adapting business models for growth

The business landscape is in a constant state of flux, demanding agility and foresight from
organizations aiming for sustainable expansion. Adapting business models for growth is no longer an
option but a necessity for survival and success. This comprehensive guide explores the critical
strategies and frameworks for transforming your business model to unlock new avenues of revenue,
enhance customer value, and build a resilient enterprise. We delve into identifying market shifts,
embracing innovation, leveraging technology, and fostering an adaptive organizational culture to
navigate the complexities of modern commerce. Discover how to re-evaluate your core value
proposition, optimize operational efficiencies, and strategically pivot to meet evolving customer needs
and competitive pressures. By understanding the fundamental principles of business model adaptation,

you can position your company for enduring growth and a significant competitive advantage.
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The Imperative of Adapting Business Models for Growth

In today's dynamic economic environment, the ability to effectively adapt business models for growth is
paramount. Businesses that fail to evolve risk becoming obsolete, overtaken by more agile competitors
or rendered irrelevant by changing consumer preferences and technological advancements. Adapting
your business model involves a fundamental rethinking of how you create, deliver, and capture value.
This requires a strategic approach, a willingness to embrace innovation, and a deep understanding of
your market and customers. By proactively adjusting your operational framework, revenue streams,
and value propositions, you can unlock significant opportunities for expansion and ensure long-term
viability. This guide will equip you with the knowledge and tools to navigate this crucial process,

transforming challenges into catalysts for sustainable growth.

Understanding the Need for Business Model Adaptation

The modern business world is characterized by rapid and often unpredictable change. Understanding
the underlying forces driving this need for adaptation is the first step towards successful
transformation. Businesses must be attuned to shifts in their operating environment to remain
competitive and seize opportunities. Failure to do so can lead to a decline in market share, reduced
profitability, and ultimately, business failure. Proactive adaptation is key to not only survival but also to

achieving significant growth and market leadership.

Recognizing Market Disruptions and Trends

Market disruptions, whether technological, economic, or societal, can fundamentally alter the
competitive landscape. Identifying emerging trends allows businesses to anticipate changes and adjust
their strategies accordingly. This includes understanding shifts in consumer behavior, the emergence

of new technologies, regulatory changes, and global economic fluctuations. For instance, the rise of e-



commerce disrupted traditional retail, forcing many brick-and-mortar stores to adapt their sales
channels and customer engagement strategies. Similarly, the increasing focus on sustainability is
compelling businesses across various sectors to reconsider their environmental impact and adopt

greener practices.

Identifying Shifting Customer Expectations

Customer expectations are not static; they evolve with technological advancements, societal values,
and increased exposure to innovative products and services. Today's consumers often demand
personalization, convenience, speed, and ethical sourcing. Businesses need to actively listen to their
customers, gather feedback through various channels, and analyze data to understand these evolving
needs. For example, customers now expect seamless online experiences, personalized
recommendations, and responsive customer support across multiple platforms. A business that fails to

meet these heightened expectations will likely lose customers to competitors who do.

Responding to Competitive Pressures

Competition is a constant factor in business. However, the nature and intensity of competition can
change dramatically. New entrants can disrupt established markets with innovative business models,
and existing competitors may introduce groundbreaking products or services. Adapting business
models is crucial for staying ahead of or at least keeping pace with competitors. This might involve
differentiating your value proposition, finding underserved market segments, or optimizing your cost
structure to offer more competitive pricing. Analyzing competitor strategies and identifying their

strengths and weaknesses is an ongoing process.



Leveraging Technological Advancements

Technology is a powerful enabler of business model adaptation. Digitalization, artificial intelligence, big
data analytics, and automation offer new ways to create, deliver, and capture value. Businesses that
embrace technological advancements can improve efficiency, enhance customer experiences, develop
new products and services, and reach wider markets. For instance, cloud computing has enabled
many businesses to offer scalable software-as-a-service (SaaS) models, while Al is transforming
customer service through chatbots and personalized marketing. Integrating new technologies

strategically can unlock significant growth potential.

Key Components of a Business Model

A business model is the blueprint for how a company operates and generates revenue. Understanding
its constituent parts is essential for identifying areas that need adaptation for growth. Each component
interacts with the others, and changes in one area can have ripple effects throughout the entire
system. A holistic approach to business model design and adaptation ensures that changes are

aligned with the overall strategic objectives of the organization.

