	sales	if	it	were	to	capture	the	entirety	of	its	market	niche.	For	instance,	if	you’re	selling	electric	cars,	your	relevant	market	size	is	not	all	automobile	drivers,	or	all	people	in	the	world	who	travel	distances	which	make	driving	desirable,	but	rather	the	total	of	all	electric	car	sales	in	a	given	year.[6]	Be	sure	to	carefully	analyze	any
underlying	assumptions	that	your	market	analysis	relies	upon.	This	is	particular	important	for	a	new	product	or	a	product	that	is	undergoing	rapid	acceptance.	Relevant	market	sizes	should	be	calculated	in	both	dollar	amount	and	unit	amount.	In	the	foregoing	example,	the	relevant	market	size	might	be	$200	million	per	year,	or	30,000	electric	cars.	2
Consider	industry	trends.	Ask	important	questions	which	will	help	you	consider	industry	trends	up	through	the	present.	You	should	consider	the	impacts	of	globalization	and	technological	innovation	in	addition	to	the	more	obvious	factors	like	competition	from	other	companies	and	consumer	preferences.	Regulatory	conditions	and	the	state	of	the
economy	at	the	global,	national,	and	local	levels	should	also	be	taken	into	account.	Other	questions	to	think	about	include:[7]	How	has	the	market	size	changed	in	the	past	year?	the	past	five	years?	the	past	ten	years?	What	is	the	expected	growth	of	the	relevant	market?	What	factors	will	affect	market	growth?	Are	new	demographics	affecting	the
market?	Are	demographics	changing?	3	Think	about	barriers	to	entry	or	expansion.[8]	Barriers	might	be	in	the	form	of	market	competition,	but	it	could	also	manifest	as	a	lack	of	money	or	talent,	or	as	restrictive	regulations	and	patents.	If	you’re	going	into	or	expanding	a	microchip	production	line,	for	instance,	you’re	going	to	need	several	million
dollars	in	equipment	and	machinery.	On	top	of	that,	you’ll	need	computer	engineers	and	programmers	to	produce	and	design	the	chips.	Other	firms	will	be	competing	not	only	for	your	customers,	but	for	your	employees	as	well.	All	of	these	are	things	to	consider	when	addressing	barriers	to	entry.	4	Provide	descriptions	of	the	major	competitors	in	the
industry.[9]	Use	statistical	information	about	their	revenues,	work	force	strengths,	and	products	in	detail.	Indicate	their	past	business	moves,	their	forthcoming	products,	and	their	marketing	strategies.	Include	sourcing,	manufacturing,	and	regulatory	analyses.	The	company	analysis	should	be	as	complete	as	possible;	competitive	advantages	or
disadvantages	can	arise	from	anywhere.	Does	your	competition	engage	in	billboard,	radio,	TV,	internet,	or	print	ads?	How	many	of	each	kind	are	effective?	Address	whether	or	not	your	company	could	meet	or	compete	with	their	level	of	marketing.	Think	about	recent	innovations	or	mistakes	the	competition	has	made.	Learn	from	their	failures,	and
improve	on	their	successes.	5	Situate	your	company	within	the	industry.	Using	the	framework	you’ve	built,	with	info	regarding	the	competition,	the	barriers	to	expansion	or	implementation,	industry	trends,	and	availability	of	consumer	attention,	you	can	introduce	how	your	company	is	positioned	within	the	industry	and	compares	with	other
companies.	Include	statistical	information	about	your	business	and	be	honest	about	all	the	advantages	and	disadvantages	that	your	firm	faces.[10]	Advertisement	1	Begin	your	report	with	a	broad	description	of	the	industry.	Open	with	a	paragraph	about	the	industry’s	history.	Write	one	or	two	paragraphs	about	the	size,	products,	and	geographic	scope
of	the	industry,	including	both	manufacturing	centers	and	consumer	centers.	Next,	introduce	your	own	company’s	position	within	the	larger	industry	context,	and	foreground	how	industry	trends	make	the	implementation	of	your	business	proposal	desirable.[11]	Determine	what	lifecycle	stage	the	industry	is	in.	Is	it:	Emerging?	(very	new	industry
growing	at	less	than	5%	per	year)	Growing?	(a	state	of	steady	growth	a	bit	over	5%	per	year)	Shaking	out?	(a	state	in	which	companies	are	merging	or	consolidating,	and/or	other	companies	are	failing)	Maturing?	(growth	is	slowing	to	less	than	5%	per	year)	Declining?	(a	state	in	which	there	has	been	no	growth	for	a	prolonged	period)	2	Provide	a
market	analysis.	Indicate	expected	growth	in	the	industry,	trends	in	products	and	technology,	and	factors	influencing	competition.	Describe	the	competitive	landscape	in	a	general	way.	The	rest	of	the	business	plan	will	elaborate	on	the	state	of	the	competition.[12]	Healthy	industries	are	high-growth	and	generally	profitable,	with	a	stable	customer
base	and	few	barriers	to	entry.	Industries	that	should	be	avoided	are	those	that	are	declining,	generally	unprofitable,	highly	competitive	and	regulated,	or	difficult	to	enter.	3	Describe	customers’	outlook	and	demographic	info.	The	analysis	should	describe	who	the	major	customer	groups	are	and	the	unique	properties	of	each.	What	is	the	age	of	your
target	customer?	What	is	their	race	and	ethnicity?	Their	needs	and	wants?[13]	Put	yourself	in	the	customer’s	place.	Think	about	what	they	see	and	experience	when	they	first	hear	about	or	encounter	your	product	or	service.	Consider	how	they	think	about	their	choices.	In	addition	to	considering	your	current	customer	base,	think	about	how	you	can
expand	your	product	or	service	to	attract	new	customers	or	pull	customers	away	from	your	competitors.	4	Use	the	analysis	to	prescribe	a	strategy	for	the	near	future.	Lay	the	strategy	out	in	greater	detail	in	the	rest	of	your	business	proposal.	Include	a	detailed	timeline	and	specific	goals,	like	revenues	and	market	share,	that	you	hope	to	attain.
Address	marketing	strategies,	product	development	ideas,	and	workforce	issues	which	could	position	your	company	for	growth	within	the	industry.[14]	You	could	close	with	a	call	to	action.	A	statement	like	“Given	the	current	state	of	the	market,	it	is	advisable	to	implement	the	following	business	proposal”	followed	by	a	rough	outline	of	your	proposal
can	function	as	a	smooth	transition	into	the	rest	of	the	plan.	5	Edit	the	report.	Pare	the	report	down	to	an	appropriate	and	manageable	size.	An	industry	analysis	report	typically	runs	two	to	three	pages.	Tweak	the	length	of	your	report	based	on	how	it	will	be	presented.	If	it	is	part	of	a	business	plan,	it	is	better	to	keep	the	analysis	short	and	to	the
point.	If	your	report	will	be	presented	independently,	you	have	more	freedom	to	devote	lots	of	space	to	raw	data	and	detailed	descriptions.	Advertisement	Ask	a	Question	Advertisement	Thanks	Thanks	Thanks	Advertisement	This	article	was	co-authored	by	Michael	R.	Lewis.	Michael	R.	Lewis	is	a	retired	corporate	executive,	entrepreneur,	and
investment	advisor	in	Texas.	He	has	over	40	years	of	experience	in	business	and	finance,	including	as	a	Vice	President	for	Blue	Cross	Blue	Shield	of	Texas.	He	has	a	BBA	in	Industrial	Management	from	the	University	of	Texas	at	Austin.	This	article	has	been	viewed	323,155	times.	Co-authors:	24	Updated:	February	24,	2025	Views:	323,155	Categories:
Business	Writing	Article	SummaryXTo	write	an	industry	analysis	report,	start	with	a	broad	description	of	the	industry,	including	details	of	its	size,	products,	and	geographic	scope.	Then,	provide	a	market	analysis,	indicating	expected	growth,	trends	in	products	and	technology,	and	other	influencing	factors.	Make	sure	to	describe	the	major	customer
groups	and	their	unique	properties,	such	as	age,	race,	needs	and	wants.	You	should	also	include	a	detailed	timeline	of	specific	goals,	product	development	ideas,	and	workforce	issues	which	could	position	your	company	for	growth.	Finally,	edit	the	report	down	to	two	to	three	pages.	For	more	tips	from	our	Financial	co-author,	including	how	to	identify
different	research	sources,	read	on!	Print	Send	fan	mail	to	authors	Thanks	to	all	authors	for	creating	a	page	that	has	been	read	323,155	times.	"The	steps	of	researching	your	industry	with	independent	government	agencies,	looking	at	trade	association	data	and	consulting	an	encyclopedia	were	most	helpful.	I	had	trouble	figuring	out	the	sources	from
where	industry	research	is	actually	done."..."	more	Share	your	story	Are	you	ready	to	unlock	the	secrets	of	Industry	Analysis,	equipping	yourself	with	the	knowledge	to	navigate	markets	and	make	informed	strategic	decisions?	Dive	into	this	guide,	where	we	unravel	the	significance,	objectives,	and	methods	of	Industry	Analysis.	Whether	you're	an
entrepreneur	seeking	growth	opportunities	or	a	seasoned	executive	navigating	industry	shifts,	this	guide	will	be	your	compass	in	understanding	the	ever-evolving	business	terrain.	What	is	Industry	Analysis?	Industry	analysis	is	the	process	of	examining	and	evaluating	the	dynamics,	trends,	and	competitive	forces	within	a	specific	industry	or	market
sector.	It	involves	a	comprehensive	assessment	of	the	factors	that	impact	the	performance	and	prospects	of	businesses	operating	within	that	industry.	Industry	analysis	serves	as	a	vital	tool	for	businesses	and	decision-makers	to	gain	a	deep	understanding	of	the	environment	in	which	they	operate.	Key	components	of	industry	analysis	include:	Market
Size	and	Growth:	Determining	the	overall	size	of	the	market,	including	factors	such	as	revenue,	sales	volume,	and	customer	base.	Analyzing	historical	and	projected	growth	rates	provides	insights	into	market	trends	and	opportunities.	Competitive	Landscape:	Identifying	and	analyzing	competitors	within	the	industry.	This	includes	assessing	their
market	share,	strengths,	weaknesses,	and	strategies.	Understanding	the	competitive	landscape	helps	businesses	position	themselves	effectively.	Customer	Behavior	and	Preferences:	Examining	consumer	behavior,	preferences,	and	purchasing	patterns	within	the	industry.	This	information	aids	in	tailoring	products	or	services	to	meet	customer	needs.
