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Final Case Study
Question 1
	Strategic goals are planned objectives that an establishment strives to attain in a given timeframe. Setting strategic goals should be based on realistic assessment of the projected and current business environment. When setting the strategic goals, the enterprise strengths, weaknesses opportunities and threats of the business are first established (Henry and James 35).  
	One of Ted’s business strategic goals is to address diverse needs in the local bike business. His business strategy in the bike business has a variety of aspects including bikes repair, rental bikes, and sale of bikes. The strategy is aimed at increasing revenue by meeting various needs of the customers. Given the seasonality of his business, he can sell more bikes in December holidays, and he can maximize rental revenue during the months of May, June, and September. 
	The second strategic goal for Ted’s bike business is to open as more stress as possible to reach more customers. Apart from having a large store in Vienna, the enterprise has several other stores located in Purcellville, Bethesda, and Springfield. 
	The third strategic goal for the business is to reduce the operational cost to maximize profit. This is supported by the fact that he does not use credit to fund his activities and thus, avoid interest. Further, Ted shifted the advertisement from local papers to use of the website, a strategy that has made advertising budget to be close to zero. 
Question 2
Sales and Marketing Information
	This type of information enables Ted to identify marketing business processes that involve identifying the customers, developing products and services that enable him to meet the customers' needs better, and enabling him to carry out promotions on products and services. 
Repair and Maintenance Information
	The information helps Ted to come up with new strategies and developments in repairs and maintenance of bikes for his business. Further, the information helps the business in addressing the customer’ complaints.
Finance and Accounting Information
	The information helps Ted to track the financial performance of his business and take corrective measures where necessary. 
Human Resources Information
	This type of information enables Ted to maintain employee record. Support planning for employees, track employees performance as well as training and tracks the employees’ compensation and  career development 
Procurement and Logistics Information
	The information enables Ted to get best purchasing practices among suppliers. Further, the information helps the business to earn discounts on bulk buying. 
Question 3
Procurement and Acquisition Process
	This is one of the crucial processes in business. However, the process consumes a lot of time and involves a lot of decisions to make (Chen and Popovic 678). Ted business deals in the sale of bikes, accessory sales and repairs and therefore, he seeks the suppliers that give the maximum returns to business. The process of making such acquisition decisions requires accurate and appropriate decisions. A technological solution to this challenge includes; streamlining the process, enhance efficiency, and enables visibility. Further, technology reduces costs associated with procurement such as administrative overheads. Besides, technology positively influences compliance to rules, captures the trends in procurement among others (Rosemann and Wiese 79). 
Hiring Process
	Choosing the right workers and attracting the best talent in a market is important to business (Chen and Popovic 676). Ted’s bike business has some employees in his different stores. Technology has made it possible to advertise and perform online interviews between enterprises and potential employees. The technology speeds up the process of getting the right talent to an enterprise. Thus, probably, Ted’s business uses the technology in getting the right staff on board. 
Sales Process
	This is one of the most significant processes in an enterprise. With the help of technology, the preparation and delivery of quotations and proposals are made in time to actualize sales and reduce loss of sales opportunities. Further, the technology minimizes potential errors as opposed to the annual preparation of the proposals and the quotations (Rosemann and Wiese 82). Therefore, Ted’s business could be utilizing technology in the sales business process. 
Question 4
Buying and Selling
	Ted’s business could utilize the internet to buy and sell goods and services. The online selling and buying will eliminate the need for more stores since products are delivered to the customer’s doorstep. In other words, the business will not necessarily hold much inventory on their premises and consequently, reduce operational costs. An example of an e-commerce applicable in this case is referred to as Business – to – Consumer (B2C). The model sells goods and services directly to a consumer. The customers use the business website and choose and order products which are later delivered to the customer by the business. 
Compliance with the Authority
	Ted’s business could also use the internet to provide relevant information to the government such as tax computation and compliance. An example of an e-commerce model applicable here is referred to as Business-to – Government (B2G) model. The e-commerce website is utilized by businesses and the government in exchange of relevant information. This e-commerce website is accredited by the government which provides a means for enterprises to download and submit application forms from the government website. 
Question 5
	Supply chain management is a system currently employed by an organization to keep them in the competitive edge which encompasses all activities of an organization and providing a product in the market and creating customer’s satisfaction. In business, the supply chain management has a broad range of functional areas (Copacino 97). However, the primary importance of supply chain management is fastening the movement of a product from the production stage to the final destination. 
Ted’s business has the following functions that align with supply chain management concept;
· Materials Handling and Inventory management; the business stores bikes and various accessories and handling such materials are at cost. Therefore effective material management will save the business some costs. The supply chain management will enable the business to identify the economic order quantity, the replenishment level, stock re-order among others. Further, effective supply chain management enhances customers’ loyalty as the issues of stock outs are eliminated. 
· Inbound transportation; Ted’s business is involved in inbound transportation like bikes and other accessories are transported from one store to another. Appropriate supply chain management will cut transport cost from one store to another by establishing the cost effective route and monitoring the stock levels of the stores. 
