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Introduction
Amazon is a technological company that deals with cloud computing, e-commerce, artificial intelligence and digital streaming. The company is a multinational organization that is located in the US and prides itself in providing technological services. The company has modelled its business in such a manner as to ensure that they achieve their long-term growth. The company aims to measure the effectiveness of their programs by stepping up investments in areas that bring them maximum returns (Dolata, 2017). Amazon is well focused on the long-term perspectives and this is manifested in the kind of investments that they put up. In undertaking their business model, the company tries to ensure that their customers are served at a much faster rate and thus avoid delays in the acquisition of the products that they need (Rossman, 2016). They believe that customers should not waste time in accessing their products and this is shown in the innovations that they have come up with recently. Amazon have developed a strategy that ensures that they achieve long-term growth through concentration, market development and product development.
Concentration
The amazon strategy is designed to ensure that they are able to concentrate on their customers’ needs and wants. The satisfaction of their customers is a top priority to them and thus they align their strategy to conform to this. They have therefore developed measures to ensure that they increase the customer rate of use of their products. This has been done through the use of loyalty programs that are being offered to the customers. The program is a free incentive that is given to the customers in order for them to stick to the company and also to use more of the company products (Wells, Danskin & Ellsworth, 2015). The customers can enjoy the loyalty programs and thus the rate of usage of the company products is increased. The company is also able to create an opportunity for time limited sales in which the customers are able to make purchases at a price that is lower than the usual one. The customers buy the products within a specific period of time and this enables the company to achieve their target of increasing the customers current rate of use (Thompson, Strickland & Gamble, 2015).
The company also has to ensure that they are able to attract the customers who are with their competitors. This is a critical thing as the business can only achieve long term growth through the widening of the customer base. In doing so, the company offers free shipping services which are not fully provided by the competitors. The customers are able to make their purchase and the company sees to it that they get the products without incurring any extra shipping costs (Wells, Danskin & Ellsworth, 2015). This is a strategy that has helped Amazon to woo customers from its competitors. Moreover, Amazon strives to provide quality and reliable products to its customers at all times. The quality of the products is something that cannot be compromised and thus they ensure that the customers get the best. The provision of quality products and services is one of the ways that the company is using to attract customers form its competitors.
Amazon’s Market Development
The opening of additional geographical market is very important to Amazon as a company. It is critical for them to open these markets in order to better serve their clients and widen their customer base. The company uses this in order to achieve a long-term growth. The additional markets are able to provide revenue to the company which ensures that the company is able to be in a better financial position. The importance of this is that they are be able to plan for their future projects and future expansion properly given that having new markets in new geographical locations comes with a lot of lessons for the company management to learn. According to Rossman (2016), the company uses an aggressive marketing strategy that involves direct marketing, marketing services and reviews in order to ensure that they are aware of the benefits of the additional markets before they are opened. This enables them to be aware of whether they will be able to meet their long-term goals in the anticipated new markets or not.
Furthermore, attraction of other market segments is critical in the company quest to achieve long term growth. The company has promoted itself over the years through the provision of technological products (Wells, Danskin & Ellsworth, 2015). This has seen them grow significantly and acquire a larger pool of customers. In doing so, the company formulated strategies that will help them to attract other market segments. This has been done through the rewarding of their audiences which creates a lot of buzz in the industry. This in the long run helps to attract other market segments that were not previously there. Therefore, marketing development is crucial in ensuring that the company is able to sell its products to different markets over a long time and this aligns well with their long-term growth strategy (Wells, Danskin & Ellsworth, 2015). The creation of other market segments for Amazon has mainly been done through diversification of its products which has both increased its customer base and increased revenues from sales.
Product Development
The sustainability of a company’s long-term growth is dependent on the continuous development of products that match the customers’ needs and desires. The technology world is full of innovations and thus Amazon has to ensure that they come up with different products in order for them to keep their customers satisfied. The company has formulated a strategy that ensures there is new product development at all times. There is a team that is charged with studying the technological advancements that are going on and formulating products that are in line with the technological trends and which meet the customers’ expectations (Reimers & Waldfogel, 2017). This includes the innovations of cloud computing that enables most of the organizations and individuals to store their data in an efficient way. Also, Amazon has come up with an online store that allows customers to make purchases online without wasting time in queuing at physical stores (Wells, Danskin & Ellsworth, 2015). Such developments ensure that the customers of the company enjoy more from the interaction with the company through the new services that they encounter. It increases the volume of sales that the company makes and also helps in expanding the number of customers for the company.
The increase in sales means more revenue and this ensures that the company meets its long-term strategy for growth through expansion of their services due to the positive financial position that they will be in. The innovation in terms of products also ensures that the Amazon remains relevant to its customer for a long period of time and this is one of the objectives that the company hopes to achieve as part of its long-term strategy (Venkatesan, 2017).
Conclusion
The long-term strategy of Amazon seeks to ensure that the company is able to survive in the technology industry and that it can provide its customers with the best services through the years. The strategies of concentration, market development and product development are therefore critical in ensuring that the company is able to meet this objective. The company has fully utilized these strategies to put itself in a positive position compared to its competitors in the industry and the future prospects for Amazon are encouraging. The company needs to ensure that they do more in these areas in order for them to meet their target of fending off competition and maintaining their relevance for a long time.
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