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Balanced scorecard
There is increased competition in the market due to the introduction of the new technology and therefore it is upon the business to develop strategies that will ensure their products and services out does that of their competitors.  In order to remain competitive, the products must be distinct from that of the competitors in terms of pricing, branding, and quality.  Understanding customer requirements assists the business to provide goods and services that will lead to customer satisfaction.  Proper pricing and provision of quality services help the business gain competitive advantage.  
In order to remain competitive, I take time to learn more about my competitors, the quality of their products and services and what offers them a competitive advantage.  Understanding the competitors provides me with the knowledge on which parts to improve in order to remain competitive. Understanding consumers, their requirements and preferences help the business to understand customer’s expectations, therefore, produces goods that meet the expectations. Advertising is another strategy that helps a business remains in an increasingly competitive market (Keillor, 2013, p. 113). It helps the producer market their products by describing what they sell and why the consumers should prefer their products. 
Competing in the chosen market is simple since I have a clear understanding of the customer’s needs and expectations. Just like any other business, starting a cyber café is a bit challenging due to the high number of similar businesses located in town. However, we have located a unique selling point where new customers can easily locate us. We will identify our most loyal customers and in order to gain a competitive advantage, we will always surprise them with branded birthday cards as a token of appreciation. This will help us enhance the business public image, therefore, attract more clients.
Starting a cyber café requires a small capital and few numbers of employees, unlike other businesses. The business can be conducted in a small room and many customers can be served with a span of time.  Customers have the opportunity to explain exactly what they want and therefore enhance the provision of quality services (Lee, 2010, p. 77). Understanding customer’s requirement enhances customer satisfaction.  We understand our target consumer that’s why the business is situated near a major learning institution.
People have different opinions and everyone is entitled to their own opinion however it is important to respect other people’s decisions.  New suggestions that will help improve the business are welcome however anyone conflicting with my decision should provide a clear reason as to why they agree.  There are people who always discourage others for no reason that why I put deaf ears on some criticism. A number of people, however, have good intentions and that why providing everyone with an opportunity to explain why they dispute the decision will help understand everyone’s intentions. 
Understanding the market size and pricing potential are some of the approaches to evaluating the global market place in the future.  Realizing how often the customers purchase a particular product and the maximum price the consumer is willing to spend will help the business gain a competitive advantage in the global market (Niven, 2010, p. 98). It is also important to understand how easily the customers can be lured into purchasing products and services from an establishing business. The global market involves businesses from all over the world therefore before venturing into the market, one must ensure their products and services are up to standards.
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