g‘:;}) s 2l

!.__\ L‘ ) - e e |
IJARASEM ISSN: 2395-7852

International Journal of Advanced Research
in Arts, Science, Engineering & Management

Volume 11, Issue 6, November - December 2024

INTERNATIONAL
STANDARD
SERIAL

NUMBER

INDIA

Impact Factor: 7.583

B 1919940572462 . +91 9940572462 DX ijjarasem@gmail.com @ www.ijarasem.com


mailto:ijarasem@gmail.com
http://www.ijarasem.com/

International Journal of Advanced Research in Arts, Science, Engineering & Management (IJARASEM)

~ 1 | ISSN: 2395-7852 | www.ijarasem.com | Impact Factor: 7.583 | Bimonthly, Peer Reviewed & Referred Journal|
'n___h'{?%_l e
IJARASEM | Volume 11, Issue 6, November-December 2024 |

How New Entrepreneurs Compete with
Established Entrepreneurs and Achieve Success

Mr. Sanskar Modi, Prof. Dr. Rajendra Jarad, Pro. Nilambari Moholkar, Pro. Dhanajay Bhavsar,
Prof. Mahendra Yadav, Prof. Dr. Praveen Suryavanshi

Department of MBA, D.Y Patil Institute of Technology, Pimpri, Pune, India

ABSTRACT: This research explores how emerging entrepreneurs successfully compete against established businesses
in today’s dynamic market. As the business landscape evolves due to technological advancements, changing consumer
expectations, and the rise of new business models, new entrepreneurs find innovative ways to challenge market leaders.
The paper focuses on strategies like business model innovation, leveraging digital technologies, creating customer-
centric experiences, and securing alternative funding. It highlights how new ventures overcome entry barriers, attract
investors, and build competitive advantages to sustain long-term success.

I. INTRODUCTION

In today’s economy, entrepreneurship plays a crucial role in driving innovation and growth. However, new businesses
often face significant challenges when competing with well-established companies that have substantial resources,
customer loyalty, and market dominance. Despite these barriers, emerging entrepreneurs have leveraged the
opportunities created by digital technology, evolving consumer behaviors, and the increasing availability of venture
capital to disrupt traditional industries.

This study investigates how new entrepreneurs compete with established players, focusing on their strategies for market
entry, customer acquisition, and scaling. It also examines the tools and resources available to new entrepreneurs, such
as digital platforms, alternative financing models, and flexible business structures. Ultimately, the goal is to understand
how startups overcome the advantages of larger companies and achieve lasting success.

Entrepreneurial Landscape: Barriers and Opportunities

New entrepreneurs are confronted by several obstacles when trying to compete with industry giants. Established
businesses benefit from strong brand recognition, access to large capital reserves, economies of scale, and established
customer relationships. In contrast, startups often operate with limited resources and lack the brand loyalty that comes
with decades of market presence.

Despite these challenges, opportunities for new entrepreneurs are abundant. Technological advances and the growing
digital ecosystem have significantly reduced traditional barriers to entry. The democratization of tools for marketing,
customer engagement, and sales allows smaller businesses to compete on more equal footing with their larger
counterparts. Additionally, the availability of alternative funding mechanisms—such as crowdfunding and venture
capital— provides new entrepreneurs with ways to finance their ventures without relying on traditional banking
systems.

Strategies for Competing with Larger Entrepreneurs
Emerging entrepreneurs use a variety of strategies to differentiate themselves from larger competitors and carve out a
space in crowded markets. Some of the key approaches include business model innovation, leveraging new
technologies, and catering to specific customer segments.

Business Model Innovation

New businesses often achieve success by rethinking traditional business models. This innovation can take many forms,
such as creating direct-to-consumer (D2C) models that bypass intermediaries or adopting subscription-based services
that provide predictable revenue streams. Such models not only increase profitability but also foster customer loyalty
by providing convenience and value.

For example, companies in the retail space, like Warby Parker, have disrupted the traditional eyewear market by

offering a direct-to-consumer model online, cutting out the cost of brick-and- mortar stores and passing savings on to
consumers.
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Digital Transformation

The digital landscape has provided new entrepreneurs with the tools to quickly scale their operations. E-commerce
platforms, social media marketing, and cloud computing have enabled small businesses to reach global audiences at a
fraction of the cost compared to traditional advertising and distribution methods. Digital transformation allows startups
to compete by offering personalized experiences, real-time customer service, and faster delivery models.