· Procurement; the business is also involved in the acquisition of accessories and bikes from the market. Effective supply chain management will cut the cost of acquisition by establishing methods of benefiting from economies of scale and purchases discounts.
Question 6
	Ted’s business should combine the information he receives from the in-store customers and those who purchase products through the website by developing a platform that receives data and gives him information such customer relationship management system. Use of customer relationship management system provides a clear overview of the customers. The system will enable the business to view everything that pertains to all customers in a single place. A simple customer relationship management dashboard will allow the business to get customer’s history, the status of the customer’s order, ending customer service issues. The system will also benefit the business in forecasting the customer's trends on taste and preferences and enables the business to be proactive to remain competitive in the business. The system also enhances customer’s loyalty as the business will be able to address customer’s issues in time without delay. 
Question 7
Aligning Existing Technology with Sales Process
	A clear idea of using technology to enhance sales is crucial to Ted’s business. Without a clear definition of the use of technology in sales will be difficult when assessing the effectiveness of technology in helping the salespeople. Therefore, Ted should map each sales process with the technology. This will enable the business to identify those sales processes that have a significant impact on sales. Further, the redundant sales operations will be eliminated in the process. 
Establishing an Effective Sales Technology Stack
	The efficiency of the use of technology is hindered by the sales team efforts in wading through various technology applications during the sales process. Therefore, the business should determine which technology to swap, keep, or get rid of altogether. Optimizing the sales technology will enable the salespeople to work in a single location, streamline the sales process and provide valuable insights into the sales trends. 
Investing in Training
	Ted’s business lacks the training in the use of technology in actualizing sales. Therefore, the business should invest in training to enable the salespeople to use technology to enhance sales especially to the major contributors of business profit such as repairs and rentals in Ted’s business. Having the best training in technology will enable the salespeople to respond in time to prospects needs, enhance customer relationships as well as closing more deals. 
Question 8
Efficiency
	Implementation of enterprise resource planning eliminates repetitive processes and decreases the need for entering information manually. Further, the enterprise resource planning streamlines the business processes and will make it easier for Ted’s business to collect valuable data. 
Improved Customer Service
	The enterprise resource planning will enable the business to provide quality customer service. The system facilitates the interaction between the salespeople and the customers thus improving their relationships. Besides, the system enables more accurate and fast access to customer’s history and information. 
Security
	Enterprise resource planning improves consistency, accuracy, and security of data. The system will also provide Ted’s business with data restriction. 
Considerations in Implementing Enterprise Resource Planning Solution
Costs and Benefits
	Before implementing an enterprise resource planning, Ted’s business should consider the costs and benefits associated with the system. The business should consider the budget of implementing the system as well as the benefits that are likely to be achieved with such development. 
Training
	Ted’s business should devise a method of training the staff n the use of enterprise resource planning technology. Training will enable the business’ members of staff to conduct business with ease and provide immediate solutions to challenges. 
Question 9
· Balance scorecard
· Markus and Tanis model 
· DeLone McLean success model
Balance Scorecard
	The enterprise resource planning has two major parts, i.e. implementation and the use of the system afterward (Rosemann and Wiese 83). The balanced scorecard carries out the financial measures, internal enterprise process perspective, learning, and growth. The balanced scorecard measures these aspects and helps in strategic planning on development of the system the basis of the evaluation. 
Markus and Tanis Model
 	There are three phases which are characterized by typical activities, key players, specific problems, a range of possible outcomes, and relevant performance metrics (Markus and Tanis 177). Therefore, each experience of the use of enterprise resource planning is dependent on the individual business. This model can measure success at different stages of enterprise resource planning project. Further, this model can enable the business to identify faults within the project and provides the information necessary to carry out corrective measures.  
DeLone McLean Success Model
	This a model that uses a users approach in judging the success of information systems (DeLone and McLean 13). The model has six interdependent success measurements including; information quality, system quality, user satisfaction, use, organizational impact and individual impact. Thus, Ted’s business should use this model in evaluating the effectiveness of enterprise resource planning. 
Question 10
Cost and Benefits Analysis
	Ted’s business should use capital budgeting techniques to assess the viability of the technology projects before implementation. The analysis will also enable the company to compare different technology projects offered in the market and identify those that promise high returns to the business. 
Needs Assessment
	Before Ted proceeds to purchase a given technology, he should consider the appropriateness of the technology to the business. At times, a technology project may seem a perfect solution. However, it can create more problems and burdens to business. Therefore, Ted should conduct the areas that require technology and the benefits that the technology will bring to the business process. 
Training and Deployment
	Training is crucial to Ted’s business. Before, implementing a technology project, the staff should be trained to be conversant with the technology. The business should offer initial training and demonstrations as well as establish an ongoing training on technology since the technology one of the most evolving developments in the current business world. 
Selecting the Right Technology
	Conducting a thorough study of the right technology is important to Ted’s business before implementing technology projects in the business. Further, studying the trends in technology will enable the business to acquire the right technology and save the business in implementing irrelevant technology which at the same time consumes a lot of the business resources.  
Setting Short Term Goals
	Setting short-term goals that are easy to achieve will enable Ted’s business to adapt to the new technology easily while setting higher targets for successful implementation of the projects. 
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