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Collaborative Rivalry on The Market 

Competition vs Collaboration 
The three main issues on a competitive market 

We live in an always more competitive world. The offer is incredibly high, and customers are incredibly hard 

to conquer.  

Nowadays, organisations face big challenges related (among others) to: 

✓ Product perception – even the finest products and services are perceived as commodities. 

✓ Technology changes – it’s harder and harder to keep up with the time. 

✓ Customers preferences – every customer wants a personalised service or product. 

✓ Economic stagnation – the private consumptions don’t grow in most of European countries. 

Instinctively, all these factors lead to a more brutal and strong rivalry among companies. Where the game is 

to win by kicking out the others… it’s nothing less than a battle. 

At this point you might say “well, it’s normal this is business, 

guys!”. 

Well, I can’t blame you. This is what we’ve been told during all 

our modern history. 

But, things have changed. What if I tell you that, especially for 

small businesses, that brutal competition is not the best 

response anymore. 

Let’s analyse it for a moment. The ones who usually win battles are the ones with more resources. 

Unfortunately, the ones with most recourses are the big ones. They can attract more talents, put more money 

to marketing campaigns, buy smaller competitors, influence policies, etc. 

So, do you really want to fight that battle? I wouldn’t! – Fortunately, there are some good news: you don’t 

have to! 

There are three main issues in the competitive world nowadays: 

1. Scarcity of resources. 

2. Institutionalisation. 

3. Innovation 

Big companies handle very well the first 2 points 

(especially in the short run) but they accept a trade-

off with the third one. In fact, a major problem for 

big companies is innovation. Since the cost of 

changing is incredibly high they tend to be more conservative. Thus, more static. (Apple, Samsung, Facebook, 

Google, Amazon, etc. don’t count, they’re incredible exceptions.) 

What I want to tell you is: if you continue to perceive the competition as a battle you won’t survive but if you 

start to collaborate with your competitors you can start solving these problems. Now I can see you saying 

“those guys are crazy. They’re asking me to collaborate with my enemies”. I know it’s counterintuitive but 

that’s what works (in fact big companies are shrinking). 
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But how? When I say collaboration, I don’t mean that you should stop to compete for the market. What I 

mean is that collaboration is needed to create more value to the market, to integrate products to reduce 

costs, to participate to international bids and to become known in other places. (to have a bigger pie to 

distribute and to distribute it better) 

Collaborating with your competitors means to see them not only as competitors but also as integrators, 

friends and partners. 

You can participate to bigger projects together, you can 

build a networking with them, you can have partnerships to 

gain more customers together, you can share knowledge to 

develop best practices. 

Thanks to this approach you’ll start solving the previously 

mentioned problems: 

✓ Scarcity of resources – e.g. buying raw material 

together (to have a higher bargaining power). 

✓ Institutionalisation – you can participate to bigger 

projects if you are part of a network and reduce the 

risk by sharing it. 

✓ Innovation – since you’re still a small company you 

can quickly adapt to the market changes and if you 

share the market knowledge with your competitors 

(now partners) you can also understand better the market. 

Collaboration gives you some other perks. For example, you can hire the best experts, work with universities, 

attract talents, use economies of scale. Just by sharing the cost in a network of other small companies as a 

partnership. 

 

I know, it’s hard to digest. Now you’re probably think “I’ve just lost time with this stuff” but think for a 

moment… for how long have you been struggling with sales?  How many times did you want to do something 

cool but you couldn’t? Well, this approach will allow you to achieve those things and to have friends willing 

to help instead of competitors willing to beat you all the time! 

 

If you need someone to support you, count on us. In the meanwhile, check the tips in the next page to start 

your new collaboration approach. 

In one of the next manuals we’ll talk about competitive rivalry within the company (in the teams). That 

manual will help you to increase your productivity by creating a great work atmosphere. 
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Tips to collaborate 
 

 

For more content and manual don’t 

forget to follow us on our social media: 

 

And if you want to implement those 

rules and start the journey to a 

sustainable competitive advantage, 

contact US: 

Contacts consultancy@human-think.com  

+39 328 0889833 [ITA, ENG, ESP] 

+48 729 667 731 [POL, ENG, UKR, RUS] 

www.human-think.com  

ITA | POL 

Choose a small initial number 
of potential partners. 

Be open and transmit trust. Show that 
you really want to create more value. 

Develop a communication strategy. Propose 
a project that is valuable for both. 

mailto:consultancy@human-think.com
http://www.human-think.com/
https://www.instagram.com/human_think_it/
https://www.instagram.com/human_think_pl/
https://www.facebook.com/Human-Think-Italia-292823588081770/
https://www.facebook.com/Human-Think-PL-2384994461731020/

