
W h a t s h o u ld a m a n a g e r d o to a vo id o p era tio n c o m p e tito r?

C o m p etitio n in b u s in e s s is th e co n te s t a m o n g n u m ero u s in d u s trie s s ellin g th e s a m e

p ro d u cts o r s e rv ice s . S ev era l f irm s try to m ee t th e s a m e c lie n t n e ed s w ith the ir v a rie ty o f

a p ro d u c t a n d w h e n th ey b ec o m e s u cc es s fu l th ey m ak e a lo t o f in c o m e b e ca u s e p e o p le

ch o o s e to b u y fro m th em . C o m p e tit iv e c o m m e rce s e ttin g s d e m a n d th a t ea c h b u s in es s

trie s to a d d res s cu s to m e rs ' co n ce rn s s u c h a s p ro d u ct va lu e, w o rth , a n d fu n c tio n a lity .

T h es e p res s u re s re s u lt in b u s in e s s es c re a tin g in v en tive p ro d u cts a n d tryin g to o ffer lo w

ch a rg es , d irec tly p ro fitin g th e c lie n ts .

C o m p etitio n is h e a lth y fo r co m p a n ie s b ec a u s e it h elp s th e m to re vo lu tio n iz e h en c e

s ta yin g a h ea d o f th e c u rve . Th a t riv a lry ca n b e frig h te n in g b e ca u s e yo u d o n ’t w a n t to b a c k

d o w n b u t yo u a re n o t d e fin ite o n h o w to fig h t c o m p e tit io n . W h a t a ch iev em en t co m es

d o w n to is c o m in g u p w ith a s tra teg y to h e lp yo u b e tte r s e rve yo u r c lie n ts , ex a ct b ra n d in g ,

a n d g ro u p s u p p o rt.

T o p re ve n t o p era tio n a l c o m p e tit io n a m a n a g er s h o u ld em b ra c e a p ro a c tive a n d d e lib era te

ta ctic to p ro tec t th eir b u s in es s in tere s ts . H ere a re s o m e a p p ro a ch e s th a t th e m an a g er

ca n im p lem en t to le s s en o p era tio n a l c o m p e tit io n .

1 . B u ild in g cu s to m er tru s tw o rth in es s : d e ve lo p s tro n g re la tio n s w ith yo u r c u rre n t clien ts

to b u ild lo ya lty a n d m in im iz e the p ro b a b ility o f th em tra n s fe rrin g to co m p etito rs . O ffe r

th em g o o d c u s to m er s e rv ice , p ers o na lize d ex p e rie n ce s , lo ya lty p ro g ra m s , a n d

en tice m e n ts to k ee p c lie n ts in vo lv ed a n d c o n ten ted . F re q u e n tly s ee k c lie nts '

res p o n s es a n d m a k e en h a n ce m e n ts g ro u n d e d o n th e ir p ro p o s a ls to s ta y a h ea d o f

co m p etito rs .



2 . C o n s ta n t im p ro v em en t a n d m o d ern is m : A d o p t a cu ltu re o f c o n s ta n t up g ra d in g a n d

in n o v a tio n w ith in yo u r b u s in e s s . In s p ire s ta ff to co n trib u te th eir th o ug h ts , try o u t n ew

ta ctics a nd e m b ra ce c h a ng e. F req u en tly e va lu a te a n d u p g ra d e yo u r ite m s , s e rv ice s ,

a n d p ra c tic es to m a k e s u re th ey co n tin u e b ein g c o m p e tit ive a n d m ee t e vo lvin g clien t

d e m a nd s .

3 . S ta y a g ile a n d a d a p tive : u p h o ld a f le xib le a n d a d a p tiv e a ttitu d e w ith in yo ur b u s in e s s .

B e v u ln e rab le to m o d ific atio n s a n d e m b ra c e n e w k n o w -h o w , m a rk e t s h ifts , a n d clien t

lik in g s . B y b ein g a g ile yo u c a n ra p id ly re p ly to c o m p e tit ive in tim id a tio n s a n d ta k e

a d v a n tag e o f d ev elo p in g o p p o rtu n itie s .

4 . C lien t reten tio n ta ctic s : im p le m e n t e ffe ctive clien t re te n tio n a p p ro ac h es to le s s en

clien t c h u rn . P ro p o s e re lia b ility p ro g ra m s , s p e cia l c u t ra tes , m o d ifie d

rec o m m e n d a tio n s , a n d b rillia n t a fte r-s a le s s u p p o rt. C rea tin g lo n g -te rm re la tio n s w ith

clien ts w ill m a k e it m o re d ifficu lt fo r co m p etito rs to tra p th e m .

