
 

ST.12 
Select which 
ideas for new 
markets, products 
and selling points 
to include in the 
strategy proposal

The aim of this activity is to decide 

which ideas for new markets, 

products and selling points to 

include in the strategy proposal.

INPUT

An initial estimate of the risks and benefits 

associated with each new combination of 

product, market and selling point. This comes 

from the activity ST.11 Evaluate ideas for new 

markets, products and selling points.

OUTPUTS

A completed set of new markets, products 

and selling points to include in the strategy 

proposal. This output is used in the activity ST.13 

Do an individual/group review of the business 

strategy proposal.

Requires dialogue



Having completed the benefits and risk evaluation for each of the 

new ideas for products, markets and selling points the final step is to 

decide which ideas to include in the strategy proposal. This decision 

requires you to consider a wide range of factors in order to come 

up with a set of products, markets and selling points that are aligned 

with the company vision and goals, offer maximum benefits to the 

company without undue risk and work well together.

HOW TO GO ABOUT IT

1. Consider the company vision and goals

Which ideas will help to make the most progress towards 

achieving the goals and realising the vision?

2. Compare the benefits of each of the ideas for new markets, 

products and selling points

Which ideas offer benefits that will help to achieve the strategic 

goals?

Which ones offer the greatest benefits?

3. Compare the risks of each the new ideas

Which ideas have the lowest risk?

4. Investigate competition

Try to avoid markets with more competitors

Where competition is inevitable, do you have a different selling 

point compared to the competitors?

5. Look for clusters of ideas that work well together

For instance, several ideas may require ’sustainability’ as a 

new selling point or focus on a particular new market and so 

would be a good cluster of ideas to implement together

Try to avoid selling adding selling points that conflict with other 

selling points e.g. difficult to implement ’low cost’ and ’quality’ or 

’innovation’ at the same time.

Try to avoid too many new selling points as it requires significant 

time and resource new implement just one new selling point.
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6. Once you have provisionally selected the new markets, products 

and selling points update them in the Business Strategy template 

then check the consistency and internal logic of the choices and 

the fit with existing ideas of the strategy.

If there are inconsistencies, you many need to further modify or 

eliminate some of the ideas until you have a consistent approach.

Be careful if modifying or eliminating existing markets, 

products or selling points as this could cause a lot of short term 

disruption for the company and may be unpopular with staff 

and/or management.
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Product

Idea title 

Market

Selling point

Benefits of the idea

Risks of the idea

Fits with strategy and goals

Which ideas have the best fit with our goals and vision?

Competition

Which ideas will face the 
strongest competition? 

Cluster

Which ideas would 
work well together?

Benefits

Which ideas offer the greatest 
benefits?

Risks

Which ideas have the lowest risk?
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Idea title 

Fits with strategy and goals

Both ideas contribute to goal of more revenue from 
sustainable product lines
Seafood dishes supports goal of  ‘non-tuna’ products
Sustainable tuna supports goal of sustainable fishing 

Competition

Strong competition in European 
consumer market for canned 
tuna
Less competition for canned 
seafood but much smaller 
market – might be able to grow 

market size?

Cluster

Seafood dishes and sustainably 
sourced tuna both based on 

sustainability as a selling point

Benefits

Larger revenue potential from 
sustainable tuna
Seafood may offer best long-
term sustainability benefits if 
market grows

Risks

Sustainable tuna lower risk as 
product and manufacturing 

processes are basically unchanged 
( just new fishing methods)

Product

Tinned tuna - 200g

Idea title 

Market

European consumers with strong 
interest in sustainability

Selling point

Sustainability (sustainable sourcing 

and low carbon footprint)

Benefits of the idea

Market of $4 million in 2016 
300 tonnes of tuna purchased 
each year by Tasty Tuna will be 
sustainably sourced
Create 10 new fishing jobs 

Risks of the idea

Market of $4 million in 2016

ST.12 Select which ideas to include 
in the strategy proposal

LEARNING CASE STUDY OF STRATEGY PROPOSAL DEVELOPMENT

Product

‘Limited edition’ seafood dishes 
based on seasonal, abundant 
sources

Market

European consumers with strong 
interest in sustainability

Selling point

Sustainability (sustainable sourcing 

and low carbon footprint)

Benefits of the idea

Market of $0.75 million in 2016
Reduce pressure on over-fished 
species 
Create 5 new fishing and 5 
processing jobs

Risks of the idea

Very High – new product , market 
and selling point

Use sustainability as a selling point for existing products

‘Limited edition’ seafood dishes



ST.12 Select which ideas to include 
in the strategy proposal

TIPS & TRICKS

AVOID TOO MANY  

SELLING POINTS 

Try to avoid too many new 

selling points as it requires 

significant time and 

resource new implement 

just one new selling point.

BE CAREFUL WHAT YOU 

ELIMINATE 

Be careful if modifying 

or eliminating existing 

markets, products or selling 

points as this could cause a 

lot of short term disruption 

for the company and may 

be unpopular with staff 

and/or management.


