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Strategic Options for Using the 
Portfolio Matrix

• Build - Stars

• Hold- Problem Children
• Harvest – Cash Cows
• Disinvest- Dogs
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• Stars: Build market share (“out market” them) using the 4Ps

– lower prices, expanded distribution,  increased ad 
spend, new product features/improvements

• Cash cows: Maintain market share (don’t rock the boat )

– No changes to the 4 Ps, use cash to fund Stars and 
promising Questions Marks to turn them into Cash 
Cows

• Question Marks: Maintain cash flow by either:

– reducing expenditure gradually (R&D, replacements) 
but faster than declining sales; or

– improving marketing (see Stars above)

• Dogs: Disinvest

Strategic Options: Portfolio Matrix (cont)
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STEPS IN DESIGNING 
THE BUSINESS PORTFOLIO
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STEP 1: DRAWING THE BOSTON MODEL
BCG Portfolio Matrix
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STEP 2: CATEGORISE THE PRODUCTS

• Example: Steers

Distinct between products & services. Use 
numbers & letters for distinction

Products

1. Burgers

2. Milkshakes

3. Combos

4. Chips

5. Salads

6. Coffee

Services

A. Drive through

B. Normal take away

C. Sit at tables
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STEP 3:
PLOT THE PRODUCTS AND SERVICES ON THE MATRIX
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STEP 4: ARE THE PORTFOLIO BALANCED?

• For balance = only look at the three 
quadrants

• Must have products in the ?, * and cash cow 
quadrants

• The triangle in figure refers to the quadrants 
that will determine the balance
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To get portfolio in balance, use the 4 P’s

• Decrease price, sales will increase and 
market share will grow

• Promote products, sales will grow and get a 
higher market share

• Change (innovate) an existing product in cash 
cow phase (a specific burger) to introduce it 
as a new product
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Different strategies to use!
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ASSIGNMENT 1: GROUP 

A typical question on BOSTON would look as follows: 

Case study:  KFC using data to improve performance

Though KFC built its reputation on selling chicken, its management team decided, through

reviewing customers’ needs and behaviors, to expand the product offering by including

other chicken and health salad counters in the stores. Management believes this will help

sell more chicken. The average customer visits a KFC outlet at least twice a month. “The

broader menu will entice customers to visit our outlets more often,” remarked the CEO.

“The chances of a family of four wanting to eat at the same time are zero, but since

introducing our more varied menu, our business has become the largest chicken outlet in

the country.”

Source: Applied Strategic Marketing, Strydom, Jooste and Du Plessis, 2012 (475).

You are appointed as a marketing consultant by KFC. Management expects you to analyze

the product portfolio by using the Boston model (market growth-market share model).

You can make assumptions in answering the question.

1.1 Determine if KFC’s portfolio is in balance? Motivate your answer. (5)

1.2 Make recommendations to management for balancing the portfolio in the long run and

strategies for growth. (20)


