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Fast Fashion: Competitive Strategies at Gap and Inditex
Fashion is an industry that is heavily dictated by current trends. A large stock may be shipped to a far-off country but by the time it gets to that market, trends may have changed and rendered the stock figuratively and literally worthless. Fashion companies, particularly those in fast fashion, need to always stay ahead of trends to ensure that their business remains profitable. This is the issue experienced by Gap Inc, one of the largest fashion companies in the world. The company has witnessed stagnant sales for over a decade as successive strategies and creative executives have failed to turn around the company. Compared to Gap, Inditex from Spain has experienced the opposite as sales have steadily increased during the same period. Inditex owns Zara, one of the most popular and profitable fashion stores in the world. The strategies used by Inditex have allowed the company to perform better Gap and other established fashion companies.
Inditex regularly uses a counterintuitive strategy that sees it focus its supply chain closer to its headquarters. Gap focused production in Asian factories and sales in American and European markets. Inditex sources majority of its materials from Spain, Portugal and North Africa. From this relatively central position, the company provides stock to major American, European and Asian markets at a quicker rate than Gap. Additionally, Inditex sends smaller batches of stock to merchandisers to determine appeal. Gap buys large amounts of material before knowing what to do with it, then sends stock in large quantities before gauging an accurate consumer reaction. By sending small stock quantities, Inditex is able to understand exactly what the customer wants. The company then produces larger quantities to meet the specific demand. The result is that Inditex has reported significantly fewer markdowns than industry average while also sustaining its appeal to consumers. 
The competitive strategy that has resulted in sustained profitability is its policy on forecasting. Majority of the big fashion companies are built on long-term forecasting and use large budgets to plan seasons ahead. Inditex does the opposite and listens to what customers want at that moment, then deliver the goods in the shortest time possible. Gap has continued to prioritize the desire to predict what the next big trend might be. This is the reason why Gap Inc has seen declining or stagnant sales in its brands such as Banana Republic, Old Navy and Gap. Another competitive strategy by Inditex is the shorter time taken to replenish stock at its stores. It is reported that the company restocks every two weeks, significantly less time than Gap and other major companies which may take months. Quicker restocking means more options for customers and an improved ability to address current demands. It allows Inditex stores to always have what is trending at that moment. To support its brick-and-mortar strategy, Inditex has expanded online to allow customers to order its products online in major American, European and Asian markets. This additional revenue stream has seen it stay ahead of Gap, which is still considering making a push for the e-commerce option.
Inditex is the largest fashion retailer in sales with an estimated value of over $100 billion. While Gap has continued to struggle to regain profitability, Inditex has consistently recorded profits at a steady increase over successive quarters. Gap is reported to experience bureaucracy and dilution of feedback where the creative directors hold excessive power while those closest to the customer do not have their voices heard. Inditex employs the opposite policy as agents and store managers have the authority to order stock and influence supply decisions. This strategy of allowing representatives closest to the ground making major decisions is a factor that has seen Inditex retain a competitive advantage over Gap and other major retailers. A rapid production system and keen focus on latest customer demands has enabled Inditex to ascend to the top of the fashion retail industry in sales. 
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