Regulatory	and	Legal	Environment:	Assessing	the	impact	of	government	regulations,	policies,	and	legal	requirements	on	industry	operations.	Compliance	and	adaptation	to	these	factors	are	crucial	for	business	success.	Technological	Trends:	Exploring	technological	advancements	and	innovations	that	affect	the	industry.	Staying	up-to-date	with
technology	trends	can	be	essential	for	competitiveness	and	growth.	Economic	Factors:	Considering	economic	conditions,	such	as	inflation	rates,	interest	rates,	and	economic	cycles,	that	influence	the	industry's	performance.	Social	and	Cultural	Trends:	Examining	societal	and	cultural	shifts,	including	changing	consumer	values	and	lifestyle	trends	that
can	impact	demand	and	preferences.	Environmental	and	Sustainability	Factors:	Evaluating	environmental	concerns	and	sustainability	issues	that	affect	the	industry.	Industries	are	increasingly	required	to	address	environmental	responsibility.	Supplier	and	Distribution	Networks:	Analyzing	the	availability	of	suppliers,	distribution	channels,	and	supply
chain	complexities	within	the	industry.	Risk	Factors:	Identifying	potential	risks	and	uncertainties	that	could	affect	industry	stability	and	profitability.	Objectives	of	Industry	Analysis	Industry	analysis	serves	several	critical	objectives	for	businesses	and	decision-makers:	Understanding	Market	Dynamics:	The	primary	objective	is	to	gain	a	comprehensive
understanding	of	the	industry's	dynamics,	including	its	size,	growth	prospects,	and	competitive	landscape.	This	knowledge	forms	the	basis	for	strategic	planning.	Identifying	Growth	Opportunities:	Industry	analysis	helps	identify	growth	opportunities	within	the	market.	This	includes	recognizing	emerging	trends,	niche	markets,	and	underserved
customer	segments.	Assessing	Competitor	Strategies:	By	examining	competitors'	strengths,	weaknesses,	and	strategies,	businesses	can	formulate	effective	competitive	strategies.	This	involves	positioning	the	company	to	capitalize	on	its	strengths	and	exploit	competitors'	weaknesses.	Risk	Assessment	and	Mitigation:	Identifying	potential	risks	and
vulnerabilities	specific	to	the	industry	allows	businesses	to	develop	risk	mitigation	strategies	and	contingency	plans.	This	proactive	approach	minimizes	the	impact	of	adverse	events.	Strategic	Decision-Making:	Industry	analysis	provides	the	data	and	insights	necessary	for	informed	strategic	decision-making.	It	guides	decisions	related	to	market	entry,
product	development,	pricing	strategies,	and	resource	allocation.	Resource	Allocation:	By	understanding	industry	dynamics,	businesses	can	allocate	resources	efficiently.	This	includes	optimizing	marketing	budgets,	supply	chain	investments,	and	talent	recruitment	efforts.	Innovation	and	Adaptation:	Staying	updated	on	technological	trends	and	shifts
in	customer	preferences	enables	businesses	to	innovate	and	adapt	their	offerings	effectively.	Importance	of	Industry	Analysis	in	Business	Industry	analysis	holds	immense	importance	in	the	business	world	for	several	reasons:	Strategic	Planning:	It	forms	the	foundation	for	strategic	planning	by	providing	a	comprehensive	view	of	the	industry's
landscape.	Businesses	can	align	their	goals,	objectives,	and	strategies	with	industry	trends	and	opportunities.	Risk	Management:	Identifying	and	assessing	industry-specific	risks	allows	businesses	to	manage	and	mitigate	potential	threats	proactively.	This	reduces	the	likelihood	of	unexpected	disruptions.	Competitive	Advantage:	In-depth	industry
analysis	helps	businesses	identify	opportunities	for	gaining	a	competitive	advantage.	This	could	involve	product	differentiation,	cost	leadership,	or	niche	market	targeting.	Resource	Optimization:	Efficient	allocation	of	resources,	both	financial	and	human,	is	possible	when	businesses	have	a	clear	understanding	of	industry	dynamics.	It	prevents
wastage	and	enhances	resource	utilization.	Informed	Investment:	Industry	analysis	assists	investors	in	making	informed	decisions	about	allocating	capital.	It	provides	insights	into	the	growth	potential	and	risk	profiles	of	specific	industry	sectors.	Adaptation	to	Change:	As	industries	evolve,	businesses	must	adapt	to	changing	market	conditions.
Industry	analysis	facilitates	timely	adaptation	to	new	technologies,	market	shifts,	and	consumer	preferences.	Market	Entry	and	Expansion:	For	businesses	looking	to	enter	new	markets	or	expand	existing	operations,	industry	analysis	guides	decision-making	by	evaluating	the	feasibility	and	opportunities	in	target	markets.	Regulatory	Compliance:
Understanding	the	regulatory	environment	is	critical	for	compliance	and	risk	avoidance.	Industry	analysis	helps	businesses	stay	compliant	with	relevant	laws	and	regulations.	In	summary,	industry	analysis	is	a	fundamental	process	that	empowers	businesses	to	make	informed	decisions,	stay	competitive,	and	navigate	the	complexities	of	their
respective	markets.	It	is	an	invaluable	tool	for	strategic	planning	and	long-term	success.	How	to	Prepare	for	Industry	Analysis?	Let's	start	by	going	through	the	crucial	preparatory	steps	for	conducting	a	comprehensive	industry	analysis.	1.	Data	Collection	and	Research	Primary	Research:	When	embarking	on	an	industry	analysis,	consider	conducting



primary	research.	This	involves	gathering	data	directly	from	industry	sources,	stakeholders,	and	potential	customers.	Methods	may	include	surveys,	interviews,	focus	groups,	and	observations.	Primary	research	provides	firsthand	insights	and	can	help	validate	secondary	research	findings.	Secondary	Research:	Secondary	research	involves	analyzing
existing	literature,	reports,	and	publications	related	to	your	industry.	Sources	may	include	academic	journals,	industry-specific	magazines,	government	publications,	and	market	research	reports.	Secondary	research	provides	a	foundation	of	knowledge	and	can	help	identify	gaps	in	information	that	require	further	investigation.	Data	Sources:	Explore
various	data	sources	to	collect	valuable	industry	information.	These	sources	may	include	industry-specific	associations,	government	agencies,	trade	publications,	and	reputable	market	research	firms.	Make	sure	to	cross-reference	data	from	multiple	sources	to	ensure	accuracy	and	reliability.	2.	Identifying	Relevant	Industry	Metrics	Understanding	and
identifying	the	right	industry	metrics	is	essential	for	meaningful	analysis.	Here,	we'll	discuss	key	metrics	that	can	provide	valuable	insights:	Market	Size:	Determining	the	market's	size,	whether	in	terms	of	revenue,	units	sold,	or	customer	base,	is	a	fundamental	metric.	It	offers	a	snapshot	of	the	industry's	scale	and	potential.	Market	Growth	Rate:
Assessing	historical	and	projected	growth	rates	is	crucial	for	identifying	trends	and	opportunities.	Understanding	how	the	market	has	evolved	over	time	can	guide	strategic	decisions.	Market	Share	Analysis:	Analyzing	market	share	among	industry	players	can	help	you	identify	dominant	competitors	and	their	respective	positions.	This	metric	also
assists	in	gauging	your	own	company's	market	presence.	Market	Segmentation:	Segmenting	the	market	based	on	demographics,	geography,	behavior,	or	other	criteria	can	provide	deeper	insights.	Understanding	the	specific	needs	and	preferences	of	various	market	segments	can	inform	targeted	strategies.	3.	Gathering	Competitive	Intelligence
Competitive	intelligence	is	the	cornerstone	of	effective	industry	analysis.	To	gather	and	utilize	information	about	your	competitors:	Competitor	Identification:	Begin	by	creating	a	comprehensive	list	of	your	primary	and	potential	competitors.	Consider	businesses	that	offer	similar	products	or	services	within	your	target	market.	It's	essential	to	cast	a
wide	net	to	capture	all	relevant	competitors.	SWOT	Analysis:	Conduct	a	thorough	SWOT	(Strengths,	Weaknesses,	Opportunities,	Threats)	analysis	for	each	competitor.	This	analysis	helps	you	identify	their	internal	strengths	and	weaknesses,	as	well	as	external	opportunities	and	threats	they	face.	Market	Share	Analysis:	Determine	the	market	share
held	by	each	competitor	and	how	it	has	evolved	over	time.	Analyzing	changes	in	market	share	can	reveal	shifts	in	competitive	dynamics.	Product	and	Pricing	Analysis:	Evaluate	your	competitors'	product	offerings	and	pricing	strategies.	Identify	any	unique	features	or	innovations	they	offer	and	consider	how	your	own	products	or	services	compare.
Marketing	and	Branding	Strategies:	Examine	the	marketing	and	branding	strategies	employed	by	competitors.	This	includes	their	messaging,	advertising	channels,	and	customer	engagement	tactics.	Assess	how	your	marketing	efforts	stack	up.	By	thoroughly	preparing	for	industry	analysis	and	collecting	relevant	data,	you	lay	the	groundwork	for
making	informed	strategic	decisions.	Now,	let's	move	on	to	the	data	interpretation	and	analysis	phase.	Industry	Analysis	Frameworks	and	Models	Now,	let's	explore	essential	frameworks	and	models	commonly	used	in	industry	analysis,	providing	you	with	practical	insights	and	examples	to	help	you	effectively	apply	these	tools.	Porter's	Five	Forces
Model	Porter's	Five	Forces	is	a	powerful	framework	developed	by	Michael	Porter	to	assess	the	competitive	forces	within	an	industry.	This	model	helps	you	understand	the	industry's	attractiveness	and	competitive	dynamics.	It	consists	of	five	key	forces:	Threat	of	New	Entrants:	This	force	evaluates	how	easy	or	difficult	it	is	for	new	companies	to	enter
the	industry.	Factors	that	increase	barriers	to	entry	include	high	capital	requirements,	strong	brand	loyalty	among	existing	players,	and	complex	regulatory	hurdles.	For	example,	the	airline	industry	has	significant	barriers	to	entry	due	to	the	need	for	large	capital	investments	in	aircraft,	airport	facilities,	and	regulatory	approvals.	Bargaining	Power	of
Suppliers:	This	force	examines	the	influence	suppliers	have	on	the	industry's	profitability.	Powerful	suppliers	can	demand	higher	prices	or	impose	unfavorable	terms.	For	instance,	in	the	automotive	industry,	suppliers	of	critical	components	like	microchips	can	wield	significant	bargaining	power	if	they	are	few	in	number	or	if	their	products	are	highly
specialized.	Bargaining	Power	of	Buyers:	The	bargaining	power	of	buyers	assesses	how	much	influence	customers	have	in	negotiating	prices	and	terms.	In	industries	where	buyers	have	many	alternatives,	such	as	the	smartphone	market,	they	can	demand	lower	prices	and	better	features,	putting	pressure	on	manufacturers	to	innovate	and	compete.
