24. The generic strategies to gain a competitive advantage.

Companies welcome different strategies which help them gain a competitive advantage. So some of them become cost-leaders. There a firm sets out to become the low-cost producer in its industry. The firm has a broad scope and serves many industry segments, and may even operate in related industries. The firms breadth is often important to its cost advantage. Cost advantage depends on the structure of the industry and on factors such as technology, access to raw materials. The others become differentiators whose main target is consumers looking for particular product attributes. The firm chooses a segment or a group of segments in the market and tailor their strategy to serving them to the exclusion of others. Differentiation can be based on some factors such as product itself, the delivery system, the marketing approach and others. 
The third kind of strategy is focus. This strategy is quite different from the others because it based on narrow competitive scope within an industry. The  focusers concentrate on one particular segment and try to find competitive advantage by satisfying the needs of buyers in that segment better than anyone else. 
These are the available choices that a commercial organization has if it wants to compete effectively and not get  “stuck in the middle”.

