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1 SUMMARY

The purpose of article is study Starbucks Corporate Strategy and the impact of these strategies, which reveal the secret of Starbucks success and its strengths and weaknesses.

Starbucks, born in Seattle, USA, started out with coffee beans and has never advertised since it was officially established in 1987. However, it has become a giant coffee chain in nearly 20 years and its rapidly growing legend has drawn global attention.

The Starbucks Experience is at the heart of Schultz. Starbucks make coffee culture pass the world, ordinary coffee shop has become "the third space." From a management point of view, Starbucks early implementation of a differentiation strategy.

pros and cons:
(1) The coffee culture spread by Starbucks distinguishes Starbucks from other coffee shops.
(2) Starbucks unique style to attract the public.
(3) Starbucks quality of service to customer satisfaction.
(4) Starbucks products are of higher quality.
(5) Starbucks product research and development to give customers a fresh feeling quickly.
(6) Starbucks to seize the market vacancies, identify investment opportunities.
(7) Starbucks has a lot of competitors and alternatives, and its competition is fierce.
(8) Price war is a Starbucks weakness.
(9) The rapid expansion of Starbucks led to funding problems.

conclusion:
Starbucks's early differentiation strategy was successful, unique style and stylish representation to attract a large number of customers. At the same time, quality service brings Starbucks loyal customers. Brand has become a hindrance in the industry, the high price was recognized by the public, but Starbucks caught in the price war will be eliminated.

Suggest:
(1) shrink front, with scarce brand build home
(2) new product development
(3) continue to enhance service competitiveness
(4) lock the customer relationship, grab the customer chain
(5) interactive marketing, double experience to consolidate
(6) Cross-selling, sublimation customer value through cross-selling
(7) Intensify interweaving groups, marketing with customers

2.0 STARBUCKS

Starbucks was the name of the American chain coffee company founded in 1971. Starbucks, the world's largest coffee chain,it is headquartered in Seattle, Washington. Starbucks' retail products include 30 types of coffee beans, the world's best manual espresso and a variety of hot and cold coffee beverages, fresh and delicious pastries and coffee cups, coffee cups, etc. (Starbucks Coffee Company Information,2017)
Company has been committed to provide customers with the best quality coffee and service, creating a unique "starbucks experience", starbucks stores around the world, and family warm and comfortable "third life space". At the same time, we continue to contribute to society by demonstrating corporate social responsibility, improving the environment, giving back to our coffee partners and farmers. With its unique corporate culture and philosophy, the company has been named "the most respected enterprise" by fortune magazine for years. (Starbucks Coffee Company Information,2015).

2.1  REPORT REMIT

We all know that Starbucks leads the world of coffee and no one knows how it's formed. Starbucks is a global way to build coffee shops in the big cities of the region and then build a reputation around the towns.The ultimate goal of starbucks is to build 20,000 stores around the world, such as McDonald's, which has 30, 000 stores.
This article examines the secret to Starbucks' success and the impact of Starbucks corporate strategy. How corporate ideas and culture influence the general public, why Starbucks became a fashion representative of coffee culture. Starbucks successfully entered the market through various strategies to create a unique coffee culture.Starbucks values are based on customers and coffee, creating a warm and sense of belonging, and are pleased to welcome and welcome everyone.

2.2  HISTORICAL EVENTS

In South America, North America, Europe, the Pacific and the Middle East, starbucks has nearly 22,519 stores worldwide. Starbucks' retail products include all kinds of coffee beans, espresso drinks, various teas, fresh and delicious pastries and coffee machines, coffee cups and other products. In addition, the company also with the joint venture partners to produce and sell bottled jasmine coffee drinks, ice cream espresso and ice cream, and through the market sales agreement, convenient place outside in retail stores, production and sales of starbucks coffee and ice cream and expand Thai tea, new products and brands such as starbucks music CD. (Starbucks Coffee Company Information,2015).
On January 31, 2017, starbucks corp. introduced a new voice assistant feature for the coffee chain in the starbucks mobile app, which makes it easy for users to use voice points and pay. (Mobile Order & Pay,2017).
The United States filmed the movie with Starbucks in 2007.

