Customizable SWOT Matrix

Add items specific to your business and rank each item's importance to your company

	STRENGTHS
	Rank
	WEAKNESSES
	Rank

	· US/Local
	___
	· Other
	___

	- Visits
	___
	- Basic and skills education
	___

	- Freight & Duty
	___
	- Chinese take long term view
	___

	- Delivery
	___
	- Less committed to process                      
   and product improvement
	___

	- Easy to correct files
	___
	
	

	- Same culture
	___
	
	

	- Not dependent on IT for              communication
	___
	
	

	- Same time zone
	___
	
	

	- Common language
	___
	
	

	- Credibility through visibility
	___
	
	

	- Closer relationships
	___
	
	

	- Stable exchange rate for ongoing orders
	___
	
	

	- War time availability
	___
	
	

	- Short/strong supply chain
	___
	
	

	· Mature Economy
	___
	· Mature Economy
	___

	- Subject to enforceable 
  product liability (vs. China    
  & somewhat vs. L. America)
	___
	- Labor rates/total 
   compensation direct and 
   indirect
	___

	- Subject to enforceable 
  confidentiality regarding 
  intellectual property
	___
	- Skilled labor availability
	___

	- Environmental regulations
	___
	  - US Government regulations 
     and taxes
	___

	- Known source vs. many   
  uncontrolled levels
	___
	- Long deliveries because of 
   poor 24/7 Manning
	___

	- Known material
	___
	- Manufacturing’s image
	___

	- Quality (real or perceived)
	___
	- Unions
	___

	- Some material costs, e.g. 
  Nickel & tool steel
	___
	- Low annual investment in 
   new technology (40% of  
   China’s)
	___

	- More Experience
	___
	
	

	  - Political stability
	___
	
	

	- Personal safety
	___
	
	

	- Ingenuity
	___
	
	

	- Low staff turnover
	___
	
	


	OPPORTUNITIES
	Rank
	THREATS
	Rank

	· Markets With Natural Preference For Domestic Sources – e.g. medical, defense, aerospace
	___


	· Chinese Currency Not Revalued
	___

	· China reduced export subsidies on many products 7/1/07
	___
	· Loss Of Proprietary Technology/Processes
	___


	· Chinese costs are up in Yuan and the Yuan is up moderately
	___
	
	


   



Suggested Markets “Avoid”

	Industry
	Currently Doing
	Rank
To Do

	· Medical


	___
	___

	· Defense ITAR/DFAR
	___
	___

	· Aerospace
	___
	___

	· Durable Goods
	___
	___

	· Domestic: Green/Alternative energy
	___
	___

	· Special machines vs. standard
	___
	___

	· MUSA: Made in USA, e.g. Fire and Police Equipment
	___
	___

	· Test/Inspection Equipment
	___
	___

	· Car and Truck Racing
	___
	___

	· Sport Utility Vehicle Customization
	___
	___

	· Food Processing and Packaging
	___
	___

	· Oil and Gas
	___
	___

	· Pharmaceutical Industry
	___
	___

	· Very large molds, e.g. 30,000 lbs.
	___
	___


	Other Customer Characteristics
	Currently Doing
	Rank
To Do

	· Companies/Industries that lack technical ability you  can provide


	___
	___

	· High Profit Margin OEMs
	___
	___


Ideal Workpiece Characteristics “Avoid”

	Local
	Tooling or Parts
	Rank

To Do

	· New part subject to engineering changes/short life cycle. Demonstration tooling
	T/P
	___

	· JIT with frequent changes in demand. Short lead time.
	P
	___

	· Short –medium run: Total cost does not justify 1X cost and risk to outsource
	P
	___

	· Assemblies/Systems instead of just parts
	P
	___

	· Tool Repair/Rework
	T
	___

	· Molds/dies for work that is planned to “always” be molded/stamped in the U.S.
	T
	___

	· Process cost low vs. workpiece value and/or freight/packaging cost
	T/P
	___

	· Packaging/handling are critical, e.g. fragile
	T/P
	___

	· Tough to get thru customs
	P
	___

	· Product requires on-site vendor support, has to be periodically repaired, ideally by the original source
	T/P
	___

	· Parts machines from custom workpieces, e.g. castings or forgings that are cast or forged in the U.S.
	P
	___

	· Products with variations in assembly
	P
	___

	· End user/customer is in N. America
	T/P
	___

	· As local as possible
	T/P
	___


Ideal Workpiece Characteristics “Avoid”

