[bookmark: _GoBack]All sections are set up to allow for the fill-in of information. Anywhere the text is italic, would be where you would put in the information pertaining to the individual assignment (and then un-italicize). 
Competitor Research Package
Industry Standards
Describe the industry’s competition environment using the IBISWorld industry report. 
Level and trend: Competition in this industry is level and the trend is trend.
Internal Competition: Briefly describe the nature of internal competition.
External Competition: Briefly describe the nature of external competition.
This information can be found in the IBISWorld Report of the industry. The level and trend can be found in the “Competitive Landscape” section, subsection “Basis of Competition” in a gray box in the left margin. Internal and external competition is detailed in the body of the text. 
Competing Companies
Identify the geographical range of competition using the information provided by the questionnaire. Discuss the sampling frame chosen for this analysis, including why the competitors were chosen, how they match up to the client, etc.
Competitor Profiles

Depending on the number of competitors, populate a list of those that are within the geographical range that was identified. If the number is too high to reasonably list all, choose only the most important, be it the major competitors, the geographically closest competitors, the closest competitors in products/services provided, etc.
Information for potential competitors can be found in the IBISWorld Industry Report in the section “Major Companies”. This section will often provide information about companies with the largest market share in the industry, including revenues/profits, analysis, and insight that may be helpful in completing a SWOT report for the company. 
Also, Marketline Advantage will often provide a list and information regarding key competitors.
1. Go to www.libarary.ucf.edu 
2. Log in to utilize the library resources (not necessary if you are on campus)
3. Under “Find”, click “Articles and Databases”
4. Under “Business and Hospitality”, click “Business”
5. Scroll down to “Marketing Data”
6. Click the link for “Marketline Advantage”
7. You will be taken to the Marketline Advantage homepage. You can search for a company or industry by selecting the desired category from the drop-down menu and entering in the desired search term.
8. A search of “Darden” under the category of “Companies” generates the desired result of “Darden Restaurants, Inc.” Clicking the link will bring you to the Marketline Advantage Report on Darden Restaurants, Inc.
9. You may choose to download the report by clicking the PDF link, or using the table of contents on the right side of the page to navigate the report
10. The section labeled “Key Competitors” will provide with information on competing companies in the industry. 

A. Competitor A

Geographic Location: State how many locations in what countries, state the date of this information, state how many locations are in the region the client is looking at.

A Google search of a competing company will often direct you to the company website. The company’s website will often have the most up-to-date information as it pertains to locations and expansion possibilities. 

Additionally, Marketline Advantage (DataMonitor 360) may also have information concerning a company’s locations and subsidiaries. To access Marketline Advantage:

1. Go to www.libarary.ucf.edu 
2. Log in to utilize the library resources (not necessary if you are on campus)
3. Under “Find”, click “Articles and Databases”
4. Under “Business and Hospitality”, click “Business”
5. Scroll down to “Marketing Data”
6. Click the link for “Marketline Advantage”
7. You will be taken to the Marketline Advantage home page. You can search for a company or industry by selecting the desired category from the drop-down menu and entering in the desired search term.
8. A search of “Darden” under the category of “Companies”, generates the desired result of “Darden Restaurants, Inc.” Clicking the link will bring you to the Marketline Advantage Report on Darden Restaurants, Inc.
9. You may choose to download the report by clicking the PDF link, or using the table of contents on the right side of the page to navigate the report.
10. Information regarding the locations and countries of a company can be found in the section labeled “Locations and Subsidiaries”



Web Address: If available, state the website address of the company.

A Google search of a competing company will often direct you to the company website

Only provide the following seven parameters if information is readily available and relevant to the client.
Size of the Company Financially-Annual Sales:
Size of the Company Financially-Annual Profit:
Size of the Company in Market Share:
Growth of Company-12 Month Revenue Growth:
Growth of Company-12 Month Net Income Growth:
Growth of Company in Establishments:

If the competing company is publicly traded, this information will likely be found on the company website, usually under a section labeled “About” or “Investor Relations”. You will need to access the company’s financial statements to fill-in this information. 