5 . In v es tin g in a d v ertis in g a n d p u b lic iz in g : d ev elo p a co m p le te ad ve rtis in g a n d

p u b lic izin g a p p ro a ch to in crea s e a w a re n es s o f yo u r p ro d u cts . M a k e u s e o f n u m e ro u s

n etw o rk s fo r e xa m p le d ig ita l m a rk etin g , s o cia l m ed ia , tra d it io n a l m a rk etin g , a n d

co n ten t cre a tio n . In flu en c e yo u r u n iq u e w o rth p ro p o s a l to s e p a ra te yo u rs e lf fro m

co m p etito rs a n d fa s cin a te clien ts .

6 . O b s erve a n d f o retell co m p etito rs ' m o v es : c o n s ta n tly o b s e rv e yo u r c o m p e tito rs ’

d o in g s s u ch a s p ro d u ct u nv eilin g s , th e c h a ng e o f p ric in g , a n d a d ve rtis ing p ro m o tio n s .

E v a lu a te th eir p la n s a n d a n tic ip a te th e ir u p co m in g m o ve s . B y s ta yin g co n ve rs a n t, yo u

ca n p ro a ctive ly rea c t to th eir a c tiv ities a n d m o d ify yo u r p o lic ie s a c co rd in g ly.



7 . C lien t c o n n e ctio n m a n a g e m e n t s ys te m s : co m e u p w ith a v ig o ro u s s ys tem to m a n a g e

clien ts ’ in fo rm a tio n effic ie n tly . T h is w ill a llo w yo u to s e e c lie n t co m m u n ic a tio n s ,

p re feren c es , a n d p u rch a s in g m a nn e rs . U s e th is in fo rm a tio n to p ers o n a lize a d v ertis in g

o p era tio n s a n d d e liv er a s m o o th c lie n t e xp erie n ce .

8 . W o rk e r tra in in g a n d g ro w th : in ve s t in tea c h in g a n d g ro w th c o u rs es to b o o s t w o rk er

a b ilitie s a n d a w a ren e s s . H ig h ly ex p e rie n ce d a n d d rive n e m p lo ye es ca n g iv e yo u r

b u s in e s s a co m p etitiv e a d v an ta g e. In s p ire a c u ltu re o f lea rn in g , c ro s s -fu n ctio n a l

tea m w o rk , a n d crea tive n es s to n u rtu re in ve n tio n a n d in c re a s e p ro d u c tivity .

9 . E f fec tiv e p ro ce d u res a n d c o s t m a n a g e m e n t: s trea m lin e yo u r p ro ce d u res to g e t th e

m o s t o u t o f p ro d u ctivity a n d m in im ize ex p e n s es . Im p le m e n t lea n id e o lo g ies , im p ro v e

s u p p ly c h a in m a n a g e m e n t, a nd ca p ita liz e o n te ch n o lo g y res o lu tio n s th a t co m p u te riz e

m o n o to n o u s ch o re s . B y im p ro v in g w o rk in g effe ctive n es s yo u c a n o ffer rea s o n a b le

p ric in g w h ile u p h o ld ing p ro fita b ility .

1 0 . G u a rd in tellec tu a l p o s s e s s io n s : p ro tec t yo u r in te lle ctu a l a s s ets thro u g h e xc lu s iv e

rig h ts , g o v ern m e n t g ra n ts , lo g o s , a n d tra d e s ec re ts . R efe r w ith le g a l p ro fe s s io n a ls to

m a k e s u re yo u h a v e p ro p e r s a fe g u a rd s in p la ce . W a tch fu lly m o n ito r th e m a rk et fo r

a n y p o s s ib le in frin g em e n t a n d ta k e ra p id leg a l a c tio n if re q u ire d to g u a rd yo u r

co p yrig h ted in fo rm a tio n .

1 1 . P la n n ed p artn ers h ip s a n d a g ree m e n ts : w o rk to g eth e r w ith m a tch in g b u s in e s s es to

g e n era te ta c tic a l p a rtn e rs h ip s a n d a g ree m en ts . T h is c a n h e lp in cre a s e yo u r clien t

b a s e , u p s u rg e m a rk et s p re a d a n d , a c ces s n ew p ro p erties a n d a b ilit ies . F in d a

n o n -co m p eting c o m p a n y th a t s h a re s a lik e ta rg et m a rk e ts a n d d is co v er o p p o rtu n it ies

fo r e q u a lly a d va n ta g e o u s p a rtne rs h ip s .



