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MK 3-1 Analyse competitor activity
	Learning Outcome
	Assessment Criteria
	Guidelines and range
The candidate provides evidence that they understand:

	1.Be able to identify competitor activity


	1.1 Identify organisations competing for the same customers
	All organisations face competition for customers, and knowing who your competitors are, and on what basis they are competing, will help an organisation create sales and marketing strategies that take advantage of your competitors’ weaknesses and build on your own strengths.


	
	
	In this criterion the learner is required to identify three or more organisations competing for the same customers

	
	1.2 Identify potentially threatening competitor activity


	Having identified organisations that are competing for the same customers as your own organisation, the next step is to identify the basis upon which these organisations are competing.

This is done in order to ascertain if their activity represents a threat to, for example, your own organisation’s profits or market share.

Potentially threatening competitor activity might be based on, for example:
· New products or services
· Price
· Distribution
· Customer loyalty
· Promotion and advertising



	





























	
	In this criterion the learner is required to identify potentially threatening competitor activity of three or more actual or potential competitors 

	
	1.3 Identify competitors’ objectives
	Business objectives may be financial or non-financial, and knowing the business objectives of a competitor may enable an organisation to better predict the response of that competitor to different competitive actions.

For example, an organisation that is focused on long-term profitability might well be prepared to be involved in a price-war in the short term in order to meet its long-term objective.



	
	
	In this criterion the learner is required to identify three or more competitors’ objectives

	
	1.4 Identify valid sources of information on competitors and their activity 

	Researching competitors, and potential competitors, should be an ongoing activity utilising a variety of sources, such as:
· Business directories
· Company Reports
· Press reports
· Exhibitions and Trade Fairs
· Internet search
· Feedback from own customers and suppliers
· Competitors’ marketing literature



	
	
	In this criterion the learner is required to identify five or more valid sources of information on competitors and their activity

	
	1.5 Explain the advantages and disadvantages of sources of information on competitors and their activity



	To be useful and fit-for-purpose, business information (like all information) should be:
· Relevant
· Current
· Accurate
· User-friendly
· Cost-effective
· Reliable

	
	
	In this criterion the learner is required to explain the advantages and disadvantages of five or more sources of information on competitors and their activity (It may be helpful to consider each source of information in terms of the qualities of ‘good’ information (above))

	2. Be able to determine the nature of the threat posed by competitor activity

















	2.1 Assess the strengths and weaknesses of competitor activity against agreed criteria
	Competitor activity, and the basis of that activity, is considered in AC 1.2 and AC 1.4, and the strengths and weaknesses of competitor activity need to be assessed against agreed criteria, such as their goals or objectives or your own organisation’s goals or objectives.


	
	
	In this criterion the learner is required to assess the strengths and weaknesses of competitor activity of three or more actual or potential competitors against agreed criteria in order to make a judgement 

	
	2.2 Assess the strengths and weaknesses of competitors’ products and/or services against agreed criteria

	Valid sources of information on competitors and their activity are considered in AC 1.4, and the strengths and weaknesses of competitors’ products and/or services need to be assessed against agreed criteria, such as their goals or objectives or your own organisation’s goals or objectives.

	
	
	In this criterion the learner is required to assess the strengths and weaknesses of three or more competitors’ products and/or services against agreed criteria in order to make a judgment

	
	2.3  Determine the nature and extent of the possible threat posed by competitor activity and products and/or services
	AC 2.1 and AC 2.2 require an assessment of competitor activity and competitor products and services, and this criterion requires you to use those assessments to determine the extent of the possible threat posed by competitor activity and products and/or services.


	
	
	In this criterion the learner is required to determine the nature and extent of the possible threat posed by competitor activity and products and/or services of three or more competitors
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