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نحوه گرفتن و انجام موضوع مقاله :
موضوع مقاله خود را از میان لیست بالا انتخاب و 5 گزینه اول خود را به ترتیب اولویت به حل تمرین میل کنید. اولویت موضوعاتی که توسط چندین نفر انتخاب شده​اند با کسانی است که زودتر میل زده باشند. در ادامه باید در موضوع انتخابی مطلب جمع​آوری نمایید و SWOT برای آن بنویسید (در ادامه توضیح داده شده است). سپس از این مطالب مقاله​ای درست نمایید. مقاله​ها قبل از تحویل نهایی دوبار توسط حل تمرین تصحیح می​گردد تا اشکالات آنرا برطرف نمایید. هر سوالی داشتید با حل تمرین مطرح نمایید.
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SWOT Analysis

A SWOT Analysis is a strategic planning tool used to evaluate the Strengths, Weaknesses, Opportunities, and Threats involved in a project or in a business venture or in any other situation requiring a decision. The technique is credited to Albert Humphrey, who led a research project at Stanford University in the 1960s and '70s, using data from the Fortune 500 companies.

Once the objective has been identified, SWOTs are discovered and listed. SWOTs are defined precisely as follows:

Strengths are attributes of the organization that are helpful to the achievement of the objective.

Weaknesses are attributes of the organization that are harmful to the achievement of the objective.

Opportunities are external conditions that are helpful to the achievement of the objective.

Threats are external conditions that are harmful to the achievement of the objective.

Possible examples

Strengths and Weaknesses

· Resources: financial, intellectual, locational

· Customer Service

· Efficiency

· Competitive Advantages

· Infrastructure

· Quality

· Staff

· Management

· Price

· Delivery time

· Cost

· Capacity

Opportunities and Threats

· Legislation

· Economic condition

· Expectations of Stakeholders

· Technology

· Public Expectations

The best way to understand SWOT is to look at an actual example: AMT is a computer store in a medium-sized market in the United States. Lately it has suffered through a steady business decline caused mainly by increasing competition from larger office products stores with national brand names. The following is the SWOT analysis included in its marketing plan. 
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* Knowledge * Cost structure
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« History * No brand power
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« Internet appliances
* Training * Larger price-
* Service oriented stores





Strengths 

1. Knowledge. Our competitors are retailers, pushing boxes. We know systems, networks, connectivity, programming, all the VARs, and data management. 

2. Relationship selling. We get to know our customers, one by one. Our direct sales force maintains a relationship. 

3. History. We've been in our town forever. We have loyalty of customers and vendors. We are local. 

Weaknesses 
1. Costs. The chain stores have better economics. Their per-unit costs of selling are quite low. They aren't offering what we offer in terms of knowledgeable selling, but their cost per square foot and per dollar of sales are much lower. 

2. Price and volume. The major stores pushing boxes can afford to sell for less. Their component costs are less and they have volume buying with the main vendors. 

3. Brand power. Take one look at their full page advertising, in color, in the Sunday paper. We can't match that. We don't have the national name that flows into national advertising. 

Opportunities 
1. Local area networks. LANs are becoming commonplace in small business, and even in home offices. Businesses today assume LANs as part of normal office work. This is an opportunity for us because LANs are much more knowledge and service intensive than the standard off-the-shelf PC. 

2. The Internet. The increasing opportunities of the Internet offer us another area of strength in comparison to the box-on-the-shelf major chain stores. Our customers want more help with the Internet, and we are in a better position to give it to them. 

3. Training. The major stores don't provide training, but as systems become more complicated, with LAN and Internet usage, training is more in demand. This is particularly true of our main target markets. 

4. Service. As our target market needs more service, our competitors are less likely than ever to provide it. Their business model doesn't include service, just selling the boxes. 

Threats 

1. The computer as appliance. Volume buying and selling of computers as products in boxes, supposedly not needing support, training, connectivity services, etc. As people think of the computer in those terms, they think they need our service orientation less. 

2. The larger price-oriented store. When we have huge advertisements of low prices in the newspaper, our customers think we are not giving them good value. 