Hoover’s is also a site that may provide you with financial information about a company. To access Hoover’s, follow the instructions below:

1. Go to www.libarary.ucf.edu 
2. Log in to utilize the library resources (not necessary if you are on campus)
3. Under “Find”, click “Articles and Databases”
4. Under “Business and Hospitality”, click “Business”
5. Scroll down to the section labeled “Company/Industry Research”
6. Click on the link for “Hoover’s Online”
7. Click “Continue” to access the website
8. You are now on the home page of Hoovers.
9. At the top center of the page, there is a search box. 
10. Click the tab for “Companies”
11. Search for the competing company
12. A search for “Darden Restaurants” generates several options, the first being “Darden Restaurants, Inc.” 
13. The location type will tell you whether it is the headquarters, or a branch operation. Typically, you would select the company that is listed with “Headquarters”.
14. After selecting the appropriate company, you will be brought to that company’s Hoovers home page. At the top of the page you will see the “Company Index”. Inside the index is a tab for “Financials”. Holding your cursor over this tab will produce several clickable options, the most appropriate option for the information needed is “Historical Financials”. This will provide much of the financial information needed. 


Areas of Competition: State the products or market that this competitor competes on with the client. Provide mention of price competition/price comparison if available.

Information pertaining to the areas of competition will most often be found on the competing company’s website. Descriptions on the home page or “About” section will likely tell you what the company offers. Compare this to the offerings of your client. If applicable/available compare prices of similar products. 

Brands: List the brands that the company sells products under.
This information will also often be found on the company’s website. Additionally, you may find relevant information on Marketline Advantage:
1. Go to www.libarary.ucf.edu 
2. Log in to utilize the library resources (not necessary if you are on campus)
3. Under “Find”, click “Articles and Databases”
4. Under “Business and Hospitality”, click “Business”
5. Scroll down to “Marketing Data”
6. Click the link for “Marketline Advantage”
7. You will be taken to the Marketline Advantage home page. You can search for a company or industry by selecting the desired category from the drop-down menu and entering in the desired search term.
8. A search of “Darden” under the category of “Companies”, generates the desired result of “Darden Restaurants, Inc.” Clicking the link will bring you to the Marketline Advantage Report on Darden Restaurants, Inc.
9. You may choose to download the report by clicking the PDF link, or using the table of contents on the right side of the page to navigate the report.
10. The section labeled “Major Products and Services” will often list the products/services the company offers, as well as the brands under which it produces. 

SWOT Analysis: 

Strengths: List
Weaknesses: List
Opportunities: List
Threats: List
A complete SWOT report may sometimes be found on Marketline Advantage.
1. Go to www.libarary.ucf.edu 
2. Log in to utilize the library resources (not necessary if you are on campus)
3. Under “Find”, click “Articles and Databases”
4. Under “Business and Hospitality”, click “Business”
5. Scroll down to “Marketing Data”
6. Click the link for “Marketline Advantage”
7. You will be taken to the Marketline Advantage home page. You can search for a company or industry by selecting the desired category from the drop-down menu and entering in the desired search term.
8. A search of “Darden” under the category of “Companies”, generates the desired result of “Darden Restaurants, Inc.” Clicking the link will bring you to the Marketline Advantage Report on Darden Restaurants, Inc.
9. You may choose to download the report by clicking the PDF link, or using the table of contents on the right side of the page to navigate the report.
10. There may be a section labeled “SWOT Analysis”. This will help in performing your SWOT analysis. 

Many times, however, Marketline will not provide a SWOT analysis. Your analysis of the competitor will have to be done using your own knowledge of business in conjunction with your knowledge of the competing company. 

B. Competitor B

Geographic Location: State how many locations in what countries, state the date of this information, state how many locations are in the region the client is looking at.
Web Address: If available, state the website address of the company.

