BMT540 – Template for Case Analysis

Name: _____________________________________________________________ 


	IDENTIFICATION OF PROBLEM(S)
The company does not have a defined competitive strategy, definitive strategy to obtain or retain the customers. The company also have a challenge in identifying company’s proposition and target market, defining the its value proposition and unique selling proposition. 
	





	DECISION CRITERIA
The decisions were motivated by the need to position the company in the market, writing the vision of the company, coming up with a global consumer  brand  and assisting the manufacturers establish a  direct-to-customer online sales channel
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	ANALYSIS 
There is need for an on-demand and web-based order management system solution. This would  allow company to integrate  disparate software applications to create a supply chain software platform that would be used as a single multi-channel system with a single database ,one administration and one  branded customer experience
	





	
ALTERNATIVES
Merging with a complementary company, that is web-based technologies company and warehouse and fulfilment company. This partnership is   important to create a combination of technology, marketing and operation knowledge.
	

	DECISION(S)/
RECOMMENDATIONS
The company should go public to allow the company gain capital that would allow them advance in the market. The company needed to enhance their EDGE software platform.
	

	
IMPLEMENTATION
To come up with the solution the company exploited the knowledge from their fulfillment business by creating a unique methodology that measured the components of consumer experience as they relate to the order fulfilment.  
The company created a new AcroBoo Commerce to help companies sell products online through anonymous storefronts.
The company adopted an online sales channel.
	



