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Wal-mart has employed various strategies over the years that have led to considerable results. Wal-mart strategized on opening additional stores in numerous countries around the world making it the leading retailer. According to Newcomb 2011, Wal-mart decided to open convenience stores in both the United States and in other international markets. This was employed as a strategy for additional opportunities for the organization to grow. The opening of additional stores around the world enabled them to obtain sustainable growth. This strategy placed Wal-mart in a top position as a retailer enabling them to access various markets. As Wal-mart successfully employed the strategy and international markets were responsible for 26% of the total sales in that year. Numerous countries including Canada and Mexico considered the company the main retailer. The effect was also considered in the European and Asian markets with Wal-mart outnumbering its customers. As the company expanded its operations, it highly considered the vision Sam Walton of building a better life for the customers through lowering of prices as well as discounts.  The low prices and discounts enable the consumers to easily purchase items due to affordability and at the same time, the company also identified the desires of different customers.  
The product assortment is also a key strategy by Wal-mart. The company provides a wide range of products according to consumer desires. This has enabled them to attain a wide customer base around the world as the company provides most of the products that consumers need. This strategy employed together with the low prices on products has not only attracted more customers but also enabled them to retain their customers hence enjoying customer loyalty. Wal-mart considers a strategic location for placing its stores in all its markets, both local and international. 
Competition is a major challenge for companies as they expand their operations to international markets. Wal-mart faced major competitive forced from top competitors in the European and the Asian markets. Some of the top competitors of the company include the European company, Carrefour as well as local market competitors like Target and Costco. All these competitors posed the threats of substitute goods to the ones the consumers could purchase from Wal-mart. As all the competitors tried to gain a larger market share than Wal-mart, it employed various strategies which gave it a competitive advantage in the market. 
The competitive strategies employed by Wal-mart enabled them to outstand from their competitors. The competitive positioning strategy of their stores enabled them to achieve prosperity in retail. The company’s stores were placed in positions that are less served by the other competitors. The company as it positioned its stores also considered the model of self-service. "Locating stores, regardless of size, in townships were few to no low-cost competitors operated ushered Wal-Mart into choice locations.” (Hill, C.W. & Jones, GR (2010: 152). 
Product differentiation is also employed in the organization giving it better merits than its contenders. Wal-mart ensured that their products are distinguished from those offered by their competitors. As the company differentiated its products from other organizations the use of low prices and discounts for customers gave it a major competitive advantage. The organization was considered to be the low price leader in the retail markets both the local and the international markets. 
Alongside with the model, there are other strategies with significant impact on the success of the company over its competitors. As the company expanded its operations to the international markets, they applied distribution logistics better than its competitors. These logistics were responsible for major growth in the market. An efficient distribution system enabled the company to obtain the price advantage. “Wal-Mart was tough in its negotiations with its suppliers” (Lahr, 2003). The company was able to attract many customers due to his buying capacity. This placed the company in the position to dictate the policies to its suppliers including high bargaining power. The reduced costs of production are attributed to identifying the supplier with the lowest price hence cutting costs. 
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