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1. Should Munich Gases Invest € 10 Million In This New Product Project? (Why/Why Not?)
Yes, the Munich Gases company should invest € 10 Million in this new product project. The company should invest because for the growth of the company and to add new value for the consumers. If there is no new value to offer its customers in this competitive world, the company will struggle to sustain and eventually the company will die. Another reason the company should invest because to improve the well-being of consumers and improve society. For example, Teeth whitening offers customers satisfaction and improves the health of teeth also, therefore, improves society. 
There is always a high chance of new product failure because of many reasons. The Munich Gases company follows New Product Development Strategy to eliminate or minimize the chances of product failure. The company follows eight strategies they are, 
Stage 1: Idea Generation
Idea Generation is a continuous search for new and viable product development. The idea can be generated from internal and external sources. Internal ideas can be sourced from Research and Development. Munich Gases company has a successful team in Research and Development with a £100 million annual budget. The company has all the resources in Research and Development to gather ideas about a new product. 
The external ideas can be generated from commuting and studying from consumers, distributors, suppliers, and competitors. For Munich Gases it will be easier to collect all the information they need from external sources because they are already in the market for the last 80 years, they have a large number of consumers, suppliers, distributors, and competitors which is a huge advantage. 

Stage 2: Idea Screening 
In this second stage, the management team will decide whether the newly generated idea to take it to the next level by taking several factors into accounts such as The strength and weakness of the company, needs of the customer, current market trends, and affordability. 
These several factors mentioned above show the positive sign that Munich Gases company should invest in a newly developed project. Over a hundred new projects are running by the company in R&D. For this specific teeth whitening product project, the marketing manager sees the potential and had a positive viewpoint. On the other hand, the licensing manager is very positive about gaining revenue from its technology by licensing to other companies. 

Stage 3: Concept Development and Testing
In this stage the idea will change into meaningful, different concepts that can be produced in this estate and the company can choose the best option or concept to target the customer. After the concept development, it will allow the company to test the product for feedback. The feedback then will be used to create a better concept to meet customer needs. 
The concept was tested on pig’s teeth because it was not allowed to test on human teeth, the result was positive. 

Stage 4: Business Strategy Analysis and Development
After the concept has been selected then the concept needs to put together in this stage which requires vast analyses from product management, sales, and marketing team to create a promising product and sell it to the targeted customers. 

Stage 5: Business and Financial Analysis. 
Before developing a product it is important to analyze the product concept for its implication and financial potential which will make it easier on deciding marketing and branding.

Stage 6: Product Development
In this stage, the actual tangible product gets developed through the concept mentioned above. There are different actions involved in the stage which are, product construction, uses testing, branding, packaging, and positioning of the product. 


Stage 7: Test Marketing
Marketing is placing a final product for sale in different sample markets for customer feedback and to absorb how well the product is doing in the market.

Stage 8: Commercialization
In this stage, the product and all marketing strategies are ready for launch. 





2. What Other Factor May Yet Decide The Fate Of This Project?

Many factors decide the fate of this product which are, the demand of the product in the market, its competitors, selling price, distribution process, and distribution cost. The main factor is safety-related issues that may decide the fate of this project, whether it is safe to use or not. Another main factor is competitors, if the other competitors boost their research and development and outrank Munich Gases then there will be a problem that will result to postponed the project or even cancel the project. Demand for this teeth whitening product is increasing in the European market because the increasing teeth problems and keeping bright and white teeth are on trend so that, there is a high demand in the market. The fate also depends on the competitors, multinationals companies such as Colgate-Palmolive and Procter & Gamble are the competitors who are dominating the current market by offering an additional product in the market. The fate also depends on the selling price. The selling price is the amount that customers pay for the product. The way a company decides its product price can make or break the future of the product. There are several things to consider before pricing the product, whether the price should be enough to cover all the cost and on the other hand, will the customers will be willing to pay that amount. 
Distributing the product safely and on time also decides the fate of this project. There are many ways to distribute the product in Europe. There are three types of distribution, Intensive, selective, and exclusive distribution. Intensive distribution helps to distribute as many outlets as possible to penetrate the market as much as possible. Selective distribution chooses outlets in a specific location to provide a customized shopping experience for the specific customers. Exclusive distribution has limited outlets only available in particular locations this is because to maintain the brand image. 
The expenses that incurred to deliver the product from manufacturing unit to the customer is known as distribution cost. This cost affects the cost price of the product many companies try to keep the distribution cost low as much as possible. There are different costs involved in distribution cost such as handling cost of inventory, packing cost also a part of distribution cost, the salary of distribution manager and expenses of manager office is also a part of distribution cost. Selling product to different countries needs to deliver through Air Freight which cost more so that the price gets different in different outlets (Camilleri, 2017). 