Value Proposition

The value proposition is the core promise a business makes to its customers — what problem it solves
or what need it fulfills. It outlines the benefits customers receive from a company's products or
services. Adapting the value proposition might involve enhancing existing benefits, adding new
features, or repositioning the offering to appeal to a different customer segment. For example, a
software company might shift from selling perpetual licenses to offering a subscription-based service
that includes ongoing updates and support, thereby enhancing its value proposition through continuous

improvement.



Customer Segments

Customer segments are the distinct groups of people or organizations a company aims to reach and
serve. Understanding these segments allows for targeted marketing and product development.
Adapting business models often involves identifying new customer segments to expand market reach
or refining the focus on existing segments to better meet their specific needs. This could involve
segmenting by demographics, psychographics, behavior, or industry. For example, a B2B software
provider might discover a lucrative market in small and medium-sized enterprises (SMEs) after initially

focusing on large corporations.

Channels

Channels are how a company communicates with and reaches its customer segments to deliver its
value proposition. This includes distribution channels, communication channels, and sales channels.
Adapting channels might involve embracing online sales platforms, developing a mobile app, or
partnering with new distributors to increase accessibility. The shift to omnichannel strategies, where
customers can interact seamlessly across different touchpoints, is a common adaptation. For instance,
a fashion retailer might expand from physical stores to include a robust e-commerce website and

social media selling.

Customer Relationships

Customer relationships describe the types of relationships a company establishes with its specific
customer segments. These can range from personal assistance and self-service to automated services
and communities. Adapting customer relationships might involve investing in better customer support,
implementing loyalty programs, or leveraging social media for community building. The goal is to foster
strong, lasting relationships that encourage repeat business and customer loyalty. For example, a

streaming service might build a community forum where users can discuss content and share



recommendations.

Revenue Streams

Revenue streams represent the ways a company generates cash from each customer segment. This
can include asset sales, usage fees, subscription fees, licensing fees, advertising fees, and more.
Adapting revenue streams is a critical aspect of business model innovation, often involving
diversification or shifting to more predictable income sources. The move from one-time product sales
to recurring subscription models is a prime example of revenue stream adaptation aimed at consistent
growth. Another example is a manufacturing company that starts offering maintenance and repair

services for its products.

Key Resources

Key resources are the most important assets required to make a business model work. These can be
physical, financial, intellectual, or human. Adapting might involve acquiring new resources, optimizing
the use of existing ones, or developing new capabilities. For instance, a company might need to invest
in new technology infrastructure, hire specialized talent, or secure intellectual property rights to support

a new business model. Outsourcing non-core activities can also free up resources for strategic focus.

Key Activities

Key activities are the most important actions a company must take to operate successfully. These
could include production, problem-solving, platform development, marketing, or R&D. Adapting key
activities often involves streamlining processes, adopting new technologies to automate tasks, or

focusing on core competencies. For example, a software development company might shift its key

activities to focus more on agile development and continuous integration to accelerate product



releases.

Key Partnerships

Key partnerships are the network of suppliers and partners that make the business model work. These
relationships can be strategic alliances, joint ventures, buyer-supplier relationships, or even
partnerships with competitors. Adapting business models can involve forging new strategic alliances,
co-developing products with partners, or leveraging partner networks to expand reach. For instance, a
startup might partner with an established distribution company to gain access to a wider customer

base. Building a strong ecosystem of collaborators can create significant competitive advantages.

Cost Structure

The cost structure describes all the costs incurred to operate a business model. This includes fixed
costs, variable costs, economies of scale, and economies of scope. Adapting the cost structure is often
a consequence of changes in other components or a deliberate effort to improve profitability. This
might involve reducing operational costs through automation, optimizing supply chains, or exploring
more cost-effective resource acquisition strategies. Understanding the cost drivers is crucial for making

informed decisions about pricing and profitability.

Strategies for Adapting Business Models for Growth

Successfully adapting a business model for growth requires a multifaceted approach, integrating
innovation, technology, customer focus, and strategic partnerships. These strategies are not mutually
exclusive; rather, they often complement each other, creating a synergistic effect that propels the

business forward. By thoughtfully implementing these strategies, organizations can unlock new



revenue streams, enhance their competitive positioning, and achieve sustainable expansion.

