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Amazon of Innovation 
[bookmark: _GoBack]3-4. Based on the facts presented in this case, what do you think is Amazon.com’s competitive strategy? Justify your answer. 
Amazon's competitive technique is that they're a cost leader. Amazon has accomplished such an enormous scale, to the point that it gets the most ideal costs from its merchants so they can work on a razor-thin edge and still profit on every exchange. They likewise have delivering down, they have shipping distribution centers around the nation and in addition manages UPS and the USPS giving them a shipping edge (Kroenke et al, 2018). 
3-5. Jeff Bezos, CEO of Amazon.com , has stated that the best customer support is none. What does that mean?
It means, try not to see it as customer support, don't see it as work. 
3-6. Suppose you work for Amazon or a company that takes innovation as seriously as Amazon does. What do you suppose is the likely reaction to an employee who says to his or her boss, “But, I don’t know how to do that!”? 
With Amazon appearing to be so customer friendly, I would feel that they would sell all the more training and development for her employees. 
3-7. Using your own words and your own experience, what skills and abilities do you think you need to have to thrive at an organization like Amazon?
To thrive at Amazon, I think that one must be self-driven. Amazon produces and send millions of products a day to customers, so you must be able to drive yourself to get done what needs done.
 Similarly, one need organization skills: Amazon’s continued expansion over time and thriving innovations proves that the company and her employees are able and willing to collaborate productively.
3-8 What should UPS and FedEx be doing in response to Amazon.com’s interest in drone delivery?
In response to Amazon's interest in drone delivery, both UPS and Fedex should be focusing on research for their own drone delivery that either match or is better than Amazon’s prime Air with more advanced features. They should plan to provide improved object detection since it is not efficient for drone delivery beyond only GPS coordinates for delivery. Having more advanced features, UPS and Fedex will be able overtake Amazon in drone delivery.
3-9. Summarize the advantages and disadvantages for brick-and-mortar retailers to sell items via Amazon.com. Would you recommend that they do so?
Advantages of Brick-and – Mortar retailers selling on Amazon: 
• Brick and mortar retailers can make their items open to their customers at whatever point the store is close, or the customers don't have room schedule-wise to go to the store 
• The Brick-and-Mortar retailers will have the capacity to move their inventories and get more space for future inventories or accumulations. 
• Brick-and-Mortar retailers would open a way to have more incomes and to sell a greater amount of its stock. 
• Customers who do not enjoying going to the store can get the store items without going out. 
• Nowadays everybody rather purchase on the web, since there is better deals from the comfort of home.
Disadvantages of Brick-and – Mortar retailers selling on Amazon: 
• Some items are charged for delivery notwithstanding the cost of the buy. 
• It is tedious to return the product, especially when it does not meet customer’s satisfaction or specification.
The greatest advantage of brick-and-mortar retailers have as an asset is their physical store locations. Disadvantages include: unclear communication when an order will be ready for pick up, unclear communication at the store where to pick up an order, and poor in-store logistics for getting orders ready accurately and timely (Business Insider, 2016)
I would recommend that they first perfect in-store pickups and grow their own online platforms to compete with the speed and convenience of buying things on Amazon. 
3-10 If a brick-and-mortar retailer were to use FBA, what business processes would it not need to be developed? What costs would it save?
FBA (Fulfilled By Amazon) is one of the numerous services that amazon gives by which different merchants can deliver merchandise to Amazon warehouse for stocking, order packaging and shipment. The FBA customers must pay an expense to cover the service and the stock space. Physical retailers that use FBA don't have to create inventory management, as Amazon utilizes their own inventory management, the organization can profit from amazon and spare cash that can be utilized to pay for different expenses and costs. 

3-11 If a brick-and-mortar retailer were to use FBS, what information systems would it not need to develop? What costs would it save? 
Amazon utilizes its own order satisfaction business procedures, and information systems to satisfy the FBA customer orders, the Brick-and Mortar retailers would spare cash as they don't need to develop information system for driving the process of order fulfilment. Amazon gives a standard interface called Amazon Marketplace Web Service, utilizing web standard technology; FBA customers' orders and payment are specifically connected to amazon's information system. Importantly, the cost of satisfaction by Amazon relies upon the type and size of the merchandise to be handled, at that point, FBA empowers organizations to outsource order fulfilment to Amazon, accordingly maintaining a strategic distance from the cost of building up their own processes, offices and information system for such processes saves costs. 
3-12 If a Brick-and-mortar retailer were to use FBA, how would it integrate its information systems with Amazon’s? 
A brick-and-Mortar retailer can integrate their information system with Amazon by utilizing the MWS (Marketplace Web Site), it enables dealers/ seller to exchange information including their items, and it would assist the retailer with growing their business by permitting larger amount of selling automation, and taking into account more proficient selling and delivery processes. 
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