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Question 1
The tracking is industry is one with competition that is continually changing. The demand of the trackers in this industry is high, but the quality, designs and the uses determine the choices of the consumers when it comes to making purchase decisions. As such, competition is ever changing with new firms entering the market and new products being introduced to existing rival products. Buyers and suppliers have some power in the market with buyers considered to have a strong purchasing power. Suppliers, on the other hand, have a constant power since the demand for the products is relatively the same since consumers will always go for the best products that serve their purpose (Brunson & Reed, 2015). The strength will still lie with the buyer since supplier-buyer is controlled by companies that manufacture and market tracking devices. There are few or no entrants into the market. Fitness tracking devices are produced by few companies with telecoms such as Apple coming in to take advantage of this fast-growing market. Besides, the substitutes of the trackers are limited with smartwatches being used for tracking service at the same time providing complementary services to use in other devices. There is a high rivalry in this industry since other firms are entering into the market with different strategies. Garmin, Apple, and Xiaomi providing cutthroat competition to existing firms in the market (Brunson & Reed, 2015). The level of competition depends on the quality of products marketed by competitors and their prices. The dwindling fortunes of Fitbit in the market are linked to the competition from other companies. 
Five Forces Model of Competition
Overall Low-Cost Strategy
· Make use of relationship with suppliers.
· Reduce expenses as much as possible.
· Improve profit levels
· Offer low-cost options that can help in developing a brand
Focused Low-Cost Strategy
· Identify your target market and keep costs low for this market.
· Identify a customer niche and provide the best quality products.
Best-Cost Provider Strategy
· Keep the best characteristics of a tracking device.
· Enhance the value for money for the consumer when they choose to spend it on the devices.
· Consider underselling to match competition from other firms.
Board Differentiation Strategy
· Conduct market research to understand the needs of the consumer regarding the uniqueness of the product.
· Develop a product that meets all the requirements of consumers in fitness programs to make them choose the product even if the cost is high.
Focused Differentiation Strategy
· Focus on consumers with a fixed mindset and desire of a product.
· Reduce both the product and target market desires.
· Develop a product with a focus on a few consumers.
Question 2
Fitbit’s competitive strategy can be described to target premium position, particularly in the U.S. market. The focus on premium position is made possible by the differentiation that allows the company to produce quality products that appeal to the needs of the consumers in the market. These quality products are attractive making it easy for the consumers to make a choice irrespective of the price of the product. Fitbit identified this position as a means of convincing the consumer to be willing to pay the price due to high-quality products. The tracking devices provided by Fitbit are wearable and allows the consumers to track their movements and fitness activities (Brunson & Reed, 2015). The company diversified its product offerings by introducing new devices that could offer additional statistics on fitness issues at the same time reducing discounts offered to consumers for making purchases. Fitbit has been able to establish a brand that is reputable in the market and appeals to the consumers. The brand reputation allows the company to keep consumers attentive to the company’s products keeping their desire high for other products released by the company.
Question 3
Strengths
· The company has a reputable brand that is acceptable in the market.
· The company controls a significant market share in the U.S.
· The trackers are easy to use reducing complexities among consumers.
· The products provide desirable functions to the users.
· The tracking devices meet the tracking needs of fitness activities.
Weakness
· The market is saturated with increases competition.
· There is no integration between the various products offered by the company.
Opportunities 
· The company can redesign the products to enhance sales in the current market.
· The company can expand to new markets to boost sales.
· There is a huge opportunity in partnerships with insurance companies, fitness and health providers
Threats
· The competition in the market is fast changing.
· The company might not likely increase its profit margins.
· There is a chance of understocking when the demand for the devices increase.
Question 4
The financial information provided shows that there has been an increase in the demand for tracking wearables. The growth created anticipation in the improvement of financial performance which was not the case as the company failed to meet its sales and revenue targets. In the previous year, Fitbit was able to make large sales that increased its revenues. The increased sales in the previous years created many expectations for the following that failed to be realized eventually (Brunson & Reed, 2015). The company needs to put more effort into increasing its market share by constantly reinventing its products to match the changing needs in the market. By continually reinventing, the company will be able to keep its consumers engaged even though the strategy might fail to increase sales and profits of the company. The announcement by the company of the impending fall of expected earnings resulted in a deep in the price of stock within the same period.
Question 5
The company needs to address its strategic issues to remain in business and enhance shareholder’s capital. As such, the company should dig deep by researching o better strategies of keeping the customers engaged and excited at the same time increasing its sales revenues. Besides, the company should establish better relationships and forge for partnerships with insurance companies to allow the use of its products for use in providing evidence on the physical activities of the patients. Fitbit should consider developing an app that can be used by the user to share information with other agencies since its website might not be reliable. The company should also consider developing a product that is safe among children to expand the use of the tracking device to younger children. The company should also engage in a massive marketing program to create a brand awareness that will allow users to associate themselves with the company’ products. Redesigning the product should be the ultimate goal of the company going to the future. The new designs should be fashionable to match the fashion needs of the new generations. It should be sleek, classy and light to ease movement and make people look stylish.
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