Threat	of	Substitutes:	This	force	considers	the	availability	of	substitute	products	or	services	that	could	potentially	replace	what	the	industry	offers.	For	example,	the	rise	of	electric	vehicles	represents	a	significant	threat	to	the	traditional	gasoline-powered	automotive	industry	as	consumers	seek	eco-friendly	alternatives.	Competitive	Rivalry:
Competitive	rivalry	assesses	the	intensity	of	competition	among	existing	firms	in	the	industry.	A	highly	competitive	industry,	such	as	the	smartphone	market,	often	leads	to	price	wars	and	aggressive	marketing	strategies	as	companies	vie	for	market	share.	Example:	Let's	consider	the	coffee	shop	industry.	New	entrants	face	relatively	low	barriers,	as
they	can	set	up	a	small	shop	with	limited	capital.	However,	the	bargaining	power	of	suppliers,	such	as	coffee	bean	producers,	can	vary	depending	on	the	region	and	the	coffee's	rarity.	Bargaining	power	with	buyers	is	moderate,	as	customers	often	have	several	coffee	shops	to	choose	from.	Threats	of	substitutes	may	include	energy	drinks	or	homemade
coffee,	while	competitive	rivalry	is	high,	with	numerous	coffee	chains	and	independent	cafes	competing	for	customers.	SWOT	Analysis	SWOT	Analysis	is	a	versatile	tool	used	to	assess	an	organization's	internal	strengths	and	weaknesses,	as	well	as	external	opportunities	and	threats.	By	conducting	a	SWOT	analysis,	you	can	gain	a	comprehensive
understanding	of	your	industry	and	formulate	effective	strategies.	Strengths:	These	are	the	internal	attributes	and	capabilities	that	give	your	business	a	competitive	advantage.	For	instance,	if	you're	a	tech	company,	having	a	talented	and	innovative	team	can	be	considered	a	strength.	Weaknesses:	Weaknesses	are	internal	factors	that	hinder	your
business's	performance.	For	example,	a	lack	of	financial	resources	or	outdated	technology	can	be	weaknesses	that	need	to	be	addressed.	Opportunities:	Opportunities	are	external	factors	that	your	business	can	capitalize	on.	This	could	be	a	growing	market	segment,	emerging	technologies,	or	changing	consumer	trends.	Threats:	Threats	are	external
factors	that	can	potentially	harm	your	business.	Examples	of	threats	might	include	aggressive	competition,	economic	downturns,	or	regulatory	changes.	Example:	Let's	say	you're	analyzing	the	fast-food	industry.	Strengths	could	include	a	well-established	brand,	a	wide	menu	variety,	and	efficient	supply	chain	management.	Weaknesses	may	involve	a
limited	focus	on	healthy	options	and	potential	labor	issues.	Opportunities	could	include	the	growing	trend	toward	healthier	eating,	while	threats	might	encompass	health-conscious	consumer	preferences	and	increased	competition	from	delivery	apps.	PESTEL	Analysis	PESTEL	Analysis	examines	the	external	macro-environmental	factors	that	can
impact	your	industry.	The	acronym	stands	for:	Political:	Political	factors	encompass	government	policies,	stability,	and	regulations.	For	example,	changes	in	tax	laws	or	trade	agreements	can	affect	industries	like	international	manufacturing.	Economic:	Economic	factors	include	economic	growth,	inflation	rates,	and	exchange	rates.	A	fluctuating
currency	exchange	rate	can	influence	export-oriented	industries	like	tourism.	Social:	Social	factors	encompass	demographics,	cultural	trends,	and	social	attitudes.	An	aging	population	can	lead	to	increased	demand	for	healthcare	services	and	products.	Technological:	Technological	factors	involve	advancements	and	innovations.	Industries	like
telecommunications	are	highly	influenced	by	technological	developments,	such	as	the	rollout	of	5G	networks.	Environmental:	Environmental	factors	cover	sustainability,	climate	change,	and	ecological	concerns.	Industries	such	as	renewable	energy	are	directly	impacted	by	environmental	regulations	and	consumer	preferences.	Legal:	Legal	factors
encompass	laws,	regulations,	and	compliance	requirements.	The	pharmaceutical	industry,	for	instance,	faces	stringent	regulatory	oversight	and	patent	protection	laws.	Example:	Consider	the	automobile	manufacturing	industry.	Political	factors	may	include	government	incentives	for	electric	vehicles.	Economic	factors	can	involve	fluctuations	in	fuel
prices	affecting	consumer	preferences	for	fuel-efficient	cars.	Social	factors	might	encompass	the	growing	interest	in	eco-friendly	transportation	options.	Technological	factors	could	relate	to	advancements	in	autonomous	driving	technology.	Environmental	factors	may	involve	emissions	regulations,	while	legal	factors	could	pertain	to	safety	standards
and	recalls.	Industry	Life	Cycle	Analysis	Industry	Life	Cycle	Analysis	categorizes	industries	into	various	stages	based	on	their	growth	and	maturity.	Understanding	where	your	industry	stands	in	its	life	cycle	can	help	shape	your	strategies.	Introduction:	In	the	introduction	stage,	the	industry	is	characterized	by	slow	growth,	limited	competition,	and	a
focus	on	product	development.	New	players	enter	the	market,	and	consumers	become	aware	of	the	product	or	service.	For	instance,	electric	scooters	were	introduced	as	a	new	mode	of	transportation	in	recent	years.	Growth:	The	growth	stage	is	marked	by	rapid	market	expansion,	increased	competition,	and	rising	demand.	Companies	focus	on
gaining	market	share,	and	innovation	is	vital.	The	ride-sharing	industry,	exemplified	by	companies	like	Uber	and	Lyft,	experienced	significant	growth	in	this	stage.	Maturity:	In	the	maturity	stage,	the	market	stabilizes,	and	competition	intensifies.	Companies	strive	to	maintain	market	share	and	differentiate	themselves	through	branding	and	customer
loyalty	programs.	The	smartphone	industry	reached	maturity	with	multiple	established	players.	Decline:	In	the	decline	stage,	the	market	saturates,	and	demand	decreases.	Companies	must	adapt	or	diversify	to	survive.	The	decline	of	traditional	print	media	is	a	well-known	example.	Example:	Let's	analyze	the	video	streaming	industry.	The	introduction
stage	saw	the	emergence	of	streaming	services	like	Netflix.	In	the	growth	stage,	more	players	entered	the	market,	and	the	industry	saw	rapid	expansion.	The	industry	is	currently	in	the	maturity	stage,	with	established	platforms	like	Netflix,	Amazon	Prime,	and	Disney+	competing	for	market	share.	However,	with	continued	innovation	and	changing
consumer	preferences,	the	decline	stage	may	eventually	follow.	Value	Chain	Analysis	Value	Chain	Analysis	dissects	a	company's	activities	into	primary	and	support	activities	to	identify	areas	of	competitive	advantage.	Primary	activities	directly	contribute	to	creating	and	delivering	a	product	or	service,	while	support	activities	facilitate	primary
activities.	Primary	Activities:	These	activities	include	inbound	logistics	(receiving	and	storing	materials),	operations	(manufacturing	or	service	delivery),	outbound	logistics	(distribution),	marketing	and	sales,	and	customer	service.	Support	Activities:	Support	activities	include	procurement	(acquiring	materials	and	resources),	technology	development
(R&D	and	innovation),	human	resource	management	(recruitment	and	training),	and	infrastructure	(administrative	and	support	functions).	Example:	Let's	take	the	example	of	a	smartphone	manufacturer.	Inbound	logistics	involve	sourcing	components,	such	as	processors	and	displays.	Operations	include	assembly	and	quality	control.	Outbound
logistics	cover	shipping	and	distribution.	Marketing	and	sales	involve	advertising	and	retail	partnerships.	Customer	service	handles	warranty	and	support.	Procurement	ensures	a	stable	supply	chain	for	components.	Technology	development	focuses	on	research	and	development	of	new	features.	Human	resource	management	includes	hiring	and
training	skilled	engineers.	Infrastructure	supports	the	company's	administrative	functions.	By	applying	these	frameworks	and	models	effectively,	you	can	better	understand	your	industry,	identify	strategic	opportunities	and	threats,	and	develop	a	solid	foundation	for	informed	decision-making.	Data	Interpretation	and	Analysis	Once	you	have	your	data,
it's	time	to	start	interpreting	and	analyzing	the	data	you've	collected	during	your	industry	analysis.	You	can	unlock	the	full	potential	of	your	data	with	Appinio's	comprehensive	research	platform.	Beyond	aiding	in	data	collection,	Appinio	simplifies	the	intricate	process	of	data	interpretation	and	analysis.	Our	intuitive	tools	empower	you	to	effortlessly
transform	raw	data	into	actionable	insights,	giving	you	a	competitive	edge	in	understanding	your	industry.	Whether	it's	assessing	market	trends,	evaluating	the	competitive	landscape,	or	understanding	customer	behavior,	Appinio	offers	a	holistic	solution	to	uncover	valuable	findings.	With	our	platform,	you	can	make	informed	decisions,	strategize
effectively,	and	stay	ahead	of	industry	shifts.	Experience	the	ease	of	data	collection	and	interpretation	with	Appinio	–	book	a	demo	today!	1.	Analyze	Market	Size	and	Growth	Analyzing	the	market's	size	and	growth	is	essential	for	understanding	its	dynamics	and	potential.	Here's	how	to	conduct	a	robust	analysis:	Market	Size	Calculation:	Determine	the
total	market	size	in	terms	of	revenue,	units	sold,	or	the	number	of	customers.	This	figure	serves	as	a	baseline	for	evaluating	the	industry's	scale.	Historical	Growth	Analysis:	Examine	historical	data	to	identify	growth	trends.	This	includes	looking	at	past	year-over-year	growth	rates	and	understanding	the	factors	that	influenced	them.	Projected	Growth
Assessment:	Explore	industry	forecasts	and	projections	to	gain	insights	into	the	expected	future	growth	of	the	market.	Consider	factors	such	as	emerging	technologies,	changing	consumer	preferences,	and	economic	conditions.	Segmentation	Analysis:	If	applicable,	analyze	market	segmentation	data	to	identify	growth	opportunities	in	specific	market
segments.	Understand	which	segments	are	experiencing	the	most	significant	growth	and	why.	2.	Assess	Market	Trends	Stay	ahead	of	the	curve	by	closely	monitoring	and	assessing	market	trends.	Here's	how	to	effectively	evaluate	trends	within	your	industry.	Consumer	Behavior	Analysis:	Dive	into	consumer	behavior	data	to	uncover	shifts	in
preferences,	buying	patterns,	and	shopping	habits.	Understand	how	technological	advancements	and	cultural	changes	influence	consumer	choices.	Technological	Advancements:	Keep	a	keen	eye	on	technological	developments	that	impact	your	industry.	Assess	how	innovations	such	as	AI,	IoT,	blockchain,	or	automation	are	changing	the	competitive
landscape.	Regulatory	Changes:	Stay	informed	about	regulatory	shifts	and	their	potential	consequences	for	your	industry.	Regulations	can	significantly	affect	product	development,	manufacturing	processes,	and	market	entry	strategies.	Sustainability	and	Environmental	Trends:	Consider	the	growing	importance	of	sustainability	and	environmental
concerns.	Evaluate	how	your	industry	is	adapting	to	eco-friendly	practices	and	how	these	trends	affect	consumer	choices.	3.	Evaluate	Competitive	Landscape	Understanding	the	competitive	landscape	is	critical	for	positioning	your	business	effectively.	To	perform	a	comprehensive	evaluation:	Competitive	Positioning:	Determine	where	your	company
stands	in	comparison	to	competitors.	Identify	your	unique	selling	propositions	and	areas	where	you	excel.	Market	Share	Analysis:	Continuously	monitor	market	share	among	industry	players.	Identify	trends	in	market	share	shifts	and	assess	the	strategies	that	lead	to	such	changes.	Competitive	Advantages	and	Weaknesses:	Analyze	your	competitors'
strengths	and	weaknesses.	Identify	areas	where	you	can	capitalize	on	their	weaknesses	and	where	you	need	to	fortify	your	own	strengths.	4.	Identify	Key	Success	Factors	Recognizing	and	prioritizing	key	success	factors	is	crucial	for	developing	effective	strategies.	To	identify	and	leverage	these	factors:	Customer	Satisfaction:	Prioritize	customer
satisfaction	as	a	critical	success	factor.	Satisfied	customers	are	more	likely	to	become	loyal	advocates	and	contribute	to	long-term	success.	Quality	and	Innovation:	Focus	on	product	or	service	quality	and	continuous	innovation.	Meeting	and	exceeding	customer	expectations	can	set	your	business	apart	from	competitors.	Cost	Efficiency:	Strive	for	cost
efficiency	in	your	operations.	Identifying	cost-saving	opportunities	can	lead	to	improved	profitability.	Marketing	and	Branding	Excellence:	Invest	in	effective	marketing	and	branding	strategies	to	create	a	strong	market	presence.	Building	a	recognizable	brand	can	drive	customer	loyalty	and	growth.	5.	Analyze	Customer	Behavior	and	Preferences
Understanding	your	target	audience	is	central	to	success.	Here's	how	to	analyze	customer	behavior	and	preferences:	Market	Segmentation:	Use	market	segmentation	to	categorize	customers	based	on	demographics,	psychographics,	and	behavior.	This	allows	for	more	personalized	marketing	and	product/service	offerings.	Customer	Surveys	and
Feedback:	Gather	customer	feedback	through	surveys	and	feedback	mechanisms.	Understand	their	pain	points,	preferences,	and	expectations	to	tailor	your	offerings.	Consumer	Journey	Mapping:	Map	the	customer	journey	to	identify	touchpoints	where	you	can	improve	engagement	and	satisfaction.	Optimize	the	customer	experience	to	build	brand
loyalty.	By	delving	deep	into	data	interpretation	and	analysis,	you	can	gain	valuable	insights	into	your	industry,	uncover	growth	opportunities,	and	refine	your	strategic	approach.	How	to	Conduct	Competitor	Analysis?	Competitor	analysis	is	a	critical	component	of	industry	analysis	as	it	provides	valuable	insights	into	your	rivals,	helping	you	identify
opportunities,	threats,	and	areas	for	improvement.	1.	Identify	Competitors	Identifying	your	competitors	is	the	first	step	in	conducting	a	thorough	competitor	analysis.	Competitors	can	be	classified	into	several	categories:	Direct	Competitors:	These	are	companies	that	offer	similar	products	or	services	to	the	same	target	audience.	They	are	your	most
immediate	competitors	and	often	compete	directly	with	you	for	market	share.	Indirect	Competitors:	Indirect	competitors	offer	products	or	services	that	are	related	but	not	identical	to	yours.	They	may	target	a	slightly	different	customer	segment	or	provide	an	alternative	solution	to	the	same	problem.	Potential	Competitors:	These	companies	could
enter	your	market	in	the	future.	Identifying	potential	competitors	early	allows	you	to	anticipate	and	prepare	for	new	entrants.	Substitute	Products	or	Services:	While	not	traditional	competitors,	substitute	products	or	services	can	fulfill	the	same	customer	needs	or	desires.	Understanding	these	alternatives	is	crucial	to	your	competitive	strategy.	2.
