
 

 

 
  

 

Being Commercial 
 

A look at how to improve commercial awareness.  
 
 

 

Purpose as a Guide 
 

What is it to ‘be commercial’ and why is it so important?  

This guide gives some pointers on how to improve your ‘commercial acumen’.  

 
 

 

 

 

 

 

 

   
  Read your  
  Annual  
  Report 
  What do your 
  leaders say is  
  important about 
  the business and 
  how it works? Is the 
  business profitable?  
  Where does it 
  make and spend its 
  money? Know the 
  mission and vision  
  statements and 
  core values, key  
  result areas and 
  expressed goals.  

 
 

Commercial  
Awareness  

       Know how your organisation and 
       industry operates and makes money.  
       This skill will allow you to impact  
       business performance. 

 
         Competitors 
         Conduct a USP analysis and a 
           SWOT analysis to find out. What 
           are your company’s strengths  
           and weaknesses? Are competitors  
           taking advantage of these  
           weaknesses? Are there strengths 
           your company isn’t taking  
           advantage of to differentiate  
           yourselves?  

  

 

Customers   
  Who are your customers? What are their  
  Strengths and weaknesses? How do they  
  perform and compare with your company?  

 
                Target Markets 
                    Look at your company’s target  
                      market(s). Who are these people? What  
                      do they care about? How does your 
                      company segment the market or create 
                      entirely new markets? What does this  
                      information tell you about the way you 
                      should work?  

 
 
 
                           

          Understand  

        your company  
 
The foundation of    
commercial awareness lies 
in developing a deep 
understanding of  
your company, including 
how it works, how it 
makes money, and what 
it cares about most. 
 

 
 
 
 
 
 
 
Company  
            Goals  
How does your company 
make its goals happen? 
Consider what can be 
done better by looking at 
quality management and 
opportunities for 
operations and skills 
improvement.   

 
 

 

 

 
 
 

                         

                        

                        The Cambridge Business English Dictionary 

defines Commercial Awareness as 

“knowledge of how businesses make money, 

what customers want and how to manage 

business problems. The 3 most valuable 

attributes for employers are a can-do 

attitude, technical skills and  

commercial awareness.” 

 

 
 
 
 
 

          
         PESTLE Analysis  
Perform a PESTLE analysis to learn about the political, 
economic, socio-cultural, technological, legal and 
environmental factors that affect the company and its 
long-term strategy. Then look at the USPs or core 
competencies that the organisation claims. What’s 
missing, what can be added? 

 
 

Your Role 
Look carefully at your role. How do –  
or should – you add value to your  
organisation? And what do you do that  
contributes to its goals and make life  
better for your customers?  
(If you’re not sure, conduct a Value-
Chain Analysis to determine which 
activities create the most value for your 
customers.)

 
 
 
 

 

                    Build Trust, Give Security  
 

Commercial awareness helps you form robust opinions and be more agile. Be informed by the 

factors, influences and trends that you see around you. Get your information from reliable, 

objective sources, to help to ensure your judgement is sound.  
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Understand your 
Resources & 
Suppliers  
It’s important to use 
resources effectively and 
negotiate the best prices 
for goods and services.  
 
Conduct a VRIO Analysis to 
understand the relative 
importance of your 
company’s current 
resources. This will help 
you decide if any factors 
are helping or holding back 
performance. 
 
Next, review the cost of 
these resources. Are all of 
them necessary? Are you 
getting the best prices and 
negotiating at every step? 
Calculate if your suppliers 
are giving you the service 
and support you need. 
Review SLAs. Analyse each 
and make sure that they’re 
giving you the right service 
levels – there are supplier 
performance tools to do 
this. 
 

 
Industry  
Developments  
Keep up-to-date with what’s 
happening in your industry. 
Subscribe to industry journals, 
magazines, blogs, financial 
reports and websites. Keep up-
to-date with general business 
news too. Knowing what’s 
going on helps you understand 
events and trends and what 
these might mean for your 
industry or sector. 

 

Evaluate & Prioritise Projects 
Do project priorities fit with your organisation’s  
vision and strategies? A Cost-Benefit analysis tool  
can help you decide whether projects benefit your 
organisation financially. Use Net Present Values  
and Internal Rates of Return to decide whether to 
invest in projects. 
 
 

Keep up-to-date with what’s happening  
in your industry. Subscribe to industry 
journals, magazines, blogs, financial reports 
and websites. Keep up-to-date with general 
business news too. Knowing what’s going on 
helps you understand events and trends and 
what these might mean for your industry or 
sector. 
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