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Question no 1: Should Munich Gases invest €10 million in this new product project?

Yes, Munich gases should invest 10 million dollars in the new project of teeth whitening because successful ideas open opportunity for business growth. As we have studied in the paragraph that the annual sales of Munich are around 12.1 billion dollars, and the annual R&D budget is close to 100 million dollars. 
I would support the investment of 10 million dollars Munich Gases being a large company the funds will not noticeably be affecting their annual sales if the idea is not successful.
An important point to notice is that Munich discovered the idea which can possibility be a multi-billion dollars investment, but they are undecided in 2 options whether to use it in the consumer market or the industrial market. They should make the decision based on the needs of the people. 
Considering the first option of the industrial market investing it will be regarded as an expensive product by the general public. They will not be able to have access to it directly. In the long run the product will not be successful because in that field the market either local or international is saturated of these ideas. The brand name of the company will speak for itself so why not go for introducing your own product in the market and make an individual product (Foxall et al.1992). 
Investing in the product will have benefits if used in the consumer market because it would meet customer needs. In any business, it is important to make sure that whatever product is to be launched, the market must be able to satisfy the needs of customers. Only then the product should be released in the local and international market. As we have seen that the annual sales of the company are around 12 billion dollars so they must do all the hard work for the advertisement of their product, they must introduce a simple marketing strategy and the product will spread in every corner of world. 
Another reason for investing 10 million dollars in the consumer market is that the customers have the access to best quality of the product and that too at a very cheap price. Investing the capital in the consumer market will make the product available for everyone. On the other hand, if the same capital is being launched in the industrial expensive product than it will only be in reach of people who can afford it. If products are sold to a middleman such as the dentist professionals Munich Gases will only make part profit. The dentist will sell the product at a higher price to the customers.  As we have already mentioned that the product that the company is going to launch must satisfy the needs of the customers by being affordable able to be in reach of people and anyone can afford it. This will eventually increase the international and local sales and the revenue generated (Lambkin et al. 1989). 
DATT Thinking Tool
	Tool 
	Action 
	When to use

	Aims, goals, objectives
	To achieve maximum profit and potential market entry
	At beginning, whilst idea is being put forward.

	Consider all factors
	Entering a new market. Research into what will be beneficial professional market or consumer market.
	Decide on which route should be taken, in this case open consumer market.

	First important priorities
	Safety of use. compliance with industrial and consumer regulations
	Approach relevant institutes and seek a framework

	Alternatives, possibilities, choices
	Handing over the idea to a different market.
	Collaborating with other experts.

	Plus, minus interesting
	Consider all factors, micro and macro.
	Assess and monitor the decisions. Would consumers adapt to new product?

	Other people’s views
	Getting Dentists and other professionals involved in product research and develop new potential ideas.
	Adaption to overcome any hurdles. Consumer safety, ease of use.

	Consequence & sequel
	Trail and implementation 
	Evaluate 



[bookmark: _Toc66176359]Question no 2: What other factors may yet decide the fate of this project?
[bookmark: _Toc66176360]Competition in the market:

The product idea is not new in the market and there are a lot of companies in the international market that may prove to be a threat for the company. The latest technology that uses plasma for teeth whitening is a new idea the product will be helpful in whitening the teeth. The draw back for the company is that the market is saturated so, there should be an extra benefit of the product that may attract a lot of people towards it. The research show that the product will be able to make the teeth’s white (Veeraganta, Sumanth 2015) but a lot of toothpaste, and other companies also claim the same, the best strategy may be that the product will improve the teeth whitening as well as the fresh breath along with strong tooth. When the company claims this vendetta, this will be a new start for the product to launch. 
Further research:
People in the meeting also stated that the product needed further research because they said that the product must be launched by the name that introduced it as cleaning agent. This can create a lot of problem in future because of the uncertainty of how the people will react to the product. This is a clear understanding of the need of the people and the customers. However, if the product is to be kept to the professional industry there would be an element of trust in the consumer market. It is important to be able to build product trust if it was too be made available to the general public. Customer trust can be achieved through marketing, customer support and guidance. 
Restrictions:
The research method was implemented on pig tooth because no human experiment was allowed in the initial trails. The research had flaws regarding its marketing strategies. That is because no one can clearly understand what the product may hold in the future. The product depends in the business to make enough sales to cover up the initial investments in the market. The problems lie with the choice of the people but apart from that the decision should be made by the HRM because they will truly understand the consent of people and their thoughts towards the product. 
The future of the product looks bright because if the product is introduced as a cleaning agent, people will still buy it for their personal use and if the product is introduced in the form of a tooth paste than there is a chance the sales will be low because of a lot of competition in the market. The future of the project is likely to be successful if it is introduced in the consumer market with an individual brand name (Delgado, et al. 2007). A lot of restrictions are still available that we discussed used, but the main problem is with the industrial introduction of the project. The stats are clearly in favour of consumer market because the sales will increase with the increase in customers and will be in reach of everyone. 
[bookmark: _Toc66176361]Question no 3: Which market should Munich Gases select: the consumer product market or professional/business market?

