COLLINGHAM BUSINESS CLUB

... Supporting local business success ...

Business
Growth
Strategy

This aide-memoire has been
Kindly provided by Andrew
Barratt of First Sight Marketing
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Supplier Power: How easy it is for suppli-
ers to drive up prices. This is driven by
the number of suppliers of each key in-
put, the uniqueness of their product or
service, their strength and control over
you, the cost of switching from one to an-
other, and so on. The fewer the supplier
choices you have, and the more you need
suppliers’ help, the more powerful your
suppliers are. Examples are oil cartels -
OPEC, banks and credit.
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= - Differentiation whole market.
= - Niche market (cost leadership or
differentiation).

Don't get ‘stuck in the middle’lll

Look at each area for your business - how do
you improve the situation in your favour? How
does this all relate to your business plan?



