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DB2 Response 
		You have done an excellent job of outlining the problems encountered by Me-Tech while introducing new products. You have achieved this by showing the disadvantage of introducing new products in a hasty manner (Pinto, 2012). A new product needs time to attract customers with proper marketing strategies and customer feedback. Delivering the products at the right time should be the focus of the company in promoting the new product. When a customer misses the product they enjoy they will immediately switch to a competitor brand which was one of the major aspects that affects businesses including Med-Tech. Strategies that have worked previously should still be used to gain back the lost customers.
		When it comes to the root cause of these problems, you have shown what drives the problems. He or she has written on the steady issue of anticipating. This is one major issue that the writer insists that affects Med-Tech (Johnston et al., 2015). When an organization cannot predict the sales needed nor do not have a track record of how they performed in the prior years will only make things worse. This means that recovery of information will become monotonous and some of the vital information will be lost in the process.  Any organization needs to offer quality services rather than focus on inventory as shown by the writer. Delay of merchandise will cause fear to retailers and they risk losing customers. When the demand is not met the competition will take advantage and customers will opt where their needs are met.
[bookmark: _GoBack]		Customer complaints may not be addressed properly unless there are the right channels to do so. You have clearly shown why it is important to have a customer service manager and how they help to identify customer needs (Piscotty & Kalisch, 2014). Dan recognized the problems that had been affecting Med-Tech. He was able to study consumer conduct and after examining demand shapes, charges, and predicting they were able to know that the information methods were not regionalized. Also after the introduction of new products, they were consistent as they hit the rocks after a short while. They advised on the need for regular predicting and a more upfront approach by linear reversion.
		To fix their problems, you suggested several solutions. The Inventory Manager took responsibility and recognized new inventory rules which made him realize the amount of money that was being lost due to poor inventory management(Nakrem et al., 2018). You introduced Enterprise Resource Planning which would contribute towards production. With ERP in place, Med-Tech would be able to oversee all departments while improving customer value. On the other hand, Materials Requirement Planning would give more instinct to the developers in planning the orders and delivery schedules.
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