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WHAT IS YOUR
MOAT?

When information, technology, and capability become easier to access, what remains difficult to replicate?
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YOUR MOAT MAY NOT BE WHAT YOU THINK

For decades, companies have built competitive advantage around things that were difficult for others to obtain.

INFORMATION. TECHNOLOGY. EXPERTISE. SCALE.

DISTRIBUTION. RELATIONSHIPS. ACCESS TO CUSTOMERS.

Many of those advantages still matter.

But Al is changing the economics of some of them.

Information that was once difficult to find can increasingly be discovered.

Analysis that once required specialized resources can increasingly be assisted by Al.

Capabilities that once required significant investment can increasingly be accessed through common platforms.
Expertise can increasingly be augmented.

Technology can increasingly be purchased.

The strategic question is not whether your historical advantages disappear.

It is whether they remain as difficult to replicate as they once were.

AN OPERATOR'S OBSERVATION

A competitive advantage is only a moat if it remains difficult for someone else to cross.

IF WHAT MADE YOU DIFFERENT
BECOMES EASY TO ACCESS, IT
MAY NO LONGER MAKE YOU
DIFFERENT.



ACCESS IS BECOMING LESS SCARCE

Scarcity has historically created value.

SCARCE SCARCE SCARCE SCARCE
INFORMATION. EXPERTISE. TECHNOLOGY. DISTRIBUTION.

SCARCE ANALYTICAL CAPABILITY.

Al is beginning to reduce some forms of scarcity.
That does not make information, expertise, or technology unimportant.
It changes where advantage comes from.

When competitors can increasingly access similar information, models, tools, and analytical capabilities, possessing
those capabilities becomes less differentiating.

The advantage shifts toward what the enterprise can uniquely do with them.

The question changes from:

WHAT DO WE HAVE ACCESS TO? WHAT CAN WE DO THAT OTHERS CANNOT
EASILY REPLICATE?

AN OPERATOR'S OBSERVATION

When access becomes easier, advantage moves toward application, integration, execution, and learning.

ACCESS CREATES ADVANTAGE
WHEN ACCESS IS SCARCE.
WHEN ACCESS BECOMES
COMMON, THE MOAT HAS TO
MOVE.



TECHNOLOGY IS NOT THE MOAT

Al can create enormous competitive value.

But access to Al does not automatically create differentiation.

Your competitors can increasingly buy many of the same platforms.

They can access many of the same models.

They can experiment with many of the same capabilities.

They can hire people with similar technical skills.

If everyone can buy the tool, the tool itself is unlikely to remain the differentiator.

The more important question is:

WHAT DOES THE TECHNOLOGY
AMPLIFY?

A fragmented operating model can become faster at fragmenting.

A weak customer proposition can become more efficiently delivered.
But a differentiated capability can also become more powerful.
Technology can amplify the moat.

It does not automatically create one.

AN OPERATOR'S OBSERVATION

Buying technology is relatively easy. Building an enterprise that uses technology differently from its competitors is
much harder.

THE TOOL ISN'T THE MOAT. WHAT YOU CAN UNIQUELY DO WITH IT MAY

BE.




EXECUTION IS HARDER TO COPY

Strategies can be studied.
Technology can be purchased.
Products can be imitated.
Processes can be observed.

But consistent execution is built over time.

RELIABILITY. SPEED. QUALITY. SERVICE.
DECISION ORGANIZATIONAL OPERATING CUSTOMER
VELOCITY. ALIGNMENT. DISCIPLINE. KNOWLEDGE.
THE ABILITY TO ADAPT.

None of these exists because of a single system or initiative.
They emerge from how the enterprise operates.

Much of what makes execution durable is tacit. It lives in the judgment of experienced people, in the habits of teams that have
worked through problems together, and in the accumulated decisions that shaped how the organization responds under
pressure. That cannot be purchased. It can only be built.

Competitors can often purchase similar technology much faster than they can reproduce the operating system that consistently
turns capability into results.

This is why operational performance can become strategic differentiation.
Execution is not simply what happens after strategy.

Execution can be part of the moat.

AN OPERATOR'S OBSERVATION

A competitor can copy what you sell more easily than it can copy an organization that consistently does what it says it will
do.

WHAT YOU DO MATTERS.
WHAT YOU CAN CONSISTENTLY DO
BETTER IS HARDER TO REPLICATE.



SOME MOATS GET STRONGER WITH USE

The strongest competitive advantages do not simply persist.

They compound.

Every customer interaction can create more knowledge.

Every transaction can create more data.

Every operating cycle can create more learning.

Every integration can deepen the relationship.

Every problem solved can build institutional knowledge.

Every promise kept can build trust.

Over time, these advantages can become increasingly difficult to reproduce.

Potential compounding advantages include:

PROPRIETARY DATA EMBEDDED CUSTOMER INSTITUTIONAL
WORKFLOWS INTEGRATION KNOWLEDGE
LEARNING LOOPS TRUST

The strategic question is:

DOES EVERY TRANSACTION MAKE US
EASIER OR HARDER TO REPLACE?

Al creates another opportunity.
Do not use Al only to reduce the cost of what you already do.

Use it to deepen the capabilities that already make you difficult to replicate.

AN OPERATOR'S OBSERVATION

The most powerful moat may be one that becomes wider every time the enterprise creates value.

DON'T JUST USE AI TO BECOME MORE
EFFICIENT.
USE ITTO BECOME HARDER TO
REPLACE.



DEFEND WHAT MATTERS. ACCELERATE WHAT
DIFFERENTIATES.

As access to information, technology, and capability becomes easier, competitive advantage increasingly depends on what
remains difficult to replicate.

WHAT DO CUSTOMERS VALUE? WHAT ARE WE UNIQUELY GOOD AT?

WHAT IS DIFFICULT TO REPLICATE? HOW DOES Al WIDEN THAT GAP?

DEFEND THE MOAT ACCELERATE DIFFERENTIATION

Protect the capabilities that make the enterprise difficult to Use Al to strengthen what already creates differentiated
replace. value.

e Execution Increase learning.

e Reliability Improve decision making.

e Customer integration Deepen customer understanding.

e Proprietary knowledge and data Extend unique capabilities.

e Trust Improve execution.

e Unique capabilities Make differentiation compound.

AN OPERATOR'S OBSERVATION

Al creates the greatest strategic advantage when it amplifies something the enterprise already does differently and makes that
difference increasingly difficult to replicate.

IF YOUR COMPETITORS HAVE
ACCESS TO THE SAME AT YOU DO,
THE QUESTION ISN'T WHO HAS AL

I'T'S WHAT A1 AMPLIFIES.
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