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Nissan Canada Inc. case study
1. Who is the protagonist?  What is their span of control and what motivates them?
Dave Richardson is the protagonist in this case. He is the corporate manager of vehicle planning at Nissan Canada Inc. (NCI).  One of his powers is illustrated in the discretion that is bestowed upon him over determining the suitable vehicle ordering process. The driving force behind Dave’s commitment is the desire to achieve a significant process transformation for Nissan’s operations in North America and Japan from a ‘make-to-stock to a ‘make –to-order’. 
2. What is the protagonist's problem?
Dave’s problem is that implementation of the new ordering process will give the national sales organization control over production schedule. Consequently, there is a possibility that the dealers may feel uncomfortable in that they could be believing that they have a better understanding of customer needs in their local market. As such, there is fear that that the dealers might dislike the fact that national sales office recommends vehicle orders to them. Secondly, Dave is afraid that there might be an increase in costs when the new ordering process is implemented in that the current supply chain capability is in question.
3. What analytical issues did you identify that will help solve the protagonist's problem?
There is a record of change in the competitive landscape of the North American automotive industry in that there is an increase in international competition as demonstrated in exhibit 1. It is observed that the car manufacturers can ably address the limited visibility of true car demand to the extent that a half of the Americans make compromises when buying cars by purchasing automobiles that might not have been on top of their choice in the case that they have adequate access to a variety of product features and colors for the model that they wanted to buy in the first instance. Upon liaising with Renault, Nissan realized increased profits, revenue, minimized costs, and improved quality and speed of their product.
4. What case data and facts apply to the analytical issues?
Exhibit 1 on page 7 is a table representing North America’s new car and truck sales and market share, Exhibit 2 on page seven presents North America’s per vehicle profitability in 2004, Exhibit 3 on page 8 shows Nissan motor Co. Ltd stock price between 1995 to 2004 where there is an increase in stock price upon making an alliance with Renault. On page 10 a flow chart shows NCI’s vehicle ordering process while the chart on page 12 indicates the plant’s flow chart. 
5. What tools did you apply to the data and facts to analyze the issues?
The tools that were applied to the data and facts to analyze issues included; visual analytics, correlation analysis, regression analysis, scenario analysis, forecasting/time series analysis, and business experiments.
6. What is the solution?  What support is there that is the result of your analysis?
The solution to the problem herein is that Dave must ensure that strategic planning of the NCI project is done in that budget projections are done to ensure that the anticipated increased costs are taken care of in terms of sourcing funds to take care of them as well as finding ways of mitigating the said costs. Additionally, being aware that taking on the NCI project shall be beneficial to the business, and knowing that most of the stakeholders do not understand this thereby not being in a position to positively welcome the idea, stakeholders should be given full information plus knowledge on how the new project works and its benefits.
From the case analysis, it is clear that existing vehicle ordering process is not perfect and therefore introducing developments that shall improve the process is called for. From the graph that shows stoke price, it is indicated that there was an improvement in the business and therefore this engaging stakeholders such as the dealers might have the same effect on the business. From the start of the case, Dave is presented as having the power to develop a suitable ordering process and this gives him discretion of developing a plan mentioned in this section.
7. What are the steps to implement the solution?  
Dave should lead the organization on planning for the NCI project. The financial reporting team should be asked to include anticipated costs in their budgeting. Hold a stakeholders meeting to discuss about the project and plan how they can properly network to effectively implement the project. Training should also be conducted in respect of the importance of undertaking the new project to the business.
8. What is the control for your solution?  Any contingencies?
The dealers will be willing to take part in the new ordering process since they will have been informed on its importance to their business. An increase in sales shall be realized since there shall be improvement in the closing sales rate from 26% to 27%. The competitive advantage of Nissan Canada shall increase leading to a consequent increment in sales and profits.
Contingencies to the implementation of the solution herein could be lack of cooperation by all stakeholders and lack of enough funds to run the project. In this instance, all stakeholders must be involved and be given adequate knowledge regarding the project. Enough funds must be set aside to ensure that the success of the project is achieved.

