GLOBAL FASHION MANAGEMENT
The B.I.G. P.U.M.P. SWOT 
What is it?

The BIG PUMP SWOT is an exercise designed to help fashion Brands and Designers to reach their business goals.  It is carried out by following the questionnaire and guide shown below.  It’s a way of analysing all of the elements within your business to identify what is holding you back and what will help you to move forward.  It will get your business into great shape for a brighter future.  
The BIG PUMP SWOT should take at least a whole day (although there will also be some preparation to do beforehand).  It should be carried out in discussion with the business partners and/or other key members of your team, or with mentors/friends if you work alone.  Alternatively, talk to us about how we can help you with this.
The outcome of the day should be a series of points which can then be developed into a framework (i.e., a to do list with a timetable) which you follow closely.  The framework needs to show prioritised tasks.  A timetable needs to be put in place for each task.  This will help you to achieve measurable objectives for improvement across the business. It is also intended to help you generate visible sales improvements.
IMPORTANT: You do not need to fill in every box or answer every question. Choose and pick those which are relevant to you today.

Why carry out a B.I.G. P.U.M.P. SWOT?

Following the BIG PUMP SWOT will enable you to build up a 360° picture and understanding of your brand’s current position, by looking closely at 
· how you have developed your business/its history

· how your business works now
· what you do well
· where there are problems /what are these?

· how the problems could be addressed/resolved.

This provides a context in which to set your objectives and priorities for the business.  It will help to show you the extent to which your objectives are achievable and allow you to set up realistic goals over the short to long term.

Before you begin

Set aside a day to carry out the BIG PUMP SWOT when all of the people who need to take part will be available (and committed to taking part).  Make sure that you have all the relevant information available for the exercise on the day, e.g. sales figures; bank statements; list of clients by type of outlet and by location; manufacturing costs/invoices; logistical costs/invoices; unpaid invoices; details of the salaries you pay yourself and your staff etc.
Areas Covered by the BIG PUMP SWOT
These are the areas on which the BIG PUMP SWOT will focus:   
B = Brand History 
& current picture   
Your brand heritage and values (what your brand stands for).  Where did it come           from?  Where is it now?  How have things changed?  Why?  

Internal operating issues: How you run your business: people; processes; products; payments etc.  Think about whether you have systems in place to handle each of these.  Do you have an agreed procedure for each item on the list?  If not, is it time to make your business more efficient by doing this?
I = Indicators 
KPIs… Key Performance Indicators are the markers you use to measure how well you are performing in each area, e.g. sales, payments, debt etc.  You will need to agree how each important area is to be measured.

G = Goals
Where do you want to be?  What you want to achieve? What are your objectives? Once again those must be measurable goals.
P = Problems
Problems with ….

-  Products sold
-  Wholesale, Retail – bricks & mortar; online
-  Growth strategy
-  Money
-  Staff
-  External partners
-  Competition
-  Manufacturing
-  Marketing
-  PR
…

U = You!
You are the greatest asset of the business and you are also the biggest liability.
M = Money

Money/ investment/ funding.
P = Priorities
What are your priorities within the business? Obviously, every business is different but these are likely to be based on 
Sales growth/ income/ economic value/ growth / urgency.   

As you focus on your priorities, make sure you set yourself measurable goals and outcomes.  E.g., ‘growing sales’ is not specific enough.  However, if you say ‘growing sales by 20%/30%’, you will be able to track your progress on this priority.  Where you are looking to reach a target, you must always be able to measure your progress, otherwise how will you know how much further you have to go?
The list of priorities is likely to change frequently as projects and tasks are completed (or superseded by more urgent issues which must be dealt with).  Even if not all of your priorities are raised during the BIG PUMP SWOT, these will eventually be prioritised and acted upon. 

S  = Strengths:
What are the strengths of your business?  Which internal aspects work really well?  How can you ensure that these will continue to work as well?  Do you have strategies in place to maintain them?  This could help them to become even stronger aids to the business.  What about external strengths?  How can these be nurtured and built upon?
W = Weaknesses:
These are internal aspects which are controllable but harmful to the performance of your business. They clearly need addressing. Often you will find that weaknesses have been tolerated for too long because it is too much trouble or too difficult to find a solution.   Looking at them as barriers to the growth of your business can help.  Make sure that any actions you take to turn around your weaknesses can be measured and tracked, so that you can see your progress.
O = Opportunities
External (and internal) aspects that can be exploited to improve performance. These can be the most exciting for people to get going on because often they are about sourcing or developing new products or services, entering new markets or eliminating wasteful internal processes. Opportunities must be carefully evaluated before projects are undertaken.
T  = Threats

External factors that threaten the business and are outside your control. These could be economic/political/legislative.  While you can’t solve these, you can at least be aware of them and plan to minimise or even eliminate the risks.  There are also obviously risks from competition, losing key accounts etc.  While you cannot always avoid them, you can take action to reduce their impact on your business.
The BIG PUMP SWOT Day
Here are some ground rules for conducting a successful BIG PUMP SWOT day:
1.
Set out the rules for your meeting at the beginning.  Your session will be far more effective if you can make sure that all participants stick to these guidelines:  

- Open debate
- No egos


- Challenge the ideas but no personal attacks

- Be constructive

- CLARITY IS KING – ask questions to clarify points
- EVERYONE PRESENT MUST CONTRIBUTE.
2.
KIS = Keep it simple!
Remember the 20/80 rule - 20% of the questions you will raise and answer will produce 80% of the results you are expecting, so don’t feel you need to provide an answer to every single question.
3.
Take charge 

Somebody needs to be in charge of the session.  This person must make sure that discussions don’t run on for too long.    There is a lot of work to be done; everybody’s time is valuable and must be used productively.

There are 5 steps:
1. Context.  A brief reminder of your brand heritage; where you are now and where you want to be – your vision for the brand.
2. Brainstorming to identify all the potential strengths, weaknesses, opportunities, threats and problems (choose somebody to writes these down or put them on a flip chart).
3. Clarification - Go through each of the above points to make sure that everyone understands each issue (not whether they agree with it or not) and that there is no repetition.
4. Evaluation give each item a ballpark figure in terms of its economic value to the business. This is important in terms of the prioritisation process.
5. Prioritise. You need to build up a list of measurable tasks and projects on which you and your team can immediately start work.
Your BIG PUMP SWOT day will be a challenge for the team and the brand.  It will be hard work but it will be worthwhile because it will provide clear goals and focus and will ensure that your objectives are measurable and therefore achievable.  The priorities for this year and next year will be clearly set and the owner(s) will have a monthly programme to follow to see the Brand and profits grow this year.
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NB 
If you are an established Brand, make sure you revisit the SWOT very regularly (yearly) and make sure to add as many columns as required.
If you have 10 agents, you may create a column AGENTS as there will be a lot of strengths and weaknesses in relation to just agents.
The same could apply to a column Manufacturers and even may be the opportunity to create 3 columns around Brick and Mortar VERSUS Online VERSUS Pop Ups if your business warrants a strong presence in those 3 areas.
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