1 2 . D iv ers ity a n d e xc ep tio n a l va lu e p ro p o s itio n : cu lt iva te a n ex ce p tio n a l v a lu e p ro p o s itio n

th a t s ets yo u r in d u s try d is ta n t fro m co m p etito rs . P in p o in t a n d in flu en c e yo u r

s tre n g th s , s u ch a s h ig h e r p ro d u c t q u a lity , o u ts ta n d in g c u s to m e r p ro vis io n , o r

in ve n tiv e fea tu re s . C o n c en tra te o n p ro d u c in g a s tro n g b ra n d u n iq u e n es s a n d

fo u n d in g a rep u ta tio n fo r s u p p lyin g va lu e th a t is c h a lle n g in g fo r co m p etito rs to

im ita te .

1 3 . U n d ers ta n d th e co m p etitio n : fo r o n e to co m p reh e nd th e co m p etitio n o n e h a s to

s u rve y th e m a rk e tp la ce . T o b e g in w ith , b e k e en a b o u t th e th in g s th a t y o u r c o m p e tito r

d o es . S u c h a s if th e y h a v e frien d ly c o n ve rs a tio n s w ith c lie nts o r if th ey h a v e a u n iq u e

a p p ro a ch th a t th ey u s e to te ll th eir s to ry. S e co n d ly , o b s e rve w h at th e co m p etito r d o es

n o t d o th e n try to f ill th a t g a p in th e m a rk et.

1 4 . H ig h lig h t yo ur d iffe re n ce : o n e ca n u s e d is s im ila rit ie s to lea rn h o w to h a n d le

co m p etit io n in th e in d u s try. A fte r f in is h in g yo u r m a rk et res e a rc h , g et to k n o w w h a t

m a k es yo u d iffe re n t. M a yb e yo u h a v e a n a p p ro a c h to yo u r co m m erce s to ry th a t ca n

th ru s t yo u a b o ve th e c o m p e tito rs .

1 5 . E lu c id a te yo u r m es s a g e : fo r th e b u s in e s s to a ttra ct c lie n ts it ha s to h a v e clea r

co m m u n ica tio n . C lien ts w a n t to k n o w w h a t yo u ca n d o fo r th em th a t ev eryo n e e ls e

ca n ’t d o . T h ro w in g a m es s a g e in to th e vo id a n d h o p in g th a t it s tic k s w ith s o m eo n e it’

s n o t en o u g h . A s a n a lte rn a tive c ra f t a s to rylin e to b rin g c lie n ts to yo u .

1 6 . H u m a n iz e yo u r b u s in e s s : e ve ryo n e w an ts to d o b u s ine s s w ith g e n u in e p ers o n s w h o

ca re . N o o n e w a n ts to d o b u s in es s w ith a n e s ta b lis h m en t. B ec a u s e o f h o w s o c ia l

m ed ia h a s g ro w n it is e a s ier to s e t yo u rs elf d is ta n t fro m c o m p e tito rs w ith a d ve rtis in g

s k ills th a t s h o w th a t in d ivid u a ls b eh in d th e s ce n es a re g e n u in e a n d th e y ca re.



1 7 . D e liv er th e m o s t v a lu e : th e o n e w h o o f fers th e m o s t v a lu e w in s . T h ere a re a lo t o f

w a ys to in c re m e n t th e v a lu e o f yo u r p ro d u ct a n d the s ervic es yo u b rin g to yo u r clien ts .

F o r ex a m p le , yo u c a n a d d m o re o f w h a t yo u u s u a lly d o a t th e s a m e p rice . Im p ro ve d

s erv ic e c a n b e g o in g th e a d d itio n a l m ile to re s o lve a n o th e r p ro b le m fo r yo u r clien t.

B rin g in g w o rth ca n a ls o m ea n n ic h in g d o w n to s e rv e a s u b c la s s o f th e s a tu ra te d

m a rk e t if yo u rea lize th e m a rk et is u n d e rs erve d a n d c o m p e tit io n is a lm o s t n o n ex is te n t.

If yo u d o it co rre ctly , s o m ed a y yo u w ill g ro w a n d ta k e o v er th e m a rk et.

