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B)


C)

D) E)

W1. A
Idle time = 54-45=9
Percentage idle= 9/54 x 100= 16.67%

W2. B-C-H-G-I
Idle time= 54-50=4
Percentage idle= 4/54 x 100= 7.41%

W3. D
Idle time= 54-46=8
Percentage idle= 8/54 x 100= 14.81%

W4. E-F-J
Idle time= 54-52= 2
Percentage idle= 2/54 x 100= 3.70%

F) 




A)



B) 


C)

=


D) 


, and the reason for this is because the demand was highest in December, January, and February; so when the weighting being applied is lower, of course the average demand will be lower, since these months now don't carry as much significance
E)
 [20*0.3]+[22*0.7] = 21.4
[bookmark: _GoBack]

Q3. Identify at least two different possible target markets for the Gizmo. 

How would the marketing strategy differ for each target market? The first target market I would recommend for Orange Company to pursue would be business organizations and their employees. These devices can centralize communications within organizations and maximize efficiency. Secondly, having a handheld device that connects to internet will be beneficial if you must reach your clients or organization. Additionally, if there are employees on call or must be reached immediately, having an Orange device can make that simple for the organization. The second target market would be students These devices can be used for recreational and personal uses such as social media, audio music and video. This device will essentially be replacing other devices such as MP3s and PCs. Furthermore, this can be used as an educational tool for students because this can be used to make note-taking more efficient. If you are unorganized with your notes, this device should have many applications to help students with that. If you lose documents and forget papers, this device will allow you back-up and automatically save documents. These are also lightweight small devices which don’t take up much space compared to other devices a typical student may use throughout the day. 
Q4. Discuss the advantages and disadvantages of going with one exclusive distributor. 

The first advantage to having an exclusive distribution would be that you will have an easier penetration into the market because Random Wireless is the largest mobile provider in the industry. Next, having an exclusive channel for distribution would make the supply chain simple compared to having multiple channels. Lastly, Random Wireless will have more incentive to promote Orange’s device due to the exclusivity of their deal. The more Random Wireless sells, the better for them. The first disadvantage would be that there are less options for consumers to purchase from, they would have to buy the device solely from Random Wireless. Secondly, if Random Wireless has problems within their supply chain and marketing your product, you can incur large losses of revenue and times. This would result in Orange’s brand to become tarnished. Ads - better control due to the tightknit relationship, Random wireless can choose to do better customer service such as regular restocking. Dis - you are solely dependent on Random Wireless since you are a new product coming to market. If Random mobile doesn’t do a good job with the marketing, Orange will suffer.







