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Finding the Right Market Mix
The focus by iRobot on home cleaning innovations sets it apart from all other manufacturers in the robotics sector that have specialized mainly on the automotive industry. The main target markets for iRobot include the consumer market and the military which makes it possible to leverage the main products as well as diversification and offers the company a competitive hedge in the event of a decline in demand in on industry. Introduction of robotics to the consumer market has positioned iRobot on a blue ocean of new opportunities. Nonetheless, iRobot has had multiple competitors with specialization in the consumer marketplace. However, for the long-term success of iRobot, it has to broaden its range of products to expand the military and aerospace target market. The discussion shall delve into the strategic issues that iRobot is facing, make recommendations on how they can be mitigated, come up with an implementation and execution strategy, as well as assess the lessons learned from the case study.
Strategic issues
The market on robotic products is fairly emerging and on that faces numerous entry barriers as a result of the requirement for advanced technology, and substantial capital investments needed in the line of R&D — consequently, the market experiences fairly few competitors in that niche. The main competition for iRobot is small and large corporations, contractors for the government, as well as government-sponsored universities and laboratories (Hoffman, 2010). It also faces competition from companies that produce conventional push vacuum cleaners including Dyson and Oreck. The competitors against iRobot enjoy a significantly larger capital base. They include Electrolux from Sweden, Kärcher from Germany, Samsung from South Korea, QinetiQ from UK and Lockheed from the United States. The top competitors are in the line of robot vacuum cleaners as well as the untapped ground vehicle market. Roomba vacuum robot from iRobot has fairly friendly pricing and also enjoys quite a high rating across the various comparison points.
Recommendations to Respond to Competition
It is not in doubt that investment in technology and R&D is essential in helping iRobot gain a competitive edge over competitors in the robot market. Technology is a significant tool in the economic sphere. However, investment in R&D in isolation does not assure companies of success in using technology to their advantage. For instance, competitors such as Samsung and Electrolux have invested more than iRobot, but iRobot continues to enjoy a significant market presence in the line of consumer and military products. 
R&D accounts for a significant segment of the success of iRobot. The company invests up to 6% of its revenues in R&D. The company believes that investment in R&D will help the organization to respond to the needs of the consumers by introducing innovative products to the market. The main sections of technology in the company are collaborative systems, operations that are semi-autonomous, advanced platforms, as well as human-robot interaction. Each field provides a unique advantage to the advancement of the robot sector. Research in the areas follows three approaches including team organization, leveraged model, and spiral development. Team organization entails development of small teams that focus on particular projects or robots (Hoffman, 2010). 
New Markets
The economic recession in 2009 had massive impacts on consumer spending. The domestic sales of vacuum cleaners encountered a slowdown locally and internationally. The lower consumer demand coupled with credit crunches locally and globally resulted in scarcity in credit, harsh lending standards and increased lending rates on business and consumer loans. The consistent interruptions in the credit market had a significant impact on the availability of credit to consumers which had an adverse effect on the sale of home robots. In case the robot market does not experience growth, the entire market was at risk of collapse (Hoffman, 2010). 
Recommendations
At iRobot, technology is utilized to the capacity with the strategic team that is responsible for innovation selecting projects that are in harmony with business goals. Resources should be allocated to feasibility studies at the company to determine the viability of the project. Other criteria that are constituted in the business plans to inform selection of projects include reduction of costs, development of new and improved products, minimizing the energy content of the products and process improvements to reduce the use of scarce raw materials. 
Execution and Implementation Plan
In essence, the business strategy determines the criteria with the aim of maintaining the needed market position. As the product gains maturity in the industry, the principles may be subjected to change. A product in its beginning stages in the life cycle is likely to need performance-enhancement projects while the mature product should be submitted to process-enhancement as well as cost reduction to support it (Hoffman, 2010). 
Lessons Learnt
Leadership in matters to do with technology is significant in informing the criterion for project selection. In establishing dominance in the market, iRobot should focus on projects that provide a consistent stream of information as well as experience in responding to the innovations in robotic products. The next lesson is on the need to ensure that the products developed in the R&D department. By solving the problem of the customers, by offering technical services can help researchers to gain insights on new products or process changes that respond to the tastes and preferences of the consumers. The decision-making system and structure used to implement the technology structure and strategy involves connecting the process of decision making on technology with the business decisions and ensuring that they are compatible with the rest of the organization. Presenting a technology plan before its implementation helps the management in screening potential business ideas. If the business plan is given first, the administration may eliminate the business ideas that seem to be inconsistent with it (Hoffman, 2010). 
In summary, the main target markets for iRobot include the consumer market and the military which makes it possible to leverage the main products as well as diversification and offers the company a competitive hedge in the event of a decline in demand in on industry. The main sections of technology in the company are collaborative systems, operations that are semi-autonomous, advanced platforms, as well as human-robot interaction. Each field provides a unique advantage to the advancement of the robot sector.  Resources should be allocated to feasibility studies at the company to determine the viability of the project. Leadership in matters to do with technology is significant in informing the criterion for project selection. In establishing dominance in the market, iRobot should focus on projects that provide a consistent stream of information as well as experience in responding to the innovations in robotic products.
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