2.3  CONCEPTS 

According to Michael Porter, an organization can have three competitive advantages: The total cost leader leads to lower costs by reducing costs, lowering commodity prices and competitive advantage. In order to achieve cost leadership, cost management must be strictly controlled so as to reduce the realization cost of the goal. The average cost of commercial profits is lower than the industry. The overall cost of leadership is very attractive. Once a company has found a job, they can get higher margins to invest in new equipment, modernize equipment to stay ahead of the cost, and reinvestment is often a prerequisite for cost reductions. (Michael E.Porter. 2005)
Differentiation is a company that offers products or services unique, or versatile, or new in style, or more aesthetically pleasing. It can be a viable strategy to win extraordinary returns in the industry if a unique strategy is to be achieved. This makes use of customer loyalty to the brand. Porter argues that sometimes the implementation of differentiation strategies contradicts the fight for greater market share. Implementing a differentiation strategy usually requires that the organization mentally be prepared to eliminate such strategies. This strategy and market share can not be balanced. Creating a company's differentiation strategy is always costly, and sometimes not all customers are willing or able to pay for the company's high demand, even customer recognition of the advantages of enterprises.Focus on a specific regional market or customer base because companies can provide a narrow strategic goal in a broader context and are more efficient and better performing than their competitors. (Michael E.Porter. 2005)
Porter argues that these three strategies must be clear to every company because the companies that are hovering are in a very bad position. These companies lack of capital investment, thereby weakening the capital's "low-cost brand." In the entire industry, the necessary condition for differentiation is to abandon low-cost efforts. However, there are similar issues with single-step strategies that create differentiated or low-cost advantages to a limited extent. Companies hovering around are almost destined to be low-profit, so it has to make a fundamental strategic decision to get closer to these three common tactics. Once companies are hovering and getting out of this unpleasant situation usually takes time and constant effort; one after another using three strategies,Potter thinks is doomed to failure because of the inconsistencies he demands. (Michael E.Porter. 2005)

3. MAIN BODY

3.1 DIFFERENTIATION STRATEGY

3.1.1, Three strategies
Differentiation strategy refers to the competition of enterprises has a very strong difference, thus forming a clear characteristic. The core of this strategy is to give customers a special recognition of the product.
 (1) Product Differentiation The main factors that differentiate the strategic product are its features, consistency, reliability and design.
(2) Service differentiation strategy mainly includes consulting services, explain products, delivery of such services. 
(3) Employee differentiation strategy is mainly to train staff, which needs to reflect the following three characteristics: courtesy, efficiency, good communication. 

3.1.2, Differentiation strategy requirements
(1) There are many ways in which this difference can occur between a business and a competitor's product, and the customer perceives this differentiation to be valuable. 
(2) Customers will have a variety of product needs, because each customer's needs are not the same.
(3) Few competitors use the same approach, which means they can really ensure that the business is "differentiation." 
(4) Technological innovation is very fast, the main factor in market competition is the continuous introduction of new product features.
3.1.3, The application of differentiation strategy conditions
(1) Employees have strong research and development capabilities, researchers need more ideas. 
(2) Enterprise has a leading position in quality or technology.
(3) This business has a long history in this industry and it forms a unique culture.
(6) enterprises should have to attract senior researchers
(4) strong marketing ability
(5) It coordinates product innovation and research and development as well as marketing departments.
(6) Enterprises must draw some skilled senior researchers and creative genius. 
(7) Enterprises must work closely with various sales channels.

3.1.4, The significance of differentiation strategy
(1) establish customer loyalty to the enterprise, which makes the substitute unable to compete with the performance because the differentiation strategy enables enterprises to establish customer loyalty. 
(2) Forming a strong industry barrier to entry. After companies implement differentiated strategies, new competitors need to waste a lot of money to change loyal consumers.
(3) enhance the ability of enterprises to bargain with suppliers. Enterprises in the industry to occupy a dominant position, the return is greater than the average income in the industry.
(4) weaken the ability of buyers to bargain. Reduce customer sensitivity to changes in the price of a product or service. Such a strategy can avoid the threat of competitors.

