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Competitive Analysis
The sporting goods industry in North Carolina is competitive and highly fragmented. For each company in the industry, their marketing skills and merchandising determine their profitability. Large companies have a competitive advantage over small retailers since they can stock a wide variety of sporting products. Small retailers and stores in the industry can compete through hiring professional personnel, offering repair services as after-sale service, specializing in a deeper sports product line, and by serving a particular local market.
Market Share Distribution 
Our store will compete with current and prospective competitors in the industry. Large sporting goods stores such as Dick’s Sporting Goods, Academy stores + Outdoors, and Dunham’s sporting goods store are the main competitors. Dick's sporting goods store has a large market share, extensive marketing, name recognition, a greater market presence, and they have established and grown their brand. 
The headquarter of Dick's Sporting Goods is in Pittsburg, Pennsylvania. The company offers a wide range of authentic, high-quality sports equipment, apparel, footwear, and accessories. Across the United States, the company has more than 720 stores in different locations. In North Carolina there are fifteen Dick's sporting goods stores.
Academy Sports + Outdoor Stores is a sporting goods chain trading in athletic clothing, athletic footwear, and outdoor and fitness equipment. Academy Sports + outdoor sports have a large market share with sixteen stores in North Carolina. The store offers hunting and fishing licenses, line spooling, and product delivery and assembling of oversized items as in-store services.
Dunham’s Sports is a retail chain stocking sporting products and equipment, sports clothing, sports footwear, and fitness and outdoor recreation equipment. In North Carolina, there are thirteen of Dunham's sports stores. Our company will also compete with small retailers such as the Neuse Sports Shop, Play it Again Sports Store, Graham Sporting Goods, Omega Sports, and Burlington Sporting Goods.
Barriers to Entry
· High competition in this industry is the main barrier to entry in the market for a new business. In the industry, there are large companies and retail shop which have a large market share, and they have built their brand in the market. Competing with established companies that have a large market share requires large economies of scale which is a barrier of entry. Our business will focus on strategic actions, distinctive competencies, and building our market position in the market. Strategic actions that link position and distinctive competencies in novel ways, helps a company to proactively change the basis of competitive advantage in the external and internal environment (Burgelman, 2020). 
· Starting a new sporting goods store requires a large amount of capital which is a barrier of entry. The new business will require capital for brand endorsement, establishing an online platform, advertising, and marketing, and for the supply of products from manufactures.
· Lack of accessibility to the distribution channels in the industry is another barrier of entry. As new sporting goods store our business might face the challenge of accessing distribution channels in the industry which will help in the distribution of our products in a different warehouse.
Our store will specialize in product differentiation which will build our brand in the competitive market. We will focus on offering quality products at affordable prices. Our main focus in building our brand is on using technology. We target on making it easy for our customers to have a real-time basis comparison of the prices of our products, through digital technology. In digital marketing we will use website marketing strategies through ecommerce, optimizing our search engine, content creation, and marketing through social networks and blogs. Digital marketing will help our business to expand into the new market, offer new and unique services, help our target customers to interact with us in new and easy ways, and compete on a more equal footing with larger businesses (Chaffey, & Ellis-Chadwick, 2019). 
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