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I have observed that the demand for books and printouts is insatiable on campus. This was the guide in setting up a printing zone to take advantage of this situation and at least make a penny to survive on campus and build the economy as well as a law-abiding citizen. Given the latest technology, I acquired a xerox versa link C405 printer with a printer speed of 35 pages per minute, the highest rated portable device whose paper capacity is 600 leaves in the main tray. This gives me the absolute advantage to make more copies and at a higher rate than any competitor who has a different printing machine. The machine also has a four-in-one color laser multifunctional device which makes it possible to scan, print, and produce colored copies more efficiently. I am focused on the acquisition of more superior ink to better the quality of my printouts and deliver the promise of quality to my clientele.
On the other hand, my closest competitor in the hub has a source of cheaper paper and cheaper ink and can thus make more copies or the exact number of documents at lesser capital investment. The suppliers ensure he has a constant supply of printing material and so he can rely on that and give discounts to his clients, improving his sales significantly. He as well as a more miniature desktop computer which greatly limits the power consumption to keep power bills in check. All this gives him a comparative advantage.
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