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"Marketing encompasses and includes all organizational activities which involve or affect the jJ\ bl
cu_yl_;
relationship beév:?en a supplier/provider organization and its gudience and stakehold rs"’*"“‘ﬂ_
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Strengths-S
Personal

Weaknesses - W.
Personal

What
have for examle, il cetfications, educato,

or connectior
Wht doyou do btter than anyane li?
Wha You access?

don'tfeel confident doing them?
What will the people around you see as your
weaknesses?

inyour education

t
What do other people (and your boss, in
partcular) see as your strengths?

Whichof your acievements are you most roud

e values do you belleve i tht thers ll to

‘and skill training? I not, where are you weakest?
What are your negative work habits (for example,
are you often late, are you disorganized, do you
have a short temper, or are you poor at handiing
stress)?

exhibit Do you have personality traits that hold you back
Avevau part of a network that no one else is in your field? For instance, if you have to conduct
involved in? 1 s0, you have asis,

with influential people?
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speaking would be a major weakness.
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Opportunities -0
Personal
What new changes can assist you?

Can you take advantage of any issue in its present

state?

Do you have a network of strategic contacts to offer

good advice or help you?

Is any of your competitors failing to do something

important? Can you take advantage of it?
Is there a round you which no one is filling?

Threats-T
Personal

What obstacles do you currently face?
Are any of your colleagues competing with you

for projects or roles?

changing?

Could you create an opportunity by offering solutions

to problems?
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Strengths-
Business

What are we known for?

What do we do best?

What do our customers love about our

product(s)?

What do other people say we do well?

What is our unique selling proposition?

What resources do we have readily available?

What are we doing that no one else is?

What unique knowledge, talent, or resources do

we have?

What advantages do we have?

What is our greatest achievement?
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Weaknesses - W
Business
What do our customers dislike about our
product(s)?
What customer complaints have we had about
our service?
What are we don't do well?
What is the competition doing much better than
we are?
What resources do we lack?
What knowledge, talent, skills do we lack?
In what areas do we need more training?
What's the main area we need to improve?
What disadvantages do we have?
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-0 Threats-T
Business Business

Is your job (or the demand for the things you do)

Does changing threaten your position?
Could any of your weaknesses lead to threats?
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How can we turn our strengths into
opportunities? How can we turn our
weaknesses into opportunities?

What new opportunities in the market are
becoming available?

How is the market changing?

What opportunities did we pass, but are still
available?

What would be the ideal opportunity for us?
What is the competition ignoring that we can
play in our favor?

What could we do today that isn't being done?
Who could we support? How could we support
them?
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Who are our competitors?
Has there been an increase in competition lately?
Where and why?

What are the costs of our resources? s it affecting
our bottom line?

Are customers buying less of in our industry? Why?
What external obstacles do we face

Who and/or what might cause us problems in the
future? How?

Are there any standards, policies, and/or
legislation changing that might negatively impact

Are there changes in our field or in technology that
could threaten our success?
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