Case Study 1- Med-Eng In
1. [bookmark: _GoBack]Mr. l’Abbe has been through many phases with the company Med-Eng Inc, stages of growth and prosperity but also stages of decline and on the verge of distinction.  Through the time that Mr. L’Abbe has been there, it has been obvious that he is needed for this company to succeed.  The company has seen great success in manufacturing the bomb suits and helmets, though it was short lived.  For this reason I believed Med Eng should go back and revisit the 6 products they were initially offering.  They should look at the rates of net incomes that each of these products produce.  If they are not providing a positive inflow of revenue the company should consider either discontinuing the product, slowing production, or altering the look or objective of the product to try and boost purchases of the products.  The company as of recent has seen much success in producing the climate controlled suits, this product is currently in the growth-mature stage in a niche market, however other developers are beginning to enter.  This product is very profitable for them and war is predicted to not stop anytime soon, allowing this product to have a long foreseeable future.  However Med- Eng should take interest in new ventures, further diversifying their products in order to generate more revenue.  They have seen success from stepping into new markets in the past and should considered to do so in order to keep growing and succeeding.  As for Mr. L’Abbe it is apparent that he is a staple in this company and there is a direct correlation between him being there and the company being successful, that is why he should remain the CEO.  Even with his less involvement of the company he is still needed to ensure the vision and projections for the future are the correct ones.   As well he is right in keeping the company privately owned.  Publicly owned companies have advantages in raising funds, however Med- Eng has proved that investors do not add value to the company and is better off privately owned.  Med-Eng best years came after a strategic movement to buy out the board of directors and allow Mr. L’Abbe run the business under his own discretion.   It is also very valuable for Med-Eng to keep their production operations secret and a private company more easily enables this.  
2. The current climate suits in operation are in a growth-mature stage, meaning that there is constant growth, however it can be noted that other defence contractors are entering the climate control suit market increasing competition. For the company to keep constantly growing it will need to start putting money into research and development to try and find a new venture.  Med-Eng should pursue the option of sticking in the cooling market but making their cooling applications extend to the vehicles that are operated.  A lot of times these big metal armoured vehicles heat up and are tough to cool down, providing an uncomfortable environment for the soldiers, which is a big factor when operating them. After establishing a new venture but before production Med-Eng needs to establish action steps and a business plan including a business canvas outlining: key partners, key resources, key activities, customer relationships, customer segmentation, channels, and the value proposition.  The business plan will not remain constant over time so this canvasing allows for a quick overview that is flexible in changing.  Doing this along with much validation through surveys, market research and interviews with possible customers will ensure Med-Eng is on the right track before starting production.  Med-Eng already has good established customer and manufacturing relationships in the market of producing climate control systems for the army, this will allow them an easy transition in gaining interest and investment into their new venture.  This vehicle climate control is currently a niche market for these speciality vehicles, this allows for a first mover advantage and a chance to open up a new market of revenues streams and investment.  Me as Mr.L’Abbe is the perfect person to expand Med-Eng into this market, I have shown my knowledge in the value of cooling systems and have had proven results in company expansions.  
3. In 2 years a lot of research for the new venture will take place, as mentioned before Med-Eng will develop a business plan, canvas and do validating of the new product.  Med-Eng will also analyze trends in the market, the need gap, target market, and competition before production to make educated estimates on whether this is a good venture to pursue.   The business plan will be perfected and completed in about 200-300 hours or 3-12 months, after two years it will be ready.  The company will be receiving revenue from the climate control suits that can used to fund the new expenditure.  Med-Eng will be able to move quite easily into this market because of its well established brand recognition in a similar market and strategic relationships with potential customers and producers.  The production process will be perfected, the place of production, key partners, funding will be established so the process runs smoothly.  In 10 years the new venture will be in full production, at this time it will be in the growth or maturity stage, sales will be increasing but as will competition in the market.  At this time with a mature and structured business, Med–Eng will once again look into new ventures to pursue to further develop the organization.  The original climate control suit will be in the decline phase.  Med-Eng will have altered its original 6 product offering due to product demand and will have introduced new products such as the climate controlled suits and the climate controlled vehicles.
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