September 27, 2012

External Strategic Management Audit
- Identify and evaluate factors beyond the control of a single firm.
- Examples: 
	- Economic forces (exchange rates)
	- Government regulations (lobbying)
	- Competitive forces
	- Political relationships
	- Technological
	- Globalization
	- Demographics
- Key external forces are driving forces.
	- Political, legal, government (lobbying for better gas mileage, healthier foods)
	- Technology (company’s will now employ Chief Technological Officer)
	- Sociological
	- Economical (exchange rates, global recessions, taxes, etc.)
	- Competitive landscape
	- Demographics (aging population, ethnicities, changing sex roles)

Driving Forces: Photographic Industry (cameras, prints, photos)
- Political: Privacy laws
- Technology: no more film, evolution of mobile phone cameras replacing point-and-shoot cameras)
- Sociological/Demographic: photo albums being on Facebook

Competitive Forces
- Collection and evaluation of data on competitors is essential for successful strategy formulation.
- Research their strengths and weaknesses and attack their weaknesses.
- Objectives and future goals.
- $$$, looking at the annual reports of your competitors, google, suppliers (retailer or raw material manufacturers), customers

Industry Attractiveness (Examples: Pharmaceuticals)
- Entry of new competitors (Low)
- Bargaining power of consumers (Low)
- Potential substitutes (Low)
- Bargaining power of suppliers (Low)
- Rivalries – equipment, patents (High)
- Therefore, Pharmacy business is very attractive. (Airline business not attractive)





Internal Audit
Identify strengths and weaknesses in:
- Management
- Marketing
- Finance and accounting
- Production and operations
- Research and development
- Management information systems
- People and culture

Sustainable Competitive Advantages:
- Matters, durable, hard to copy, durable

Value Chain Analysis:
- From raw materials to the customer.
- Steps you can eliminate or make more efficient.
- Ex. Being in a band:
	- Write music
	- Buy equipment
	- Record music
	- Gigs, record contracts signed
	- Market your music (ex. tours to promote)
	- Distribution (music stores)
	- Consumer purchases
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