Only provide the following seven parameters if information is readily available and relevant to the client.
Size of the Company Financially-Annual Sales:
Size of the Company Financially-Annual Profit:
Size of the Company in Market Share:
Growth of Company-12 Month Revenue Growth:
Growth of Company-12 Month Net Income Growth:
Growth of Company in Establishments:

Areas of Competition: State the products or market that this competitor competes on with the client. Provide mention of price competition/price comparison if available.
Brands: List the brands that the company sells products under.
SWOT Analysis: If available, provide the SWOT analysis on the company. You may have to find that company’s individual profile on MarketLine to obtain this.
Strengths: List
Weaknesses: List
Opportunities: List
Threats: List

C. Competitor C

Geographic Location: State how many locations in what countries, state the date of this information, state how many locations are in the region the client is looking at.
Web Address: If available, state the website address of the company.

Only provide the following seven parameters if information is readily available and relevant to the client.
Size of the Company Financially-Annual Sales:
Size of the Company Financially-Annual Profit:
Size of the Company in Market Share:
Growth of Company-12 Month Revenue Growth:
Growth of Company-12 Month Net Income Growth:
Growth of Company in Establishments:

Areas of Competition: State the products or market that this competitor competes on with the client. Provide mention of price competition/price comparison if available.
Brands: List the brands that the company sells products under.
SWOT Analysis: If available, provide the SWOT analysis on the company. You may have to find that company’s individual profile on MarketLine to obtain this.
Strengths: List
Weaknesses: List
Opportunities: List
Threats: List

Competitive Rivalry within the Industry Industry
Provide the graph from Marketline Advantage report. Enter in the numbers from the graph into the left column below. If Marketline does not provide this report (as in many situations), use other library resources such IBIS World, ABI/INFORM Complete, Business Source Premier and General BusinessFile ASAP, coupled with your knowledge of Porter’s Five Forces, to do a best estimate of the Bargaining Power of Suppliers. Michael Porter’s books “How Competitive Forces Shape Strategy”, “Competitive Strategy”, and “Competitive Advantage” are all great resources to help in filling out this section. 
To search Marketline Advantage for the Five Forces Analysis:
1. Go to www.libarary.ucf.edu 
2. Log in to utilize the library resources (not necessary if you are on campus)
3. Under “Find”, click “Articles and Databases”
4. Under “Business and Hospitality”, click “Business”
5. Scroll down to “Marketing Data”
6. Click the link for “Marketline Advantage”
7. You will be taken to the Marketline Advantage home page. You can search for a company or industry by selecting the desired category from the drop-down menu and entering in the desired search term
8. Choose “Industry” as your category, and enter your search term
9. Entering the search term of “Restaurant” returns thousands of results, to narrow your search results, use the tabs on the right side of the webpage to refine your search
10. You can narrow your results significantly by clicking “North America” under the “By Geography” option
11. Search through the dozens of remaining results to find the most appropriate industry report
12. In this example, “United States- Profit Foodservice” is the most relevant search result. Clicking the title of the report will direct you to the report homepage.
13. On the side navigation tabs, you may see a section labeled “Five Forces Analysis”. This will provide you with the necessary information to complete this section of the report


Key: 1 = Low; 5 = High
	Score
	Parameter

	#
	Competitor Size: When one firm, or a small number of firms, has the incentive to attempt to become the market leader, rivalry increases. Top firms will battle to achieve market leader status. 

	#
	Easy to Expand: Slow market growth causes firms to fight for market share. However, in a growing market, firms are able to improve revenues simply because of the expanding market. A growing market gives room for expansion, and decreases rivalry.

	#
	Hard to Exit: High exit barriers place a high cost on abandoning the product, and thus the firm must compete, increasing rivalry. High exit barriers cause a firm to remain in an industry, even when the venture is not profitable.

	#
	Lack of Diversity: When firms have a narrow selection of products, product types, product lines, services, etc., and do not branch out into a wide array of categories, rivalry increases. Competing on the same narrow selection of products causes firms to intensify the rivalry.

	#
	Low Cost Switching: If the costs to switch are low, this rivalry increases. When a customer can freely switch from one product to another, there is a greater struggle to capture customers.

	#
	Low Fixed Costs: Low fixed costs are related to a lack of economies of scale, and decreased rivalry. However, when total costs are mostly fixed costs (high fixed costs), the firm must produce near capacity to attain the lowest unit costs. Since the firm must sell this large quantity of product, high levels of production lead to a fight for market share and results in increased rivalry.