Innovation and Product/Service Development

Innovation is the lifeblood of growth. Continuously innovating in product or service development allows
businesses to meet evolving customer needs and create new market opportunities. This can involve
incremental improvements to existing offerings or the development of entirely new products and
services. Embracing a culture of innovation, investing in R&D, and staying abreast of emerging
technologies are crucial. For example, a smartphone manufacturer that consistently introduces new
features, improved camera technology, and enhanced user interfaces is adapting its product line to

maintain market relevance and drive sales.

Digital Transformation and Technology Integration

Digital transformation is a fundamental shift in how businesses operate and deliver value through
digital technologies. Integrating technologies like Al, cloud computing, big data analytics, and loT can
optimize operations, personalize customer experiences, and create new business opportunities. This
could involve migrating to cloud-based systems for scalability, using Al for predictive analytics and
customer service, or developing a mobile app for enhanced customer engagement. A retail company,
for instance, might implement an Al-powered recommendation engine on its e-commerce platform to

personalize product suggestions, thereby increasing conversion rates and average order value.

Customer-Centric Approaches

Placing the customer at the heart of all business decisions is a powerful strategy for growth. This
involves understanding customer needs, preferences, and pain points deeply and tailoring products,

services, and experiences accordingly. Implementing feedback mechanisms, personalized marketing,



and proactive customer support are key. A subscription box service, for example, thrives by regularly
surveying its customers about their preferences and adjusting the curated items accordingly, ensuring
high customer retention and satisfaction. This customer-centricity builds loyalty and drives repeat

business.

New Market Entry and Expansion

Expanding into new geographic markets or targeting new customer segments can significantly drive
growth. This requires careful market research, understanding local nuances, and adapting the business
model to suit the new environment. This could involve establishing international subsidiaries, forming
local partnerships, or tailoring product offerings to meet the specific demands of a new market. For
example, a fast-food chain might adapt its menu to include local specialties when expanding into a

new country, appealing to the tastes of the local population and ensuring broader acceptance.

Subscription and Recurring Revenue Models

Shifting from transactional sales to subscription or recurring revenue models provides more predictable
income streams and fosters deeper customer relationships. This approach encourages ongoing
customer engagement and loyalty. Examples include SaaS platforms, membership services, or
subscription boxes. A media company that previously relied on selling physical copies of magazines
might adapt by offering digital subscriptions with exclusive content and interactive features. This model

provides a consistent revenue stream and allows for ongoing engagement with the subscriber base.

Platform Business Models

Platform business models connect two or more distinct groups of users (e.g., buyers and sellers) and

facilitate interactions between them, creating network effects. Examples include social media networks,



marketplaces, and app stores. Businesses can adapt by developing their own platforms or by
participating in existing ones. A manufacturing company could develop a platform that connects its
product users, allowing them to share tips, best practices, and even trade accessories, thereby
creating a valuable ecosystem and enhancing customer loyalty. This model can scale rapidly by

leveraging network effects.

Partnerships and Ecosystem Building

Strategic partnerships can provide access to new markets, technologies, and customer bases,
accelerating growth. Building a collaborative ecosystem where different companies work together can
create synergistic value. This might involve co-marketing agreements, joint product development, or
technology integrations. For instance, an electric vehicle manufacturer might partner with charging
infrastructure providers to create a seamless charging experience for its customers, thereby enhancing
the overall value proposition and encouraging adoption. These alliances can also help distribute risk

and share costs.

Agile and Lean Methodologies

Adopting agile and lean methodologies enables businesses to respond quickly to changing market
conditions and customer feedback. Agile approaches emphasize iterative development, flexibility, and
collaboration, allowing for rapid adaptation. Lean methodologies focus on eliminating waste and
maximizing efficiency. Implementing these principles in product development, project management, and
even strategic planning can significantly improve a business's ability to adapt and grow. For example,
a software development team using agile sprints can release new features more frequently and

incorporate user feedback rapidly, ensuring the product stays relevant.



The Process of Business Model Adaptation

Adapting a business model is not a one-time event but an ongoing process that requires a structured
approach. It involves several key stages, from initial assessment to continuous refinement. By following
a systematic process, businesses can ensure that their adaptations are strategic, effective, and

sustainable, leading to genuine growth and improved competitive positioning.

