
     Strategic competitiveness  

 

    

    Strategic competitiveness is accomplished when a firm successfully integrates a value-

creating strategy.[1] The key to having a complete value-creating strategy is to adopt a holistic 

approach that includes business strategy, financial strategy, technology strategy, marketing 

strategy and investor strategy.[2] The objective of the firm has to be based on creating value in an 

efficient way because it is the starting point for all businesses and it will generate profit after 

cost.[3] Eric Beinhocker, the Executive Director of the Institute for New Economic Thinking at the 

Oxford Martin School, University of Oxford, says in his book The Origin of Wealth that the origin 

of wealth is knowledge. Knowledge does not have to be perceived as an assumption, or as an 

external factor. It has to be in the heart of the business.[4] For this reason, the value-creating 

strategy must include a thorough knowledge of each area of the company in order to develop 

a competitive advantage. 

Business strategy 
     In business strategy, it is important to distinguish strategic decisions which imply long-lasting 

commitments, from tactical decisions, which are short-term responses to the current environment. 

The strategic decisions define the evolution of state variables that provide a scenario in which 

current tactics are played out. For instance, investment in physical capital has a strategic role as 

the basis to determine the success of the enterprise in the future. A firm can gain an advantage 

by investing and creating a more dynamic behavior that in the future will lead its rivals to respond 

by competing less dynamically or by completely staying out of the market 

Financial strategy 
For both new and established businesses, it is essential to establish a strong and clear financial 
strategy that determines the guiding principles in all financial decisions. Financial decisions are of 
three types: the investment decision, the financing decision, and the dividend decision. 
Investment decisions cover capital investment and current investment. Financing decisions 
include targets for the ratios of debt to total capital and of total debt to total assets. Dividend 
decisions are concerned with dividend growth and dividend payout.[6] 

Technology strategy[ 
Technology implementation is often an important way to drive relative advantage over 
competitors, even among small businesses. 

Social media[ 
Social networks such as Facebook, Twitter, Instagram, and LinkedIn are effective tools. Adopting 
an effective social media strategy can rapidly improve a company’s branding and visibility by 
facilitating the interaction with its customers. Social media sends direct messages and can attract 
many people to the company's website as long as its design and content are compatible with the 
quality of the strategy; otherwise, it will be difficult to retain the new public. 

New technologies[ 
Nowadays, most private enterprises have adopted modern technology. They have created user-
friendly websites, online catalogs, and call centers, and they have restructured inventory 
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management. Nevertheless, there are still other important aspects of technology, mentioned 
by Forbes, that large business are adopting and that small businesses may also be able to adopt: 

 Real-time, for marketing and product promotion. 

 Online customer relationship management (CRM). 

 Tablet-based systems for employees to provide instant, one-to-one responses to 
customers' needs. 

 Subscription-based Software as a service (SaaS).[7] 

Marketing strategy[ 
An effective marketing strategy covers the "4 P's" of the marketing mix: Product, price, place, and 
promotion. 

 Product: variety, design, quality, features, brand name, packaging, services 

 Price: list price, discounts, allowance, payment period, credit terms 

 Place: channels, coverage, assortments, locations, inventory, transportation, logistics 

 Promotion: advertising, personal selling, sales promotion, public relations. 

Nevertheless, these "4 P's" may be challenged by the "4 C's": Customer solution, customer cost, 
convenience, and communication. 

 The customer looks for solutions to their problems when buying, not for products. 

 The customer wants to know the total cost of acquiring, using and disposing of a 
product, not price. 

 Customers want to purchase the products and services as soon as possible, not 
place. 

 Communication, not promotion: Customers prefer personalized communication with 
the company rather than promotion.[8] 
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