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Course Introduction / Overview:

In today's hyper-competitive global marketplace, the ability to anticipate market shifts and competitor moves is no longer

a luxury but a strategic necessity. This course provides a comprehensive framework for developing and implementing a

robust competitive intelligence (CI) program that directly informs and shapes winning market strategies. Moving beyond

basic competitor profiling, this program delves into the sophisticated analytical techniques required to transform raw

data into actionable strategic foresight. As the renowned strategist Michael E. Porter outlined in his seminal work,

"Competitive Strategy: Techniques for Analyzing Industries and Competitors," understanding the underlying structure of

an industry is key to superior performance. This training course, offered by BIG BEN Training Center, is meticulously

designed to equip professionals with the tools and mindset to master this discipline. Participants will learn to navigate the

complete intelligence cycle, from defining key intelligence needs to ethically gathering and analyzing information, and

ultimately, to communicating insights that drive decisive and effective strategic action, ensuring their organization

maintains a sustainable competitive advantage.

Target Audience / This training course is suitable for:

Strategic Planners and Strategy Managers.

Market Research Analysts and Business Analysts.

Competitive Intelligence Professionals.

Business Development Managers and Executives.

Product Managers and Marketing Directors.

Corporate Executives and Senior Leadership (CEOs, CSOs, CMOs).

Entrepreneurs and Business Owners.

Management Consultants.

Target Sectors and Industries:

Technology and Software Development.

Pharmaceuticals and Healthcare.

Financial Services, Banking, and Insurance.

Fast-Moving Consumer Goods (FMCG) and Retail.

Telecommunications and Media.

Manufacturing and Engineering.

Energy and Utilities.



Government Agencies and Public Sector Organizations.

Target Organizations Departments:

Strategic Planning and Corporate Strategy.

Marketing and Sales.

Business Development and Mergers & Acquisitions.

Product Management and Development.

Research and Development (R&D).

Executive Management.

Market Research.

Course Offerings:

By the end of this course, the participants will have able to:

Master the complete competitive intelligence cycle from planning to dissemination.

Apply advanced analytical frameworks like Porter’s Five Forces, SWOT, and PESTLE analysis.

Conduct thorough competitor profiling and benchmarking to identify vulnerabilities and opportunities.

Develop ethical and effective techniques for primary and secondary data collection.

Utilize digital tools for monitoring online competitor activities and market trends.

Translate complex data sets into clear, actionable strategic insights for decision-makers.

Develop robust market entry, growth, and product positioning strategies.

Facilitate strategic planning sessions and war gaming exercises.

Communicate intelligence findings persuasively to senior leadership.

Build and manage a proactive competitive intelligence function within their organization.

Course Methodology:

The training methodology at BIG BEN Training Center is designed to be highly interactive, practical, and immersive,

ensuring that participants can immediately apply their learning in a real-world context. We move beyond traditional

lectures to foster a dynamic learning environment built on a blend of expert-led instruction, intensive case study analysis

of leading global companies, and collaborative group workshops. Participants will engage in hands-on exercises, including

competitive landscape mapping and scenario planning simulations, which challenge them to solve complex strategic

problems. Team-based activities are central to the course, encouraging peer-to-peer learning and the exchange of diverse

industry perspectives. Continuous feedback is provided by the instructor to guide learning and refine analytical skills. The

course emphasizes a practical, results-oriented approach, equipping attendees not just with theoretical knowledge but

with the tangible skills and confidence to build and execute powerful competitive intelligence and market strategies that

deliver a measurable impact on business performance.

Course Agenda (Course Units):

Unit One: Foundations of Competitive Intelligence and Strategy



Introduction to Competitive Intelligence (CI).

The strategic importance of CI in modern business.

The complete CI cycle: planning, collection, analysis, and dissemination.

Distinguishing between data, information, and intelligence.

Ethical and legal considerations in intelligence gathering.

Aligning CI with corporate strategy and objectives.

Identifying Key Intelligence Topics (KITs) and Key Intelligence Questions (KIQs).

Unit Two: Intelligence Collection and Source Management

Primary and secondary intelligence sources.

Advanced online and database research techniques.

Leveraging social media and digital channels for intelligence.

Introduction to Human Intelligence (HUMINT) techniques.

Evaluating the reliability and validity of sources.

Organizing and managing collected information.

Introduction to tools for data collection and monitoring.

Unit three: Analytical Frameworks for Market and Competitor

Assessment

SWOT and TOWS Matrix for strategic formulation.

PESTLE analysis for understanding the macro-environment.

Deep dive into Porter’s Five Forces for industry analysis.

Value Chain Analysis to identify competitive advantages.

Competitor profiling and capability assessment.

Strategic Group Analysis and market mapping.

Financial analysis of competitors for strategic clues.

Unit Four: From Analysis to Actionable Strategic Insight

Synthesizing data from multiple sources to identify patterns.

Techniques for forecasting competitor moves and market shifts.

Introduction to scenario planning and analysis.

Conducting competitive benchmarking effectively.

War gaming and business simulation exercises.

Identifying market opportunities, threats, and blind spots.

Developing early warning systems for strategic threats.

Unit Five: Developing and Implementing Market Strategy

Translating intelligence into go-to-market strategies.

Crafting competitive product positioning and differentiation strategies.



Using intelligence to inform pricing and promotion decisions.

Communicating intelligence insights to senior management and stakeholders.

Building a business case for strategic initiatives based on CI.

Measuring the ROI and impact of the CI function.

Creating a culture of competitive awareness within the organization.

FAQ:

Qualifications required for registering to this course?

There are no requirements.

How long is each daily session, and what is the total number of training

hours for the course?

This training course spans five days, with daily sessions ranging between 4 to 5 hours, including breaks and interactive

activities, bringing the total duration to 20 - 25 training hours.

Something to think about:

In an era of rapid technological disruption and data overload, how can an organization balance the pursuit of competitive

intelligence with the ethical imperative of data privacy and corporate responsibility?

What unique qualities does this course offer compared to

other courses?

This course distinguishes itself by focusing intensely on the critical link between analysis and actionable strategy, a gap

often left unaddressed in purely theoretical programs. While many courses teach analytical frameworks, our curriculum is

uniquely structured to guide participants through the entire process of transforming raw data into concrete, defensible

strategic recommendations that drive business growth. We emphasize a dual approach, blending timeless strategic

principles, such as those pioneered by Michael E. Porter, with cutting-edge digital intelligence techniques relevant to

today's online ecosystem. The program's methodology is built around practical application, featuring immersive war

gaming simulations and real-world case studies that compel participants to make strategic decisions under pressure.

Furthermore, a significant portion of the course is dedicated to the ethical dimensions of intelligence gathering and the

crucial skill of communicating insights to executive leadership, ensuring that the intelligence function earns trust and

becomes an indispensable part of the strategic decision-making process. This holistic approach ensures graduates leave

not just as analysts, but as strategic thinkers capable of shaping their organization's future.


