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Computer Companies Supply and Chain Management Evolution
A business stands according to how an individual shape it (Gallien, 2016). According to the history of Dell, Michael Dell was determined to make cheaper computers during his time. He used the cheap raw materials to combine one which would, in return, make it cheap and affordable. Additionally, it is at the background that Michael started dealing with orders with the making of a particular computer with given specifications just as the client demanded. In that first year, the deal made $180,000, which prompted him to open the actual company immediately after school (Gallien, 2016). In most cases, a business will operate as it was grounded. It becomes hard to change its whole background and operation, which leaves the stakeholders in a difficult situation. The company started by operating on orders which even after the expansion was just the structure. However, at that period, the director had managed t create an internet aided platform which would receive the orders. As simple as that, the company became a threat to other new and ones which is yet to end. As a coping mechanism, the other companies are trying to copy Dell to date.
Q 1
Dell can be classified as one of the most common types of computers, especially in the past years. Most people have preferred the model due to its affordability bearing that its specifications are at a notch as compared to other models such as MacBook’s from Apple. One of the critical tricks applied to capture more customers is ensuring that the computer is made out of the client’s specs (Magdalene, Thu, May 23 2019). As explained, the client writes a review of what they want in their particular machine. On receiving the preview, the cells, or instead manufacturing and testing groups, hired commences immediately. After the computer is made, the operation cell counterchecks to ensure that it is operative and as per the client’s requirements. Arbitrary, other companies such as the mentioned, Apple, computers are made using the manufacturers specs and later supplied after completion. The client, or rather, the buyer chooses from what is in the market. Another critical characteristic of dell is that it does not make computers to await clients instead makes all on order. It helps ensure that its market does not have fragmentation.
Notably, it helps to prevent price inflation where the company can be forced to sell the made computers at a lower price to keep up the competition in the market. Other companies believe in making the products and later releasing them to the market, which might lead to uneven prices, especially while looking at different factors such as market availability and competition. Dell has been able to manage the inventory effectively. It has been able to do so as it does not have products awaiting sale. Such mentioned innovations and practices have enabled Dell to maintain a significant market as compared to other companies. 
Q 2
The computer supply and logistics have invested in selling their products direct to customers. Initially, it was a plan which made less sense. The retailers had to sell the products the old-fashioned way, which in return, attracted clients based on their setup. However, things have changed immensely. With time, companies have copied what dell has been doing in the past years. The companies have stopped manufacturing computers in plenty and keep them in the field awaiting clients. Instead, they are making with preorders to ensure that the market does not face fragmentation at any given moment. However, what makes such a setup unsuccessful is the lack of proper marketing before manufacturing. For instance, if there is no one to order for the computers, the company will have nothing to sell. Most companies have reported falling victims on such. As a result, if there are no customers, the companies are headed down. But again, what should be noted is that when companies make computers out of orders, there are no possible losses (Gallien, 2016). It is a two-way thing, and to attain such markets, the company has a duty of marketing and using the internet to fetch customers. Through the internet, the clients can easily place their orders. Previously, the old-fashioned way of supplying attracted intermediaries who left the prices higher. Such middlemen retailers increased the costs of the computers, which attracted a higher charge as compared to when they were purchased directly. Hence, the computer chain stores which should have physical clients are negatively impacted when logistics revolve to online orders for manufacturing. 
Q 3
Previously, people were not so updated on internet matters as compared to today. Mostly, they believed that the right product was that which they could see, observe, and test. Additionally, most people were used to buying things such as computers from nearby stores and retails. Most giant retailers were reaping much from physical sales. Having the physical clients hindered the companies from manufacturing products which suited the buyers’ preferences. As a result, buyers would be forced to suppress their particular needs such that they could take what was available. The failure to comprehend some appropriate specs as was a bother to some buyers. However, the sellers had heavily invested in the retail shops, which made it hard for them to shift and join the online market. 
Regardless of the online ordering, some people faced difficulties on using the internet as some are just meant to remain analog. Another factor to note is that when a computer order is placed, the client must wait for four days plus which said that they could not get the machine urgently. As a result, the offline shops experienced an advantage where they could have emergency clients as well as those who did not have the patience to wait for the manufacturing days. However much inevitable change is, some companies and individuals have found it difficult to embrace it at once. Hence, they take time to move and adapt to the fundamentals of direct sale, which is the trending change (Magdalene Thu, May 23 2019). Consequently, the probable shortcomings hindered it from attaining the possible clients it would as many remained naïve and comfortable with its operation. 
In summation, it is right to say that technology is the reason behind multiple changes and advances. It cannot be assumed as people must move with the wave. No matter how slow people accept change and proceed with the current, eventually they do. In order to keep up with the competition, an organization must be able to embrace the changes which are available and supporting the other organizations. In our case, dell had already grounded itself properly, which was an added advantage when it came to that marketing advantage. Clients are the reason behind fail or expansion of an organization and attaining a competition power is an advantage. 
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