3. Which Market Should Munch Gases Select: The Consumer Product Market Or Professional Business Market?

Both the markets are practicable for Munich Gases. It depends on Munich Gases whether the company wants to diversify or not its product range. Munich Gases should choose customer product market and develop a value by using co-creation. Consumer market refers to where consumers buy the product for consumption, not for further sale. In the consumer market brand loyalty of consumer plays a vital role. Consumer markets are very important in the marketing ecosystem. There are different types of the consumer market, Munich Gases need to identify customer characteristics to know more about consumer buying behavior. To target, the consumer for marketing the product business ecosystem plays an important role. A business ecosystem consists of customers, competitors, distributors, suppliers, government agencies, and many others to deliver the product to consumers through cooperation and competition. Munich gases sell their product in 70s countries, the company face rapid changes environment where the business ecosystem helps to understand and thrive in this type of environment. Businesses which are part of ecosystem get leverage to achieve a good result in research and competence and effectively compete with other companies to create a new way to fulfill the fundamental desire and needs of human. Munch gases need to create their ecosystem or join an existing ecosystem. 

Co-creation is a combined improvement and development of a new product or concept together with the stakeholders and experts where ideas and knowledge are shared and enhance together rather than kept to oneself. Munich Gases should use a co-creation culture to market the product which will make consumers feel that they are somehow involved as well. On the other hand Co-creation for a company can be scary because the company needs to share strategies knowledge and ideas with the people who are not employed by a company. There is no guarantee that the co-creation strategy will succeed. After sharing ideas with stakeholders the company might not get useful ideas from them. In the case of Munich Gases, there is a high probability that co-creation will work because the company has a consumer base in more than 70 countries. The company can get useful ideas from different types of consumers from different age groups, different languages, and different cultural groups (Mora, 2020). 

4. Should Munich Gases Secure An Entry Into The Market With One Of Europe’s Leading Multiples (e.g. Lidl, Tesco, Carefour, Aldi)? (Why/ Why Not?)

Working with multiples is challenging. If the company enters into the market with Europe's leading multiples it will be easier to provide the product to a large number of customers in Europe but on the other hand, working with multiples is not easy and the price of the product get higher so that the product might be expensive which will reduce the sales. Therefore, Munich gases should not secure entry into Europe's leading multiples. Munich gases are already in the market for eighty years in 70 different countries. They have all the resources in place so that they should develop their distribution channel and market the product themselves. Munich gases have a strong marketing team that can target the market, set the goal for sale, share and profit (Singh 2012).  

Munich Gases can handle distribution themselves on the other hand Europe's leading multiples can be a competitive advantage too. Knowing and measuring advantages and disadvantages before deciding to supply the product through leading multiples and own distribution channels is very important this will help to decide which option is best.

Europe’s leading multiples

Advantages

· Multiples have a lot of experience in selling a wide range of products and they may be able to advise and guide to design the product and packaging to increase the sales.
· Easier to deal with large consumers rather than smaller independent consumers.
· Banks may be willing to help financially by lending if they know that the company is with Europe’s leading multiples.

Disadvantages

· The price of the product will be less.
· The company will be under pressure if the products sell well to keep up with demand.
· Leading multiples insist on being an only exclusive seller. They may insist the company sell the product at a higher price elsewhere.


Own Distribution Channels

Advantages

· It helps to eliminate unnecessary expenses. For example, it reduces the cost of a middleman.
· The company can provide better customer service through direct contact with customers.
· The company has more control over how products are delivered, displayed, and returned. 

Disadvantages

· Decreases the option of distribution channels.
· Increase the workload because there will be no middleman. 





















5. How Can The Firm Reassure Uneasy Consumers About The Safety Of Plasma In Their Mouths?

When consumers are satisfied the business will sustain. Businesses need to give assurance and explain to their consumers how safe is the product to use. To reassure the uneasy consumers about the safety of plasma in their mouths, firms need to offer good and free consultations by creating an educational advertisement, by providing scientific evidence to prove that it is safe to use. The other way to reassure uneasy customers is through endorsement from a professional group or through famous actors or actresses.

Munich gases should inject a huge amount of cost on public education and awareness building on the advantage of using plasma. Munich gases should appropriately focus and address the misconception of the consumers that they have about having plasma in their mouth through different sources which are mentioned above to reassure consumers that there is no harm involved. Munich Gases should reassure uneasy consumers through celebrity branding. One of the strong tools for marketing is having a famous person advertise a product. Celebrities have huge fan followings and people are always keen to know the product that celebrities endorse. Celebrity endorsement helps to increase brand awareness. Celebrity endorsement helps to influence consumers purchasing for example Nike. Nike has much successful celebrity endorsement campaign. This company has significant gain from endorsements. The disadvantage of having celebrity endorsements is cost. It is very expensive and tempting to choose which celebrity has more power to influence consumers because there are many celebrities to choose from.

On the other hand, to reassure uneasy consumers there need to be channeled to reach out to consumers faster and easier. Munich Gases should use digital marketing and social media marketing to reach as many consumers as possible. TV channels are digital platforms and Facebook, you-tube, Instagram and Twitter are social media platforms. Celebrity branding can be done through these platforms to reach out to many consumers (Abdallah Alalwana & P. Rana, 2017).
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