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Anything and everything that 
assists a practice operate and 

conduct business. Distinctive competence of a practice that 
allows it to consistently perform better than 

its competitors and give it an advantage.

What the practice can do with the 
available resources and distinctive 

competencies.

Resources
Distinctive 

Competencies

Capabilities

Developing Strategy….

Then…..What’s the Situation? 

Porter, 1985, 2008

A Best Practice Generic Strategy that 
creates a Total Patient Experience 
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Then…..Select Generic Strategy! 

A practice not offering high value 
for money and/or distinctive 
product or service, not special , 
Focused  or differentiated.

You Do Not Want this!
The ability to deliver the same 

benefits as competitors but at a 
lower cost to patients.

Focusing on an underserved area 
of practice, such as Pediatrics, 

Hearing Conservation, Vestibular

Offering something  
different as part of the  
practice/procedures. 

Porter, 1985, 2008

A Best Practice Generic Strategy that 
creates a Total Patient Experience 
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Competitive Intelligence – Intensive Study of the Market! 

Gilad, 2004

A Best Practice Generic Strategy that 
creates a Total Patient Experience 
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Competitive Intelligence

Who’s the 
Competition?

Where do THEY 
Want To Be?

Steal Referral sources
Steal Patients
New Locations

How Will They 
Get there?
Heavy Advertising
Free Hearing Tests
High Pressure Sales
Steal Referral sources
Steal Patients
New Locations
Offer new procedures

Capability
Credentials
Resources
Staff
Equipment
Place

Competitive
Rivalry

Your response
Their Reaction to Your Response
Small or large market

Identifying 
the Practice’s 
Competitors

Determining 
Competitor’s
Goals & 
Objectives

Identifying 
Competition’s 
Strategies and 
Tactics

Assessment of 
Competitor’s 
Strengths & 
Weaknesses

Estimating 
Competitor’s 
Reactivity & 
Hostility

Decide who to attack and who to 
avoid!

Audiologist
Dispenser
Franchise
Manufacturer Store
Big Box
Direct to Consumer

Gilad, 2004
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Competitive Intelligence
How Do You Gather Intelligence!

Newspapers
Ads 

Competitor Websites
FaceBook

Trade Organizations

Government Agencies

Trade and Research
Journals

Word of Mouth
Chat Forums

Shoppers

Gilad, 2004

Anything Else That 
Produces Information
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Analysis

A Method for Analyzing 
Practices Position in the Marketplace.

-------------------------------------- 
Assists in determining the Best 
Strategy to pursue or success.

Practice 
Analysis 

A Best Practice Generic Strategy that 
creates a Total Patient Experience 



What Does the  
      Analysis Do For Me?
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WeaknessesStrengths Opportunities

S W O T
Strengths are the qualities that 
enable the practice to accomplish its 
mission.

May be either tangible or intangible.

The practice’s special expertise.

Traits and qualities your employees 
possess (individually and as a team).

Distinctive features that provide 
consistency.

May Include:
human competencies
process capabilities
financial resources
products and services
Patient goodwill and brand loyalty. 

Threats
Opportunities are presented by 
the environment in which practice 
operates.

Opportunities arise when the 
practice can benefit from the 
conditions in its market to plan 
and execute strategies that enable 
profitability.

Opportunities may arise From:
The Market, Competition, 
Industry Government, Technology, 
Others.

Threats arise when conditions in 
external environment jeopardize the 
reliability and profitability of the 
practice.

Threats compound the vulnerability 
when they relate to the weaknesses.

When a threat comes, the stability 
and survival can be at stake.

Examples of Threats:
 unrest among employees   
changing technology increasing 
competition leading to excess 
capacity, price wars and reducing 
industry profits; etc.

Weaknesses are the qualities that 
prevent the Practice from achieving 
its full potential. 

Weaknesses deteriorate influences 
on practice  success and growth.

 Weaknesses are factors which do 
not meet standards.

Weaknesses in a practice may be: 
equipment, location, promotion,  
facilities,  product, poor decision-
making, lack of skill/expertise, 
funding.

SWOT is NOT a Prescription 
…..It is a Guide

A review of the Strengths and Capabilities 
of the practice.

A review of the Weaknesses that are Controllable 
and must be Minimized or Eliminated. 

Consideration of possible competitive 
advantage by capitalizing on opportunities.

Realize that Threats are uncontrollable, but 
must be considered in all decisions.

Optometrists

Diabetes Educators

Dialysis Centers
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Porter’s Five Forces

A Method for Analyzing 
5 General Competitive Market 

Forces Within an Industry.

A Best Practice Generic Strategy that 
creates a Total Patient Experience 
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Porter’s Five Forces

New businesses that are (or appear to be) the 
same as you, but do not have their doors open yet.
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Porter’s Five Forces

The market is dominated by a small number of 
suppliers.   Rural Areas, minimal competition.

Consumers have no other options.
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Porter’s Five Forces

The market is dominated by a Large number of 
suppliers.   Urban Areas, maximum competition.

