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Learning Summary
Stiff competition characterizes the modern business world. However, a firm that identifies a gap between what is offered in the market and what customers expect acquires a competitive advantage over the competitors. It is crucial to invest in research and development to obtain feedback from the consumers, suppliers and understand the trends in the consumer behavior. Gathering of information gives a firm an upper hand in understanding what the consumers expect from products and services. 
Differentiation plays a significant role in the competitiveness of a company. The uniqueness of the products from the rest of the competitors offers an organization an advantage of influencing more customers to buy the products or services (Winer & Dhar, 2014). Customer satisfaction and fulfillment on a product is the key in strategy implementation on the products and prices in the market. Thus, an organization should consider an effective pricing strategy and the product differentiation features in meeting the customers’ expectations. 
When developing a sales strategy, I could consider the pricing and product development. A sales strategy aims at increasing the demand for the products or services by providing a fulfilling service or product in the market. I would also consider the state of economy regarding the general income of the customers when deciding on the prices of the services or products (Winer & Dhar, 2014). Further, I would interact with the customers to understand what the current market does not offer and differentiate my products or services to meet their expectation. Thus, my sales strategy would focus on developing unique products or services in the market at reasonable prices depending on the economic status and income of the target market.
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