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Seminar Title: Strategic Competitive Analysis Management  
 
Duration:  3 Days 
 
Price: $2,795 
 
 
Why Seminars by The Taylor Group? 
 
We have designed all of our seminars to focus on only one, 
key, objective: 
 
"Increasing the profits of the companies that 
pay for their employees to attend our seminars" 
 
We do this with the following seminar components: 
 
1) Know Your Instructor: 
 
We share each seminar leader's biography for each seminar, before you buy.  If you 
don't like their biography then we don't expect you to purchase our seminar. 
 
2) Personal Contact Before Seminar: 
 
Each seminar leader personally contacts your employee by phone or e-mail before the 
seminar begins, to ask about the key skill and knowledge items your employee needs to 
focus on during the seminar. 
 
3) Assessments Done Before Start of Seminar: 
 
Each of our seminars includes one or more employee assessments that are completed 
before the seminar even begins.  These seminar assessments are in several personal 
development areas including: 
 
Ø Personal Communication Style 
 
Ø Conflict Management Assessment 

 
Ø Product Management Skills Assessment 
 
Each assessment is done online before the start of each seminar so we can insert more 
profitable content into the classroom sessions. 
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4) Luncheon Seminar, "Lessons From the Field": 
 
During one lunch period of the seminar, we invite back a recent 
graduate of this seminar and ask them to share with your employee, 
how the graduate has worked to improve his firm's profits with the 
skill and knowledge learned in each seminar. 
 
This is to help "Jump Start" your employee's thinking on how to apply 
the many profit-building ideas we share with them. 
 
5) Live Reinforcement Webinars at Months 4, 8 and 12 Months After the Seminar: 
 
Our seminars are designed to focus on helping your employees implement the best 
practices described in our seminars.  Therefore, we include in the seminar price, three, 
live, instructor led webinars at 4, 8 and 12 months after the last day of the seminar. 
 
6) Recorded Reinforcement Webinars Available for 24 Months After the Seminar: 
 
If your employee is not available to join a profit reinforcement webinar, it is recorded for 
them with the voices and profitable ideas from their classmates and is made available 
for 24 months after the last day of the seminar.  
 
7) Buy It! 
 
Finally, if you can find another seminar from a different adult education provider that 
will increase your firm's profits more than our seminar, then buy it! 
 
Seminar Introduction: 
 
This seminar is focused on building the participant’s skills in 3 key areas: 
 
1) Determining the source of competitive advantage for your current products or 

services  
 
2) Environment scanning – both internal and external, with a special focus on 

competitive analysis 
 
3) Developing and selecting among competitive strategy alternatives 
 
The seminar moves from the general to the more specific to provide the skills and 
techniques required to master this key marketing area. 
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Learning Objectives: 
 
After completing this program, you will have increased your ability to: 

 
Ø Define competitive strategy and then proceed to develop and apply it 
 
Ø Identify the business drivers within your company that are placing a greater 

emphasis on competitive strategy development and be able to efficiently develop 
plans to offset threats from external competitors   

 
Ø Discuss 3 areas of competitive advantage that you can use to develop your own key 

competitive programs. 
 
Ø Establish the process and significance of “Scenario Building” and describe how you 

would use it effectively within your company 
 
Ø Differentiate competitive market positions and their impacts on your strategy in 

order to make them more successful. 
 
Ø Construct competitive strategy options and decide when they should be employed to 

improve your competitive position in your various markets or segments 
 
Ø Describe your company’s external environment in order to identify areas of 

opportunity and potential threats that will allow you to develop efficient plans 
 
Ø Describe various market segmentation methods and then state how you could 

effectively use segmentation your own strategic marketing plans 
 
Ø Describe how to apply these tools to your own company’s competitive environment 
 
 
 
(continued) 
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Your Return on Investment in 12 Months: 
 
We have designed this seminar so that you can expect to 
receive a 100% dollar return on your direct seminar cost 
within the first 12 months after the last day of this 
seminar. 
 
Remember that included with the seminar price are three, 
live, instructor led, reinforcement webinars for your 
employees. 
 
These are offered at months 4, 8 and 12 months after the seminar to help ensure that 
your staff is immediately implementing many of the profitable ideas contained in the 
seminar.  
 
Those Who Will Most Profit by Attending: 
 
The target audience for this seminar includes: 
 
Job Title:  “Product Manager” or “Market Manager” 

Function: Manages a product or set of products in various geographic markets. 

Responsibilities:   
 
To develop, recommend and execute plans that grow the business strategically in order to 
achieve corporate sales and profits objectives for the assigned products using marketing 
mix elements and company resources 
 
Job Title: “Category Manager” or “Segment Manager” 
Function: Manages a product or set of products in various categories 
Responsibilities:   
 
To develop, recommend, and execute plans that grow the business strategically in order to 
achieve corporate sales and profits objectives for the assigned products using marketing 
mix elements and company resources. 
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Our Faculty: 
 
Our Faculty Member for this seminar is, Stephen Rayfield. 
 
