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Trader Joe’s Competitive Advantage
Companies in the US supermarket industry operated on fragile profit margins and faced several challenges over the years. Trader Joe’s competitive advantage in the industry initially came from the deliberate growth strategy employed by Coulombe during his 20-year tenure as CEO. The Aldi acquisition and the capable chain of new leadership helped the company gain stability and hence have a competitive edge over rival companies. The philosophy of secrecy also gave Trader Joe a competitive advantage because their rivals and others in the industry could not know their activities completely and hence could not predict their next moves. The unpredictability made them unique in the market and therefore preferred by customers. Customers and rivals could not know where Trader Joe sourced its private-label goods, thus enabling them to enjoy cheaper prices and quality products from suppliers (Ager, 2014).
Trader Joe was able to identify new products that customers had not experienced before, and this gave them a dynamic product mix that made shopping some treasure hunt for their customers. It explains the long lines of customers waiting to be served. Customers could find unexpected products, get to experience cheap thrills and interact with friendly employees that made shopping fun and adventurous. It improved the customer’s trust and loyalty because the employees were not only helpful but also knowledgeable, mostly smart college graduates who felt appreciated by the company (Ager, 2014). Another competitive advantage lies in Trader Joe’s target customer segment that was intelligent and curious hence appreciated the company’s product stock. Trader Joe mostly marketed itself through new customers who learnt of it through word of mouth, and this was a worthwhile and cheap marketing advantage. Great products at great prices tend to sell themselves, and the talented staff that were paid well helped the store chain to market itself effectively and cheaply than their rivals.
Trader Joe’s competitive advantage is not entirely sustainable because even as they expand and grow, they need to embrace technology to become more effective, engage their customers and reduce costs. Having a sound growth strategy, excellent merchandise and good employee-customer relations are not enough to thrive in the age of digitization. The company needs to adjust to stay competitive or be rendered irrelevant by dynamics.
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