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Competitive advantage refers to the ability of a business or organization to outdo its competitors. The components of sustainable advantage include; access to rare, valuable, non-substitutable and immutable resources. The access to these resources is important for the general performance of a firm. An organization that has access to such special resources registers high growth regarding profitability and productivity. The use of these diverse resources is vital for a firm to outshine its competitors. Examples of these resources are; access to new technology, intellectual property, partnerships, skilled workforce and others. Other elements of competitive advantage include; cost advantage or leadership, multiple supply and distribution channels emphasis on economies of scale and product differentiation.
Value change framework within competitive strategy is crucial in enhancing the competitive advantage of a firm. An organizational preparedness to respond to these changes is important for it to succeed. This ensures that change is embraced and accepted. As porter espouses, the ultimate aim of competitive strategy is to cope with and, ideally, to change some aspects in a firm (Mozota, 2015). The growing demands of customers, competition and slow growth of economies have necessitated the need for a value change framework for organizations to maintain competitive advantage. Customer value strategies like value change enable organizations to compete on exceptional customer value delivery (Kotter & Schlesinger, 2016)
.For an organization to gain competitive advantage, the needs of the customer should be durable and well defined. The needs of customers are constantly changing, and new competitors are emerging. Value change framework ensures that an organization maintains its customers. This is vital to the success of an organization. The perception of value among customers change with time, and this calls for the proper understanding of how such new needs emerge and change to gain knowledge how to deal with the changes. Value change framework thus allows an organization to understand the change of value in customers hence making it see opportunities for improvement before its competition does. This saves the organization the cost of getting new customers to replace the lost ones.
When planning a strategic alliance, there are some factors that should be taken to account. The involved parties of the cooperative strategy need to make notable contributions to the alliance regarding resources. The parties should be prepared to dedicate their resources to the course of the cooperative strategy. It is not only important to consider the resources that the other involved party brings to the table but also the time and money. A strategic alliance transcends simply aligning strategies and resources to achieve a common goal (Harrigan, 2014). Involved parties in a strategic alliance should also show the ability to be accountable to and able to deliver towards the attainment of the goals of the alliance. Also, one should consider whether the model of the alliance and the drivers behind its formation have the potential for growth and achievement of set goals. Effective communication is also key to the success of a joint venture.
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