Competition and business risk

Why strategy is………
A successful strategy is one which gives a company or organization to capture a competitive advantage. Johnson and Scholes define strategy as "Strategy is the direction and scope of an organisation over the long-term: which achieves advantage for the organisation through its configuration of resources within a challenging environment, to meet the needs of markets and to fulfil stakeholder expectations". Basically strategy exist in a company for trying to get long term direction and making the market scope for excellent business performance with competition as well as fulfil the expectations of stakeholders around the business.

In this strategy game simulation, we have got three strategies as follows:
Low price strategy:
Low price strategy a relatively low price for a product or service, usually to create demand and acquire market share. This makes the most economic sense for the seller when there are significant economies of scale achievable from high volume production, or when the buyers are price sensitive and the seller has few competitive advantages. There are economical concepts that lower the price and demand will increase. In this global business that would always be true and practical. Price is only one factor in determining demand for products and services. Sometimes being the lowest priced product on the market can even have an opposite effect on demand. The company succeed where low price strategy exist often who have the following competence:
1. Access to the capital required to make a significant investment in production assets; this investment represents a barrier to entry that many firms may not overcome.

2. Skill in designing products for efficient manufacturing, for example, having a small component count to shorten the assembly process.

3. High level of expertise in manufacturing process engineering.

4. Efficient distribution channels.
Depreciation strategy:
A differentiation strategy calls for the development of a product or service that offers unique attributes that are valued by customers and that customers perceive to be better than or different from the products of the competition. The value added by the uniqueness of the product may allow the firm to charge a premium price for it. The firm hopes that the higher price will more than cover the extra costs incurred in offering the unique product. Because of the product's unique attributes, if suppliers increase their prices the firm may be able to pass along the costs to its customers who cannot find substitute products easily.

Firms that succeed in a differentiation strategy often have the following internal strengths:
· Access to leading scientific research.

· Highly skilled and creative product development team.

· Strong sales team with the ability to successfully communicate the perceived strengths of the product.

· Corporate reputation for quality and innovation.
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