
Priority-The International Business Review   Volume 1 Issue 1, July - Dec., 2022 

 
1  

A CONCEPTUAL FRAMEWORK ON EVALUATING SWOT 

ANALYSIS AS THE MEDIATOR IN STRATEGIC MARKETING 

PLANNING THROUGH MARKETING INTELLIGENCE 
Osama Kashif

1
 and Dr.Muhammad Nawaz Iqbal

2
 

 

Abstract 

The purpose of this article is to investigate the impact of advertising insight on crucial showcasing 

planning using a SWOT analysis. In addition, the study intends to examine the fundamental concerns of 

SWOT analysis and seek an ordered strategy for moving forward. This concept is often discussed in the 

examination industry. Various such initiatives have already been undertaken, but this concept welcomes 

much more development, and allied groups are still working to develop exploration concepts. This piece 

of writing is solely based on a large writing survey. By all accounts, the impact of pre job evaluation in 

surveying SWOT analysis appears to be good for effective key showcasing planning. The current study 

assists marketing managers in comprehending the importance of advertising insight and pre-job 

assessment for effective key marketing planning. 
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INTRODUCTION 

For the past few years, organizations have faced fierce competition in the environment in which they 

operate. For any organization, the climate consists of external components (such as clients, competitors, 

partners, and others) that have the ability to influence the organization's performance. The shifting 

worldview of business sectors across the globe is the basic basis for this severe rivalry. For each item, 

there are a number of competitors that compete against one another and attempt to achieve greatness 

through their one-of-a-kind strategic plays. Clients now have a variety of options, so every business is 

focused on figuring out the most effective strategies to attract and retain customers while also outsmarting 

the competition. As a result, organizations develop techniques to compete with their competitors, such as 

cost initiative, separation, or both. This eventually leads to market division, entry, and other issues. The 

question is how organizations react to the resistance. This should be attainable through understanding 

their competitors' capabilities and staying one step ahead of them a cycle known in the business world as 

exhibiting insight. 

Each activity undertaken by associations causes a variety of internal and external climatic 

changes (1). Understanding serious power is crucial to building a beneficial partnership. Advertising 

expertise provides basic underpinnings to critical outcomes of critical showcasing planning; aimed at 

improving an organization's internal strength and overall execution. Advertisers acknowledge the need of 

marketing expertise in organizing hierarchical promotional systems and gaining an advantage over 

competitors. Various studies have demonstrated the importance of disseminating knowledge in effective 

key showcasing planning. A specific concern of advertisers who are occupied with showcasing insight on 

a regular and continuous basis is figuring out critical showcasing arranging in order to make amazing 

interest arrangements for the organization. Thus, fundamental boosting planning replies to the key 
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questions: why do certain external organizations outperform others? How can you outwit others? It has a 

direct impact on the prosperity and failure of the association. Advertisers use SWOT analysis after 

directing marketing insight to assess an organization's genuine capabilities based on the content of 

available data. The acronym SWOT stands for Strengths, Weaknesses, Opportunities, and Threats. SWOT 

assists in identifying an organization's core abilities, such as prospective traits, and applying them to seize 

opportunities and neutralize threats, as well as identifying weaknesses and reducing them. As a result, it 

assists in determining critical promoting planning. Regardless of the significance of SWOT analysis in 

crucial showcasing planning and direction, it has the following drawbacks: it relies on emotional senses, 

keeps a strategic distance from measurement, and requires prognostic powers thus, occasionally harms 

execution. Expanding on this idea, it is stated that SWOT analysis is based on people's intuition, which 

may be biased in their viewpoints with one another, reducing the effectiveness of SWOT analysis. To 

properly establish key showcasing arranging, it is critical to identify strategies to avoid this predicament. 

As a result, this essay examines the several fundamental challenges of SWOT analysis and proposes 

solutions to them. 

 
Figure 1. SWOT Analysis 

 

Advertisers use SWOT analysis after directing promoting knowledge to determine an 

organization's genuine capabilities based on the essence of available facts. SWOT assists in identifying an 

organization's core capabilities, such as prospective traits, and putting them to work in exploiting 

opportunities and avoiding threats, as well as identifying weaknesses and reducing them. As a result, it 

assists in determining crucial displaying planning. Despite the importance of SWOT analysis in crucial 

promoting planning and direction, it has the following drawbacks: it relies on abstract sensations, avoids 

measurement, and necessitates predictive powers (Agarwal, Grassl, & Pahl, 2012). As a result, execution 

is occasionally harmed. Expanding on this idea, it is stated that SWOT inquiry is based on people's 

instincts, which may be biased in their viewpoints with one another; hence, the viability of SWOT 

investigation is lowered. There is a critical necessity to recognize strategies to destroy this circumstance 

in order to effectively figure out important promotional planning. 

For the previous couple of years, marketing intelligence has been used as a critical promoting 

planning tool. Advertisers employ market intelligence for a variety of reasons, including gaining an 

advantage, monitoring market insurgencies, and identifying market opportunities. The changing market 

climate and creative advancements are compelling reasons for organizations to be concerned with 

promoting knowledge. While advertising knowledge entails gathering information about clients, 

competitors, and changing economic conditions on a regular and continuing basis in order to stay up with 

what's going on in the commercial center. An organization of sources and standard techniques by which 

advertising chiefs obtain regular data concerning nonrecurrent improvements in the outside promoting 

atmosphere," says Zikmund (1996). More specifically, showing insight entails acquiring comprehensive 

information about competitors' positions, capabilities, and goals (Sammon, Kurland, & Spitalnic, 1984) in 

order to stay one step ahead of them. Furthermore, expert promoting understanding enables organizations 
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to develop short and long-term plans and strategies; according to Ettorre (1995), promoting insight is the 

way connected with social affair important facts about competitors. their position in the commercial 

center, their core capacities; and utilizing this data to achieve unmistakable abilities and execute short and 

long-term planning effectively. 

 
Figure 2. Process Cycle 

 

In order for businesses to adapt to changing economic conditions and gain a competitive 

advantage, advertisers must devote significant time and effort to promoting knowledge (Lackman, Saban, 

& Lanasa, 2000). Expanding on this idea, it is said that advertising insight is the ability to learn and 

bargain with a dynamic market climate, to gather information about powerful forces in one's environment, 

and to use that information to manage one's environment. Furthermore, data gathered from advertising 

insight is excessively emphasized because decisions are made based on both external and internal data, 

for important marketing planning (Xu & Kaye, 1995). Various studies have proven that important 

promotion is knowledge-driven contact (Trim, 2004; Huster, 2005). The key promoting planning process 

entails a series of exercises that assist organizations in identifying key objectives and devising key 

strategies for achieving them Strategic Marketing Planning. Advertising insight is examined as a 

proceeding process for social occasion, breaking down, and scattering impressive data to advertisers for 

further developing key showcasing arranging and execution, as Tan and Ahmad (1991) highlight the 

significance of promoting knowledge on essential showcasing arranging. 

One of the most important major thrusts for success and attaining essential objectives is 

advertising insight (Lackman, Saban, & Lanasa, 2000). Furthermore, vital marketing incorporates 

advertising knowledge exercises that are linked to overall situation enhancement and improved visioning 

for advertisers (Wright, 2005). According to Caudron (1994), displaying insight serves four primary 

goals. 

 Assessing and tracking competitors 

 Exploiting opportunities and minimizing threats 

 Providing support for strategic decision making 

 Providing support for strategic marketing planning 
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Marketing Intelligence, SWOT Analysis, & Strategic Planning 

Advertisers employ marketing insight to gather and analyze internal and external data during the 

handling stage, which is then used for assessment using a management tool called "SWOT Analysis" 

(Tan & Ahmad, 1999). SWOT Analysis (Strengths, Weaknesses, Opportunities, and Threats) is a 

critical assessment tool that advertisers use to examine hierarchical vital position. The basic purpose 

of SWOT is to provide significant bits of knowledge to advertisers about hierarchical key skills after 

assessing information gathered through marketing insight and to empower them in using that 

information in exploiting potential opportunities, connecting those with the organization's assets, 

identifying significant dangers, and limiting flaws (Nasri, 2011). SWOT analysis, according to 

Glaister and Falshaw (1999), is an important and widely used tool in crucial marketing planning. 

SWOT analysis serves as a bridge between presenting knowledge and essential preparation, assisting 

in the selection of techniques among alternatives (Barney, 1996). According to Bose (2008), 

exhibiting information contributes to SWOT analysis and application to critical direction. As a result, 

SWOT serves as a model for collaborating on the subjective and quantitative aspects of decisions and 

working on the course of essential advertising planning (Curry et al., 1996). 

 
Figure 3. SWOT Analysis Sign wise 

 

Problem Identification 

Despite the importance of promoting knowledge in essential advertising planning, studies show that 

issues exist within the delegate cycle of sources of information provided by promoting insight into 

SWOT system (Novicevic, Harvey, Autry, & Bond III, 2004), which is the primary justification for 

promoting knowledge's ineffective and wasteful execution (Marketing Intelligence Hub, n.d.). The 

vast majority of organizations succeed in integrating a marketing insight process, but they require the 

cycle for detecting major critical concerns (Marketing Intelligence, n.d.). At the end of the day, 

businesses struggle to put together a clear and relevant advertising insight process in order to 

effectively and profitably employ data, causing oppressed leadership (11) (Nasri, 2011). Lackman et 

al. (2000) argue that if the SWOT method is not properly integrated, it cannot provide an exact 

direction for the marketing process. Furthermore, several studies reveal that poorly ordered SWOT 



Priority-The International Business Review   Volume 1 Issue 1, July - Dec., 2022 

 
5  

results are the least meaningful, loose, and unjustified (Hill & Westbrook, 1997; Wheelan & Hunger, 

1998). According to Finnegan (2010), a survey of over 100 chiefs revealed widespread scepticism 

about the concept. In a conference with 212 chief executives from Fortune 1000 companies, Menon, 

Bharadwaj, Adidam, and Edison (1999) discovered that SWOT analysis hinders execution. Because 

it's arbitrary, relies on emotional understanding, avoids measurement, and necessitates predictive 

power, it's a poor choice (Agarwal, Grassl, & Pahl, 2012). SWOT also requires a defined strategy for 

identifying strengths and weaknesses (Coman & Ronen, 2009). After considering all of the flaws of 

SWOT analysis, the most significant is that it is atheoretic, with virtually no meaningful hypothetical 

support for its acceptance as a reliable technique (Helms & Nikson, 2010). Somewhat, because it's 

just a sneak peek into what's coming up at a specific point in time and as a result, businesses must 

keep a constant eye on external factors that affect their business and operational climates in order to 

improve market opportunities and reduce risks to their long-term survival in the harsh environment 

(Pearce & Robinson, 2005). To sum up, because constant natural changes occur and the need for new 

methodologies is also present, regular SWOT updates are essential. Furthermore, because the threats 

of bias and incorrectness increase when SWOT is not appraised as predicted, this could have a 

negative impact on critical promoting planning.  

 

Pre-Job Evaluation 

All things considered, the core intuition underlying SWOT analysis appears to be sound. Considering 

the flaws and ineffectiveness of SWOT analysis, there is an outstanding need for evaluating SWOT 

analysis on specific limits to produce the greatest overall cycle outcomes. Advertisers must establish 

precise criteria for recognizing and evaluating different aspects of the SWOT analysis. In order to 

recognise essential elements of the SWOT list, inside and exterior variables are analyzed. Coman and 

Ronen (2009) proposed the following criteria for evaluating internal and external variables, such as 

the parts in the rundown should be compact, notable, and large, and have a significant impact on the 

value of the association. Expanding on this idea, it is suggested that advertising recall the portions of 

the SWOT list that are of the greatest importance, and eliminate parts that are of minor importance. 

As a result, degrees and connections emerge. Agarwal, Grassl, and Pahl (2012) explicitly 

urge that decision-making be more methodical, involve measurement, and have precognitive powers, 

rather than defining either as flaws or qualities. According to Chang and Huang (2006), a thorough 

SWOT analysis has a significant impact on overall interaction and hence plays an important role in 

crucial advertising planning. According to Dawes (2008), asking questions on a five-point scale leads 

to the most unwavering quality and viability, hence improving the SWOT investigation's adequacy.  

The parts should be ranked on a five-point scale and given loads based on their importance. 

Along these lines, the parts are compared and recorded in accordance with their respective 

importance/need. After incorporating a SWOT analysis based on quantitative proportions of parts, a 

list of contenders is created; inside and outside factors are then compared to that of contenders on a 

five-point scale, and then qualities and flaws are investigated to take advantage of possible 

opportunities and limit risks. Furthermore, measuring the components of a SWOT analysis and their 

relationships forces leaders to think about the situation more clearly and thoroughly (Kangas, 

Pesonen, Kurttila, & Kajanus, 2021). In conclusion, pre-work assessment improves the overall 

presentation and viability of SWOT analysis and plays an important role in convincing critical 

marketing planning. 
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Figure 4: Conceptual Model 

 

METHODOLOGY 

Advertising knowledge, as investigated in the writing survey, is a widespread apparatus that 

advertisers utilize to stay informed about what's going on in the commercial center and to stay ahead 

of the competition. In this age of globalization, promoting insight has only shallow roots. In light of 

the shifting landscape of marketing environment and technological advancement, associations are 

now facing fierce competition. This has pushed businesses to focus on advertising intelligence on a 

regular basis. 

A compelling business sector knowledge process includes a large number of activities that 

not only provide advertisers with important, precise, and timely data, but also incorporates viable and 

large elements of an organization's internal assets and coordinating them with external variables to 

exploit such moves that have never been embraced by competitors. 

The importance of the advertising knowledge procedure for critical showcasing planning 

using SWOT analysis has been emphasized in the writing. Previously, there were a few drawbacks 

that frustrated the general execution of associations and resulted in bad essential advertising planning. 

SWOT, as previously discussed, is based on emotional insights, is difficult to evaluate, and requires 

precognitive abilities. The examination is based on people's instincts, which they use to develop 

strategies. SWOT analysis simply sorted associations' strengths, weaknesses, opportunities, and 

threats. It is now up to advertisers to decide how they would interpret the available data and use it to 

plan their advertising campaigns. The author takes notice of the various basic challenges of SWOT 

analysis discussed above and searches for strategies to resolve them. The model depicts a sense of 

curiosity in order to analyze the impact of pre-work evaluation on compelling major advertising 

arranging. 

 

CONCLUSION 

Pre-work assessment is an activity that comes before process outlining and is advocated by the creator 

for assessing the SWOT investigation's effectiveness. However, there are no tools for determining the 

practicality and convenience of a SWOT analysis. Advertisers must now approve SWOT 

investigations in order to address the fundamental issues that have been addressed by several 

scientists. It includes identifying fundamental variables (both inside and outside), prioritizing them 

based on their sufficiency and assigned grades, and finally comparing and contrasting them with those 
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of competitors. SWOT is almost definitely still emotional in nature and inhibits people's intuition and 

conclusions. However, the author demonstrates in writing that practicing pre-work evaluation 

improves the adequacy and convenience of SWOT analysis because advertisers may get a more 

comprehensive picture of the overall scenario. 

Associations should build up numerous executive gatherings as well as quality confirmation 

cells to improve the viability of SWOT investigations. In addition, scenario displaying should be 

considered, such as doing a separate SWOT analysis for each situation; forming project/issue groups 

as needed; and providing systematic assistance from requirement identification through the detailing 

and implementation of critical marketing planning. 

A few administrative implications are identified by the author: 

 This conceptual paper gives marketing managers insight into the role of marketing 

intelligence in strategic marketing planning.  

 Furthermore, the study discusses pre-job evaluation as a value-added activity for 

marketing managers to analyse the SWOT analysis' effectiveness. 

Finally, correlations are consistent with the most clearly bad competition. To compete with 

one another, organizations must define viable vital promoting planning using a fruitful advertising insight 

technique. Furthermore, pre-work assessment appears to be a value-added and beneficial action for 

surveying SWOT analysis and the overall promoting insight procedure, ultimately resulting in influencing 

essential marketing planning. Because the current review is a calculated paper, subsequent research may 

widen the gathering of data by observationally testing the model, thereby adding to the review's 

knowledge base. 
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