Section 1:

Requirement: answer question more than 300 words. Responses and commons on answer 1 and answer 2 separately, 250 words for each.    

Question:

Based on the topics and strategy alternatives discussed in Chapters 5 and 6, share your point of view on at least two of these companies by answering the following questions.

Companies:

Tesla                                  Verizon                                Sears                    

RedBox                               Ford                                    Gap

Best Buy                             Amazon                               Darden Restaurants (Red Lobster, Olive Garden)

Q1. Which of the five generic competitive strategies does the company seem to use?  Provide some justification for your answer. Do you see the need for this to change in the future for the company to remain competitive?

Q2. What specific strategies could the companies employ to strengthen their competitive position (based on the guidance in Chapter 6)?

How would you recommend the companies strengthen their competitive position based on the guidance in Chapter 6?
Section 2:

Answer 1:

Red Box uses the competitive strategy of a low cost provider. Red Box simply rents movies from a kiosk at a cheaper price than most. They utilize strategically and conveniently placed rental kiosks to ensure access to those who wish to rent a movie. Red Box’s strategy allows them the luxury of low startup costs and cost containment in the area of overhead and especially labor costs. For Red Box to continue to grow and be successful they will have to change their strategy. Due to the ever changing technology people want to be able to watch movies on their tablet, phone, or computer as well as their TV. To remain competitive Red Box will need to consider the technology available to them that will allow them to compete yet remain a cost effective option. Currently I can download a movie from many areas where Red Box still requires a trip to get the movie and to drop it off. They would be considered a late mover but they now would have the ability to take what worked best from other companies and improve on it. They need to ensure that there is an option that allows the consumer to rent a movie or a game without leaving their home as well as the kiosk option for those that may not have a computer or the internet. A loyalty or reward program should also be a part of their strategy; people tend to feel better about the money they spend if they are expecting something for free down the road. I feel as though if Red Box does not improve on their strategy they will be a thing of the past just as VHS tapes and the BlockBuster rental business has become.

Amazon uses the competitive business strategy of broad differentiation. They serve a broad cross section of the market with a wide selection and product variation. They have grown their business by ensuring that they have what the consumer is wanting to purchase. What can be purchased on Amazon is not always the cheapest price you can find a product but provides a safe and convenient internet shopping experience in which the customer can often find all they are looking for and more. Amazon has been a first mover in their strategy and this has been successful for them. I would not change the first mover approach that has brought them success. I would instead focus on the busiest times of year that are the most competitive and how can they pull ahead of their rivals. Times like black Friday, Cyber Monday, day after Christmas, and back to school. What tactics can they employ to ensure that the success they have experienced thus for continues to grow their market share. Free shipping? Customer shopping reward points? Competitive sales?

Answer 2:

Best Buy

I believe that Best Buy is most accurately categorized as utilizing a broad differentiation strategy.  This can be justified because although Best Buy’s competitors include some very low-pricing organizations (Wal-mart, Costco, Target, etc.) their prices are higher because they offer superior customer service and IT support (i.e. the “geek squad”).  Because of these value-added services, Best Buy is able to charge a little bit more and remain competitive with low-pricing competitors who do not offer these other services.  I do not see a need for this to change in the near future because I think that if Best Buy was able to survive during the tough economic times that we are coming through with everyone looking for bargains, I think they will be able to thrive in the future with their current strategy.

In order to strengthen their competitive position, Best Buy should explore avenues for vertical integration as well as outsourcing wherever possible.  This is important for Best Buy because, although they are able to charge slightly more due to their value-added services, they will need to be careful to not charge too much so that the cost does not outweigh the benefits to the customer.  There may be cost savings in vertical integration for Best Buy by participating in multiple segments or stages of an industry’s value chain system.  In addition, by possibly outsourcing certain tasks, Best Buy can focus their efforts on the customer service and IT support aspect of business and less on the “back room” tasks.

Gap

Gap best fits a focused differentiation strategy.  This is true because everything about Gap stores and outlets are targeted to a very specific market of well-adjusted individuals (from where their stores are located to the type of clothes they sell).  Gap focuses on a narrow market segment and charges higher prices that meet the needs of that specific market.  Gap’s clothes are higher-end but still considered to be casual for the most part.  For example, I live near a very affluent town and, in the town center is a stand-alone Gap along with Ann Taylor and a few very high end boutiques.  Although Gap does have sales quite frequently, their original prices are higher than average.  As long as Gap continues to offer deals that rival close competitors (such as Ann Taylor, Express, Tommy Hilfiger, etc.) I don’t see a need for Gap to change their competitive strategy.

In order to strengthen their competitive position, I do believe that Gap could adopt and improve on the good ideas of other companies in respect to offering a “sister store” which is slightly cheaper than Gap’s original prices (such as Ann Taylor Loft and Nordstrom Rack).  I also think that Gap can take advantage of small local and regional firms with limited capabilities and become innovative to expand their presence in areas where this is true.  As mentioned above, Gap often has stand-alone buildings in affluent towns or cities and could fulfill the presence of boutique operations as well if they alter their approach to style in those areas slightly.
Section 3:

Requirement: write a paper about 3 pages. 

Write a brief summary of the advantages of outsourcing and when it would be a good strategy for an organization.  Include in your response how outsourcing is related to the concept I included in a previous video (Week 3 Overview - http://youtu.be/t4Oq6B7C4Cw) that was initially coined by Peter Drucker when he speaks about "making your back room someone else's front room".  Your response should be about a page in length.  Also include a brief recommendation on your own organization's outsourcing opportunities or limitations; do you believe they have the right balance and strategy?