Analyze	Competitor	Strengths	and	Weaknesses	Once	you've	identified	your	competitors,	you	need	to	analyze	their	strengths	and	weaknesses.	This	analysis	helps	you	understand	how	to	position	your	business	effectively	and	identify	areas	where	you	can	gain	a	competitive	edge.	Strengths:	Consider	what	your	competitors	excel	at.	This	could	include
factors	such	as	brand	recognition,	innovative	products,	a	large	customer	base,	efficient	operations,	or	strong	financial	resources.	Weaknesses:	Identify	areas	where	your	competitors	may	be	lacking.	Weaknesses	could	involve	limited	product	offerings,	poor	customer	service,	outdated	technology,	or	financial	instability.	3.	Competitive	Positioning
Competitive	positioning	involves	defining	how	you	want	your	business	to	be	perceived	relative	to	your	competitors.	It's	about	finding	a	unique	position	in	the	market	that	sets	you	apart.	Consider	the	following	strategies:	Cost	Leadership:	Strive	to	be	the	low-cost	provider	in	your	industry.	This	positioning	appeals	to	price-conscious	consumers.
Differentiation:	Focus	on	offering	unique	features	or	attributes	that	make	your	products	or	services	stand	out.	This	can	justify	premium	pricing.	Niche	Market:	Target	a	specific	niche	or	segment	of	the	market	that	may	be	underserved	by	larger	competitors.	Tailor	your	offerings	to	meet	their	unique	needs.	Innovation	and	Technology:	Emphasize
innovation	and	technology	to	position	your	business	as	a	leader	in	product	or	service	quality.	Customer-Centric:	Prioritize	exceptional	customer	service	and	customer	experience	to	build	loyalty	and	a	positive	reputation.	4.	Benchmarking	and	Gap	Analysis	Benchmarking	involves	comparing	your	business's	performance	and	practices	with	those	of	your
competitors	or	industry	leaders.	Gap	analysis	helps	identify	areas	where	your	business	falls	short	and	where	improvements	are	needed.	Performance	Benchmarking:	Compare	key	performance	metrics,	such	as	revenue,	profitability,	market	share,	and	customer	satisfaction,	with	those	of	your	competitors.	Identify	areas	where	your	performance	lags
behind	or	exceeds	industry	standards.	Operational	Benchmarking:	Analyze	your	operational	processes,	supply	chain,	and	cost	structures	compared	to	your	competitors.	Look	for	opportunities	to	streamline	operations	and	reduce	costs.	Product	or	Service	Benchmarking:	Evaluate	the	features,	quality,	and	pricing	of	your	products	or	services	relative	to
competitors.	Identify	gaps	and	areas	for	improvement.	Marketing	and	Sales	Benchmarking:	Assess	your	marketing	strategies,	customer	acquisition	costs,	and	sales	effectiveness	compared	to	competitors.	Determine	whether	your	marketing	efforts	are	performing	at	a	competitive	level.	Market	Entry	and	Expansion	Strategies	Market	entry	and
expansion	strategies	are	crucial	for	businesses	looking	to	enter	new	markets	or	expand	their	presence	within	existing	ones.	These	strategies	can	help	you	effectively	target	and	penetrate	your	chosen	markets.	Market	Segmentation	and	Targeting	Market	Segmentation:	Begin	by	segmenting	your	target	market	into	distinct	groups	based	on
demographics,	psychographics,	behavior,	or	other	relevant	criteria.	This	helps	you	understand	the	diverse	needs	and	preferences	of	different	customer	segments.	Targeting:	Once	you've	segmented	the	market,	select	specific	target	segments	that	align	with	your	business	goals	and	capabilities.	Tailor	your	marketing	and	product/service	offerings	to
appeal	to	these	chosen	segments.	Market	Entry	Modes	Selecting	the	proper	market	entry	mode	is	crucial	for	a	successful	expansion	strategy.	Entry	modes	include:	Exporting:	Sell	your	products	or	services	in	international	markets	through	exporting.	This	is	a	low-risk	approach,	but	it	may	limit	your	market	reach.	Licensing	and	Franchising:	License
your	brand,	technology,	or	intellectual	property	to	local	partners	or	franchisees.	This	allows	for	rapid	expansion	while	sharing	the	risk	and	control.	Joint	Ventures	and	Alliances:	Partner	with	local	companies	through	joint	ventures	or	strategic	alliances.	This	approach	leverages	local	expertise	and	resources.	Direct	Investment:	Establish	a	physical
presence	in	the	target	market	through	subsidiaries,	branches,	or	wholly-owned	operations.	This	offers	full	control	but	comes	with	higher	risk	and	investment.	Competitive	Strategy	Formulation	Your	competitive	strategy	defines	how	you	will	compete	effectively	in	the	target	market.	Cost	Leadership:	Strive	to	offer	products	or	services	at	lower	prices
than	competitors	while	maintaining	quality.	This	strategy	appeals	to	price-sensitive	consumers.	Product	Differentiation:	Focus	on	offering	unique	and	innovative	products	or	services	that	stand	out	in	the	market.	This	strategy	justifies	premium	pricing.	Market	Niche:	Target	a	specific	niche	or	segment	within	the	market	that	is	underserved	or	has
particular	needs.	Tailor	your	offerings	to	meet	the	unique	demands	of	this	niche.	Market	Expansion:	Expand	your	product	or	service	offerings	to	capture	a	broader	share	of	the	market.	This	strategy	involves	diversifying	your	offerings	to	appeal	to	a	broader	audience.	Global	Expansion:	Consider	expanding	internationally	to	tap	into	new	markets	and
diversify	your	customer	base.	This	strategy	involves	thorough	market	research	and	adaptation	to	local	cultures	and	regulations.	International	Expansion	Considerations	If	your	expansion	strategy	involves	international	markets,	there	are	several	additional	considerations	to	keep	in	mind.	Market	Research:	Conduct	in-depth	market	research	to
understand	the	target	country's	cultural,	economic,	and	legal	differences.	Regulatory	Compliance:	Ensure	compliance	with	international	trade	regulations,	customs,	and	import/export	laws.	Cultural	Sensitivity:	Adapt	your	marketing	and	business	practices	to	align	with	the	cultural	norms	and	preferences	of	the	target	market.	Localization:	Consider
adapting	your	products,	services,	and	marketing	materials	to	cater	to	local	tastes	and	languages.	Risk	Assessment:	Evaluate	the	political,	economic,	and	legal	risks	associated	with	operating	in	the	target	country.	Develop	risk	mitigation	strategies.	By	carefully	analyzing	your	competitors	and	crafting	effective	market	entry	and	expansion	strategies,
you	can	position	your	business	for	success	in	both	domestic	and	international	markets.	Risk	Assessment	and	Mitigation	Risk	assessment	and	mitigation	are	crucial	aspects	of	industry	analysis	and	strategic	planning.	Identifying	potential	risks,	assessing	vulnerabilities,	and	implementing	effective	risk	management	strategies	are	essential	for	business
continuity	and	success.	1.	Identify	Industry	Risks	Market	Risks:	These	risks	pertain	to	factors	such	as	changes	in	market	demand,	economic	downturns,	shifts	in	consumer	preferences,	and	fluctuations	in	market	prices.	For	example,	the	hospitality	industry	faced	significant	market	risks	during	the	COVID-19	pandemic,	resulting	in	decreased	travel	and
tourism.	Regulatory	and	Compliance	Risks:	Regulatory	changes,	compliance	requirements,	and	government	policies	can	pose	risks	to	businesses.	Industries	like	healthcare	are	particularly	susceptible	to	regulatory	changes	that	impact	operations	and	reimbursement.	Technological	Risks:	Rapid	technological	advancements	can	disrupt	industries	and
render	existing	products	or	services	obsolete.	Companies	that	fail	to	adapt	to	technological	shifts	may	face	obsolescence.	Operational	Risks:	These	risks	encompass	internal	factors	that	can	disrupt	operations,	such	as	supply	chain	disruptions,	equipment	failures,	or	cybersecurity	breaches.	Financial	Risks:	Financial	risks	include	factors	like	liquidity
issues,	credit	risk,	and	market	volatility.	Industries	with	high	capital	requirements,	such	as	real	estate	development,	are	particularly	vulnerable	to	financial	risks.	Competitive	Risks:	Intense	competition	and	market	saturation	can	pose	challenges	to	businesses.	Failing	to	respond	to	competitive	threats	can	result	in	loss	of	market	share.	Global	Risks:
Industries	with	a	worldwide	presence	face	geopolitical	risks,	currency	fluctuations,	and	international	trade	uncertainties.	For	instance,	the	automotive	industry	is	susceptible	to	trade	disputes	affecting	the	supply	chain.	2.	Assess	Business	Vulnerabilities	SWOT	Analysis:	Revisit	your	SWOT	analysis	to	identify	internal	weaknesses	and	threats.	Assess
how	these	weaknesses	may	exacerbate	industry	risks.	Financial	Health:	Evaluate	your	company's	financial	stability,	debt	levels,	and	cash	flow.	Identify	vulnerabilities	related	to	financial	health	that	could	hinder	your	ability	to	withstand	industry-specific	challenges.	Operational	Resilience:	Assess	the	robustness	of	your	operational	processes	and	supply
chain.	Identify	areas	where	disruptions	could	occur	and	develop	mitigation	strategies.	Market	Positioning:	Analyze	your	competitive	positioning	and	market	share.	Recognize	vulnerabilities	in	your	market	position	that	could	be	exploited	by	competitors.	Compliance	and	Regulatory	Adherence:	Ensure	that	your	business	complies	with	relevant
regulations	and	standards.	Identify	vulnerabilities	related	to	non-compliance	or	regulatory	changes.	3.	Risk	Management	Strategies	Risk	Avoidance:	In	some	cases,	the	best	strategy	is	to	avoid	high-risk	ventures	or	markets	altogether.	This	may	involve	refraining	from	entering	certain	markets	or	discontinuing	products	or	services	with	excessive	risk.
