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How Businesses Win:
The Evolution of
Competitive Advantage
For most of history, businesses competed through production, quality, sales, and marketing. As each became
widely accessible, it ceased to be a durable advantage. Today, businesses increasingly compete on the reasons
customers ultimately choose them.
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Brand Differentiation
Marketing is no longer enough. Once you’ve earned consideration, customers still need a reason to choose

you. That reason becomes your strategy.
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The customer is really buying…

Identity
“This reflects who I
am.”

Experience
“This makes my life
easier.”

Trust
“I don’t have to worry.”

Connection
“This helps me
belong.”

Status
“This elevates how I’m
perceived.”

Production
Make it.

The ability to produce efficiently
and at scale.

Quality
Make it better.

Superior engineering, design, and
quality.

Sales
Communicate benefits.

Translate product features into
customer value and persuade

people to buy.

Marketing
Earn consideration.

Create awareness, generate
demand, and attract the right

customers.
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