1 8 . S ta y tru e to yo u r d is p a tc h : it is im p o rta n t to b e a w a re o f yo ur co m p etito rs b u t o n e

ca n ea s ily g et d is co u ra g ed h e n ce m a k in g yo u r b ra n d fa ll if yo u co n ce n tra te o n w h a t

o th e rs a re d o in g a n d try to d u p lica te it. O n e ca n ’t fu n ctio n in a b u b b le. Le a rn yo u r

m a rk e t a n d m a k e u s e o f w h a t m a k e s s en s e a n d d o w h a t yo u d o g re a te s t.

1 9 . A d d res s u n m et clien t re q u e s ts : s a tu ra ted b u s in es s e s a re co m m o n ly d o m in a ted b y

la rg e a n d s lo w -m o v in g p la yers a n d ca n p ro d u ce m a s s ive c h a n ce s fo r d is tra ctio n . F o r

o n e to b e co m e ex ce p tio n a l o n e h a s to k n o w w h a t th e clien t w a n ts b u t is n o t g ettin g

fro m o th er b u s in e s s es . C re a te th e b e s t res o lu tio n s a n d crea te a th rillin g a n d re lia b le

tra d em a rk a ro u n d it. It is n o t a s im p le th in g to d o s o it re q u ires to b e yo u r e xc lu s iv e

a n d e ve r-p res e n t ce n ter.

2 0 . H a ve a re a lis tic m is s io n a n d p u rp o s e : clien ts h a v e k n o w n th a t d e m a n d in g in d u s tries

fu n c tio n m o re v irtu o u s ly , fa irly , a n d s u s ta in a b ly. If yo u r b u s in es s is in a v ery s a tu ra te d

m a rk e t, h av in g a g e n u in e a n d s o lid m is s io n a n d d riv e a s a b u s in es s c a n b e a

d e term in in g fa c to r.

2 1 . S h a re yo u r s k ills : in d iv id u a ls w a n t to w o rk w ith b u s in es s e s th e y b e lie ve a n d s h a rin g

yo u r b u s in e s s fa c ts w ith yo u r vie w e rs is a w a y o f g ro w in g tru s t w ith yo u r c u s to m ers .



A lo t o f p e o p le h a ve o v erc o m e th eir co m p etito rs b y cre a tin g f an ta s tic c o n ten t th a t

tea c h es a n d in v o lv es th eir ta rg et lis te n ers . T h e y ca n c re a te a lo n g -term co n n ec tio n b y

fo s te rin g the m w ith c o n ten t, o th er th a n ju s t reta ilin g to th em a ll th e tim e w ith

co m m e rc ia ls .

2 2 . E v a d e b ein g a ll th in g s to a ll p e rs o n s : d o n o t try to b e a ll th in g s to a ll fo lk s to g e t yo u r

s h a re o f th e m a rk et. T h ere a re o th er w a ys to s o lv e th is . S u ch a s red e fin in g yo u r

co m p etit iv e b a c k g ro u n d . R e flect o n en la rg in g o u t yo u r s e rvice s o ffe rin g to “D E

co m m o d itiz e yo ur p ro d u ct”.

2 3 . A lw a ys b e firs t to m a xim iz e o n n ew s a les c h a n n els a n d s o cia l m e d ia : b ein g th e firs t

to m a k e th e m o s t o f n e w s a le s c h a nn e ls a n d a ls o s o c ia l m e d ia p o d iu m s c a n h elp th e

b u s in e s s to s ta y a h ea d o f th e c o m p e tito rs .

2 4 . B a s ic fin a n cia l p re p a ra tio n: a lo t o f in d u s trie s tra c e th e ro o ts o f a n o ffic ia l p la n n in g

s ys tem to th e ye a rly b u d g etin g ex ercis e w h ere ev eryth in g is m in im ize d to a fin a n c ia l

is s u e. M e a s u re s a re s et to es tim a te ex p en s e s , b u d g ets , a nd c a p ita l n eed s a n d to

p in p o in t b o u n d a ries fo r e xp en s e fin a n c es ev ery yea r.

In c o n c lu s io n , b y e xe cu tin g th e s e a p p ro a c h es a n d c o n s ta n tly fin e -tu n in g yo u r ta s k s , yo u

ca n m in im iz e th e th rea t o f o p era tio n a l co m p etitio n a n d p o s itio n yo ur in d u s try fo r

m a in ta in a b le a c h iev em en t. P u t in m in d th a t e ve ry in d u s try is u n iq u e , s o fa m ilia riz e

yo u rs e lf w ith th es e p ro p o s a ls to s u it yo u r p recis e s itu a tio n s a n d a im s .