Risk	Reduction:	Implement	measures	to	reduce	identified	risks.	For	example,	diversifying	your	product	offerings	or	customer	base	can	reduce	dependence	on	a	single	revenue	source.	Risk	Transfer:	Transfer	some	risks	through	methods	such	as	insurance	or	outsourcing.	For	instance,	businesses	can	mitigate	cybersecurity	risks	by	purchasing	cyber
insurance.	Risk	Acceptance:	In	cases	where	risks	cannot	be	entirely	mitigated,	it	may	be	necessary	to	accept	a	certain	level	of	risk	and	have	contingency	plans	in	place	to	address	potential	issues.	Continuous	Monitoring:	Establish	a	system	for	continuous	risk	monitoring.	Regularly	assess	the	changing	landscape	and	adjust	risk	management	strategies
accordingly.	4.	Contingency	Planning	Contingency	planning	involves	developing	strategies	and	action	plans	to	respond	effectively	to	unforeseen	events	or	crises.	It	ensures	that	your	business	can	maintain	operations	and	minimize	disruptions	in	the	face	of	adverse	circumstances.	Key	elements	of	contingency	planning	include:	Risk	Scenarios:	Identify
potential	risk	scenarios	specific	to	your	industry	and	business.	These	scenarios	should	encompass	a	range	of	possibilities,	from	minor	disruptions	to	major	crises.	Response	Teams:	Establish	response	teams	with	clearly	defined	roles	and	responsibilities.	Ensure	that	team	members	are	trained	and	ready	to	act	in	the	event	of	a	crisis.	Communication
Plans:	Develop	communication	plans	that	outline	how	you	will	communicate	with	employees,	customers,	suppliers,	and	other	stakeholders	during	a	crisis.	Transparency	and	timely	communication	are	critical.	Resource	Allocation:	Determine	how	resources,	including	personnel,	finances,	and	equipment,	will	be	allocated	in	response	to	various	scenarios.
Testing	and	Simulation:	Regularly	conduct	tests	and	simulations	of	your	contingency	plans	to	identify	weaknesses	and	areas	for	improvement.	Ensure	your	response	teams	are	well-practiced	and	ready	to	execute	the	plans	effectively.	Documentation	and	Record	Keeping:	Maintain	comprehensive	documentation	of	contingency	plans,	response
procedures,	and	communication	protocols.	This	documentation	should	be	easily	accessible	to	relevant	personnel.	Review	and	Update:	Continuously	review	and	update	your	contingency	plans	to	reflect	changing	industry	dynamics	and	evolving	risks.	Regularly	seek	feedback	from	response	teams	to	make	improvements.	By	identifying	industry	risks,
assessing	vulnerabilities,	implementing	risk	management	strategies,	and	developing	robust	contingency	plans,	your	business	can	navigate	the	complexities	of	the	industry	landscape	with	greater	resilience	and	preparedness.	A	step-by-step	guide	to	conducting	an	industry	analysis	while	also	understanding	its	applied	significance	in	today's	dynamic
industrial	environment.	You	guys	must	be	thinking	about	what	industry	analysis	is?	As	this	concept	might	sound	alien	to	many	of	you	reading	this	article.	So	don't	worry	about	it.	We've	got	it	all	covered	here	in	this	article	for	you.This	step-by-step	guide	will	walk	you	through	all	the	nitty-gritty	of	conducting	an	industry	analysis	while	also
understanding	its	applied	significance	in	today's	dynamic	industrial	environment.So,	Let's	begin!IntroductionIndustry	analysis	is	a	business	technique.	It	is	used	by	companies	to	analyze	their	current	market	position	or	the	industry	as	a	whole.It	also	provides	an	overview	of	the	industry	by	highlighting	the	existing	competitors	of	a	company	in	the	same
industry.The	industry	analysis	report	helps	business	owners	see	what's	going	on	in	the	industry.	It	highlights	the	current	market	trends	and	the	level	of	competition	in	the	industry.It	also	sheds	light	on	how	technology	and	other	factors	will	affect	the	industry	in	the	near	future.Business	analysts	working	in	every	company	rely	on	industry	analysis	for
future	forecasting	since	it	provides	insight	into	the	demand	and	supply	dynamics	of	the	industry	and	past	trends.In	today's	dynamic	business	world,	all	companies	need	to	use	this	helpful	analysis	to	stay	ahead	of	the	curve.Through	Industry	analysis,	companies	can	avail	opportunities	at	the	right	time	and	gain	maximum	benefit	since	it	gives
prominence	to	the	opportunities	in	the	industry.	Moreover,	industry	analysis	identifies	the	threats	that	lie	within	the	industry.	It	helps	companies	to	make	useful	strategies	to	counter	the	threats	they	may	face	in	the	future.Having	provided	an	insight	into	what	industry	analysis	is,	we	will	proceed	further	and	discuss	the	importance	of	industry
analysis.Why	is	Industry	Analysis	Important?Do	you	remember	back	in	the	early	2000s	how	Nokia	was	dominating	the	mobile	phone	industry?	But	what	went	wrong?	Why	today,	in	2022,	no	one	remembers	Nokia?Nokia	was	once	ruling	the	mobile	industry,	but	it	went	downhill	due	to	its	wrong	management	decisions,	which	resulted	from	its	incorrect
assessment	of	the	industry.Today,	if	companies	want	to	avoid	the	mistakes	Nokia	made,	they	have	to	closely	monitor	and	proactively	adjust	accordingly	to	the	industry	trends,	by	using	industry	analysis.Using	Industry	analysis	provides	companies	a	competitive	advantage	and	helps	them	stay	relevant	in	the	industry.Before	we	start	off	with	Industry
analysis,	there	are	a	few	things	that	are	to	be	done.	First,	to	carry	out	an	Industry	analysis,	it	is	essential	to	conduct	detailed	market	research	and	competitive	analysis	so	that	the	outcomes	of	industry	analysis	are	helpful.Having	Access	to	the	Right	ReportsTo	carry	out	the	industry	analysis	accurately,	it	is	necessary	to	gather	relevant	reports,
statistics,	and	data	about	the	industry.The	collection	of	data	will	provide	information	about	the	past	trends	of	the	industry,	and	it	will	help	in	forecasting	the	future	of	the	industry.Forecasting,	be	it	financial	or	strategic,	will	help	the	company	to	make	strategies	timely	which	will	help	the	company	to	earn	a	competitive	advantage	over	its
competitors.Moreover,	past	reports	can	be	used	to	reflect	the	strengths	and	weaknesses	of	the	company	as	they	will	provide	insight	into	the	company.	Other	than	that,	past	reports	will	also	give	an	overview	of	the	competitors	that	could	give	a	tough	time	to	the	company	in	the	future.Approaching	the	Correct	IndustrySelecting	the	right	industry	is	not
enough	to	carry	out	the	industrial	analysis.	Every	industry	has	sub-parts.	To	get	accurate	and	helpful	results	from	the	industry	analysis,	it	is	essential	to	choose	the	right	industry	and	the	right	sub-industry.For	example,	a	company	that	manufactures	jackets	wants	to	conduct	an	industrial	analysis	of	its	company.To	do	that,	identifying	that	the	jacket
manufacturing	company	is	a	part	of	the	manufacturing	industry	would	be	vague	since	the	manufacturing	industry	has	a	lot	of	sub-industries.	So	the	jacket	manufacturing	company	has	to	identify	that	it's	a	part	of	the	apparel	industry,	a	sub-industry	of	the	manufacturing	industry.How	to	Write	Industry	Analysis:	What	to	Include?In	this	section,	we	will
tell	you	how	to	write	an	industry	analysis.	There	are	three	major	components	that	are	to	be	included	while	writing	an	industry	analysis.1-	Industry	Life	cycleEvery	industry	has	a	life	over	a	specific	period.	An	industry	life	cycle	describes	a	business's	stages	within	its	specific	industry.It	is	divided	into	five	stages.	Each	stage	represents	a	different	period
in	which	businesses	grow	and	develop	or	shrink	and	fall	out	of	existence.●	Startup	StageThe	very	first	stage	of	the	industry	life	cycle	is	the	startup	stage.	This	stage	is	the	first	stage	of	the	industry	life	cycle.At	this	stage,	firms	are	busy	creating	awareness	about	the	product	or	service	and	educating	consumers	since	they	are	unfamiliar	with	it.	Since
competition	is	usually	low	at	this	point,	innovation	and	investment	in	distribution	channels	and	marketing	are	high.●	Growth	StageThe	second	and	critical	stage	of	the	Industry	life	cycle	is	the	growth	stage.	At	this	stage,	the	market	share	and	growth	rate	accelerate.	The	quality	of	the	products	or	services	offered	by	the	firms	is	ensured	by	regulatory
authorities.While	the	actual	innovation	process	is	looking	for	ways	to	improve	the	existing	product,	innovation	now	focuses	on	optimizing	market	share	by	creating	a	better	manufacturing	process,	better	delivery	method,	and	more.In	the	growth	phase,	the	demand	for	the	products/services	continue	to	increase.	This	helps	firms	to	enjoy	profits	and
maximize	their	market	share.●	Shakeout	StageThe	third	stage	of	this	cycle	is	called	the	shakeout	stage.	As	its	name	suggests,	things	start	to	get	a	bit	tense	for	the	firms	at	this	stage	as	the	industry	starts	to	get	saturated.The	shakeout	stage	of	the	industry	life	cycle	is	a	time	of	intense	competition.	As	a	result,	firms	have	few	choices	other	than	to
lower	costs,	increase	prices	and	make	investments	in	marketing	to	survive	in	this	competitive	environment.In	general,	firms	that	are	weak	in	their	marketing,	innovation,	support,	customer,	and	product	quality	lose	market	share	and	eventually	are	forced	out	of	the	industry.Moreover,	strong	firms	gain	more	market	share	as	weaker	competitors	leave
the	marketplace.●	Maturity	StageAfter	that,	the	industry	enters	the	fourth	stage	of	its	life	cycle,	which	is	the	maturity	stage.	At	this	stage,	the	industry	is	at	its	peak.At	this	stage,	the	market	has	reached	its	maximum	size,	where	growth	is	unlikely	to	be	positive	or	negative.Companies	at	the	stage	of	maturity	experience	maximum	profits,	revenue,	and
cash	flows	because	the	demand	for	products/services	is	at	its	maximum.	Products	continue	to	become	more	popular	among	the	general	public,	and	the	prices	are	pretty	down	compared	to	new	products	competing	in	the	industry.Companies	with	strong	policies	and	sales	numbers	survive	and	dominate	the	marketplace.	As	a	result,	the	market	situation
becomes	an	oligopoly	with	only	a	few	large	firms	existing.●	Decline	StageRight	after	the	Industry	experiences	a	peak,	that's	when	it	is	hit	by	a	decline.	The	intensity	of	competition	in	an	industry	that	is	declining	depends	on	several	factors:	the	emergence	of	a	new	product,	changes	in	the	rules	and	regulations,	supply	chain	issues,	etc.To	deal	with	the
decline,	companies	try	to	maximize	their	profit	by	focusing	on	their	most	profitable	product	line	to	stay	in	the	industry.To	gain	dominance	in	the	industry,	larger	companies	try	to	acquire	smaller	countries	during	the	decline	phase	to	somehow	increase	their	market	share.	However,	companies	that	face	huge	losses	decide	to	quit	the	industry	at	this
stage.2-	Assessing	the	CompetitionTo	write	an	industry	analysis,	it	is	essential	to	assess	the	competition	in	the	industry.	There	are	many	ways	to	do	that,	but	one	of	the	most	efficient	ways	to	determine	competition	is	by	using	Porter's	five	forces	model.Porter's	five	forces	model	helps	analyze	competition	and	analyze	whether	new	products/services	will
succeed	in	the	market.	It	highlights	five	factors	that	affect	business	competition.●	Competitive	RivalryThe	competitive	rivalry	factor	tells	how	many	rivals	there	are	and	who	they	are.	It	also	looks	at	the	quality	of	competitors'	products	and	services.In	intense	competition,	companies	frequently	cut	prices	and	launch	high-impact	marketing	campaigns.
