	
	
	Desired
	Excellent
	Average
	Poor
	Compensating 
Tactics 
  Yes        No

	GREAT CUSTOMERS

	Customer Characteristics

	Number
	High 
	SmartDocks
	
	
	
	x

	
	Ease of Finding
	Easy
	
	SmartDocks
	
	x
	

	
	Spending Patterns
	Prolific
	SmartDocks
	
	
	
	x

	Customer Value to Company

	$ Value of Sales
	High 
	
	SmartDocks
	
	
	x

	
	Repeat Sales
	Many
	
	SmartDocks
	
	x
	

	
	Ongoing Sales Support
	Low
	
	SmartDocks
	
	x
	

	EASY SALES

	Value to Customer
	How Important
	Important
	
	SmartDocks
	
	x
	

	
	Competitive Advantage
	High
	
	SmartDocks
	
	x
	

	
	Price/Value Relationship
	Low
	SmartDocks
	
	
	
	x

	Customer Acquisition Costs
	Entry Points
	Many
	
	
	SmartDocks
	x
	

	
	Sales Support Required
	Little
	
	SmartDocks
	
	x
	

	
	Promotional Activities
	Low
	SmartDocks
	
	
	
	x

	LONG LIFE

	Profit per Sale
	Margins
	High
	SmartDocks
	
	
	
	x

	
	Up-Selling and Cross-Selling
	Much
	
	
	SmartDocks
	x
	

	
	Ongoing Product Costs
	Low
	SmartDocks
	
	
	
	x

	Investment Required
	To Enter Business
	Low
	
	SmartDocks
	
	x
	

	
	To Keep Market Share
	Low
	SmartDocks
	
	
	
	x

	
	To Stay on the Cutting Edge
	Low
	
	
	SmartDocks
	x
	









	
	
	List Of Compensating Tactics
	
Effectiveness

	
	
	
	1
	2
	3

	GREAT CUSTOMERS	

	
Customer Characteristics
	Ease of Finding
	· Offer possible  free trial/discount 
	
	x
	

	
	
	
	

	Customer Value to Company


	Repeat Sales
	· If the customer subscribes for a long term, we can offer a discount
	
	
	x

	
	Ongoing Sales Support
	· Apply casing around monitors
· Video Surveillance 
	
	
	x

	EASY SALES

	Value to Customer
	How Important
	· Show statistics after companies have used for a couple of months
	
	x
	

	
	Competitive Advantage
	· Offer deals and promotions
· Offer cheaper options
	x
	
	

	
	
	
	

	Customer Acquisition Cost
	Entry Points
	· More locations as our business expands
· Make it more accessible
	x
	
	

	
	Sales Support Required
	· Group in pitches to multiple companies
	
	x
	

	LONG LIFE 

	Profit per sale
	Up-Selling and Cross-Selling
	· Showing statistics to customers and hoping  that people will buy more minutes
	x
	
	

	Investment Required
	To Enter Business
	· Present our venture to government and ask for funds
· Bank for Loans
· Bootstrapping 
	
	x
	

	
	To Stay on the Cutting  Edge
	· Stay up to date
· Maintain the equipment 
	
	x
	




	
	
	Winner
	Average
	Corrected
	Concern

	GREAT CUSTOMERS

	Customer Characteristics
	Number
	SmartDocks
	
	
	

	
	Ease of Finding
	
	
	SmartDocks
	

	
	Spending Patterns
	SmartDocks
	
	
	

	Customer  Value  to Company
	$ Value of Sales
	SmartDocks
	
	
	

	
	Repeat Sales
	
	SmartDocks
	
	

	
	Ongoing  Sales  Support
	
	SmartDocks
	
	

	EASY SALES

	Value to Customer
	How Important
	
	SmartDocks
	
	

	
	Competitive Advantage
	
	
	SmartDocks
	

	
	Ongoing  Sales Support
	
	
	SmartDocks
	

	Customer  Acquisition Cost
	Entry Points
	
	
	
	SmartDocks

	
	Sales Support Required
	
	SmartDocks
	
	

	
	Promotional Activities
	SmartDocks
	
	
	

	LONG LIFE

	Profit per Sale
	Margins
	SmartDocks
	
	
	

	
	Up-Selling and Cross-Selling
	
	
	
	SmartDocks

	
	Ongoing Product Costs
	SmartDocks
	
	
	

	Investment Required
	To Enter Business
	
	
	SmartDocks
	

	
	To Keep Market Share
	SmartDocks
	
	
	

	
	To Stay on the Cutting Edge
	
	
	
	SmartDocks









	Must Have Winners

	Customers- Ease of Finding
	Yes
	All must be checked Yes or the model is flawed

	Value to Customer-Price/Value Relationship
	Yes
	

	Profit per Sale
	Yes
	

	Must Not Be a Concern

	Customer-Spending  Patterns
	No
	All must be checked No or the model is flawed

	Customer  Value to Company-Ongoing  Sales Support 
	No
	

	Investment Required-To Keep Market Share
	No
	

	Winners
1. Number of Customers
2. Spending Patterns
3. $ Value of Sales
4. Promotional Activities
5. Margins
6. Ongoing Product Costs
7. To Keep Market Share
	Concerns
1. Entry Points
2. Up-Selling  and Cross-Selling
3. To Stay on the Cutting Edge

	Winners need to outnumber concerns by three to one in order to proceed



Conclusion
[bookmark: _GoBack]	In summary, the GEL analysis demonstrates that although SmartDocks has a few imperfections, but its strengths greatly outweigh them. Our ability to compensate by offering incentives to our customers such as discounts and more minutes for repeated sales and in addition to that it will also increase our customer base, and as our business expands we sell our products at more locations and make it easily accessible for our customers, and among other tactics will further strengthen SmartDocks’ business plan. Thus through extensive planning, creativity and hard work, SmartDocks will successfully achieve great customers, repeated sales and in result, prolong in the long run.