3.1.5, Risk
(1) Differentiation strategy costs higher than similar products, so most of the differentiated products can not be accepted by the market. Differentiation strategy requires the product in the design, packaging, service and other differences, companies must invest more than the production of similar products at more costs. Therefore, the price of differentiated products is relatively high, so you will lose the purpose of reaching consumers.
(2) can not accurately grasp the market bias, the pursuit of unnecessary differentiation, it can not get the expected benefits. Differentiation is only to meet the needs of consumers, but blind pursuit of differentiation will result in no consumers, this strategy is a failure product. 
(3) focus only on product differentiation, ignoring other important aspects of the product. Differentiation strategy enterprises need to focus on all aspects of cooperation.

3.2 IMPLEMENTATION OF THE STRATEGY

3.2.1 Image differentiation strategy.
Starbucks has a unique decorative style, with a special design department at the U.S. headquarters in Starbucks. It owns a group of mature artists and designers who design solutions for Starbucks stores around the world.For example: Starbucks did not pay advertising costs, Starbucks operators said: Our store is the best advertising.

3.2.2 Product differentiation strategy.
Consumers' money for coffee is not only cost effective for tangible coffee costs, but also cost effective for invisible coffee prices, so clients have less bargaining power. Starbucks is an important customer for its suppliers and the coffee beans from its suppliers are key to Starbucks. For example: Starbucks said: I am not a place to simply sell coffee, I sell is a different experience.

3.2.3 Service differentiation strategy.
Instead of producing their own coffee, Starbucks grinds coffee for consumers, but customers are willing to buy Starbucks coffee. Starbucks strongly emphasizes the American consumer culture, customers can casually laugh. The difference is the difference between Starbucks and its competitors. For example: Starbucks takes every client seriously and does only one client's cup of coffee at a time.

3.3 ADVANTAGES & DISADVANTAGES OF THE STRATEGY

3.3.1Weakness
(1)The first is the high price of Starbucks, which led to the loss of most Starbucks customers. 
(2)Starbucks scale of rapid expansion, Starbucks one after another to take measures to reduce costs. 
(3)As shop locations and design, staff training, etc. are getting worse and worse, many customers think the quality of service at Starbucks is getting worse. (Starbucks weakness,2016.)
(4) Because of the unplanned expansion of scale, but this did not bring qualified performance and brand rise. Some people think that Starbucks experience culture is gradually disappearing, this is unhealthy development. ( Hasan Khalid.2016.)
(5)Starbucks organizational structure bloated, inefficient.
(6)Due to the economic environment led to the pressure of capital chain management.

3.3.2 Strengh
(1) Starbucks is using a flexible and cooperative model, its investment can be based around the world but mainly direct sales. (Wilson and Gilligan.1992.)
(2) Starbucks's brand advantage hinders competitors from entering the industry. One of Starbucks' strategies to enhance its brand name is to use the brand alliance to rapidly expand its brand strength. During the development process, it is looking for strategic partners that can enhance its own brand equity, expanding sales channels, forming alliances with strong partners and expanding its marketing network. (Hasan Khalid.2016.)
(3) Starbucks has the advantages of coffee technology, top-grade coffee beans and hand-made espresso, as well as a wide range of raw materials and technical reserves for coffee machines. Advanced technology not only improves product quality and reduces costs, it Starbucks has been pursuing innovation since its inception and continues to work hard to develop and use new technologies such as Starbucks' unique technology for baking and espresso extraction to create the technological advantages of Starbucks. (Starbucks Coffee Company , 2017.)
(4) Because Starbucks coffee is a fixed taste, and Starbucks internal production technology changes relatively small, so its technical competition is relatively stable. At the same time, Starbucks specializes in innovative products, so it continues to introduce a variety of products. 
(5) Starbucks screening of employees is very strict, so it has a meticulous service, Starbucks waiter can only say "yes" to customers.
(6) In addition to providing customers with quality service, the waiter also details the customer's knowledge about coffee.
(7) Due to the development of society and the innovation of science and technology, modern information technology has improved the management efficiency. So Starbucks headquarters in the shortest possible time to grasp the news of the world's stores and conduct the right guide. (Kotler & Shalowitz & Stevens.2000.)
(8) Starbucks location is through a variety of surveys and screening, it has a geographical advantage. So Starbucks is usually built in the business district and at various stations because Starbucks offers a short break in addition to selling drinks.
(9) Starbucks Make the Most of "Experience": The Starbucks coffee shop offers a unique experience, the "Starbucks Experience." Atmosphere, stylish in-store design, warm lighting and soft music to create a warm atmosphere. In the United States headquarters has a team of professional designers for a variety of designs. Starbucks breaks down American culture into an experience. (Kotler & Shalowitz & Stevens.2000.)