This	makes	it	easy	for	buyers	to	go	elsewhere	if	they	don't	feel	like	getting	a	good	deal	from	a	particular	company.Moreover,	when	a	business	does	not	face	much	competitive	rivalry,	it	can	make	vast	profits.●	Supplier	PowerSupplier	power	refers	to	how	easily	suppliers	can	increase	their	prices.If	your	industry	has	few	possible	suppliers,	you	are	at	a
severe	disadvantage	and	have	little	to	negotiate.	However,	if	there	is	plenty	of	competition,	supplier	power	will	be	low,	and	you	can	use	that	to	your	advantage.If	you	have	multiple	choices	of	suppliers,	you	can	switch	to	a	supplier	who	might	provide	a	better	deal.	However,	this	creates	pressure	for	your	primary	supplier	to	compete	with	those
competing	for	your	business.A	single	or	limited	number	of	suppliers	could	leave	you	vulnerable	if	they	decide	to	increase	prices	due	to	limited	supply.●	Buyer	PowerBuyer	power	is	when	a	buyer	has	the	ability	to	influence	prices.	For	example,	if	there	are	fewer	buyers	than	there	are	suppliers,	the	buyers	have	good	bargaining	power	and	can	drive
down	prices.Imagine,	if	a	couple	of	savvy	customers	control	your	business,	you	will	have	to	listen	to	them.	However,	suppose	you	have	many	customers	and	little	competition.	In	that	case,	you	can	choose	whom	you	want	as	customers	and	how	much	they	pay	for	your	products	or	services.The	threat	of	substitution	refers	to	the	likelihood	of	your
customers	finding	alternatives	for	your	products	or	services.An	example	of	substitution	could	be	the	conveyor	belt	in	the	factories.	It	is	a	substitute	for	the	workers	needed	to	transport	the	products	from	one	part	of	the	factory	to	the	other.Buyers	would	substitute	for	cheaper	and	better	quality	products.●	Threats	of	New	EntryA	company's	position	in	a
market	can	be	seriously	weakened	if	new	companies	enter	the	market.	Suppose	it	takes	little	money	and	effort	to	enter	a	market.	In	that	case,	rivals	can	quickly	enter	the	market	and	weaken	the	position	of	already	existing	companies.However,	if	there	are	durable	barriers	to	entry,	it	is	almost	impossible	for	a	new	company	to	enter	the	market.For
example,	there	are	high	barriers	to	entry	in	the	pharmaceutical	industry	since	drugs	produced	are	protected	by	a	legal	patent.	No	one	can	replicate	it;	as	a	result,	it	is	difficult	for	new	companies	to	enter	the	pharmaceutical	industry.3-	Environmental	AnalysisThe	third	and	last	factor	that	needs	to	be	included	in	the	industry	analysis	is	environmental
analysis.	You	guys	must	be	thinking,	what's	that,	but	don't	worry.	In	this	section,	we	will	discuss	what	environmental	analysis	is.The	environmental	analysis	highlights	the	factors	responsible	for	affecting	a	business's	environment.	In	addition,	it	highlights	the	factors	that	affect	the	performance	of	a	business.Both	internal	and	external	environments
affect	business	operations	and	monitor	that	different	tools	are	used.One	of	the	tools	used	to	highlight	external	factors	that	affect	the	operations	of	a	business	is	PEST	analysis	or	otherwise	known	as	the	Broad	factors	Analysis.	Pest	is	an	acronym	for	political,	economic,	social,	and	technological	factors	that	affect	an	organization.Pest	analysis	starts	off
by	highlighting	the	political	factors	affecting	an	organization.	Under	the	section	on	political	factors,	factors	such	as	government	policies	and	political	stability	are	discussed	since	it	affects	an	organization's	operations.Then	economic	factors	are	discussed.	Factors	such	as	inflation,	interest	rate,	and	exchange	rate	are	discussed	since	they	play	a
significant	role	in	affecting	an	organization's	performance.Moreover,	other	external	factors,	such	as	social	and	technological	factors,	are	highlighted	in	the	Pest	analysis.	Under	the	section	on	social	factors,	demography,	culture,	and	social	norms	that	affect	a	business	are	discussed.Similarly,	technological	factors	such	as	innovation	and	change	in
technology	are	discussed	since	they	play	a	significant	role	in	influencing	a	company's	operations.Other	than	PEST	analysis,	SWOT	analysis	is	also	used	to	highlight	both	internal	and	external	factors	affecting	the	performance	of	an	organization.	Swot	analysis	highlights	strengths,	weaknesses,	opportunities,	and	threats	an	organization	faces.	The
strengths	and	weaknesses	are	the	internal	factors	that	affect	the	operations	of	an	organization,	while	opportunities	and	threats	account	for	external	factors.While	conducting	a	SWOT,	initially,	an	organization's	strengths	are	highlighted.	These	are	the	internal	factors	of	an	organization	that	provide	a	competitive	edge	and	make	up	for	the	strengths	of
an	organization.After	analyzing	the	strengths,	weaknesses	of	an	organization	are	discussed	in	a	SWOT	analysis.	Weaknesses	are	the	internal	factors	that	hold	back	an	organization	from	achieving	growth.After	highlighting	the	internal	factors	that	affect	the	business,	SWOT	analysis	highlights	opportunities	and	threats	an	organization	faces.	These	are
the	external	factors	that	influence	the	operations	of	a	business.To	have	a	better	understanding	of	SWOT	analysis	and	how	it	is	applied	to	an	industry	as	a	whole,	then	have	a	look	at	the	Swot	analysis	of	the	fashion	industry.To	see	what	factors	affect	the	environment	of	a	business,	it	is	necessary	to	conduct	an	environmental	analysis.PEST	analysis	and
SWOT	analysis	are	essential	components	of	environmental	analysis.	Both	are	vital	to	determining	what	role	internal	and	external	factors	affect	an	organization's	operations.Industry	Analysis:	Final	WordAs	we	have	reached	the	end	of	this	article,	let's	summarise	what	we	have	learned.	We	started	off	by	explaining	what	industry	analysis	is	and	why	it	is
essential	to	conduct	an	industry	analysis.After	that,	we	discussed	that	it	is	crucial	to	collect	the	correct	reports	and	data	of	the	relevant	industry	to	conduct	an	accurate	industry	analysis.Then	we	proceeded	further	and	learned	how	to	write	the	industry	analysis.	While	writing	an	industry	analysis	industry	life	cycle,	we	learned	that	assessing	the
competition	and	carrying	out	environmental	analysis	is	necessary.	In	the	end,	we	assume	that	now	you	guys	know	the	significance	of	industry	analysis,	and	reading	this	article	has	enabled	you	to	conduct	one	for	your	own	company.	The	Importance	of	Industry	Analysis	Importance	of	Business	Research...	Importance	of	Tourism	Research	How	to	Write	a
Product	Summary...	How	to	Write	a	Trade-Show	Report	The	Definition	of	a	Strategic	Marketing...	How	to	Write	Up	&	Develop	a	Market...	Components	of	Market	Analysis	Sample	Marketing	Plan	Competitive...	How	to	Determine	Market	Viability...	Difference	Between	Industry	and...	The	Importance	of	a	Strategic	Marketing...	Common	Business
Practices	How	to	Write	a	Description	for...	Dimensions	of	Market	Analysis	Objectives	of	Competitive	Intelligence	How	to	Conduct	a	Margin	Impact...	How	to	Write	a	Report	on	an	Advertising...	In	my	last	article,	I	covered	how	to	predict	the	earnings	of	a	company	and	today	I	am	going	to	write	about	how	to	do	industry	analysis.	Industry	analysis	is	an
essential	responsibility	for	an	equity	research	analyst.	As	an	equity	research	analyst,	you	need	to	analyze	a	particular	industry,	see	its	past	trends,	demand-supply	mechanics,	and	future	outlook.	The	industry	analysis	report	sheds	light	on	the	economic	health	of	the	company,	underlining	the	understanding	of	whether	it	will	be	beneficial	for	the
stakeholders	to	invest	in	such	a	company	and	offering	recommendations	and/or	corrective	actions	to	take	in	case	of	any	untoward	developments	in	the	company.	As	an	equity	research	analyst,	you	might	work	on	industries	like	Oil	and	Gas,	Metal,	Information	Technology,	Automobile,	Financial	Services,	Infrastructure,	Pharmaceuticals,	and	Consumer
durables.	In	some	companies,	there	is	a	dedicated	industry	analyst	who	will	work	in	the	assigned	industry	and	provide	the	analysis.	However,	as	an	analyst,	you	should	be	aware	of	industry	dynamics	and	hence,	it	is	important	to	know	how	to	do	industry	analysis.	Industry	analysis	is	a	complicated	and	time-consuming	process.	If	any	of	the	dimensions
are	missed,	the	whole	analysis	becomes	faulty.	Therefore,	in	this	section,	I	have	highlighted	all	the	necessary	steps	telling	you	how	to	do	industry	analysis.	Use	these	steps	and	apply	them	in	your	analysis.	What	are	the	steps?	Here	you	go:	Read	all	the	available	but	relevant	industry	reports	and	statistics	to	see	whether	it	makes	sense	to	dig	deeper.
