
　
　

Strategy Formulation

Corporate Vision / Group Management Strategy

Under fierce global competition, companies must avoid closed corporate relations and shift to a business model 
which maximizes its strengths by building an open inter-company system and reconfirming its business domain 
through collaborative mechanisms involving customers and suppliers, etc.
To turn various management resources into competitive arms, ABeam Consulting supports to create new corporate 
vision and business strategy by confirming current business policies with reference to customer aspirations as well 
as trends in the market and other competitors.

■ Example of Overall Framework for Corporate Vision / Group Management Strategy

Surveying New 
Business Opportunities 

and Strategies

Creating Strategic 
Business Plan

Creating Action
 PlanProject Startup

Analyzing  Current 
Business Strategies

Step1

A. Evaluating current business possibilities 

Analyzing Adequacy 
and Practicality 
of the Strategies

Defining target and 
Analyzing Business 

Requirements

Setting Business 
Domain, 

Business Portfolio, 
and Business 
Requirements

Step3A Step4A Step5 Step6 Step7

Step4BStep3B

Benchmarking

Step2B-2

Technology Core 
Competency Analysis

Step2B-1

Step2A-2
External Analysis  of 

Current Business

Step2A-1
Detailed Analysis of 

Current Business

B.  Evaluating new business development opportunities 

Technology

Internal

C

○
○○

D

Quest for and Identification of 
New Business Opportunities

Setting Targets for the Business Domain / Business
 Portfolio and Formulation of the Basic Strategy

・・

ompany
C

Skills

Resources

Markett

Marke

Marke

Analysis of buyin

Market 

Environme

BF

ss 

C
us

to
m

er N
ew

E
xi

st
in

g

Profitability (e.g. operating income to sales)

M
ar

ke
t 

gr
ow

th

High

HighLow

Low

M
ar

ke
t g

ro
w

th
 ra

te

M&As / Alliances

Disposal

Business of other 
companies 

in 3-5 years time

Business of other
 companies

Business B 
in 3-5 years time

Business A
Business B

Business C Business D

Maintain

Reinforcement

Business E 
in 3-5 years time

Business
 E

Synergy through
 acquisition

市場セグメンテーション技術

内

内部分析（事業領域定義）
商品

顧客

○○

○
○
○
○
○

○
○
○
○

○
○
○

○
○

○○
○○
○○

外部分析 競合優位性の比較

内部分析（コアコンピタス）
業務
プロセス

顧客×商品
A

×
×
×

×
×
×

×
×
×

×
×
×

B
C
D

自社事業分析 既存事業戦略オプション

新規事業機会の探索・特定

事業ドメイン・事業ポート
フォリオのターゲット設定

重要度

・・・

A社 B社 C社市場

ス
キ
ル

資
源

重要度

・・・

A社 B社 C社市場市場構造分析

ス
キ
ル

資
源

市場動向

購買動向分析

市場成長性

環境 業界他社

市場シェア

KFS

KBF

重要成功要因

5フォース分析

技術
既存

事業成長マトリックス

顧
客

新
規

既
存

市場シェア/収益性

市
場
成
長
性

事業戦略オプション評価

収益性（例：営業利益率）

A

B

高

高低

低

市
場
成
長
率

合併・買収・提携

売却

3-5年後の
他社事業

他社事業

3-5年後の
B事業

A事業

B事業

C事業 D事業

維持

強化

3-5年後の
E事業

E事業
買収による
シナジー

Analysis of Own Business Strategic Options of Existing Businesses

echchnonologygy

ernrnall

ec

er

PProdduuct

CCusstommerr

○○

○
○○
○
○
○

○○
○
○○
○○

○○
○
○○

○○
○○

○○○○
○○○○
○○○

C

○
○○

BBusisinness 
ProProcessss

CCuustoomeer
 x PProoduucct

AA

×
×
×

×
××
××

××
×
××

××
××
××

BB
CC
DD

TechTec nologyy

ExissE tinggt

N
ew

is
tin

gg
N

ew
xi

st
in

g

MarkMarkM et st sharehare / p / profirofitabiabililityy

AA

BB

ett ststruuctuture aanalysis

t treends

uyiying ppng atteatternsrn

t ggroowthh

menent CompmpCo etitetitorso s

MarkkM et set hare

KFKFSS

KKBFKBF

CCriticcal ssucccees
ffacttorss

e

et

uyin

t 

me

BF

s

IImpportortancee

・・・・・

・・・

・・・・

・・・

Companp y
A

ComCompannp yy
 B 

CoCom
 CC

・

omp
C

Internal Analysis 
(Core Competence)

