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1. Describe how the overall approach adopted by American Airlines incorporated the basic competitive strategies of cost leadership and product differentiation.

Cost leadership 
The use of porter’s generic strategies can be used to identify and explain the cost leadership and product differentiation methods conducted by American airlines. Cost leadership can be defined as the methods a company uses to generally lower costs within the company and help produce lower priced manufactured goods or a lesser cost for services a company provides. By adopting these tactics companies can gain an advantage on their rivals and thus gain a more sufficient market share. Cost leadership consists of lowering the cost of a number of aspects within the company for example a great purchase strategy or changing parts of a production process to lower the overall production cost of a product. Cost leadership can be gained by improving operations within a company or recognizing room for improvements within the production processes within the company, 
The Sabre system was created to replace the handwritten old style booking system of the 1950s. Sabre allowed American airlines to lower booking costs for the company giving American airlines a chance to save on costs. Before Sabre airport reservations were conducted manually with the use of booking offices, over the telephone or in person on a one-to-one system. the lack of organizational efficiency in the process allowed room for error which in return could lead to extra costs for the company. By using the newly designed Sabre system. American airlines achieved a new more efficient and improved process for taking seat reservations without the errors of the previous systems which could see flights over or under booked. Therefore, by using the new reservation system American airline was cutting out the errors seen by the old system and in return saving the company money. The new Sabre system allowed American airlines to operate more efficiently through operating more efficiently and saving time allowed the further saving of money. American airlines are said to have saved over 30 percent of investments due to the new booking system allowing customers to conduct their own bookings via the online service (Ibm.com, 2012).


Product differentiation 
Product differentiation can be identified as a company providing a different service or a unique way to operate or supply allowing them to save on costs in comparison to their major competitors. as a result of this the company differs itself from similar companies on the market and these improvements can create a more convenient experience for customers. This would then convince customers to remain with the company due to the added value being deployed by the company 
American airlines were the first airline company to create and utilize the Sabre system. a new system of airline booking and reservations. Being the only company providing and using this brand-new innovating system at that period of time, making the company different from all its other competitors which resulted in the company gaining major success. with nearly all other airline companies forced to follow the footsteps of American airlines to gain back their market share. The Sabre system was accessible online allowing the company’s customers to access the system conveniently on their own devices at almost any time or place. this service provided a clear distinction between American airlines and similar competitors in the market.
The system allowed customers to access information about air companies’ hotels and automobile hire. Customers could then go ahead and make their own personal bookings based on the information available. As mentioned before this system created an extremely convenient experience for customers erasing the mishaps of the previous system. Compared to the company’s competitors who were still manually taking bookings. American airlines had the Sabre system in operation a year before any other airline company. This resulted in a revelational change in the way airline companies’ reservation systems worked. The Sabre system allowed other companies to see how affective a real time booking system could be and how it could be the solution to a lot of the problems companies were facing at that period of time.   



Porters 5 forces model 
1. Threat of new entrants to a market 
Highlighting the barriers and obstacles that new market entrants would encounter upon entering the market. Giving an understanding of how difficult it would be to enter the market 
2. Bargaining power of suppliers 
This factor of the 5 forces concentrates on accessing the powers of suppliers 
3. bargaining power of buyers 
Highting a number of factors affecting the bargaining power of buyers focusing on factors that could empower buyers  
4. threat of substitute products 
Highlighting the likeliness and effect of a substitute product entering the market 
5. degree of competitive rivalry 
Focusing on the power of competitive rivals within the same market. Giving an understanding of the competitive positions other company hold 

Porters 5 forces is an analysis tool used highly in today’s business world focusing on the competitiveness of a market environment by analysing these factors can give a strong assumption on the attractiveness of the chosen market 








2. In what ways did SABRE provide American Airlines with a competitive advantage? Your analysis should refer to concepts related to the strategic use of information systems, for example, entry barriers

American airlines joint venture with Sabre resulted in major success for the company. The Sabre system allowed American Express to gain a strong competitive advantage upon the company’s rivals. This analysis will cover and highlight the key factors of how Sabre allowed American airline to gain such a strong competitive advantage with the use and elements of porters 5 forces and porters value chain models to help expand and describe these factors 
Entry barriers
Entry barrier can be defined as how difficult it would be for a new company to enter the market. These assumptions could be based on startup/investment costs, economies of scale offered to existing competitors, product differentiation and access to suppliers to mention a few. with the use of the Sabre system being deployed by American airlines it was difficult for existing competitors to compete in the market as American airline was the only company implementing this newly produced high level of information system at the time. This made the market extremely difficult to enter for new entrants because of the highly efficient information system of American airlines. The operation was highly unique to the market, and this resulted in a high level of product differentiation for the company. The new system was highly useful for customers offering services no other airline company could at the time minimizing error for a large number of customers and creating a new more efficient super-fast way of operation with the Sabre system able to take up to 7500 reservations per hour. These factors resulted in a strong sense of customer loyalty because American airlines was the only airline company offering this service and it was highly unlikely that another airline company could compete with the system. These factors made it extremely difficult for another company to enter the market with hopes to gain market share (The Sabre Story, 2016).