Some	of	the	reports	you	will	find	already	contain	in-depth	information	that	the	need	for	new	industry	analysis	is	eliminated.	However,	it	is	unwise	to	depend	on	existing	analysis	reports	as	the	market	is	always	volatile	and	industry	factors	change	constantly.	Therefore,	pick	up	a	current	report	and	envisage	its	relevancy	in	the	current	market.	An
industry	has	sub-parts.	For	example,	if	you	look	at	the	chemical	industry,	you	will	find	sub-industries	like	Fertilizers,	Pesticides,	Paints	and	Varnishes,	Organic	chemicals.	Therefore,	it	is	important	to	focus	on	the	relevant	industry.	Without	this,	it	will	be	impossible	to	draw	an	accurate	industry	analysis	report.	So,	take	up	an	industry	and	find	out	the
sub-industries.	Select	the	one	which	suits	the	company’s	purpose.	Moreover,	it	is	worthwhile	to	look	at	the	different	market	segments	in	a	particular	industry.	As	any	economist	will	know,	demand	and	supply	are	the	primary	factors	governing	any	market.	Hence,	it	becomes	relevant	to	look	into	the	demand-supply	scenario	for	a	particular	product	or
industry	by	studying	its	past	trends	and	forecasting	future	outlook.	You	can	do	a	comparative	analysis	with	other	companies	competing,	in	the	same	manner,	to	find	out	the	economic	health	of	the	company	under	consideration.	Future	demand	and	supply	forecasting	help	investors	understand	the	viability	of	future	investments	in	terms	of	profits	and
losses.	This	is	the	most	important	step	in	any	industry	analysis.	In	this,	you	need	to	study	the	competitive	advantage	scenario	using	Porter’s	Five	Forces	Model.	The	model	acts	as	the	framework	for	industry	analysis.	Michael	Porter,	a	famous	strategist,	and	author,	first	came	up	with	this	model.	In	this	model,	five	parameters	are	analyzed	to	see	the
competitive	landscape.	They	are:	Barriers	to	Entry	Supplier	Power	Threat	of	Substitutes	Buyer	Power	Degree	of	Rivalry	Porter’s	five	forces	model	and	competitive	forces	are	extensively	used	while	analyzing	any	industry.	Any	industry	analysis	report	isn’t	just	about	studying	a	particular	industry	on	a	micro-level.	The	analyst	needs	to	incorporate
influencing	factors	at	the	macro-level.	These	macro-level	factors	include	recent	industrial	developments,	innovation	in	your	industry	analysis	report,	sector	valuations	and	global	comparative	valuation.	The	industry	analysis	should	be	specific	to	a	particular	industry	and	thus,	it	is	important	to	focus	and	understand	the	industry	dynamics.	Your	industry
analysis	should	be	in-depth	and	to-the-point.	For	example,	if	you	are	tracking	the	aluminium	industry,	you	should	know	the	per	capita	consumption	in	the	country.	In	India,	the	per	capita	consumption	of	aluminium	is	1	Kg,	in	the	USA,	it	is	25	to	30	Kgs,	in	Japan,	it	is	15	Kgs	and	in	Taiwan,	it	is	10	Kgs.	Apart	from	consumption,	you	should	also	know	the
production	of	aluminium	worldwide.	The	above	six	steps	are	important	and	you,	as	an	analyst,	should	follow	them.	The	analysts	in	private	equity,	investments	banks,	equity	research	firms,	investment	research	firms	need	this	skill	and	if	you	know	how	to	do	industry	analysis,	you	are	ahead	of	80%	of	the	aspirants	as	this	will	not	only	impress	your
interviewer	but	also	add	immense	value	to	you	and	the	business	owners	hiring	you.	In	the	last	section,	we	learned	how	to	do	industry	analysis	and	in	this,	we	will	see	how	to	write	one.	Writing	is	also	a	required	skill	as	you	need	to	present	all	the	findings	within	a	written	report	in	a	concise	and	clear	manner.	Begin	by	writing	a	concise	overview	of	the
industry.	Mention	historical	data	and	the	nature	of	the	industry,	including	its	growth	potential.	State	the	influencing	economical	factors,	competitive	strategy,	SWOT	(Strengths,	Weaknesses,	Opportunities,	and	Threats)	Analysis,	new	competitors,	business	plan,	competitive	forces,	and	most	importantly,	don’t	forget	to	mention	the	purpose	of	your
industry	analysis.	The	concise	overview	of	the	industry	should	include	its	competitors	and	its	operations.	You	can	write	this	in	the	next	section.	Write	about	similar	products	and	services.	Now,	with	the	overview	aside,	move	on	to	the	detailed	analytical	presentation	of	the	specific	industry.	Highlight	factors	like	geographical	growth,	consumer	base,
price	fluctuations,	past	performances,	and	income	projections.	Use	existing	financial	data	and	industry	understanding	to	forecast	industry	growth	for	the	next	five	or	ten	years.	You	can	use	the	statistical	graph	in	this	section.	The	next	sections	should	be	about	using	Porter’s	Five	Forces	model,	competitive	advantage,	and	a	detailed	write-up	about	its
five	factors,	its	use,	and	its	repercussions	in	the	industry.	Don’t	forget	to	mention	governmental	regulations	relevant	to	the	industry.	Lastly,	give	long-term	and	short-term	valuations	impacting	the	industry	such	as	any	foreseeable	problems	impacting	the	business	in	a	negative	fashion	and	potential	corrective	measures.	Wind	up	the	industry	analysis
report	with	a	very	three	or	four-line	summarization.	Read	this	guide	to	know	the	importance	of	industry	analysis	in	equity	research	careers.	Now,	we	will	see,	different	stages	in	the	industry	life	cycle.	There	are	stages	in	everybody’s	life	like	childhood,	adult,	middle	age	and	then	old	age.	Likewise,	there	are	four	stages	in	every	industry’s	life	cycle.	If
you	observe	the	Gaming	industry	closely,	you	will	find	that	there	are	many	firms	out	there	having	high	investment	rates,	high	rates	of	return	on	investments	and	low	rates	of	dividend	payout.	The	same	observation	can	be	conducted	on	the	steel	industry	and	you	will	find	firms	with	low	rates	of	investment,	low	rates	of	return	and	higher	dividends
payout.	What	could	be	the	possible	reason	for	this	difference?	Let’s	find	out.	In	Recent	times,	better	opportunities	have	been	created	by	available	technologies	for	substantially	profitable	investment	of	resources.	Patents	safeguard	new	products	and	there	are	high-profit	margins.	Such	rewarding	opportunities	allure	the	firms	in	putting	all	profits	back
into	the	firm	and	the	growth	of	firms,	on	average,	is	speedy.	However,	the	growth	must	slow	down	in	due	course	of	time.	Looking	at	the	high-profit	rates,	more	and	more	firms	are	encouraged	to	enter	into	the	industry.	As	a	result,	the	competition	increases	affecting	the	prices	and	profit	rates.	Advanced	and	new	technologies	start	becoming	more
obvious,	the	extent	of	risks	decreases	making	the	entry	easier.	The	degree	of	reinvestment	in	these	firms	reduces	as	the	internal	opportunities	become	less	lucrative	and	the	cash	dividends	become	high.	Eventually,	cash	cows	are	noticed	in	a	mature	industry.	By	cash	cows	I	mean	firms	having	consistent	cash	flows,	dividends,	and	low-risk	levels.
Growth	rates	may	be	analogous	to	that	of	the	overall	economy.	High	risk	and	high	returns	on	investments	are	offered	by	industries	in	the	initial	stages	of	their	life	cycles.	On	the	other	hand,	low	risk	and	low	returns	are	offered	by	mature	industries.	Thus,	from	the	above	analysis	we	can	say	that	an	industry	life	cycle	can	be	classified	into	4	stages:
Start-up	stage	in	which	growth	is	extremely	fast,	consolidation	stage	in	which	growth	is	not	as	fast	as	start-up	stage	but	is	faster	than	the	general	economy,	maturity	stage	in	which	growth	is	not	faster	than	the	general	economy	and	the	relative	decline	stage	in	which	the	growth	rate	is	less	than	that	of	the	general	economy.	New	technologies	like
personal	computers	or	wireless	communication	portray	the	initial	stages	of	an	industry	life	cycle.	At	this	stage,	it	is	very	difficult	to	anticipate	which	firms	will	succeed;	some	firms	will	be	a	total	success	while	some	might	fail	completely.	Hence,	the	risk	involved	in	selecting	any	specific	firm	in	the	business	is	quite	high	at	this	stage.	However,	at	this
stage,	since	the	new	product	has	not	yet	flooded	its	market,	there	will	be	rapid	growth	in	sales	and	earnings	at	the	industry	level.	Like,	for	example,	in	the	1980s,	personal	computers	were	a	part	of	very	few	houses,	while	on	the	other	hand,	products	like	fans	or	even	refrigerators	were	part	of	almost	every	household.	So	naturally,	the	growth	rate	of
products	like	refrigerators	will	be	much	less.	Once	the	product	has	proved	itself	in	the	market,	several	leaders	in	the	industry	start	surfacing.	The	start-up	stage	survivors	become	more	stable	and	market	share	can	be	easily	envisaged.	Thus,	the	performance	of	the	industry,	in	general,	will	be	more	minutely	tracked	by	the	performance	of	the	firms	that
have	survived.	As	the	product	breaks	through	the	market	place	and	is	used	commonly,	the	growth	rate	of	the	industry	is	still	faster	than	the	rest	of	the	economy.	The	product	has	attained	the	full	aptitude	to	be	consumed	at	this	stage	by	the	users.	So,	any	growth	from	this	point	just	tracks	the	growth	of	the	economy	in	general.	At	this	stage,	as	the
product	gets	more	and	more	standardized,	it	compels	the	producers	to	compete	heavily	on	a	price	basis.	As	a	result,	the	profit	margins	are	lowered	and	add	to	the	pressure	on	profits.	Most	often,	firms	at	this	stage	are	referred	to	as	cash	cows	as	their	cash	flows	are	quite	consistent	but	offer	very	little	opportunity	for	growth	of	profit.	Instead	of
reinvesting	the	cash	flows	in	the	company,	they	are	best	milked	from.	In	this	stage	following	features	are	identified.	Costs	become	counter-optimal	Sales	volume	decline	or	stabilize	Prices,	profitability	diminishes	Profit	becomes	more	a	challenge	of	production/distribution	efficiency	than	increased	sales.	Which	industries	do	you	think	will	give	the
highest	returns	in	the	next	2-3	years?	I	am	sure,	you	are	now	clear	about	the	different	stages	in	the	industry	life	cycle.	Want	to	become	a	sector	or	business	specialist?	Here	are	some	courses	that	will	help	you	to	become	a	top-class	industry	analyst.	Download	BIWS	Course	sample	videos	here.	Read	Students’	Testimonials	here.	In	order	to	continue
enjoying	our	site,	we	ask	that	you	confirm	your	identity	as	a	human.	Thank	you	very	much	for	your	cooperation.	I	bet	you	agree:	You	need	to	know	the	industry	you	want	to	start	a	business	in,	and	the	kind	of	business	you	want	to	start,	before	you	can	start	it.	Industry	analysis	is	part	of	good	management.	That’s	not	just	for	the	business	planning,	but
rather	for	business	survival,	beginning	to	end.	Most	of	the	people	who	successfully	start	their	own	business	have	already	had	relevant	business	experience	before	they	start,	most	often	as	employees.	But	in	this	article,	I	focus	on	how	to	consolidate	and	formalize	that	industry	knowledge	into	a	formal	business	plan.	Although	all	business	owners	need	to
know	their	industry,	the	documented	details	and	explanations	are	mainly	for	when	you’re	writing	a	business	plan	you	need	to	show	to	outsiders,	like	bank	lenders	or	investors.	You’ll	need	to	do	some	industry	analysis	so	you’re	able	to	explain	the	general	state	of	your	industry,	its	growth	potential,	and	how	your	business	model	fits	into	the	landscape.