Market 
Segmentation

Internal Analysis
 (Definition of 

Business Domain)

Internal Analysis 
(Core Competence)

Market 
Segmentation

Internal Analysis
 (Definition of 

Business Domain)

Assessment of 
Business 

Strategy Options

Business Growth 
Matrix 5-force Analysis

Assessment of 
Business 

Strategy Options

Business Growth 
Matrix 5-force Analysis

External Analysis

Comparison of 
Competitive Advantage

External Analysis

Comparison of 
Competitive Advantage

S
trategy Form

ulation



XX Business

XX Business

XX Business Current Portfolio Position = XYZ

Consolidated XX 
(Actual result)

External Environment

Market, Competitors, 
Strength/Weakness, 
etc.

（Lead）XX Company 
（Consolidated）　A B …

Business Scenario
Project

Strategic Policy for Company A     M&A
Strategic Policy for Company B        etc.

Restructuring Plan for Company Business X,   etc.
Action Plan for Underperforming Business Y,   etc.

Unwanted Business as YY 
Exit Plan for Business XX

Action Plan for Group Management Strategy

S
electing

 / C
o

ncentrating
 Lines 

C
ore B

usinesses
P

erip
hery B

usiness
W

ithdraw
n B

usiness

XX Business

XX Business

Peripheral 
Business

Withdrawn 
Business

Business Synergy 
Analysis

Y-axis

X-axis

Core 
Business

Business Portfolio

XX Business

XX Business

　
　

Business Portfolio Strategy / M&A Strategy

Brand Value Strategies / Customer Royalty Strategy

■  Example of Overall Framework for Business Portfolio Strategy

■ Example of Overall framework 
      for Brand value strategy

To provide the value to customers and induce their purchasing behavior, it must have a comprehensive marketing 
strategy with specifics: what products it should offer, when, how, to which customers, and in which markets. To 
turn the customers into repeat purchasers (loyal customers) and thereby build the company’s profit base, it must 
raise its corporate and product brand value and earn trust (loyalty) from the customers.
ABeam Consulting provides a comprehensive support service to enhance brand value/customer loyalty, 
together with creating a basic marketing strategy, including analysis of customer needs, assessment of market 
competitiveness, and planning of products/campaign.
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Many corporate groups pursued diversification into related businesses during their growth phase but failed to 
establish solid profit foundation, resulting in a decline of the enterprise value as a whole. By assessing the whole 
group and leveraging existing areas of strengths, which are existing customers or distribution channels etc. 
ABeam Consulting reviews the corporate portfolio, and provides integrated support in; strengthening of core 
business via acquisition; liquidation of non-core business via sale of business etc.; and scrap-and-build of group 
companies. We also support M&A strategy as one method to realize strategy (capital management for M&A based 
on business portfolio strategy and alliances etc).
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ABeam Consulting Ltd.
Yurakucho Building, 1-10-1 Yurakucho, Chiyoda-ku, Tokyo 100-0006 Japan
Tel : +81-3-5521-5555 Fax : +81-3-5521-5563
URL : www.abeam.com/jp

　
　

Market Entry Strategies / Development of New Business Models 

Corporate Formulation Strategy

■  Example of Overall framework for New Market Entry Strategy

■ Example of Overall Framework for Corporate Formulation Strategy

To survive in a maturing / declining market, a company must rapidly deal with unprofitable areas, converting them 
to cost-competitive business footings. It also must maintain the change readiness level of employees towards 
continuous transformation as well as low-cost operations.
ABeam Consulting provides a comprehensive business reform support service targeting business operations, 
which must be made more cost competitive or abandoned. We create an overall strategy, with care not to dilute core 
competencies, taking a systematic approach including finance operations and personnel, and set target values and 
priorities to achieve true revitalization.

Building new business models and extending into new markets is an important way to sustainably develop a 
company and enhance its enterprise value. Entering a new market requires analysis of business opportunities in the 
target market and creation of entry/expansion strategies, considering various scenarios. Building a new business 
model requires consideration of core competencies and synergies with other existing operations. This must be done 
by assessing business portfolio composition and the positioning of each business within its life cycle.
ABeam Consulting applies its wealth of knowledge and experience to provide comprehensive support for new 
market entry and new business ventures. The process involves searching for new business possibilities, assessing 
business potential and competitiveness, and creating business plans, brand value/customer loyalty strategies and 
SCM strategies.
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