Assessment and Diagnosis

The first step in adapting a business model is to conduct a thorough assessment of the current model
and the external environment. This involves analyzing market trends, customer needs, competitive
forces, and the company's internal capabilities and resources. A SWOT analysis (Strengths,
Weaknesses, Opportunities, Threats) can be a valuable tool here. Identifying the specific areas of the
existing business model that are underperforming or no longer aligned with market demands is crucial.

This diagnostic phase lays the groundwork for informed decision-making and targeted adaptations.

Ideation and Design

Once the need for change is identified, the next step is to brainstorm and design potential new or
modified business models. This phase encourages creative thinking and exploration of new
possibilities. Tools like the Business Model Canvas can be extremely useful for visualizing and
developing new models. Ideation sessions should involve diverse perspectives from across the
organization. The goal is to generate innovative solutions that address the identified challenges and

capitalize on emerging opportunities. This might involve creating multiple potential models to explore.



Prototyping and Testing

Before fully committing to a new business model, it's essential to prototype and test its key elements.
This involves creating minimum viable products (MVPs) or pilot programs to gather real-world feedback
from customers and stakeholders. Testing allows businesses to validate assumptions, identify potential
flaws, and refine the model before a full-scale launch. For example, a company might test a new
subscription pricing structure with a small segment of its customer base to gauge their response before

rolling it out company-wide. This iterative testing reduces the risk of costly failures.

Implementation and Scaling

Once a business model has been validated through testing, it needs to be implemented and scaled
across the organization. This involves developing a detailed implementation plan, allocating resources,
and managing the change process. Effective communication, employee training, and stakeholder buy-
in are critical for successful implementation. Scaling involves expanding the successful pilot or
prototype to reach the entire target market. This transition requires careful planning to ensure that
operations can handle the increased demand and that the new model is integrated seamlessly with

existing systems.

Continuous Monitoring and Iteration

Business model adaptation is not a static process; it requires continuous monitoring and iteration.
Markets and customer needs continue to evolve, so businesses must remain vigilant and be prepared
to make further adjustments. This involves tracking key performance indicators (KPIs), gathering
ongoing customer feedback, and staying informed about industry trends. Regularly revisiting and
refining the business model ensures its continued relevance and effectiveness. This adaptive loop
allows businesses to stay agile and responsive in the long term, fostering a culture of perpetual

improvement.



Challenges in Adapting Business Models

While adapting business models for growth is essential, the process is often fraught with challenges.
Overcoming these obstacles requires careful planning, strong leadership, and a commitment to change
throughout the organization. Recognizing these potential pitfalls in advance can help businesses

navigate them more effectively and increase their chances of success.

Resistance to Change

One of the most significant challenges is resistance to change from employees, management, or even
stakeholders. People are often comfortable with the status quo, and the prospect of a new way of
working can be unsettling. This resistance can stem from fear of job loss, uncertainty about new roles,
or a lack of understanding of the necessity for change. Effective change management, clear
communication about the benefits of adaptation, and involving employees in the process can help

mitigate this resistance.

Resource Constraints

Implementing a new business model often requires significant investment in technology, talent,
marketing, and operational adjustments. Many businesses, particularly smaller ones, may face
resource constraints that limit their ability to make these necessary changes. Prioritization, seeking
external funding, or adopting a phased approach to adaptation can help manage these limitations.

Focusing on the most impactful changes first can maximize the return on limited resources.



Fear of Failure

The prospect of launching a new business model inherently carries a risk of failure. This fear can lead
to hesitancy and a reluctance to take bold steps. However, by embracing a culture that views failure as
a learning opportunity, businesses can encourage experimentation and innovation. Thorough testing
and prototyping, as discussed earlier, can reduce the overall risk profile and build confidence in the

adaptive process. Celebrating learning from setbacks is crucial.

Existing Infrastructure and Legacy Systems

Many established businesses operate with legacy systems and infrastructure that are deeply
embedded in their current business model. Transitioning to a new model may require significant
upgrades or replacements of these systems, which can be costly and complex. Careful planning for
system integration, data migration, and the phased retirement of legacy technologies is essential.
Sometimes, adapting an existing model might be more feasible than a complete overhaul, depending

on the scale of change required.

