
Competitive Advantage 

There are smart ways of doing business that make your journey as an entrepreneur easier and one 

of those smarter strategies is identifying your competitive advantage and using it to attract clients. A 

competitive advantage also known as a unique selling proposition or a differentiator; is basically the 

one reason why customers choose to buy from you over your competition.  

A competitive advantage can be anything you do very well that your customers will appreciate. It is 

something that is over and above the products you are selling and in most cases is intangible and its 

value lays in the appreciation your customers receive from it. 

Therefore the first step to developing a competitive advantage requires you to identify your 

strengths. Thereafter brand and market yourself as a business that excels at those strengths. Let’s 

look at some examples and link them to your business to clarify the concept.  

Customer service; many businesses lack in that department and unbeknown to them; customers 

prefer doing business with companies that take pride in customer satisfaction. Now if you are a 

friendly, courteous, understanding and ready to help at any given time individual; you could use that 

as a strength by channelling that personality into customer service then branding yourself as a 

customer service focused business. And therein lays your competitive advantage.  

Speedy delivery; there is a standard waiting period for production on goods and services but 

customers place orders now and want their products now. If you can find a way to deliver quicker 

than your competitors you can use that as a competitive advantage. You obviously need to be an 

efficient, organised and competent individual to pull that off.  

What about sales? If you are outspoken, confident and have the gift of the gab; you can use that in 

your business to sell; sell; sell. Get on the phone with potential customers, go to conferences and 

seminars and sell yourself; be the sales force of your organisation. But if you are reserved, soft 

spoken and a bit timid then cold calling can definitely not be your competitive advantage.  

These are just but a few examples of using your personal abilities in your business and turning them 

into what makes you stand out from other businesses that are offering the exact same product.  

A word of caution; never use a strategy of cheaper pricing as a competitive advantage. By this I 

mean charging cheaper than your competitors as a means to lure customers. Why? Because it only 

leads to a price war and the problem with price wars is they always result with no one making a 

profit. Compete not on price but on quality, expertise, customer service, delivery and so on. 
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