Startups like Glossier have capitalized on digital platforms to engage with consumers, build a loyal following, and
rapidly scale their operations. By using social media to directly connect with customers and gather feedback, these
entrepreneurs have created a competitive advantage that larger companies struggle to replicate.

Targeting Niche Markets

New entrepreneurs often gain traction by focusing on underserved or niche markets. Instead of directly competing with
large corporations for the general market, these entrepreneurs identify specific customer needs and tailor their products
and services to meet those needs.

By catering to smaller, more specific customer bases, new businesses can build strong brand loyalty and avoid the
competition with larger players. For instance, the rise of niche food brands offering organic, vegan, or sustainable
products has reshaped the food industry, challenging large, conventional companies to adapt to changing consumer
preferences.

The Role of Customer-Centric Strategies

In contrast to larger, less agile companies, new entrepreneurs often excel at providing exceptional customer
experiences. This customer-centric approach not only helps them build loyalty but also enables them to adapt quickly to
market shifts.

Personalization

By leveraging data analytics and customer insights, new businesses are able to create highly personalized experiences
for their customers. The ability to offer tailored products, personalized recommendations, and unique experiences is a
significant advantage for new entrepreneurs, allowing them to stand out in competitive markets.

Tech companies, like Spotify, are prime examples of businesses that use customer data to personalize user experiences,
providing tailored music recommendations that keep users engaged. Similarly, many new e-commerce companies use
data-driven marketing to offer individualized product suggestions to enhance customer satisfaction.

Engaging with Communities

New entrepreneurs understand the power of social media and community-building. Unlike larger businesses, which
often rely on mass marketing, new companies can engage directly with their audiences, fostering loyalty and creating a
sense of belonging. The ability to respond to customer feedback and offer real-time support gives startups an edge over
larger corporations, which may be less responsive due to their size.

Companies like Glossier and Gymshark have successfully built vibrant online communities, where customers feel like
they are part of something larger. This community engagement builds trust and encourages repeat business, as
customers feel more connected to the brand.

Financing Strategies for New Entrepreneurs

Securing capital is a crucial challenge for new entrepreneurs who must compete with established players with deep
financial reserves. However, the rise of alternative funding methods has opened new avenues for startups to raise
capital.

Crowdfunding and Alternative Funding Sources

Crowdfunding platforms such as Kickstarter, GoFundMe, and Indiegogo allow new businesses to secure funding
directly from potential customers or investors. This not only provides financial backing but also serves as a form of
market validation, allowing entrepreneurs to test demand before launching a product or service.

Additionally, venture capital (VC) and angel investors are crucial in providing growth capital for high-potential

startups. By presenting innovative business models and showcasing scalability, new entrepreneurs can attract investors
who are willing to take calculated risks in exchange for equity.
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Bootstrapping

Some entrepreneurs choose to fund their businesses without external investment, relying instead on personal savings or
early profits to fuel growth. While bootstrapping can limit the amount of available capital, it allows for greater control
over the company’s direction and can be a viable strategy for entrepreneurs seeking to build sustainable businesses
without incurring debt.

I1. CASE STUDIES: SUCCESS STORIES OF NEW ENTREPRENEURS

Warby Parker

Warby Parker’s success story is a textbook example of how new businesses can compete with established players. By
reimagining the eyewear industry with a direct-to-consumer model and integrating a strong social impact element
(through their “buy one, give one” initiative), Warby Parker successfully attracted a loyal customer base and disrupted
the traditional eyewear market dominated by incumbents.

Airbnb

Airbnb’s rise is another example of how new entrepreneurs can challenge long-established industries. By offering
affordable and unique lodging alternatives, Airbnb tapped into a market of budget-conscious travelers looking for
experiences beyond traditional hotels. The platform’s ability to quickly scale globally and cater to consumer demand
for more personalized travel options has allowed it to compete directly with established hotel chains.

III. CONCLUSION

New entrepreneurs are redefining the business landscape by adopting innovative strategies, leveraging digital tools, and
focusing on customer-centric models. While competing with established businesses presents numerous challenges, new
entrepreneurs have proven time and again that agility, creativity, and the ability to adapt to market demands can lead to
substantial success. By utilizing new technologies, targeting niche markets, and embracing flexible business models,
emerging entrepreneurs are able to create competitive advantages that help them thrive in a highly competitive envi
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