Maintaining Brand Identity

When adapting a business model, it's crucial to ensure that the changes align with and enhance,
rather than dilute, the company's brand identity. A poorly managed transition can confuse customers
and damage brand perception. The core values and brand promise should be consistently
communicated and reflected in the new model. For example, if a brand is known for quality
craftsmanship, any shift to a more mass-produced or digital model must still convey that underlying

commitment to quality through its customer experience and product presentation.



Case Studies of Successful Business Model Adaptation

Examining successful examples of business model adaptation can provide valuable insights and
inspiration for organizations seeking to grow. These case studies highlight how companies have
navigated challenges, embraced innovation, and achieved remarkable success by transforming their

fundamental operating frameworks.

Example 1: From Product Sales to Service/Subscription

A classic example is the shift from selling physical products to offering services or subscription-based
models. Companies like Adobe, which transitioned from selling perpetual software licenses to offering
Adobe Creative Cloud (a cloud-based subscription service), exemplify this trend. This adaptation
provided a more predictable revenue stream, allowed for continuous product updates and
improvements, and fostered deeper customer engagement through ongoing service. Customers benefit

from always having access to the latest software versions and a wider array of tools and support.

Example 2: Leveraging Digital Platforms for Expansion

Companies like Netflix have transformed their business models by leveraging digital platforms.
Originally a DVD-by-mail rental service, Netflix pivoted to become a streaming giant, offering on-
demand content accessible across multiple devices. This digital transformation allowed them to reach
a global audience, develop personalized viewing experiences through data analytics, and invest
heavily in original content. The shift to a platform-based, subscription-driven model fueled massive

growth and market dominance.



Example 3: Shifting to a Circular Economy Model

Companies are increasingly adopting circular economy principles, moving away from linear "take-
make-dispose" models towards more sustainable, regenerative approaches. Patagonia, for example,
encourages its customers to repair their garments through its Worn Wear program and buys back used
items for resale or recycling. This not only reduces environmental impact but also builds strong
customer loyalty and creates new revenue streams through repair services and the resale of used

goods. Such adaptations align with growing consumer demand for sustainable practices.

Building a Culture of Adaptability

Beyond strategic adjustments and new models, fostering an organizational culture that embraces
change and continuous learning is paramount for sustained growth. An adaptive culture empowers
employees, encourages innovation, and ensures the business can respond effectively to evolving

circumstances. This cultural shift is as crucial as any tactical change in the business model itself.

Encouraging Experimentation

A culture that encourages experimentation allows for the testing of new ideas without the fear of
severe repercussions for initial failures. This means creating safe spaces for employees to propose
and trial new approaches, products, or processes. Celebrating the lessons learned from experiments,
even those that don't immediately succeed, is vital for fostering a mindset of innovation and continuous
improvement. This can involve allocating specific "innovation time" or resources for employees to

pursue promising ideas.



Fostering Continuous Learning

In a rapidly changing world, continuous learning is not a luxury but a necessity. Businesses should
invest in training and development programs that equip employees with the skills and knowledge
needed to adapt to new technologies and market demands. Encouraging employees to stay informed
about industry trends, attend workshops, and share their learnings creates a knowledgeable and agile

workforce. This also involves learning from competitors and other industries.

Empowering Employees

Empowering employees to take initiative, make decisions, and contribute to the adaptation process is
critical. When employees feel valued and trusted, they are more likely to be engaged and proactive in
identifying opportunities for improvement and driving change. This can involve delegating responsibility,
providing autonomy in their work, and actively soliciting their input on strategic initiatives. Frontline

employees, in particular, often have valuable insights into customer needs and operational bottlenecks.

Promoting Cross-Functional Collaboration

Breaking down departmental silos and promoting cross-functional collaboration allows for a more
holistic approach to business model adaptation. When teams from different areas of the business work
together, they can share diverse perspectives, identify interdependencies, and develop more integrated
and effective solutions. This collaboration can lead to innovative ideas that might not emerge within a
single department, fostering a more unified and adaptive organization. Regular inter-departmental

meetings and project teams can facilitate this.