And	if	your	business	plan	is	more	of	an	internal	strategic	roadmap,	you	should	still	be	very	sure—whether	you	have	to	prove	it	to	others	or	not—that	you	know	your	market,	even	if	you	don’t	do	a	formal	industry	analysis.	Whether	you’re	a	service	business,	manufacturer,	retailer,	or	something	else,	you	want	to	know	your	industry	inside	and	out.
Whether	you	write	it	all	out	in	a	formal	business	plan	or	not,	when	you’re	doing	your	industry	analysis,	you’re	looking	at	the	following:	Industry	participants	Distribution	patterns	Competition	and	buying	patterns	Everything	in	your	industry	that	happens	outside	of	your	business	will	affect	your	company.	The	more	you	know	about	your	industry,	the
more	advantage	and	protection	you	will	have.	General	industry	economics	Participants	Distribution	patterns	Factors	in	the	competition	And	whatever	else	describes	the	nature	of	your	business	to	outsiders	Brought	to	you	by	Create	Your	Plan	Secure	funding	Validate	ideas	Build	a	strategy	The	internet	has	had	an	enormous	impact	on	the	state	of
business	information.	Finding	information	isn’t	really	the	problem	anymore,	after	the	information	explosion	and	the	huge	growth	in	the	internet	beginning	in	the	1990s	and	continuing	in	the	21st	century.	Even	10	or	15	years	ago,	dealing	with	information	was	more	a	problem	of	sorting	through	it	all	than	of	finding	raw	data.	That	generality	is	truer
every	day.	There	are	websites	for	business	analysis,	financial	statistics,	demographics,	trade	associations,	and	just	about	everything	you’ll	need	for	a	complete	business	plan.	You	should	know	who	else	sells	in	your	market.	You	can’t	easily	describe	a	type	of	business	without	describing	the	nature	of	the	participants.	There	is	a	huge	difference,	for
example,	between	an	industry	like	broadband	television	services,	in	which	there	are	only	a	few	huge	companies	in	any	one	country,	and	one	like	dry	cleaning,	in	which	there	are	tens	of	thousands	of	smaller	participants.	This	can	make	a	big	difference	to	a	business	and	a	business	plan.	The	restaurant	industry,	for	example,	is	what	we	call	“pulverized,”
meaning	that	it,	like	the	dry	cleaning	industry,	is	made	up	of	many	small	participants.	The	fast-food	business,	on	the	other	hand,	is	composed	of	a	few	national	brands	participating	in	thousands	of	branded	outlets,	many	of	them	franchised.	Economists	talk	of	consolidation	in	an	industry	as	a	time	when	many	small	participants	tend	to	disappear	and	a
few	large	players	emerge.	In	accounting,	for	example,	there	are	a	few	large	international	firms	whose	names	are	well-known,	and	tens	of	thousands	of	smaller	firms.	The	automobile	business	is	composed	of	a	few	national	brands	participating	in	thousands	of	branded	dealerships,	and	in	computer	manufacturing,	for	example,	there	are	a	few	large
international	firms	whose	names	are	well-known,	and	thousands	of	smaller	firms.	Products	and	services	can	follow	many	paths	between	suppliers	and	users.	Is	this	an	industry	in	which	retailers	are	supported	by	regional	distributors,	as	is	the	case	for	computer	products,	magazines,	or	auto	parts?	Does	your	industry	depend	on	direct	sales	to	large
industrial	customers?	Do	manufacturers	support	their	own	direct	sales	forces,	or	do	they	work	with	product	representatives?	Some	products	are	almost	always	sold	through	retail	stores	to	consumers,	and	sometimes	these	are	distributed	by	distribution	companies	that	buy	from	manufacturers.	In	other	cases,	the	products	are	sold	directly	from
manufacturers	to	stores.	Some	products	are	sold	directly	from	the	manufacturer	to	the	final	consumer	through	mail	campaigns,	national	advertising,	or	other	promotional	means.	In	many	product	categories,	there	are	several	alternatives,	and	distribution	choices	are	strategic.	Amazon	made	direct	delivery	a	huge	competitive	advantage,	especially	in
its	earlier	years.	Doordash	and	competitors	chose	to	be	intermediaries	between	restaurants	and	customers,	and	several	businesses	offer	prepackaged	meal	ingredients	delivered	with	instructions	for	finishing	the	preparations	in	the	consumers’	kitchens.	Now	major	grocery	chains	offer	grocery	delivery.	Red	Box	made	a	strategy	of	DVDs	in	kiosks.	An
entire	industry	of	food	delivery	options	gives	consumers	choices	like	restaurant	meals	or	fresh	meals	ingredients	being	delivered.	Many	products	are	distributed	through	direct	business-to-business	(B2B)	sales	and	in	long-term	contracts	such	as	the	ones	between	car	manufacturers	and	their	suppliers	of	parts,	materials,	and	components.	In	some
industries,	companies	use	representatives,	agents,	or	commissioned	salespeople.	Technology	can	change	the	patterns	of	distribution	in	an	industry	or	product	category.	The	internet,	for	example,	changed	options	for	software	distribution,	books,	music,	and	other	products.	Cable	communication	first,	and	more	recently	streaming,	changed	the	options
for	distributing	video	products	and	video	games.	Some	kinds	of	specialty	items	sell	best	with	late-night	infomercials	on	television,	but	others	end	up	working	on	the	web	instead	of	television.	Distribution	patterns	may	not	be	as	critical	to	most	service	companies,	because	distribution	is	normally	about	physical	distribution	of	specific	physical	products
such	as	a	restaurant,	graphic	artist,	professional	services	practice,	or	architect.	For	a	few	services,	the	distribution	may	still	be	relevant.	A	phone	service,	cable	provider,	or	an	internet	provider	might	describe	distribution	related	to	physical	infrastructure.	Some	publishers	may	prefer	to	treat	their	business	as	a	service,	rather	than	a	manufacturing
company,	and	in	that	case	distribution	may	also	be	relevant.	It	is	essential	to	understand	the	nature	of	competition	in	your	market.	This	is	still	in	the	general	area	of	describing	the	industry	or	type	of	business.	What	are	the	keys	to	success?	What	buying	factors	make	the	most	difference—is	it	price?	Product	features?	Service?	Support?	Training?
Software?	Delivery	dates?	Are	brand	names	important?	In	the	computer	business,	for	example,	competition	might	depend	on	reputation	and	trends	in	one	part	of	the	market,	and	on	channels	of	distribution	and	advertising	in	another.	In	many	business-to-business	industries,	the	nature	of	competition	depends	on	direct	selling,	because	channels	are
impractical.	Price	is	vital	in	products	competing	with	each	other	on	retail	shelves,	but	delivery	and	reliability	might	be	much	more	important	for	materials	used	by	manufacturers	in	volume,	for	which	a	shortage	can	affect	an	entire	production	line.	In	the	restaurant	business,	for	example,	competition	might	depend	on	reputation	and	trends	in	one	part
of	the	market,	and	on	location	and	parking	in	another.	In	many	professional	service	practices,	the	nature	of	competition	depends	on	word	of	mouth,	because	advertising	is	not	completely	accepted.	Is	there	price	competition	between	accountants,	doctors,	and	lawyers?	How	powerful	are	the	insurance	decisions	in	medicine,	like	in	or	out	of	network?
How	do	people	choose	travel	agencies	or	florists	for	weddings?	Why	does	someone	hire	one	landscape	architect	over	another?	Why	choose	Starbucks,	a	national	brand,	over	the	local	coffee	house?	All	of	this	is	the	nature	of	competition.	The	key	to	your	specific	industry	analysis	is	a	collection	of	decisions	and	educated	guesses	you’ll	probably	have	to
make	for	yourself.	There	are	few	pat	answers.	Maybe	it’s	easy	parking,	a	great	location,	great	reviews	on	Amazon	or	Yelp,	or	recommendations	on	social	media.	You	can’t	necessarily	look	this	up.	It’s	the	kind	of	educated	guessing	that	makes	some	businesses	more	successful	than	others.	Main	competitors	Do	a	very	complete	analysis	of	your	main
competitors.	Make	a	list,	determining	who	your	main	competitors	are.	What	are	the	strengths	and	weaknesses	of	each?	Products	Pricing	Reputation	Management	Financial	position	Channels	of	distribution	Brand	awareness	Business	development	Technology,	or	other	factors	that	you	feel	are	important	In	what	segments	of	the	market	do	they	operate?
What	seems	to	be	their	strategy?	How	much	do	they	impact	your	products,	and	what	threats	and	opportunities	do	they	represent?	Competitive	research	starts	with	a	good	web	search.	Look	up	competitors’	websites	and	social	media,	then	search	for	mentions,	reviews,	announcements,	and	even	vacancies	and	job	search	information.	An	amazing	array
of	competitive	information	is	posted	in	plain	sight,	where	anybody	can	find	it.	From,	there,	for	a	good	review	of	additional	sources	of	information,	I	suggest	Practical	Market	Research	Resources	for	Entrepreneurs,	also	here	on	Bplans.	A	lot	of	businesses	organize	competitive	analysis	into	a	competitive	matrix.	The	standard	competitive	matrix	shows
how	different	competitors	stack	up	according	to	significant	factors.	Some	people	also	use	a	SWOT	analysis	to	think	about	competition	in	terms	of	opportunities	and	threats,	the	“OT”	of	SWOT.	Opportunities	and	threats	are	generally	taken	as	externals,	which	would	include	competition,	so	it’s	valuable	to	run	a	SWOT	analysis	on	your	business	to	help
figure	this	out.	Blog			/			All	Articles			/			Industry	Analysis:	A	Data	Analytics	Guide	to	Industry-Specific	Analysis	Explore	Amphy	Find	Online	Teachers