Consumers have many choices!
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Porter’s Five Forces

Not just competitive products or sales methods, but 
competitive alternative treatments, new technology.



Steps to Competing in Today’s Hearing Care Market

Traynor, 2026 Porter, 1979, 2008

Porter’s Five Forces

All Contribute to the amount of competition 
and the level of rivalry within the marketplace
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Porter’s Five Forces
What Does a Five Forces   
      Analysis Do For Me?

Presents who has the POWER
Patients?

The Practice?

Leads to a Method of Competing:  A Market Strategy

A Five Forces Analysis works well to look at an 
Overall Picture of the Market 

Gives the practitioner an overview of how 
the practice “stacks up” within the Market
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Three Circle Analysis

A Method for Analyzing a Practice 
Compared to their Largest 

Competitor

A Best Practice Generic Strategy that 
creates a Total Patient Experience 
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Why Do I Need to Compare My Practice to the Biggest Competitor?
Audiology Clinic

Other
Hearing Care
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Three Circle Analysis

Circle 1 Circle 2 Circle 3

What Value does the 
Practice Deliver?

What are the Needs of 
The Patient?

What Value does the 
Competition Deliver?
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Three Circle Analysis
What the practice has or does 
better than the Competition – 

Most Important Area!

Practice points of Parity with the 
Competition.

What the competition has or 
does better than the practice.

Area A

Area B

Area C

Area D

Patient unappreciated 
differences for the Practice and 

the Competition.

Area E

Patient unappreciated 
differences in the practice

Area F

Patient unappreciated 
differences in the competition

Area G

Patient Unmet Needs by Both 
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Three Circle Analysis

Better Price 
                 National Branding
           “Same” Products
  “Same” Service
Very Liberal Return Policy 

Premium Technology
 Connectivity, Demos
Follow up Visits, Repairs
Warranties, Loss and Damage
Free Cleanings - Financing
  Free Check ups
      HA Verification   

Unperceived need
Denial of hearing loss
Manipulation problems
Stigma

     Trust
   Expertise
Product Benefits
     HL Complexity
           

Dispenser Qualifications
Many products are NOT the same
Dispensing Environment
Shop for other items

Doctor of Audiology
           Nicer Clinic
   Know more about Hearing Loss
Prices: Higher for similar devices
 
 

Product Differences – HA Verification
        Detailed hearing Evaluation - AR
       Immittance Audiometry -TeleAudiology      
     Speech-in -noise-    Tinnitus Treatment
     Otoacoustic Emissions -Cerumen Removal
      Extended HF Testing - Pediatric Assessment
     Personal Service - Physician Reports,
     Financing                                     Comorbidities

 
         

            To consumers all places         
       that sell hearing aids look 
       the same.

Patient Centric Practice

Education in Audiology 
makes a Difference. 

Teleaudiology
    
Products are  different at   
  Costco         

What Does a Three Circle
      Analysis Do For Me?

Gives the practitioner a perspective of how their 
practice “stacks up” against a single competitor
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Strategic Development
Analyzing the Data Derived 

from the Three Analyses
• Data from SWOT

• Data On Specific Clinic from 3 Circle Analysis

The Whole Team Works 
Together to Analyze the Data

• Data From Porter’s Five Forces
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Management 
 Reviews Analysis

A Best Practice Generic Strategy that 
creates a Total Patient Experience 
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Development of a 
Competitive Strategy

Team Decides:  
What Strategy Should the Practice Use 

to Move Forward?

Stuck in the Middle

Focus

Cost Leadership

Differentiation

Strategic Development

Possibly Combine 
Strategies?
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Implementation of Competitive 
StrategyLet’s Go with it?

 

CapabilitiesDistinctive 
CompetenciesResources

Considering………

Again…The Whole Team 
Must be On Board



Steps to Competing in Today’s Hearing Care Market

Alerts

Competing
 in the 

 Hearing Care
 Market

Practice 
Analysis 

Competitive 
Strategy 
Development

Implementation 
of New Strategy

Check the 
Milestones

Risks Facing 
the Practice 

Gain Competitive 
intelligence to 
Compare

Traynor, 2026

Management 
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Watch the Milestones
Did the Team Make the 

Correct Choice?
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Watch the Milestones
Did the Team Make the 

Correct Choice?

• More Traffic
• More Units of Product or Service
• More Revenue
• More anything but keep track!

Assign a Staff Member to each Milestone!

Check the Key 
Performance indicators
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• Audiology Practice is a Growth Industry.
• Competition is from All Directions.
• Consult the model to review/reset the practice.

• Track the Key Performance Indicators
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…….And That is How The Elephant “In the Room”

Disappears



https : // rober t t raynoraudio logy.com

bob@rtaudiology.com

Robert M. Traynor, Ed.D., MBA, DFAAA

Robert Traynor Audiology, LLC
Fort Collins, Colorado, USA



The Importance of Audiology Clinicians

A message from Raymond Carhart - 1975
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