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Chapter 1

Introduction 
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Although almost exhaustive this book does not contain all your possible business competitors but they are the most common. 

You might think that just because another company is making the same products as your company they are automatically your competitors, but you could be very wrong. Not all companies making the same products as your company are your competitors. They might just turn out to be neutral parties or even allies.

This is especially true if the market is just plain too big for your company alone. For example, would you go to a food festival where there is only one seller of food? Of course not, you come to food festivals to savor different kinds of foods and rightfully expect many food vendors to be there.

In this case, each food vendor in the food festival is a competitor, a neutral party and also an ally. We have established that food vendors in a food festival are allies because without all of them it is highly unlikely that the food festival would be visited by visitors.

The food vendors in the food festival could be neutral parties to each other. For example, one food vendor might be specializing in the sale of hot food while another with cold drinks. They are not just neutral parties but rather complement each other.

But as I have said, the last relationship between these food vendors would be as competitors but on the flipside they need to combine with each other in order to create a sellable food festival.

As you can see, business relationships can be a complex one. On one side rival businesses are competing with each other and at the same time allies to each other. For example, the cigarette industry although competing with each other they are still unified in their resistance to government regulation that combined they have spent several billions lobbying governments to relent on them.

To make it worse, not only are companies with similar products competing with each other but they also have to compete with companies who make alternative products which compete with their products.

For example, low-end motorcycle manufacturers don’t only have to compete with other low-end motorcycle manufacturers but with high-end electric bikes as well. In fact, low-end motorcycle manufacturers are indirectly competing with all companies that produce transport products that are within their price range.  
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Chapter 2

Direct, Indirect and Hidden Competitors
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I guess you already know the difference between direct and indirect competitors. Just to refresh you, direct competitors are companies that make similar products to those that are produced or sold by your company.

Indirect competitors are companies that make alternative products to those that you are producing or selling. As already mentioned for example, the manufacturers or sellers of low-end motorcycles have indirect competitors which are companies that produce and sell transport solutions at almost the same price as the low-end motorcycles.

For example, if your company is selling a low-end motorcycle for $5,000 and another company is selling a high-end electric bicycle for almost the same price, they are your indirect competitor.

But don’t think that this is the end of the limit of your indirect competitors. Another indirect competitor could be a company selling used motorcycles at almost the same price range as your new low-end motorcycle.

Think about this for a moment, what would a two wheeled vehicle buyer rather buy: your  new but low-end and no name brand of motorcycle or a used Harley Davidson? There is a high chance that the buyer would seriously consider and even buy the used Harley Davidson based on its brand name alone. 

If for example you are just planning to start out a business, consider all your possible competitors and seriously assess if you could compete with them not only on price but with other factors such as branding, looks, efficiency and so on.

And lastly there are your hidden competitors. Assuming that you have assessed all your possible competition and found out that if not the best at least you are very competitive as against them, then you should also consider your hidden competitors.

For example, do you consider poverty as your competition? Chances are that you might have missed it. This means that although you have a reasonably priced product you would be competing for the wallets of your customers with poverty and there is a very high chance that it would win against you.
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Chapter 3

Direct Competitors
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Your direct competitors are not only the companies manufacturing and selling similar products as you but also those who actually sell the same products as yours. What? How can that be? Similar products as mine?

Yes and you might have guessed the answer by now: Counterfeiters and Product Pirates, but well discuss them later because like it or not they would come after your business if they realize that your company is very profitable selling your products. They will not only copy your product but slap your company brand badge on their counterfeit products.

Now, back to your regular direct competition. Of course there is no explanation of who or what they are: they are companies that produce or sell similar products than yours. But how do you compete?

As the business world is turning out today, it would be now mostly a battle over pricing. Usually the company that sells the cheapest products win. But you might protest: “What about quality? Don’t people buy based on quality and price and not just price alone?” While this is still true, a large number of consumers now have a tendency to buy from the cheapest priced vendor over all the other vendors also selling basically the same product.

Just look at your average e-commerce website like Amazon or whatever its equivalent in your country. There is a feature in the e-commerce website where if you choose to do so, it can display the products you are searching for in an order where the cheapest ones are at the top of the search results and the most expensive ones are last.

In fact, it is highly likely that the default display setting of your e-commerce website is from the cheapest products to the most expensive last. Ask yourself, don’t you search for the cheapest product in a range of similar competing products when shopping online?

Besides creating an attractive price for your would be buyers, what else can you do? Sadly, now you have to pay website companies especially e-commerce sites to be very visible to buyers. This costs money and you are correct, this is not good for small companies with hardly any budget for marketing and advertising.

But as most of the companies who use these services can attest, there is a high chance that your sales would increase if you do so.

Lastly, what about criminals who counterfeit your products? Sadly, they are a reality of life. There are a lot of people today who would do anything for money even ruin and kill a person and his family and/or business. 

Though there is not much that you could do against them but to be very vigilant, at least many governments are now taking a tough stance against these criminals and are enacting tougher and stricter laws against them.
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