1. Company organization – 20 points
a. Who did what? 
i. Chimaobi- Finance 
ii. Yvan- Marketing/HR/TQM
iii. Deep- R&D
iv. Farhana- Production

2. Key Financial Results – 20 points 
a.      Provide a snapshot of the key financial statements for each year in business with narrative on each. Items covered should include: Sales, profits, ROS, and Stock Price. Do not get bogged down in details. This is the big picture.

Sales 
For the season, the Eric team had the highest Percent of Sales with 28.49% Market Sale Shares. In the last round the Eric team had $463,251.27 sales, which equated to the highest percentage and earnings among the different teams listed. For the traditional sales, we stayed competitive by keeping our sales price low; we kept the sale of the product to two years and below; and we ensured BTBF is within customer specifications. 
The price was kept low for the Low End Statistic. We were able to maintain the consumers trust by ensuring to uphold to the age within a specific range; and keep the price of the product low. The overall result of the low end statistic is 39%.  The Traditional statistic resulted in 35% of the market share; with the age within the ideal position for customer specification, and the product was priced low compared to the other teams. 
For the High End Statistics, we kept the age with ideal position within customer specification, the age of zero years. we struggled with the MTBF which resulted in 9% of the market shares. 
Performance statistics, we kept the reliability, performance and price within customer specification, which resulted in 27% of the market shares. 
Size Statistics, the ideal range, customer specifications, and price were kept within customer specification and we ended up with 20% of the market share.
i. The cumulative product price rated second highest with $176,430.262. Overall the team did very well stating consistent with the demand; low price; great product; and available commodity. 

ROS 
With the exception of the unforeseen/unexpected financial crisis encountered during Round 2, our company was able to keep pace with the industry’s supply and demand by competitively pricing our products. Our Return on Sales over the 8 years shows a steady increase, which generated a larger profit from sales during each subsequent round.  
Stock Price
For the stock price we started the round one with $34.25 with 2000 shares. In Round 1, we increased our stock to $46.04 with 2000 shares. in Round 2 we had a rough calculation of sales price which resulted in us not selling our product and the stock price dropped to $1. in Round 3, we made changes to our sales price, but still ended the price to $1 sales price. There was a turn around in Round 4, we ended the stock in $33.18. In Round 5, we started to see an increase in our stock price of $71.91 due to high sales. We continued into this uptrend position with Round 6 resulting in $94.24. In Round 7 our sales increased; or profit margin increased, and we ended the round with $126.44. Round 8, was by far the best of all the rounds. We had control of the market shares; our sales price was low; our profit margin was high and we ended the round with $208.91 in stock prices. Despite having a rough second and third round, the Eric team ended the Rounds with the second highest stock price

3. Initial Strategy- 40 points 
a. What was your product strategy? 
i. First employed the broad differentiation strategy 
1. Began with this strategy to equally represent a product in each of the five different market segments. 
2. As a new company entering the industry, we were uncertain about the market’s demand for specific products.
a. Consequently, we determined it would be best to initially have at least one product in each market segment 
3. During the first couple rounds, our products met or exceeding the potential market share value
b. What markets did you select and why? 
i. We selected the Traditional and Low Segment markets for a couple of reasons. The Low Segment comprises majority of the market, making it an inherent leader in the industry. Following the Low Segment is the Traditional Segment, which constitutes about one-third the entire market. As the leading segment, products in the Low Segment were highly successful. NEED TO FINISH

c. Rank your strategy effectiveness on a scale of 1-10.
i. The first strategy would, at best, be ranked 5 or 6. 
ii. NEED TO FINISH


4. Strategy Evolution 
a. How did you change or adjust your strategy over the years and why? 
i. Changed to the Niche Cost Leader Strategy after Round 2 
1. Round 2: unauthorized/unforeseen financial crisis occurred. 
a. $123 million emergency loan was taken out 
b. Resulted in substantial loss for company Erie. 
i. The unforeseen financial crisis during Round 2 forced our company to focus on a select few market segments rather than all five simultaneously. 
c. Traditional and Low Segments comprised the majority of products in the industry.
i. Have the highest potential for benefiting the company economically. 
d. For the Traditional and Low Segments, the quantity of products for each market was based on the previous year’s sales. Our goal was to limit the amount of supply, enabling us to control prices more tightly, while increasing the product’s demand. The demand was created by manufacturing products that matched our consumer’s preferences. 
2. Round 3-4: Recovery from our loss from round 2. 
a. Shut down production in some segments, limit production in others
b. Sell capacity on not needed segments
c. Taking out long term and short term loan to meet cash flow demands
d. Adjust prices to be equal or lower than competitors. Prices on high end, size and performance segment were kept at the highest end of customer’s expectation since these segments are not really price sensitive
e. While our main focus is low end and traditional segment we kept our presence in all segments and kept them all profitable. 
f. We rolled out new product like E-Chim (size), E-Deep(pfmn) and E-Tran (low end).
g. We had falling behind in the performance, the MTBF, and the size of many of our product so we had been aggressive with the research and development department in making sure our product kept up with the market.  We also made sure we met our customer’s buying criteria
h. Invested money in promotion, sales of our products and increased demand for our products. 
i. Our strategy proved to be effective since we were making profit again and our stock price which had falling to $1 per share was increasing again, our financial ratio and contribution margin were improving. In round 4, We made a profit of 9.8 million and sales was $253 million
3. Round 5-8: Expansion rounds
a. Invested money in Human Resources department to improve efficiency and performance of our employees. Spend money on education with over 70 hours of training per year. Spend money on recruitment as well. by round 8 we had the highest complement for both shift combined and individually. We had zero percent overtime. We also had the lowest turnover rate and 6.8% the highest productivity index 118.7% in the competition.
b. increased production in some segment such as low end and traditional, performance segments while limiting production in the high end segment.
c. We continued to improve our research and development section by aggressively improving the quality of our production term of size, pfmn and MTBF.
d. We used TQM to roll our products earlier, reduce material cost labor cost and administrative cost and increase demand
e. We spend the minimal amount of money in sales and promotion to keep up and exceed our competitors’ availability, products awareness and customer demands.
f. We were very successful with theses strategic choices since we change from the company with the biggest loss to the second most profitable company with $176 million. We were leading in sales for the last 5 rounds. We the single biggest profit out of the whole competition in round 8 with more than $95 million dollars. Our stocks prices went from $1 in round 2 to $208.91 per share at the end of round 8.

