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Mikelonis, Betsinger, Kampf

Exercise 13.1
  Determining Your Competitive Advantage

Complete this exercise after you finish worksheet 13.1 to determine your competitive advantage and decide how you will incorporate the results into your proposal. 

1. List every difference between you and your competition that you think the sponsor may perceive—big or little, profound or trivial, obvious or subtle. It is important to explore all aspects of perceived differences—managerial, financial, experiential, philosophical, and so on. These differences should be unique characteristics; differences, not similarities, between you and your competitors.

2.
Classify your differences into four different categories based on what you have learned about the sponsor. Think of these categories as the responses you would expect from the reviewers when they read your proposal. Add as many additional rows as you need to this table. (See page 332, Exercise 13.1, number 2 for more details.)
Classification of Differences

	Ho-hum
	Aha!
	Uh-oh
	Ghost

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	


3.
After reviewing your classification of differences, operationalize your strategy by using the following three steps: 
a. Select key aha!s to feature as your strengths. The features that you have to offer highlight the advantages of your proposal; they constitute your competitive edge. They tell the sponsor, “Why you?” You will want to feature your aha!s throughout the proposal and in the capabilities or organizational information sections.

b. Determine how to neutralize your weaknesses (uh-ohs). In a way, your neutralizers are the other side of the coin. They deal with the question “Why not you?” in a positive way. They convince the sponsor that yours is the best organization to conduct this project.

c. Turn the ghosts (your competitors’ weaknesses) into your strengths. In this way you satisfy the hopes and fit the image the sponsor has of whom he or she wants to fund.

d. Categorize your ho-hums, aha!s, uh-ohs, and ghosts below and tell how you will present them.

Strategies for Presenting Competitive Advantages

Ho-hum:
Weave throughout the proposal

Aha!:

Feature in the proposal

Uh-oh:
Minimize in the proposal

Ghosts:
Reveal your competitors’ weaknesses as your strengths


