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Question 1.
In many cases, the top managers are rewarded according to the size of the business they manage due to education, risk, stress and embodied hard work. The top managers are entitled to come up with tough decisions for the organization. The top-level executive is a stressful position; the activities take away from home life. Therefore, many managers are always on the clock. If an event is to happen, they are strictly on phone calls. Managers lead the firm to struggle to achieve the best they can following the outlined plans and goals (Hou et al., 2017). In this regard, if the company is big, a top level manager should be well salaried and is the business is young (small), there is no need to pay top executives more than they can afford .The shareholder should linkup closely with the top level executive in interest for success if the entire business. Partaking executive pay offer incentivizes for achieving end-goals for the business, and this would increasingly benefit shareholders while bettering the relationship.
Question 2.
In the case study, the firm outlined strategies that would be beneficial to its operations. They include; establishing and enhancing leading brands, emphasis on chances in high margins and high growth categories, escalate existence in high margin categories, control the firms incorporated business model, reinforcing firm’s distribution networks via acquisitions and advance operation competence. From the strategies above, reinforcing firm’s distribution channels via acquisitions is more likely to benefit the business. As such, the acquisition will enable the company to have all products available to many people and the larger market will be accessed. Many customers will be aware of the firm’s products thus increased sales revenue. The acquisition will suitably help by harmonizing the supply and demand curves where, consumer demand will be sorted through adequate supply to encounter demand (Van Lieshout & Beeres, 2017).Other than the above strategies, the business can put into account another approach to back-up its planned direction, that is; product differentiation. This would imply that potential customers will be gripped by the firm’s differentiated products in contrast with alternatives from competitors. This strategy will work effectively without influencing the firm’s objectives, improving sales, returns,  and boosting shareholders wealth as well.
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