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Q. Discuss the strategic alternative matrix.
Alternatives (Based on Business Cycle)

1. Growth (Offensive)
 2. Instability (D or F)

 3. Survival (Defensive)

Criteria
	Sales, Profits, Market shares, Growth rates
	Return on sales, RO Assets, RO Equity, Rate of Recovery
	Critical Evaluation of Market, + Product, CE of Financial position, 
CE of Management



Approaches
	1.Market intensification (Penetration/Development/ Geographical expansion)
	1.Retrenchment (Contraction, Consolidation, Recovery)
	1.Management restructuring (Management process, 

Personnel)

	2.Diversification 
(Vertical, Horizontal, Acquisition, Merger)
	2.Turnaround 
(Profit improvement, Restoration)
	2.Financial structuring 

(Capital, Divest, Cash flow)


	3.International Business (Export, Foreign License, Joint venture,  Direct investment)
	3.Stabilization 
(Selectivity, Market balancing, Financial Retrenchment)
	3.Market restoration 

(Withdraw, Expansion, 

Acute retrenchment)


Q. Describe the Generic strategic Approaches.

3 Generic Approaches


1. Cooperative


2. Offensive

3. Defensive

Tools/Ways:
	1. Strategic alliances
	1. Low Cost
	1. Fortify Present position

	2. Collaborative partnerships
	2. Differentiation
	2. Sustain competitive advantages

	3.Merger and acquisition
	3. Quick Response
	3. Lessen risk of being attacked

	4. Vertical integration (Backward and forward)
	4. Escalating market
	4. Blunt the attacks

	5. Unbundling and outsourcing 
	5. New Distribution
	5. Divert the attacks.

	
	6. Direct Sale
	


Q. Discuss the Five Generic Competitive Strategies.


Types of Advantages Sought


         Lower Cost 





Differentiation


	Broad Range of Buyers
	1. Overall Low cost Provider Strategy


	5. Best Cost Provider Strategy
	3. Broad Differentiation Strategy

	
	
	
	

	
	2. Focused Low Cost Strategy
	
	

	 Niche Market
	
	
	4. Focused Differentiation Strategy


Q. Explain the Building and Eroding of Competitive Advantages of a business.
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Moves by Rivals Erode competitive advantages


Rivals erode competitive advantages








Strategic moves Creates Competitive Advantages








