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Porter’s Five Forces Analysis
	Barriers to entry (threat of new entrants)

	What are the barriers to entry to this industry? If it is easy to enter for you, it may be easier for lots of others. Some things to consider are: high capital costs; access to customers; economies of scale; economies of scope; limited access to essential resources or distribution; access to licenses or permits; patents; need to establish brand identity; other cost advantages, such as an incumbent’s existing learning; licensing costs.


	Threat of substitutes

	A substitute is a product/service that fulfils the same customer need that you are intending to fulfil with your product/service. What alternative products could your customers buy instead of yours? How easy is it for them to switch? How strong is the threat from the substitute products identified above? 


	Bargaining power of suppliers

	After making a list of your suppliers, determine how much power each supplier has in this industry. The more power they have, the more of your profits they will demand (e.g. labour, materials, energy, equipment, certification, venue.)


	Bargaining power of buyers/consumers

	How much negotiating power do your customers have? The more options available to a customer, the more easily they can switch from buying from you. The more power they have, the more of your profits they will claim through demanding cheaper prices. 


	Rivalry

	How intense is the rivalry from your competitors? Is product/service differentiation high or low? What is the industry growth rate? You can revisit this question after completing the ‘Competitors’ section.



What to do:
Summarise your answers above in the table below. You may insert the table below, along with a conclusion about the attractiveness and profitability of the industry in your business plan (in Stage 6).

Threat of Substitutes: (H/M/L) 


_______________________


_______________________


_______________________


_______________________


_______________________
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Threat of new entrants: �(High/Medium/Low)


_______________________


_______________________


_______________________


_______________________


_______________________


_______________________


_______________________


_______________________








Bargaining Power of Customers: (H/M/L)
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___________________
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Bargaining Power of Suppliers:


(H/M/L)�
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Threat of Rivalry: �(H/M/L)


______________________
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