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Competitive Advantage for Independent Retail Stores
Various strategies can be used by independent retail stores (brick and mortar or on-line) to compete with the big-box retailer. One of the techniques is to emphasize value rather than prices. When competing with big-box retailers, the independent retail stores compete with the retailers' prices because they can lower the prices of their goods as they purchase goods in bulk from the wholesalers. Therefore, using price points is not possible; however, the independent retail store can present their products' value. Big box retailers have many customers who move in and out of their stores daily. They do not have time for their customers. Therefore, the independent retail store can compete by getting personal to enhance customer experience (Górska-Warsewicz et al., 2018). Creating a great in-store experience for consumers is a great competitive strategy since they do not access the experience from the big box retailers. The independent store can enhance competitive advantage by creating unique product presentations since big box store products are displayed unambiguously on the shelves. The use of techniques such as product sell-out samples and product demo videos can help consumers know the products better, enhancing competitive advantage. 
There are different strategies for controllable and uncontrollable marketing variables, which enhances a competitive advantage for independent retail operations. One of the controllable variables is the product. The company has to control its products to enhance its competitive advantage in the market. The product adjustments can be enhanced to ensure that the product meets the demands of the market. More so, the output capacity can be established to ensure that the increasing demand for the products is enhanced. Also, the price is a controllable variable for the company (Górska-Warsewicz et al., 2018). The company has control over the price of the products, which can be put under adjustments to fit the business's demand. Prices can be controlled by providing discounts and offering price reductions. The use of slogans such as "buy one get one free" is a great tool for establishing price control, enhancing competitive advantage. However, technology may be a great uncontrollable variable for the company. Technology greatly influences the market, which influences the consumers to purchase products. The marketer does not have control over technology. The only way is to ensure that the company copes up with the advanced technology used by the big box stores to ensure that they have a competitive advantage. 
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