	#
	Number of Players: A larger number of players increase rivalry because most firms must compete for the same number of customers and resources. The rivalry intensifies if the firms have similar market share, leading to a struggle for market leadership.

	#
	Similarity of Players: When players are similar to each other, rivalry decreases. When players have different cultures, histories, and philosophies, the industry becomes unstable. There is greater possibility for mavericks and for misjudging rival’s moves. Rivalry is volatile and can be intense when players are diverse.

	#
	Storage Costs: High storage costs or highly perishable products cause a producer to sell goods as soon as possible. If other producers are attempting to unload at the same time, there is an increase in rivalry, as competition for customers intensifies.

	#
	Undifferentiated Product: Products that are not unique, are homogenous, or are commodities compete mainly on price, because consumers receive the same value from the products no matter which firm they buy them from. This increases rivalry because firms are pressured into price competition.

	#
	Zero Sum Game: When an industry is crowded with competitors, the industry growth rate slows, and the market becomes saturated. This leads to excess capacity with too many goods chasing too few buyers. This imbalance leads to the zero sum game—when one company gains a customer, they are taking that customer away from another rival. What ensues is a “shakeout”, with an increase in rivalry, price wars, and company failures. 


Source: MarketLine/DataMonitor, Quick MBA & Purdue University Agriculture Innovation & Commercialization Center

Analysis: Conclude the competitive rivalry and provide a brief analysis of the above.
If you were able to find this information through Datamonitor, there will be a short explanation and analysis covering the topic. Otherwise, use your own knowledge and resources to explain the rating you have provided. 
Threats from Substitute Industries
Identifying Substitutes-Sampling Frame 
Identify the geographical range of competition using the information provided by the questionnaire. 
Discuss the sampling frame chosen for this analysis, including why the competitors were chosen, how they match up to the client, etc.
Industry Profiles

Depending on the number of competing industries, populate a list of those that are applicable. If the number is too high to reasonably list all, choose only the most important, be it the major industries, the closest industries in products/services provided, etc.
Competing industries can be determined by searching for the client’s industry on IBISWorld and analyzing the search results. Additionally, in the IBISWorld Report for your client’s industry, in the section “About this Industry”, subsection “Similar Industries” possibly competing industries are listed. For the IBISWorld Report “Single Location Full-Service Restaurants in the US”, “Chain Restaurants in the US”, “Fast Food Restaurants in the US”, and “Bars & Nightclubs in the US” are all listed. These are industries that may compete with “Single Location Full-Service Restaurants in the US”. Furthermore, you can and should use your own intuition and knowledge to determine relevant competing industries. 
A. Industry A

Listings will be based off of this form, standardized for all in the list, including as many fields as possible, and limiting the information to the very most succinct phrasing:
Name of the Industry: Name of the industry

This information can be found in the search results returned on IBISWorld and the title of the IBISWorld Report. 

NAICS Code: NAICS Code

The five digit NAICS Code is found on the front page of the IBISWorld Report.

Brief Definition/Main Activities: State the definition and main activities in a few sentences.

This information can be found in the IBISWorld Report, section “About this Industry”, subsections “Industry Definition” and “Main Activites”

Size of the Industry Financially-Annual Sales/Profit: $###/$### (Month, Year of report)

This information can be found in the IBISWorld Report, under the section “Industry at a Glance”.
Revenue and Profit Outlook: Average annual rate of ##% to $###/##% to $### (Year-Year of forecast)

This information is located in the IBISWorld Report, “Industry at a Glance” section; subsection “Key Statistics Snapshot”.

Products & Services Segmentation (percentages of industry revenue): 
	Product/Service—##.#%
	Product/Service—##.#%
	Product/Service—##.#%
	Product/Service—##.#%

This information is located in the IBISWorld Report, “Products & Markets” section; subsection “Products & Services”.

Demand Determinants: Briefly paraphrase what affects the demand in this industry. Description ideally should be one paragraph. 

This information is located in the IBISWorld Report, “Products & Markets” section; subsection “Demand Determinants”.

