
Competitive Strategies
Dr. Srinibash Dash
Associate Professor & Head
School of Management, GMU, SBP
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Implementing Competitive Strategies: Offensive and Defensive Moves
1. Offensive Moves
Offensive strategies are proactive measures taken by a company to gain a competitive edge over rivals. These strategies focus on market dominance and exploiting competitors' weaknesses. Examples include:
Market Penetration: Increasing market share through aggressive marketing or price reductions.
Product Innovation: Introducing new products or improving existing ones to meet customer needs.
Market Expansion: Entering new geographical or demographic markets.
Acquisitions: Buying out competitors to eliminate threats and expand capabilities.
Strategic Alliances: Partnering with other firms to enhance competitive strength.
2. Defensive Moves
Defensive strategies aim to protect a company's market position and minimize competitive threats. These include:
Fortifying Strengths: Strengthening customer loyalty and brand reputation.
Counterattacks: Responding quickly to competitors’ moves, such as price cuts or product launches.
Barriers to Entry: Creating obstacles like patents, exclusive contracts, or cost advantages to deter new entrants.
Cost Leadership: Maintaining lower operational costs to sustain profitability during price wars.
Customer Retention: Enhancing customer service and engagement to prevent attrition.
Formulating Corporate Strategies
Corporate strategies provide a long-term direction for the organization, focusing on growth, stability, and renewal.
1. Strategies of Growth, Stability, and Renewal
(a) Growth Strategies:
These aim to expand the company’s operations and market presence:
Market Penetration: Gaining a larger share in existing markets through pricing or promotional activities.
Product Development: Innovating new products or upgrading existing ones.
Market Development: Expanding into new geographic or demographic markets.
Diversification: Entering new industries or markets, either related (concentric) or unrelated (conglomerate).
Mergers and Acquisitions: Partnering or acquiring other companies to boost resources and capabilities.
(b) Stability Strategies:
These focus on maintaining the current position in a stable market:

Incremental Improvement: Optimizing processes to improve efficiency.
Consistent Quality: Ensuring reliable product or service delivery.
Market Monitoring: Observing trends and competitors while maintaining the status quo.
(c) Renewal Strategies:
These are applied when the company faces challenges like declining profitability or market share:
Retrenchment: Reducing costs or divesting unprofitable units to stabilize finances.
Turnaround: Implementing significant operational or strategic changes to improve performance.
Divestment: Selling off assets or business units that no longer align with the company’s goals.
2. Types of Growth Strategies
Organic Growth: Expanding through internal resources by increasing output, innovating, or enhancing marketing efforts.
Inorganic Growth: Achieving growth via mergers, acquisitions, or strategic alliances.
Horizontal Integration: Acquiring competitors to consolidate the industry.
Vertical Integration: Expanding along the supply chain by acquiring suppliers (backward integration) or distributors (forward integration).
3. Types of Renewal Strategies
Cost-Cutting Initiatives: Reducing operational expenses to improve margins.
Reengineering: Redesigning business processes for greater efficiency.
Market Repositioning: Targeting a new market segment or changing brand perception.
Asset Restructuring: Selling non-core or underperforming assets to raise capital.

