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As the head and the main producer of the company the main job is to drive revenue out of the business, a manager in a business organization can ascertain that this is not a simple task. The key to increasing revenue and blowing up the organization sales is aligning critical strategies in the business. As a producer, one need to apply the key strategies under all forms of market. In the event that one is operating in a market where there is perfect competition. It then means that one is not the only person who is supplying the same product in that market sector. Considering this case, one should aim at earning up to twenty times more than the fellow competitors (Keenan, 2014). However, to achieve this, there are several strategies that needs to be followed so as to ensure additional value for the customers and consequently record high profits.
The first step that need to be taken in this respect is product improvement. It is important to improve the product so as to differentiate it from the competitor’s. Being different, it means that the product ought to be better than those of other producers. The product should also be produced and delivered faster than that of other competitors. Also, the product should be of higher quality and be available at cheaper prices than those of the fellow competitors. Another key and important thing is evaluation and follow up services or support which should be okay and far much better than those of your competitors. There should be also guarantees and warranties of satisfaction which are greater than the competitors so as to ensure success of the business. The prices and terms of service in this case should also be more attractive and convenient.
Successful entrepreneurs thrive under competitive pressures. Instead of viewing competition as an obstacle one should see it as an opportunity. Some of the importance of perfect and healthy competition include avoiding complacency that is instead of stopping to innovate due to lack of valid reasons, competitors keep one on check. Secondly, it helps to build a bran by having clear missions so as to stand out as the leading authority in the domain of expertise. Also it helps one develop self-awareness and motivates strength and weakness assessment. In this way, as a producer one will be able to understand different shortcomings and find ways to overcome them.
Competition encourages differentiation where one is able to differentiate the forms of customer service from the others and hence attracts customers. It helps entrepreneurs to exploit new markets which will get buyers and the media excited about the work. Also competition helps to form partnerships and alliances where different companies works towards expanding the overall market and collaborating on consumer education and research. Competition provides a platform for mutual learning where an entrepreneur learns by observing the management and operation skills of their partners in business. It helps in prioritizing customer needs where the competitors invest in customer centric organizations and hence boosting customer loyalty.
Some of the key areas core in increasing revenue are also based in evaluation of the surrounding and find the areas where to exploit, what opportunities present themselves and what the latent revenue generating windows are. Looking outside of the company for opportunities to build a killer strategy is a key to growing revenue. It is important for one to have the right team of employees equipped with right skills and necessary knowledge (Kittaneh, 2015). Evaluate the performance of the team and evaluate them. Growing revenue is more than just a handful of efforts but rather a targeted precise aligned set of objectives across different areas.
Other types of competition that can be experienced in the market include; monopolistic competition, oligopoly and monopoly. In monopolistic competition there are many sellers as we had in perfect competition but they do not sell the same product. Here they sell different products which serve similar purpose. In this type of competition, perceived differences between products are promoted by advertisement. Here you convince the customer that one product is better than the other. Also as a producer you are have limited control over the price since if the price of one product goes higher than the other the seller will lose customers.

In oligopoly competition, there are few sellers. In this market the seller supplies a variety of almost all the products in the market. There are few people who engage in oligopolistic business since the initial capital for starting the business is very high. Companies in these type of industries include; large scale enterprises such as automobile companies and airlines (Brian, 2005). They have control over the prices they charge. When one company lowers price the rest are forced to follow suit to remain competitive.

Monopoly competition lies at the opposite end of perfect competition. There is only one seller in the market. They adhere to government controlled prices. They are supposed to serve all customers as a rule. There two types of monopolies which are natural monopoly and legal monopoly. Natural monopolies include public utilities such as electricity and gas suppliers. While legal monopolies arises when a company receives a patent giving it exclusive use of an invented product or process. Such enterprises require huge investments and it would be inefficient to duplicate the products that they provide (Kittaneh, 2015). They inhibit competition but they are legal because they are important to the society.

Without any understanding of these strategies and the types of competition organizations and companies will definitely stop delivering. It is also important to have an understanding of the strategies that benefit one as producer and the one that has more benefit on the part of the consumer. Driving revenue is almost impossible if these strategies are not put into consideration.
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