
COMPLEMENTORS 

ØNumber of Complements

ØRelative Value Added 

ØBarriers to Complement Entry

ØDifficulty Engaging Complements

ØBuyer Perception of Complements

ØComplement Exclusivity

THREAT OF NEW ENTRANTS

(AND ENTRY BARRIERS)

ØAbsolute Cost Advantages 

ØProprietary Learning Curve

ØAccess to Inputs

ØGovernment Policy

ØEconomies of Scale

ØCapital Requirements

ØBrand Identity

ØSwitching Costs

ØAccess to Distribution

ØExpected Retaliation

ØProprietary Products

THREAT OF SUBSTITUTES

ØSwitching Costs

ØBuyer Inclination to Substitute 

ØPrice-Performance Tradeoff of 

Substitutes

ØVarity of Substitutes

ØNecessity of Product, Service, or 

Program
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PORTER'S INDUSTRY FORCES AND RELATED DIMENSIONS
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DEGREE OF RIVALRY

ØExit Barriers 

ØIndustry Concentration

ØFixed Costs/Value Added

ØIndustry Growth

ØIntermittent Overcapacity

ØProduct Differences 

ØSwitching Costs

ØBrand Identity

ØDiversity of Rivals

ØCorporate Stakes

SUPPLIER POWER

ØSupplier Concentration

ØImportance of Volume to Supplier

ØDifferentiation of Inputs 

ØImpact of Inputs on Cost or Differentiation

ØSwitching Costs of Firms in the Industry

ØPresence of Substitute Inputs

ØThreat of Forward Integration

ØCost Relative to Total Purchases in Industry

BUYER POWER (CHANNEL AND END CONSUMER)

ØBargaining Leverage

ØBuyer Volume

ØBuyer Information

ØBrand Identity

ØPrice Sensitivity

ØThreat of Backward Integration

ØDifferentiation

ØBuyer Concentration Vs. Industry

ØSubstitutes Available

ØBuyer’s Incentives

ØSwitching Costs

ØCost Relative to Total Industry Purchases

INDUSTRY VALUE CHAIN – from Raw 

Materials and Other Inputs through 

Supply Chain through Industry through 

Distribution Channel to End Consumer
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