Switching costs
Switching costs can be broken down into a number of influencing factors, financial costs, time costs, emotional costs, convenience costs and contractual costs, all evaluating the difficultness a customer would undertake to switch to another company or service. The higher the switching costs associated with a market the more difficult it would be for a customer to switch company’s resulting in a strong advantage for company’s allowing them to hold onto their customers. With the use of the Sabre system American airlines provided a new unique service compared to any other airline company. This system provided a transformation in the way airline company made seat reservations. With American air line being the only company with such services had made it extremely difficult for customers to be able to receive such a service with any other company which in return would make it inconvenient for a customer to switch back to the old style of seat reservation system. time cost would also play major part in retaining customers for American airlines, with the Sabre system enhancing the whole customer experience offering new faster services for example flight schedules, baggage checks and many more it would be highly time consuming for a costumer to return to another airline company, this ensued American airlines another competitive advantage over their rivals  
Lock in customers and suppliers 
Lock in customers and suppliers refers to when customers and suppliers are reliant on an individual company. With the company providing a unique service that cannot be found elsewhere this would then result in it being substantially more difficult to switch to another company causing inconvenience or extra costs  
The Sabre system ensured customers and suppliers be locked into American airlines through the unique services being provided by the Sabre system. not only did the Sabre system ensure a lower seat reservation price for customers it also introduced some new factors to the airline company like finding low fares, allowing booking of hotels, hire cars, baggage enquiries and many more. This extremely useful new system was all available through the use of online terminals creating an incredibly useful and timely experience for customers. By allowing travel agents to have their own personal access to Sabre to make enquiries direct dramatically lowered costs for travel agents resulting in a major saving for both the travel agent and the airline company.
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3. Although SABRE was undoubtedly successful, American Airlines was not able to maintain its competitive advantage beyond the late 1980s. What factors played a part in the erosion of the company’s lead over its competitors and how did the company react?
American airlines had now shaped and changed the way airline companies operated creating a new innovative way of operation through the use of the sabre system. Dramatically changing the way information was stored and accessed by travel agents, airline companies, and customers, shortly after the success of American airlines sabre permitted more airline companies to join them this resulted in the sabre system providing further services in which travel agents could use the system to browse all airline companies and provide the lowest fares for their customers. As fairs were now being booked through multiple companies this would be a major inconvenience for American airlines reducing their market share.
By the 1980 the sabre system was being utilized by up to 130,000 travel agent companies across the globe. With all of the company’s able to complete basic customer searches via the sabre system, at this point it was strongly evident that sabre was not a company possessed solely by American airlines anymore. American airlines claimed sabre had breached the contract between themselves and sabre.
American airlines that the sabre system now favoured the company’s opposition by the bias of search results provided by sabre. Claiming that American airlines now wasn’t the most favoured company in the search results. This bias in the way the results were displayed gave American airlines a strong competitive advantage with customers and travel agents more likely to choose the company because of American airlines being the most favoured company to fly with at the time. This change is search result bias would have a major negative impact on the company and influence customer and travel agents to choose rival companies rather than American airlines 
American airline also alleged that sabre had tactically forced the company to directly use the sabre system and the services it provides. Preventing direct contact between the airline company and travel agents making it extremely difficult for airline companies to branch out to travel agents for their services. Claiming that this resulted in a major loss of profits. American airline claimed that sabre had made it, so customers and travel agents were only able to book tickets through sabre American airlines also claimed that sabre made it impossible for the company to charge travel agents for the use of the sabre system to cover the financial cost of the system resulting in more major losses for the airline company. In a result of the losses incurred by the company American airlines decided to sue sabre resulting in a lengthy legal battle between the two companies.











Part 2 information systems

1.Define an information system 
An information system can be defined as a combined collection of elements that can be used to collect, store and process data that can be transferred into information and knowledge, most companies depend on information systems to ensure smooth operation of their business and to also ensure smooth interaction with suppliers and their clients. Enhancing the company’s competitive strategies. All parts of a business information system work simultaneously to achieve the correct processing of information required 
Information systems can be split up into two main types 
Manual information systems
Manual information systems consist of information being stored or gathered manually. information that is collected and stored by a people who manage the information system. There is no use of computers within this information system 
Computer based information system 
A computer-based information system is an information system used via a computer or certain hardware, computer-based information systems consist of a number of elements, hardware being usually a computer or such device being used to process and store information, software being the programs and platforms being used complete such tasks of information system, database being a collection of facts and information, people being managers, operators or programmers, telecommunications being the networks or the devices being used to connect computers and procedures being approaches and guidelines for using information systems.  