	Legal System
	Tooling or Parts
	Rank

To Do

	· OEM “Core Competence” / IP Part
	T/P
	___

	· High insurable risk. Safety item
	T/P
	___

	· Customer is committed to high environmental/labor standards
	T/P
	___


	Quality
	Tooling or Parts
	Rank

To Do

	· 6( Parts for which quality is more predictable via machine/automation than via labor
	P
	___

	· Requires traceability. Meets special quality or regulatory standards, e.g. FDA
	T/P
	___


	Other
	Tooling or Parts
	Rank

To Do

	· Low labor content due to automation
	T/P
	___

	· Labor a small percentage of total cost
	T/P
	___

	· Zero or reduced Chinese export subsides. 
See http://www.mfgquote.com/chinasourcing
	T/P
	___

	· Items that are less price sensitive
	T/P
	

	· Items that require skill and experience
	T/P
	

	· Parts/tools whose material is less expensive in the U.S.
	T/P
	

	· Molds with advanced technology: e.g. 2 shot, gas assist, co-injection
	T
	


Your Shop's Tactics For Success: “Beat”

Add tactics specific to your business and then rank each item's importance

	Local
	Currently Doing
	Rank

To Do

	· Pursue the identified markets and workpiece characteristics
	___
	___

	· High person face-time with customer/prospect
	___
	___

	· Early involvement. Understand the customer’s needs, not just the print: Design the product and get involved in the IP! Apply DFMA (Design for Manufacture and Assembly) Analysis at design stage. Act like a dept. of the customer. Partner!
	___
	___

	· Ensure customers visit your facility and see great housekeeping, technology, organization, process control and a commitment to the future. Participate in NTMA’s 6S program.
	___
	___

	· By direct contact, differentiate yourself from the salesmen and manufacturer’s reps of foreign competitors.
	___
	___

	· Respond to customer phone calls timely.
	___
	___

	· Seek those that prefer U.S. sourcing. (Ask why the customer has not sourced to S.E. Asia)
	___
	___

	· Convince your customer to buy: FOB destination.
	___
	___

	· Guarantee on-time delivery. Carry some inventory.
	___
	___

	· Provide custom features with close to normal lead times
	___
	___

	· Point out that global trade in illegitimate goods is $600B/yr. (source: International Anti-Counterfeiting Coalition)
	___
	___

	· Provide great customer support
	___
	___

	· Offer any available short-term capacity
	___
	___

	· Selective inventory for immediate response
	___
	___

	· Help solve assembly issues
	___
	___

	· Guarantee fixed process price for as long as is feasible
	___
	___

	· Document your low staff turnover rate
	___
	___

	· Respond quickly to changing lead times
	___
	___

	· CNC Machining Centers (w/ pallet changers) instead of fixed automation for high mix/low volume
	___
	___


	Quality
	Currently Doing
	Rank

To Do

	· Guarantee that you will control/not outsource any of the job
	___
	___

	· Document the integrity of your supply base
	___
	___


	Other
	Currently Doing
	Rank

To Do

	· Minimize labor content through training, new technology and strong upfront process planning and programming.
	___
	___

	· Take more technical risk, but increase product liability insurance coverage. Ask prospects if they can recover from SE Asian suppliers if they are sued. Quote Patti Waldmeir in 8/1/07 Financial Times: “Made in China, but sued in America.”
	___
	___

	· Be sure payment terms are the same.  (China often gets 30% on order, etc.)
	___
	___

	· Brand the product. Cut out the middleman. 
	___
	___

	· Be sole source to customer

· Make IP parts/tools

· Sub out commodity parts, e.g. to L. America or E. Europe

· Be a 1 stop shop: design, build, test and run
	___
	___

	· Specialize in a few product niches: Be the world’s best at them!
	___
	___


Tactics Implementation Schedule 

Summarize the top 5 to 10 concrete steps for achieving your tactics and deadlines for their completion

	Action
	Responsible Party
	Due Date

	1. 
_________________________________________________


	______________
	_________

	_________________________________________________


	
	

	2. 
_________________________________________________


	______________
	_________

	_________________________________________________


	
	

	3. 
_________________________________________________


	______________
	_________

	_________________________________________________


	
	

	4. 
_________________________________________________


	______________
	_________

	_________________________________________________


	
	

	5. 
_________________________________________________


	______________
	_________

	_________________________________________________


	
	

	6. 
_________________________________________________


	______________
	_________

	_________________________________________________


	
	

	7. 
_________________________________________________


	______________
	_________

	_________________________________________________


	
	

	8. 
_________________________________________________


	______________
	_________

	_________________________________________________


	
	

	9. 
_________________________________________________


	______________
	_________

	_________________________________________________


	
	

	10.
_________________________________________________


	______________


	_________

	_________________________________________________


	
	


