Worksheet 40: Who Is My Competition? (NxLevel, 2000, Schuck et al., 1991)

Rank yourself and competitors (1=Low, 5=High). Based on highest totals, who is your strongest
competitor? Can you identify strengths and weaknesses of yourself, of your competitors? In the
final column, rank each item (1=Low, 5=High) on your targeted customers perceived value of
each factor. Can you identify any potential opportunities based on shortcomings of competitors?
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