Question 2: Describe the categories of computer-based information systems, providing relevant business examples for each category identified
Due to the complex structure of business a single information system cannot be used for very role. Different information system is used to store various types of information throughout the company or organization 
Types of computer-based information systems

	Type of systems 
	Role of systems 
	Examples of systems 

	Management information system (mis)
	This information system is typically used for analyzing information relating to resolving structured problems and creating requested reports 

	To solve structured issues within a workplace 
To create plans for production or budget reviews 

	Payroll TPS
	Used by companies to manage payments and track employees’ hours, holiday time or sick periods 
	Used to process pay checks or calculate hours per employees from a checking in and out system to determine pay amount 

	Executive information systems
	This information system is used by high-ranking level managers created to provide the numerous information demands of managers within this level 
	This information can be used to guide managers through decision making and help to determine new activities needed within the company by simplifying information
(Moynihan, 2009) 

	Executive support systems 
	Used by top level management to evaluate information. Provides information at a highly intelligent manner
	Can help and guide managers throughout operations 
Can help managers with tactical forecasting

	Decision support systems 
	An instrument used mostly by mid-level managers to analyze, incorporating data from transaction processing systems and guide in decision making 
	Used to determine the level of affect to a company as a result of situations for example strikes or the rise of interest rates 

	Group decision support systems 
	A system where a number of decision makers join together to solve issues and find solutions 
	Can be used to identify workforce issues determining the cause and solution e.g., helping managers solve production issues 

	Electronic meeting system 
	Used to enhance decision making and problems solving within an organization meeting 
	Used to prevail over such limits  

	Organizational decision support systems 
	An organizational decision support system aids an organization in making difficult decisions by helping to evaluate unstructured data to help make an more informed decision or solution 
	Used by high and mid-level management to assess unstructured data 
This system can be used to improve the effectiveness of decision making amongst managers (Corporate Finance Institute, 2022) 

	Expert systems 
	An expert system is used to replicate and perform like a human expert. This system was designed to resolve complicated difficulties using a number of factors or example stored information. Or a knowledge foundation 
	This system can be extremely helpful guiding untrained personal with no access to a genuine expert an example could be helping a doctor with a diagnosis based upon the information provided 


	Office information systems 
	An office information system is be used to support employees through enhancing workflow and strengthening communications between the workforce resulting in a more orderly form of data collection and more accuracy amongst workforce information  
	This information system can be used to collect procedure save and retrieve information between employees an example of use of this system could be the collection of hours worked, holidays, or sick days to help establish an employees pay rate 

	Transaction processing system 
	A transaction processing system Is used for business transactions for example customer purchases or supplier expenditures. A TPS ensures that information is sent, received, and stored within a database accurately. 
	One example of a TPS could be if a customer happened to make a purchase using a debit or credit card. A TPS make use of the customers card information in order to communicate with their bank, this is where the transaction is either authorized or failed. 

	Intelligent organizational information systems 
	An intelligent organization information system can allow a company to manage, organize, analyse along with understanding various forms of data.
	Allowing a large amount of unorganized data to be viewed in order to help guide organisational productivity by boosting
Communication and management support 





Question 3
Explain how computer-based information systems can support manager at each level of an organisation

Top level – executive support systems 
The executive support system allows a selection of hghly important information to be viewed in an organized and accessible form for top level managers and staff. These such systems are highly important within in an organization. And can allow high ranked staff for example senior managers, vice presidents, executive officers, and company directors to be able to closely observe and examine the environment in which the company operates. The system allows top level managers to assess faults or improvement needs throughout different levels of the organization which in return can guide such top-level managers to be able to enhance the organization and create different strategies to develop the organization further with the use of future plans and goals of the organization. The executive support system can also allow managers to view and understand the company’s performance level in detail allowing such managers to then be able to view their organization in comparison with similar organizations for example rivals of the organization. With the use of this top-level managers have a chance to examine such things as economic trends (Vladimir Zwass, 2017) 











Mid-level managers – decision support systems 
A decision support system is a highly useful tool amongst mid-level managers. The systems allows and guides organization with decision making that demands fine judgement, determination and a number of actions required to make the decision, this system pacifically supports mid-level managers by allowing the observation of large amounts of data that are unorganized or unstructured by doing this the system allows such managers to bel able to make more informed decisions within the organization by allowing the observing of such information in a simpler form. The system is extremely useful for collecting data and producing detailed reports. Overall decision support systems result in more informed accurate made decisions. Decision support systems can be used throughout all levels of the business, for midlevel managers this system could help decision making based on working structures for example managers could use the unstructured information provide by the system to assess working hours and their affect on productivity within the organization (Francis, 2011)
Low level managers – transaction processing system 
A transaction procees system isa 
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