Stephen Rayfield, our “Marketing Strategy Mentor”, has 
developed hundreds of strategic marketing plans and taught 
over 13,000 people, over 23 years, how to use a variety of 
marketing tools and techniques to add value to their products 
and services. 
 
His business experience spans Fortune 100 corporations, 
small businesses, international services, plus a variety 
corporate positions where he gained extensive hands-on 
experience as a Senior Marketing Manager. 
 
He is a marketing strategist, trainer, keynote speaker, knowledge mentor, author and 
“Master Marketer”. 
 
As President of ESIL, a marketing consulting firm, he uses marketing efficiency to 
create, mentor, and manage profitable, integrated marketing programs to focus 
businesses for growth. 
 
He is the author of several eBooks on marketing and the internationally sold book, 
“Why My Company Needs Integrated Marketing Now.” 
 
His latest book is a business golf system, “Success Golfing With Clients”. 
 
Steve’s focus includes the areas of: 
 
Ø Marketing plan generation 
 
Ø New product or service systems development 
 
Ø Strategic planning cycles 
 
Ø Product management 
 
Ø Competitive planning 
 
Ø Training program creation 
 
Contact: You are invited to contact Steve via his firm’s website at: 
- http://esilmarketing.com/contact-stephen 
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Instructional Methodology: 
 
The seminar uses accelerated learning techniques and is designed to be highly 
interactive. A variety of teaching and facilitation techniques are employed to drive the 
learning process and idea exchange.  
 
Ø “Real World” examples are tested and discussed in teams 
Ø Individual exercises reflect on each participant’s “real world” expertise 
Ø Small group activities bring to life the lessons learned 
Ø Models and techniques are debated and challenged 
Ø Module and daily debriefing sessions are employed to reinforce learning and to 

capture each participant’s “Application Specific” questions.  
 
Summary: 
 
This three-day seminar is designed to provide a comprehensive understanding of the 
marketing skills that will help drive your firm towards its goals and objectives using 
competitive strategies tools and techniques.  
 
Participants will learn how to manage these dynamic new skills and knowledge to 
increase the revenues and profits of their companies.  
 
Program Content: 
 
Module 1: The Context for Strategy 
 
Learning Objectives: 
 
After completing this module, you will have increased your ability to: 
 
Ø Define competitive strategy 
Ø State the global trends that are changing the competitive landscape for businesses 
Ø Apply the competitive strategy thought process to your own business 
Ø Identify the business drivers within your company that require a greater emphasis 

on competitive strategy development for your products and services 
 
 
(continued)
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Module 2: Competitive Advantage and Industry Structure 
 
Learning Objectives: 
 
After completing this module, you will have increased your ability to: 
 
Ø Explain the concept of competitive advantage 
Ø Identify 3 areas of competitive advantage for your firm’s products and services 
Ø Define the industry structure effect on developing competitive strategy 
Ø Discuss the process and significance of “Scenario Building” 
 
 
Module 3: Competitive Position and Strategy Options  
 
Learning Objectives: 
 
After completing this module, you will have increased your ability to: 
 
Ø Describe the competitive four market positions and their impact on strategy 
Ø Construct tactics that support your firm’s strategy options 
Ø Review the competitive moves of a company demonstrating “Best Practices” 
 
 
Module 4: Situation Analysis – External and Internal Environment 
 
Learning Objectives: 
 
After completing this module, you will have increased your ability to: 
 
Ø Define the process of external environment scanning to identify opportunities and 

threats to your own firm’s products and services 
Ø Describe various market segmentation methods 
Ø Describe how you plan to apply these tools to your own products and services 

situation 
Ø Construct the components of an internal environment review of your own products 

and services strengths and threats 
Ø Outline how to conduct an internal environment review for your own products and 

services 
 
 
 
(continued) 
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Module 5: Increasing Competitive Value  
 
Learning Objectives: 
 
After completing this module, you will have increased your ability to: 
 
Ø Describe the concept of a competitive market position 
Ø Demonstrate the use of competitive benchmarking techniques to find unoccupied 

competitive space for your firm’s products and services 
Ø Create differentiation strategies to enhance your customers’ perception of the value 

propositions of your own company’s products and services 
 
 
Module 6: Competitive Moves and Countermoves  
 
Learning Objectives: 
 
After completing this module, you will have increased your ability to: 
 
Ø Analyze a number of methods for predicting your competitor’s future moves 
Ø Make strategic recommendations for your competitive case  
 
 
Module 7: Case Study 
 
Learning Objectives: 
 
After completing this module, you will have increased your ability to: 
 
Ø Use is case study to help internalize the learning nuggets in this seminar 
Ø Develop a model to that you can use for you own strategic planning when you return 

to your firm  
Ø Focus on team exercises from Day 1 & 2 to apply all of the lessons learned  
Ø Review and improve your Strategic Marketing Plan Team case presentation on Day 3 
 
 

( End of Seminar Description ) 


