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 Winn Dixie is a major, regional super market in the South in the U.S.  In June 2005 it announced the closing of 300 stores and the layoffs of 20,000 employees in Tennesee, Virginia and the Carolinas.

 Why?

 Walmart!

 Candis Cornett of WSL Strategic in NYC, a retail consulting firm, reports her firm interviews 1,000 shoppers every quarter.  These surveys indicate that 46% of shoppers would pay more if the super market was a nicer environment and carried some interesting, non food items.

 Winn Dixie did not change.

 Marsh supermarkets in Indianapolis did, Kowlaskis in Minneapolis did, Wegmans in Upper New York State did.  And all three regional chains are competiting nicely with Walmart.

 This is a wonderful example of the need to DIFFERENTIATE OR DIE!!

 As the leader of your business you must be thinking this way or you will be equalized then eliminated by competitors.  What would your customers pay a bit more for?  How can you deliver it?

 To stimulate your mind a bit read Differentiate of Die by Jack Trout.

READ more about this book here or buy it at     http://rexonline.org/showreviews.php?action=diffdie 

 To go very deep in to the differentiation process read Blue Ocean Strategy.

READ more about this book and/or buy it at http://rexonline.org/showreviews.php?action=blueocean 
