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SWOT Analysis:
A List of Questions to Ask Your Team

A SWOT analysis is a simple framework to capture perspectives on a company’s strengths, weaknesses, 
opportunities, and threats. 

Who should I talk to? 
A SWOT analysis is helpful in guiding a structured conversation that allows for customer and client-facing staff 
to provide input into the strategic direction of a company, particularly in a marketing context. This could include 
sales reps, customer service or call centre staff, managers at distribution centres, engineers/technicians, or 
marketing staff.  

Why perform a SWOT analysis? 
A SWOT analysis documents the following information:  

•	 An assessment of the organization’s strengths and weaknesses 
•	 An assessment of the threats and opportunities posed by the external environment

This kind of deep insight from all levels of your company will ensure that your marketing strategy is comprehensive 
and responsive to emerging needs and trends in the industry. 

The following page is a SWOT framework that provides some initial questions to use to speak with your team 
and	builds	upon	 the	SWOT	section	of	Market	Smart:	How	to	Gain	Customers	and	 Increase	Profits	with	B2B	
Marketing. 
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SWOT Framework Guiding Questions

Strengths Weaknesses

• What is our competitive advantage?

• Where do our strengths lie in our resources, 
assets, people, or supply chain?

• What are our strengths in marketing – do we have 
strong reach, distribution, or awareness?

• Can	we	capitalize	on	accreditations,	qualifications,	
or	certifications	to	assert	our	leadership	in	the	
industry?

• What	unique	benefit(s)	does	our	company	provide?	

• Do we have exclusive access to natural resources? 

• Do we have location/geographic advantages over 
our competitors?

• Can we capitalize on our intellectual property or 
proprietary knowledge or technology? 

• Are we positioned as an innovator? 

• Are there areas where we lack competitive 
strength? 

• Are	there	weaknesses	in	our	financial	
performance?	Cash	flow,	start-up	costs,	areas	
where	efficiencies	could	be	explored?	

• Are we restricted by deadlines, pressures, or other 
suppliers’ timelines? Seasonality?

• Are there issues with the reliability or predictability 
of our data? 

• Do we lack marketing expertise? 

• What are the common complaints or limitations 
heard from our customers or prospects about our 
products?  

• What would our customers perceive as our 
weaknesses? Are there customer needs that we 
cannot,	or	do	not,	fulfill?

Opportunities Threats

• Are we aware of our competitors’ weaknesses?

• Are there changes to our marketplace, industry, or 
local	economy	that	could	prove	to	be	beneficial?	
Emerging trends we should capitalize on?

• New vertical or horizontal markets? 

• Are there opportunities for us to add more value 
for our customers and clients?

• Do geographic opportunities exist – i.e. 
opportunities to import/export materials or 
products from new geographies?

• Can we strengthen our partnerships or distribution 
channels?

• Can we take advantage of our proprietary 
information, technical research, or thought 
leadership in an industry? 

• Should we anticipate new product launches or 
expansion by our competitors?

• Should we be concerned with environmental 
effects, regulatory issues, increased trade barriers, 
or consumer trends? Economic downturn? 

• Are	the	required	specifications	for	our	jobs,	
products, or services changing? 

• Where might we lose customers in the future?

• Are there changes to the IT infrastructure that we 
use that could hinder us? 

• Do we expect our industry to change drastically in 
the next 5 years? 

• Do	we	have	issues	with	debt,	cash	flow,	or	
seasonal revenues? 

• Could any of the above weaknesses seriously 
threaten our businesses?


