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What do all these pictures have in common?

Source: IBM China F&P

Cooking

Camera

Finding Information

New Market driven by new 

technology, new innovation 

and new customer base
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Capability Conviction

Á The creation of organizational belief, 

momentum and resilience in moving 

towards growth goals

Á Key question: How do I get going, 

stay moving, bounce back?

Course
Á The identification and selection of opportunities. 

Development of a winning model. Sustaining growth by 

creating sufficient initiatives and funding for them

ÁKey questions: Whatôs the landscape? Where do I play? 

How do I win? How do I keep winning?

Á The cluster of activities that 

support the operational model and 

allow the execution of the growth 

strategy

Á Key question: What do I need in 

order to win?

Those who sustain superior growth and shareholder 
return exhibit the ñ3Csò: Course, Capability and 
Conviction
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Go-to-market strategy helps to address two fundamental 
questions: Where to compete and how to compete

Markets Products Industry 

Value 

Chain

Financial 

Structure

Culture

Processes

Resources

Systems

Structure

Where to compete...

Incremental

Substantial

Transformational

éhow to compete

The enterprise 

enables...

...changes in the 

rules of the industry
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Understanding the environment is a pre-requisite to 
develop the strategy

Economy
Macroeconomic analysis of countries

(e.g. capital flows, GDP, economy trends, case studies, 

consumer spending)

Markets
Analysis of specific product segments 

(e.g. market size, innovations, government regulations, 

product life cycle, product SWOT, forecasts)

Industry
Analysis of sectors of interest

(e.g. industry size and growth rate, key trends, regulations)

Players
Analysis of competition 

(e.g. financials, market share, SWOT, key strategies, 

strategic mapping)

Consumers
Analysis of consumers 

(e.g. consumer needs, behaviour, spending, potential 

supply-demand gaps)

Supply Chain
Analysis of sourcing and distribution 

(e.g. manufacturing set-up, channel structure, channel 

investments and RoI, bargaining power)

Profitability
Analysis of pricing and investments 

(e.g. capex, projected cash flow, intermediary margins, 

RoE/RoIC, channel strategies, best practices)

Strategy 
Go-to-market strategy development  

(e.g. implementation roadmap, operations strategy, 

product / pricing / channel strategy)
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Our Strategy Formulation Methodology is built upon the 
IBM Business Leadership Model 

Strategy Execution

Winning strategies emphasize the interdependence of strategy and execution and the importance of 

developing them in tandem

Leadership

GAP

Market

Results

ÅPerformance

ÅOpportunity

Marketplace

Insight

Strategic

Intent

Business

Design

Innovation

Focus

Talent

Critical

Tasks

Formal

Organization

Climate

& Culture

IBMôs approach to strategic execution is adapted from Tushman, Michael L. and Charles A. OôReilly III. Winning Through Innovation. Harvard Business School Press, Boston, MA 1997.
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The SME toolkit is a robust portal for underserved small and medium 
businesses to learn and implement business management practices by 
providing the tools, content and resources small business owners need for 
success

What makes it

special?

Who was it 

designed for?

Á Small and Medium Enterprises, globally

Á Asian, Black, Hispanic, Native American and Women 

owned businesses in the United States:

ï Budding entrepreneurs

ï Small business owners who want to improve 

their business

Á Tools: virtual business consulting 24/7

Á Content: to increase productivity, efficiency and capacity

Á Resources: solutions to the ñwhere do I goò questionsé

Á Community: access to local and global businesses

Customized:

www.smetoolkit.orgThe SME Toolkit has expanded to 30 markets in 17 languages 