Major Markets (percentages of group by parameter):
	Parameter—##.#%
	Parameter—##.#%
	Parameter—##.#%
	Parameter—##.#%

This information is located in the IBISWorld Report, “Products & Markets” section; subsection “Major Markets”.

Key Success Factors: State the success factors, divided by semicolons (Factor; factor; factor; factor)

This information is located in the IBISWorld Report, “Competitive Landscape” section; subsection “Key Success Factors”.

B. Industry B

Name of the Industry: Name of the industry
NAICS Code: NAICS Code
Brief Definition/Main Activities: State the definition and main activities in a few sentences.
Size of the Industry Financially-Annual Sales/Profit: $###/$### (Month, Year of report)
Revenue and Profit Outlook: Average annual rate of ##% to $###/##% to $### (Year-Year of forecast)
Products & Services Segmentation (percentages of industry revenue): 
	Product/Service—##.#%
	Product/Service—##.#%
	Product/Service—##.#%
	Product/Service—##.#%
Demand Determinants: Briefly paraphrase what affects the demand in this industry. Description ideally should be one paragraph. 
Major Markets (percentages of group by parameter):
	Parameter—##.#%
	Parameter—##.#%
	Parameter—##.#%
	Parameter—##.#%
Key Success Factors: State the success factors, divided by semicolons (Factor; factor; factor; factor)


Threat of Substitutes

Provide graph from Datamonitor report. Enter in the numbers from the graph into the left column below. If Datamonitor does not provide this report (as in many situations), use other library resources such IBIS World, ABI/INFORM Complete, Business Source Premier and General BusinessFile ASAP, coupled with your knowledge of Porter’s Five Forces, to do a best estimate of the Barriers to Entry/Threat of New Entrants. Michael Porter’s books “How Competitive Forces Shape Strategy”, “Competitive Strategy”, and “Competitive Advantage” are all great resources to help in filling out this section. 
1. Go to www.libarary.ucf.edu 
2. Log in to utilize the library resources (not necessary if you are on campus)
3. Under “Find”, click “Articles and Databases”
4. Under “Business and Hospitality”, click “Business”
5. Scroll down to “Marketing Data”
6. Click the link for “Marketline Advantage”
7. You will be taken to the Marketline Advantage home page. You can search for a company or industry by selecting the desired category from the drop-down menu and entering in the desired search term
8. Choose “Industry” as your category, and enter your search term
9. Entering the search term of “Restaurant” returns thousands of results, to narrow your search results, use the tabs on the right side of the webpage to refine your search
10. You can narrow your results significantly by clicking “North America” under the “By Geography” option
11. Search through the dozens of remaining results to find the most appropriate industry report
12. In this example, “United States- Profit Foodservice” is the most relevant search result. Clicking the title of the report will direct you to the report homepage.
13. On the side navigation tabs, you may see a section labeled “Five Forces Analysis”. This will provide you with the necessary information to complete this section of the report

Key: 1 = Low; 5 = High
	Score
	Parameter

	#
	Beneficial Alternative: When the alternative can provide a benefit that the industry’s product cannot provide, the threat of substitute’s increases. If a firm’s product is identical to other products, it becomes more difficult to keep customers.

	#
	Cheap Alternative: When a product’s demand is affected by the lower price of a substitute product, the threat of substitutes increases. A product’s price elasticity is affected by substitute products—as more substitutes become available, the demand becomes more elastic since the customers have more alternatives. A close, cheap substitute product constrains the ability of firms in an industry to raise prices.

	#
	Low Cost Switching: If the costs to switch are low, the threat of substitutes increases. When a customer can freely switch from one alternative to another, there is a greater struggle to capture customers.


Source: MarketLine/DataMonitor, Quick MBA & Purdue University Agriculture Innovation & Commercialization Center

If the Porter’s Five Forces Analysis is done using sources other than MarketLine/DataMonitor, then you must change the “Source” that is listed underneath this table.
Analysis: Conclude the threat of substitutes and provide a brief analysis of the above.
If you were able to find this information through Datamonitor, there will be a short explanation and analysis covering the topic. Otherwise, use your own knowledge and resources to explain the rating you have provided. 