3.3.4Threat
(1)Chain or franchise stores such as Seattle Coffee, Iraqi Coffee, and Rosedale Coffee have gradually entered the coffee shop and indie store cafes. 
(2)Canned coffee cans for convenience stores, cans for aluminum cans, handbags for brewing coffee. 
(3)Fixed-point coffee machine stationed at the airport to facilitate customers at any time coffee machine coffee. 
(4)Regional imbalances and rising raw material prices will affect Starbucks profits and expansion. 
(5)The financial turmoil has also stopped many consumers from spending. (Wilson and Gilligan.1992.) 
(6)And many alternative threats: such as juice, milk tea and so on.

3.3.3Opportunity
(1)As the rapid growth of the coffee consumption market has become the main trend of urban consumption. The consumption of coffee is getting higher and higher. 
(2)Starbucks is good at seizing opportunities, it has the opportunity to rapidly expand its global presence and begin to emerge in new coffee markets (referring to China, India and other countries). Asia can be a source of Starbucks' premium Arabica coffee beans. Due to the background of the times and the market vacancies, Starbucks easier to seize the market. ( Hasan Khalid.2016.)


4.CONCLUSION

Starbucks coffee prices are more expensive than similar products, but consumers around the world are willing to go to Starbucks. The reason is that Starbucks found that consumers have different needs for coffee, so the difference is that the cup is not only coffee, coffee culture. As coffee culture is internationalized, the demand for coffee consumption has increased. So Starbucks introduced a high-quality coffee values ​​that target the current fast food culture. Starbucks has changed the customer values and consumption patterns, it achieved a differentiated value strategy. Because of the rapid economic development, more and more people begin to try different things, such as coffee. More and more people become rich, so many people start to drink coffee and they are willing to accept different cultures. The diversity of coffee culture to the rapid rise of the industrial chain of goods.Therefore, the investment in the coffee industry is more and more competitive. Starbucks lost some consumers due to high prices. Although Starbucks seize the opportunity to enter the vacancy market, affecting the international coffee industry. But the massive expansion led to worse and worse services, less and less Starbucks, and Starbucks funding chain problems. And a large number of low-cost imitators and more and more substitutes, Starbucks once deep into the price war will be a total failure. Not only the differentiation can not continue to develop, Starbucks brand will also be popular, which will directly affect the Starbucks experience emphasized by Schultz.

5.RECOMMENDATIONS

The first is to slow down the pace of expansion, Starbucks need to build themselves with scarce brands, because of the high price determines it. As more and more customers complain that Starbucks is poorly serviced, Starbucks should focus on employee selection and training to improve service quality. And lock the customer relationship, to seize the customer chain. (Kotler & Shalowitz &Stevens.2000.)Strengthen the interwoven groups, and customer marketing. Innovation is the core concept of Starbucks, but now Starbucks focus on expansion rather than developing new products, contrary to the principles of Starbucks. Adhere to the differentiation strategy, Starbucks should not abandon the strategy for cost and profit, or Starbucks will be eliminated by cheap coffee.
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