
SWOT Template
Notes: After filling in all of the information, then review and rewrite it until you feel like you have all the bases covered. The examples below
are just that, examples. Don’t just repeat or use those as limiters. This is about you and you have to be honest with yourself and clear too.
Don’t hold back on any of it, and don’t forget to dream big, especially in the opportunity section. Also, don’t hold back on the weaknesses as
those are not negatives, just a clear understanding of what you don’t want to be doing or at least need to hire others for those things. All
successful businesses have a list of weaknesses that they celebrate and understand how to synergy because of it.

1) List your company’s strengths.
● List at least 4 items that your company does well. Fast service, best price, knowledge of the market, reliability, low

overhead, value-added features, etc.
● Describe why the customers should do business with you. What is in it for them?
● (If applicable) List 2 to 4 highly satisfied customers, what you did for them and why you feel they were satisfied with

your products or services.
2) List your company’s weaknesses.

● List 2 to 4 weaknesses of your company that a competitor might be able to hold against you. Lack of experience, high
prices, slow turnaround, lack of capital to keep up with technology, off-site manufacturing, etc.

● For each of the weaknesses listed, write a brief description of why and how it is actually an advantage to the
customer.

3) List your company’s opportunities within the market.
● List 2 to 4 products that your company will focus on that you feel are needed in the marketplace. Why are they a

need, what value do they bring? Think perceived value, not cost.
● List 2 to 4 services that are stand-alone or combined with the product above that you feel are needed in the

marketplace.
● Create a bullet list of 5 items that you feel are the most important reasons for customers to do business with you.

You may use data from any of the above 2 sections.
4) List your company’s competitors/threats.

● List the main competitors you will face. Large Screen Printers, Ad Specialties Shops, Embroiderers, Sign Shops,
Brokers, Internet Retailers, Department Stores, etc.

● From the list of three above give 2 to 4 specific examples of companies you know of in your area that will be
competitors.

● Write a brief description of each of the above specific companies, including any “about” information you can find,
like years in business, number of employees, types of equipment used, types of services provided, website,
telephone number, owners name, sales people’s names and key clients.

● List 2 strengths and 2 weaknesses for each of the above companies. This is just to best understand them, and this is
the last time that you want to think about them.

● Once you understand them, then you need to just focus on your business. No successful company focuses on the
competition, they focus on their business and their customer needs.

5) List your company’s other threats.
● Write a brief description of any potential future competitors you might be able to see down the road due to market

change etc.
● List any potential pitfalls that your company may face. Change in the industry making your equipment obsolete,

extreme economical factors, loss of key vendors, etc.
● List any potential changes to customers buying behaviors or other potential changes, like regulatory changes, etc.
● List any internal threats to your business, like lack of funds, education, support, etc.

6) List what you will need to do to mitigate the threats.
● List the ways you will mitigate the threats should they arise. Will you add funding, diversify your vendor

relationships, create strong partnerships with other companies, etc.

We highly recommend spending some time on this document, and not just working through it to get it done. This is key data that needs to be
researched, discussed with others involved in your company as well as getting outside feedback. This data will help you with other key parts of your
plan and help you focus on the positives and mitigate the negatives. If you have any questions or needs do not hesitate to contact us.


