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Managerial Decision Making
Question 1
Decision making is defined as the concept of identifying an effective and precise course of action from more than two alternatives, mainly with a view of accomplishing desired outcomes (Ingram et al., 2015). Management is centered on making decisions nearly daily. The decisions made should be in a position to define organizational goals. Decision making is a fundamental factor of management effectiveness because, in times of coordination, decision making is vital for offering a unity of course action. Additionally, during control, it helps to determine the approach in which the standards in an organization can be laid down, the strategy to rectify deviations against the rules, proper development of principles to run the company, and the issuance of instructions. The quality of managerial decisions dramatically influences the effectiveness of the company’s plans (Ingram et al., 2015). In a company, the manager is mandated with deciding upon the division of work, structure, relationships, and nature of responsibility as well as the procedure to follow in establishing those relationships and responsibilities.
Question 2
New entry-level managers can find it hard to run a foresighted organization due to a lack of relative experience. Scholars in the field of human resources management encourage people to be often confident. Confidence is a fundamental factor for new entry-level managers. This can be achieved by talking points that enable one to instruct clearly and in a confident manner. Another strategy can be a focus on developing business. One must identify a genuine interest in creating robust collaboration relationships with potential business favors, even if it means going beyond the scope of your job description (Daniels & Morck, 2019). Whether you are searching for new customers or a new stance on existing information, portray a clear picture to your employer that you have no fear about going beyond the prescribed cubicle walls of your job to assist the company in prospering. If an opportunity comes your way, do not accept the belief that you are not "adequate" more so when the requirements appear meaningless elements of your possible capacity. Always learn to overcome negative energy and fear at such a time.
 It is essential to find strategies to compensate for a relative lack of experience when evaluating the most successful alternative because of one's reputation. It is worth noting that current and former employees of an organization are significant brand ambassadors of organizations (Daniels & Morck, 2019). Experience programs or lack of the same will leave cemented marks on people, even much longer after their departure. Such challenges will mostly be met when one is shy of gathering information. Gathering more diverse points about a given decision or something helps to know a lot. Therefore, one should ask, listen look for views. Otherwise, the problem of inexperience can easily rock one’s career. Another way that these challenges can meet an individual is when one fails to audit assumptions. This calls for being complacent and acknowledging of implementing some actions to avoid such difficulties.
Question 3
Blog marketing refers to an act of accessing your home business customers using a blog. You can use blogs and social networking sites to help market your latest products by choosing the right social network platforms. The correct forums for marketing products are those that one can find his or her target customers. Also, you can decide which sites and blogs best fit your products (Jussila et al., 2014). For example, if it is video production business, then YouTube is the best match for marketing. Providing value is another top strategy when social networking your products. This means creating things that customers can see value in them. It must be a product that tells the customers' something new that they don't know to attract their attention. Additionally, one can also build a community by finding customers who are loyal, interested, and engaged. Such an audience is most likely to repost the content of your products to other sites.
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