Conclusion: The Future of Business Model Adaptation

The ability to adapt business models for growth is no longer a discretionary activity; it is the
cornerstone of enduring success in the modern economy. Businesses that proactively identify shifts in
markets, customer expectations, and technology, and then strategically adjust their value propositions,
revenue streams, and operational frameworks, are best positioned for sustained expansion. The
process demands a commitment to innovation, a customer-centric mindset, and the courage to
embrace new strategies like digital transformation, subscription models, and platform approaches.
While challenges such as resistance to change and resource constraints are inevitable, they can be
overcome through strong leadership, clear communication, and a culture that values experimentation
and continuous learning. By embracing adaptability as a core competency, organizations can not only
navigate the complexities of today's business landscape but also unlock significant opportunities for

growth and build resilient, future-ready enterprises.

Additional Resources

Here are 9 book titles related to adapting business models for growth, along with short descriptions:

1. Business Model Generation: A Handbook for Visionaries, Game Changers, and Challengers by
Alexander Osterwalder and Yves Pigneur

This foundational book introduces the Business Model Canvas, a visual tool that helps entrepreneurs
and managers design, test, and pivot their business models. It provides a structured framework for
understanding all the key components of a business, enabling systematic adaptation for sustainable
growth. The book offers practical examples and exercises to help readers innovate and refine their

strategies.

2. The Lean Startup: How Today's Entrepreneurs Use Continuous Innovation to Create Radically
Successful Businesses by Eric Ries
Ries advocates for a scientific approach to creating and managing startups, emphasizing rapid

experimentation and validated learning to adapt business models. The core concept is the "build-



measure-learn" feedback loop, which helps businesses avoid building products nobody wants. This
methodology is crucial for iterating on and adapting a business model based on real customer

feedback.

3. Blue Ocean Strategy: How to Create Uncontested Market Space and Make the Competition
Irrelevant by W. Chan Kim and Renée Mauborgne

This book challenges the traditional view of competing in existing markets, instead guiding businesses
to create new market spaces (blue oceans) by offering innovative value propositions. It provides tools
and frameworks to reconstruct market boundaries and develop business models that are both
differentiated and low-cost, leading to significant growth. The focus is on creating new demand by

understanding unmet customer needs.

4. Platform Revolution: How Networked Markets Are Transforming the Economy—and How to Make
Them Work for You by Geoffrey G. Parker, Marshall W. Van Alstyne, and Sangeet Paul Choudary
This book explores the rise of platform-based business models, which leverage network effects to
achieve exponential growth. It delves into how businesses can design, manage, and scale platforms
that connect producers and consumers, creating immense value and market dominance.

Understanding platform strategies is key for adapting to the evolving digital economy.

5. Growth Hacking: Silicon Valley's Best Kept Secret by Raymond J. Reyes and Sean Ellis

This practical guide outlines how to apply a data-driven, experimental approach to marketing and
product development to achieve rapid growth. Growth hacking focuses on finding scalable and
repeatable methods for acquiring and retaining customers, often by creatively adapting existing
business models. It emphasizes continuous testing and optimization to find the most effective growth

levers.

6. The Innovator's Dilemma: When New Technologies Cause Great Firms to Fail by Clayton M.
Christensen

Christensen examines why successful companies often struggle with disruptive innovations, suggesting
that their very success can hinder their ability to adapt. The book highlights the importance of

understanding and responding to disruptive technologies by adapting business models to



accommodate new market dynamics. It’s a crucial read for understanding the challenges and

strategies for adapting to market shifts.

7. Value Proposition Design: How to Create Products and Services Customers Want by Alexander
Osterwalder, Yves Pigneur, Gregory Bernarda, and Alan Smith

Building on Business Model Generation, this book provides a practical toolset for designing and testing
value propositions. It helps businesses clearly understand customer needs and pain points, then craft
offerings that effectively address them. This iterative process is vital for adapting a business model to

ensure it resonates with the target market.

8. Adapt: Why Success Always Starts with Failure by Tim Harford

Harford argues that the ability to adapt and learn from failure is crucial for long-term success in a
complex world. He uses examples from various fields to illustrate how individuals and organizations
can cultivate a more experimental and resilient approach. This book offers valuable insights into the

mindset and strategies needed to effectively adapt business models in the face of uncertainty.

9. Good to Great: Why Some Companies Make the Leap...And Others Don’t by Jim Collins

Collins researches what makes companies transition from being merely good to achieving sustained
greatness. He identifies key disciplines, including building a strong "hedgehog concept" that aligns with
a company's strengths, passions, and economic engine. This focus on identifying and relentlessly

pursuing a core strategic advantage helps businesses adapt their models to achieve enduring success.
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