Competition Assessment Workbook for Boutique Consulting Firms

Section 1: Understanding the Market
· Who are your primary competitors? Consider both local firms and larger, niche players.
· What is their target market? Are they focused on a specific sector, geography, or client type?
· What is their market share? Are they growing, stable, or declining?
Notes:



Section 2: The Common Offer
· What services are standard across your industry?
· Which of these are your firm’s strengths, and where do you fall short?
· Are there baseline expectations from clients that you are not currently meeting?
Notes:



Section 3: Competitor Differentiators
· What are your competitors’ unique selling points (USPs)? (e.g., niche expertise, proprietary tools, or methodologies.)
· What additional value do they offer clients through their "extras"? (e.g., free resources, premium experiences, or access to technology.)
· How do competitors communicate their differentiators to clients?
Notes:




Section 4: Your Differentiators
· What are your USPs? How are they different from or better than your competitors’?
· What additional value does your firm provide as "extras"? (e.g., exceptional customer service, tailored approaches, proprietary frameworks.)
· Are your differentiators clearly communicated to prospective clients?
Notes:


Section 5: Client Needs Analysis
Questions to answer:
· What are the most pressing needs of your current and target clients?
· Are there needs that are not being met by your competitors?
· How are these needs likely to evolve over the next few years?
Notes:



Section 6: Innovation Space
· Where are competitors underperforming or absent?
· Are there opportunities to address unmet client needs with innovative solutions?
· What ideas for innovation can you pilot or test quickly?
· How can you differentiate your firm through these innovations?
Notes:


Section 7: Your Positioning Strategy
· How will you position your firm to highlight your strengths and USPs?
· What specific messages should you communicate to emphasise your “extras” and your ability to address client needs?
· How can you align your innovation efforts with your broader positioning strategy?
Notes:


Section 8: Monitoring and Updating
· How will you track competitor activities and market trends on an ongoing basis?
· What metrics will you use to monitor the effectiveness of your positioning strategy?
· How often will you update your competitive analysis to remain relevant?
Notes:



