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Paragraph:
Porters’ Five Forces framework
In 1979 Michael Porter developed a framework for responding strategically to competition in an industry, based on the analysis of four forces - new entrants, suppliers, customers, and substitutes - in addition to existing competitors[footnoteRef:1]. More recently, the author further developed the framework: in his understanding, these competitive forces mean revealing the underlying causes or roots of an industry’s current competition, and can serve in the creation of a framework useful for formulating a strategy for anticipating and influencing competition over time[footnoteRef:2], as presented in Figure 1. [1:  Porter 1979, 1980.]  [2:  Porter 2008.] 
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[bookmark: _Toc25606212][bookmark: _Toc25606278]Fig. 1. The Five Forces and factors that shape industry competition (Source: Porter 2008)
This framework has been applied to several studies analysing the tourism industry[footnoteRef:3]. [3:  Andriotis 2004, Dobrivojević 2013, Nurlansa, Jati 2016; Iturralde, Guerrero 2018.
] 

The Porters’ forces are the following:
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FIGURE 2
Paragraph:
Factors influencing Porter’s forces
[…]
To summarise, Figure 2 shows the application of Porter’s framework to the Educational Tourism Industry in the Marche Region, showing which forces interact in the industry, which changes in one force could influence others and which factors have a potential impact on the forces.
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Fig. 2. Porter’s framework applied to educational tourism industry in Marche Region
[bookmark: _Toc25606921]Conclusions
[…]

image1.jpg




image2.jpg
THREAT OF NEW ENTRANTS

Tourism operators, hospitality faciities, new Italian language
and culture schools willing to invest n educational tourism
STRATEGY OF LOW PRICES
How to face the threat of new entrants?
Vocational aspect (mission)
Care in relationships with customers
Quality of services
Variety of tourism activities

BARGAINING POWER OF
SUPPLIERS

- publishing houses

- transportation

RIVALRY AMONG EXISTING COMPETITORS

- hospitality facilties
" it o diing Italian Language and Culture Schools in other attractive regions BARGAINING POWER OF BUYERS
sertiis (e.g.: Cilento, Bari and Abruzzo) or from the same region e
Central and South America
- cleaning services LOW PRICES
ing. Northem Europe
- merchandising, SIMILAR PROVENIENCE OF CUSTOMERS il
advertising materials and ‘OVERABUNDANCE OF SIMILAR SERVICES/PRODUCTS )
marketing How to face the threat of new entrants? Tie
= agencies forfinding Quality of services Italian associations abroad
customers Raise in price to confirm quality image Unlversities and colleges
- University Search for new markets/niches with availability to spend
How to reduce the power of this
force?
Internally providing to the main
services

Outsourcing locally

THREAT OF SUBSTITUTE PRODUCTS OR SERVICES

Hospitality facilties offering workshops or short courses on wine
and gastronomy and local culture in Itaian language.

NEW TAXES AND CUTS IN

PUBLIC FUNDINGS FOR
DUCATION BO c

COMMUNICATION EDUCATION ROTH I

AND SEND!
COUNTRIE! R ND SENDING