5. Impact of Competitors on your Firm- 30 points  
a. How did their decisions impact your firm? 

i. Knowing the Traditional Segment is the second largest in the industry, we focused on reviewing our competitor’s inventory for this segment during the previous year. 
ii. Our strategy was to produce enough unit to meet customer demanding according to our forecasting for the next round of competition. We had to make sure we sold the maximum item necessary while maintaining a very low inventory at the end of the year to reduce a carrying cost.
iii. Many times we had to reduce our price to keep up with competition. For example, in round 5-7 Team D dropped their prices very low, way below the average market price from that time in the low end segment. We had to follow them to prevent them from getting all the sales in that segment. We kept prices low to compete with team Andrew in Traditional segment
iv. Many time we had to make great improvement in our product in term of pfmn, size and MTBF to keep up or exceed competition. Many time our product were above the customer buying criteria but due to the competiveness of the market we still had to spend good amount of money in research and development every round. For example, in competing with Team Andrews in the Traditional segment, we aggressively improve pfmn, size and MTBF in the tradition segment and low end segment. We took similar steps in to keep up with team Ferris in the High end, Size and pfmn segments
v. We increased spending in TQM for material cost, labor cost, administrative cost and customer demand to keep up with Team Andrews. We increased marketing segment in specific segments to keep or augment our lead or to catch up with the competitors’ in sales and profit. 

6. Future Direction- 30 points 
a. If you were running the firm for the next five years what changes and direction would you take? 
1. Increase in Sales, Profit, Contribution Margin, Stock Price: We can do that by continue to be the leader in sales and profit. We would keep our product prices below the competition. We would keep up in quality in the high end, performance and size segments
2. Reduce or eliminate long term and short term debt: During this competition we have turned out $124 million dollars deficit in round 2 to a $176 million in profit in round 8. Our long term debt is 4.1% or $15.4 million and current debt is 5.3% or $19.9 million, retained earnings was 53.4% or $201.8 million at the end of 2024.
3.  Better management of production to meet demand in low end and high end segments while reducing left over inventory in the other segments: The low end, traditional and High segment sold out while there were 181 units left in the pfmn segment and 198 units in the size segment
4. Increase capacity and automation: Next year our automation is 8.5 to 9 for all of our segments. The goal would be to increase it to 10 across the board. Our plant utilization is 149 to 200%, with 5 products above 190% in plant utilization.  5 of our 8 products are virtually sold out, especially when considering market trend, we can conclude that we should increase production.
5. Continue being the leader in the traditional and low end segment. Improve on the other segments. 
6. Reduce labor cost, material cost and administrative cost. Increase Demand.


b. What would you change strategically? 
1. There would not be many changes other than introducing two new products one in the low end segment and another in the traditional segment to get even bigger shares of these segment. Right now we had 35% market share in the traditional segment with one product and 39% of the low end segment with 2 products. Our goal is to have 55% to 70% of the market share in these two segments in 5 years.
2. Traditionally we had tried to reduce prices to keep up with the competitors and the customers evolving buying criteria. However, in the low end segment due to the shortage of supply since some team have phased out their products and the increasing customer demand, we should increase our prices. The prices should above the customer buying criteria but below the traditional segment lower prices. It’s basic economics with increasing demand and limited supply, prices should increase. We did it in round 8 and it was very successful.

c. How would you describe your competitive advantage? 
i. We have competitive advantages because we have more sales, more profit than our competitors. Our bond rating is AAA, so we can borrow more money at a lower rate than our competitor, we can invest more and roll out new products. We can sell our products cheaper since we had so much reserves. 
Our stock prices are higher so we can issue more stock if we need money. With high stock prices we can obtain more money for the same amount of stocks issued than our competitors.
ii. We have more products than everyone else. All of our products are profitable. All of our products are competitive and half of them are leading their segments in quality, price and sales

7. Paper is to be professionally formatted and prepared. – 20 points
[bookmark: _GoBack]
8. Paper should be about 15 pages long.

