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0000 OO0 Ithasbecome pretty clear that in today's competitive environment it is unlikely thata firm will
succeed by trying to be all things to all people. Thus,to succeed firms mustseek to build long-term relationships
with their customers by offering a unique valuethat only they can offer.It seems that many firms have succeeded by
choosing to deliversuperior customer value using one of three value strategies-best price,best product,orbest
service. Dell Computers,Costco,and Southwest Airlines are among the success stories in offering customers the best
price.Rubbermaid,Nike,Starbucks,and Microsoft believe theyoffer the best products on the market.Airborne
Express,Roadway,Cott Corporation,andLands' End provide superior customer value by providing outstanding
service.Choosing an Appropriate Strategy On what basis does an organization choose one (orall) of its
strategies?Of extreme importance are the directions set by the mission statement.Management should select those
strategies consistent with its mission and capitalize on theorganization's distinctive competencies that will lead to a
sustainable competitive advantage.A sustainable competitive advantage can be based on either the assets or skills of
theorganization. Technical superiority, low-cost production, customer service/product support,location,financial
resources,continuing product innovation,and overall marketing skillsare all examples of distinctive competencies
that can lead to a sustainable competitive advantage.For example,Honda is known for providing quality
automobiles at a reasonableprice.Each succeeding generation of Honda automobiles has shown marked quality
improvements over previous generations.
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