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Sources of Competitive Advantage by 2000

Degree of Consensus
Establish/maintain oustomer retationshps N

Transform information into knowledge — 49
Froxiviiy |
spes of exceution NN
Ability to inpovate —‘32

Quality - continuous
improvement

cost position NN
investmentin 47 I
Supplier relationship _

Brand image and equity -

Source: Mercer Marketplace 2000 Survey
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