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Case study: Robo Tech Storming into the U.S. Market
Management Shortfall Response and Analysis of Market Entry Strategy
Robo Tech company started as a small industrial robotics company in Singapore with Pat Chen as the CEO (Bartlett, Gordon & Lafkas, 2017). The company grew over the years and ventured into the production of specialty robotics devices. The competition that was present in relation to the robotics devices made Chen to make a decision of focusing on robot-assisted surgery. This saw her entering the US market in which the use of the technology in preforming spinal surgeries was in demand. There were some companies that were engaging in this production although the market demand had not fully grown. The necessity for this product in the performance of surgery grew and this made some of the companies that were only dealing with other forms of robotic to venture in the production of the surgery devices. This created a lot of competition for Robo Tech Company due to the financial capabilities of these companies and the large customer base that they had.
This created certain management shortfalls that Chen had to deal with in order for the company to survive. As the CEO of the company, I need to put in place a proper strategy that will mitigate losses for the company arising out of the management shortfalls. The company is faced with a shortfall in terms of the finances of the company which is necessary for it to stay competitive in the market (Bartlett, Gordon & Lafkas, 2017). The demand for the products means that the company has to invest more in order to satisfy the needs of the market. The failure to do so would result in the company losing its customers to other competitors. Therefore, I would take up additional debt that will be used to finance the business. Although this is a risky venture that is likely to plunge the business into a loss-making position, the finances will help the company to develop and advanced products that will serve the market currently and in the future. The sales will also be boosted by the additional investment which will in turn fight off the increasing pressure from the competitors.
Another way in which I will deal with the shortfalls in the company will be by conducting a SWOT analysis. This will inform on the strength and weaknesses of the company together with the opportunities and threats that the company is likely to face. This is important as it will enable me to understand the areas in which the company is performing well and thus focus on the area to further improve the company. This will also analyze the competitors of the company in terms of the threats that they offer to the company and thus lead to the implementation of the strategies such as marketing of the Robo Tech brand that will assist the company to grow successfully.
In analyzing the shortfalls of the company see no need to change the market entry strategy of the company. This is due to the fact that the challenges that are facing the company can be managed by increasing the investment that the company currently has. The taking up of additional finances is not a favorable position to the investors of the company but one that will ensure that the company remains competitive. The challenges will be felt in the initial years but this will later translate to profits in the future based on the projected estimates. Thus, I must maintain the same strategy as I will still be able to sell the products and make profits.
The revamping of the operating priorities is essential for me in the management of the business. This will see the operations that are of most importance to the company being handled first in order to maximize the revenues of the company. The increased competition and problems in finances make it possible for the prioritization of operations in order for the company to remain relevant. There is, therefore, no need to fire the sales director as the challenges are those brought about by the dynamics of the business rather than his own mistakes.
Way Forward for Robo Tech
[bookmark: _GoBack]The industry of robotics in the US has seen a number of acquisitions by companies that want to position themselves in the use of robotic devices in surgery. This has also seen the merging of other companies all with the intention of getting a part of the market share. This has increased the level of completion for Robo Tech due to the small finances that the company has. The company cannot compete with such companies and therefore, the company must adopt a different strategy. According to the estimates, the competitors had sold 20 units fewer than Robo Tech despite the resources that they had (Bartlett, Gordon & Lafkas, 2017). This means that the company still has the potential to compete as the demand for the products is high and is not being satisfied by both the competitors and Robo Tech. Therefore, I would propose that the company injects some capital into the business which will enable it to develop third-generation devices for the future. The fact that the company has no option of selling or partnering means that they have to tackle the challenges on their own and this requires investing in the business. The company prospects in the future look bright due to the demand for the products and thus the loss-making that the company will face currently should not deter the investments that need to be done. The projected sales estimates will give the company enough revenue in the future that will see it return to profit-making ways, and thus, they will be able to settle their debts.
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