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Small cases homework
1. Critically evaluate the experience curve consulting framework, explaining its benefits and its limitations. 
		Bruce Henderson, the BCG consultant was the first to describe the Experience Curve Effects in 1960. Henderson realized that there direct or consistent correlation between the quantity of the cumulative production and the production cost(Chen, and Wang, 2010). Experience simply argues that the more frequent a task is carried out; the lower will be the cost of conducting the task. The value-added costs that include manufacturing costs, distribution cost, marketing costs and administration cost would fall by a predictable and constant percent every time the cumulative volume doubles.
		The Experience Curves are the major indicators of the cost leadership strategies. If an organization grabs a large share of the market faster in a totally new market, then the company has a competitive cost advantage since the firm can produce goods at low costs as compared to the rival companies. The advantage would be sustainably provided the savings of the cost are transferred to the customers or buyers as price declines instead of keeping the profit margins to increase(Hollensen, 2015). A company could gain cost advantages in its specific industry if the firm can speed up its experience of production by increasing its share of the market that would be difficult for other companies to match. Many firms attempt to acquire a large share of the market faster by pricing their services or products aggressively in the new market and investing heavily. The companies can later recover the investments once they become the leaders of the market and therefore built themselves cash cows.
Some of the shortcomings of experience curve-based strategies are:-
· The rival companies may also pursue the same strategy, decreasing the returns while increasing the essential levels of investments. 
· Rival companies which copy production techniques may accomplish even lower costs of productions without having to recover the investment in research and development.

2. Evaluate Dropbox’s strategy and identify alternate strategic options for Dropbox and your recommendations. 

Dropbox was founded in 2007 and its one of the first services of cloud storage in the market. Currently, Dropbox is still actually the largest cloud storage services with more than 500,000,000 users (Yang, et al, 2014). Dropbox has enabled businesses and people to collaborate more easily. Users of the Dropbox can access and share files any device or gadget irrespective of their location. Dropbox provides cloud storage of 2GB. However, when one hustle for the cloud storage by inviting a friend, the storage may increase. Not every individual loves Dropbox because they are prone to hacking that compromise the accounts in the Dropbox. Fortunately, there are services which offer quality and better reliability, security, as well as efficiency better than Dropbox.  These include; pCloud, Google Drive, OneDrive, and Mediafire.

1. pCloud
pCloud offer cloud storage solutions for a large or small organization or businesses. It takes care of the cloud storage needs and demands of any business or company. It is a relatively emerging and trend of cloud storage which a very fast-growing service for cloud storage.  
2. Google Drive
Google drive provides cloud storage solutions as well file backups for the documents, photos, information and data (Yang, et al, 2014). Google Drive enables access to document or files through file backup for videos, information, files, and documents as well as secures cloud storage for documents and files. Google Drive offers an original storage of 15GB and therefore allows for collaboration by allowing multiple people to work on same files or documents at the same time.
Conclusion and recommendation
Cloud storage as a current and emerging issue and there are maybe more than 100 providers of cloud storage that offer cloud storage services better than Dropbox. Therefore an individual has the various alternatives to choose from in case one is looking for Dropbox replacement.
3. 
Cost-Volume-Profit Analysis
Operating leverage, in a nutshell, is the correlation between variable costs and fixed cost. Fixed costs are expenses that a company incur despite the number of units of the product sold. Variable costs vary with the sales level (Garrison, et al, 2010). High leverage of operation implies that the company is having a high percentage of fixed costs as compared to total costs, meaning that more units must be sold to compensate for costs. Low operating leverage means that the organization has a high percentage of variable costs as compared to the total cost, implying that the form will sell fewer units to cover the costs. Generally, high operating leverages usually results in low profits or retained earnings.
Profit is the difference between income and costs of productions. The two major variables that influence profit are revenue and costs(Yuan, 2009). More sales increase the revenue which ensures increases in the profit levels. The lower the costs of production, the more the company earns the profit. The concept of the operating leverage assists the companies to maximize sales as they minimize costs of production and therefore maximizes profit.
The higher the operating leverage for the company, the more the company would have to sell before it can realize profit or returns. In short, companies having high operating leverage must produce more sales to shield high fixed costs, and as the sales go up, is the same way the profitability of the company shall increase(Garrison, et al, 2010). However, an organization with a low operating leverage will not realize a drastic improvement in their profit with higher sales volume, since variable costs increase with the increase of the sales volume.
a. Identify a set of recommendations that might help Lamoiyan cope when threatened witha price war. 
		The perception of the customers about value or quality of the toothpaste is the major determinant of the price that Lamoiyan must put into consideration when setting the prices of the toothpaste. The clients draw their personal picture of what the toothpaste worth(Chen, and Wang, 2010). The toothpaste is more than just a physical item; the balls also have psychological connotations for the clients.Lamoiyan should link the prices of balls with the quality of such toothpaste. Lamoiyan should avoid price penetration as a marketing tool that involves setting low prices that the competitors as the customers normally views since the customers always feel that balls if low prices are always of low quality and the quality of such balls are always compromised.Lamoiyanshould use the competition based pricing strategy in addressing and responding to prices of the toothpaste of the competitors(Kumar, and Siddharthan, 2013). Lamoiyan should decide to set the prices of its toothpaste either higher or lower depending on the competition levels as well as what the competitors do and howLamoiyan intends to position itself in the competition. 

b. Assess whether this is a positive NPV project for Colgate if it takes a year to put Lamoiyanout of business 
		NPV analysis serves as a quality model that helps the managers to make crucial decisions about the operations of the Colgate. NPV analysis offers a simple technique of computations that managers can use in estimating the financial impact of a wide scope of decisions within the company(Garrison, et al, 2010). In analyzing the correlations between the costs of production, the volume of products sold against the returns or profit, the managers are in a position to identify whether the company is breaking even and take corrective measures to adjust in case the company is not breaking even.
		Many firms and managerial accounting experts use the NPV analysis in making informed resolutions about the service and the good they offer for sale(Yuan, 2009). Managerial accounting prioritizes on assisting managers to make moves that are smart and cost-effective to the company by being able to minimize cost in the process maximizing profit.
		The manager often applies the concept of NVP in estimating the sales level that will enable the organization earns a specific returns or profit known as targeted revenue(Garrison, et al, 2010). They sum up the targeted revenue to fixed costs related to producing the good. This enables the managers to estimate how the fluctuations in the cost of the good or volume of the goods influence the profit of the company.
c. From a strategic perspective, what are some challenges that Colgate should consider before embarking on a price war.
Colgate should consider the level of competition and it is in position to withstand that level of competition. Colgate must make sure that it beat its competitors in the price war(Chen, and Wang, 2010). There are customer issues like the segments of customers as well as the price sensitivity that Colgate put into consideration as they may emerge in case there is a change in the prices of Colgate. Moreover, Colgate must consider company issues such as strategic positioning, contributor, capabilities of the company to support the change, the cost structures of the business. Colgate must also consider the competitor issues such as strategic positioning of the competitor, cost structures of the rival company, as well as capabilities of the competitor(Hollensen, 2015). Colgate should identify a market gap in the toothpaste industry and fill it by creating customer-centric cultures. 
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