When a business starts giving its customers a lot of choices about how they can spend their money on different products it opens prospects of further profits. This can only be achieved if the business itself believes in the product and has sound understanding of what it is able to achieve. This would determine its success (Pacios, Ana 2004).
Munich should select and invest their capital in the consumer product market.  Reason being it will make the product widely available, and customers will become more aware of its outcome. Customers will be able to achieve whiter smiles, and this will start to popularise amongst the population naturally without expensive marketing long-term. An example of this is home air freshener, customers were marketed the idea of a clean house and nice smelling fragrance. The customer now widely knows it serves purpose and buy the product. 
People also like convenient product and services in these fast pace modern times people do not want to waste time going to dentists and this product can fill the gap of an easily available alternative to the dentist teeth whitening treatment.
The tooth whitening product is a need of each person. A lot of companies in the world claim to do the job at cheapest prices possible but the result is low. The research shows that plasma has a side effect that can be used as a cure for yellow teeth. This clause will prove essential for the consumer market because the consumer goods are grouped in 4 categories. The convenience in shopping, shopping at your own will and no on will be able to stop you or force you to buy any specific good. The speciality in the product as it can be seen I the tooth whitening product and last but not the least, unsought goods. All these categories are based on the customer shopping pattern. If we are to take care of that than the consumer marketing is the best option for Munich. 
On the other hand, if they selected to be in the industrial market than it will take a long time for the research and the research is yet to be completed because no experiments have been done on humans. Another point is that a lot of investment is required for the research and that does not guarantee the success of the project. So directly introducing the product in the consumer market is the best option for Munich because it will be easier for the customer to make a choice and the brand name of the company will help increase the sale of the product before it is launched in the market. 
[bookmark: _Toc66176362]Question no 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?)

Yes, it is important to secure an entry and supermarkets would be an ideal place to start. Whenever there is inconsistency in one of the products in a company, it is a must that the company secures its position by making an entry with one of the leading companies of the world that are related to that product in some way.
Munich must make an entry with one of the leading multiples in the market because it is unknown whether the product will make sales or not. The company that the Munich will be making an entry with must be eligible to make sure the product is able to influence the people, and gain sales. In business things that matter are that how you will be able to make the successful sales and meet satisfaction of the customers.
TESCO is the most legitimate leading multinational company and by making an entry with the company will make a good impression the European market. The pestle analysis of Europe is very simple, the culture needs to be understood and the no matter what your product is about, the sales will be as expected. Although, Munich must make a partnership agreement with the company but that is also a plus point for Munich company because they will be together, I profit and loss at the end. If the product that Munich is introducing in the Europe market does not fly, the total loss will be divided on both the companies and at the end if the sales are made the profit will be divided. In both the cases Munich will be in profit and that is how it happens all around the world when a brand is to introduce internationally, the company must know for sure that if he wants to introduce the product in that specific country than the most powerful company must be made partners, or the expansion will be very difficult. 
Making alliance with the leading multiples will benefit both the companies but this has to be made sure that the product that we are planning to launch must be up to the standards so that it is entertained all around Europe. So, Munich Gases entry with one of the top leading multiples in Europe will be a good idea.

[bookmark: _Toc66176363]Question no 5: How can the firm reassure uneasy consumers about the safety of plasma in their mouths?

The concept of plasma is that whenever it absorbs electricity the surface atoms vibrate and create an energy which is called heat energy and that is the reason that the teeth change their colour from yellow to white because all the yellow substance is vibrated away. This is how the company should try to make the uneasy customer satisfied that the product is free of harm and the plasma that seems uneasy to be held in mouth bears no harm (Pratibha, Seenappa, Ranganath, 2007). 
An example to build customer trust is sharing common knowledge and relating it to the product i.e., feel uneasy putting plasma in their mouth than it is for them to understand that this is a kind of a mini surgery and in a surgery no matter what happens at the end the result will be the cure of what you may feel like a problem to you.  It is for sure that whenever the treatment is to be done, it will be done by professional that are trained to do this. The plasma is a safe substance that even you swallow will create no problems for you because proper test would have been conducted on plasma. 
Many people are afraid of different diseases from plasma and that is the reason most people will feel uneasy to use it (Marsh, Philip 2006). But for their comfort the firm must provide them with the reports and statistical data that the plasma is completely secure and there is no way the plasma can affect or create any kind of diseases inside anyone if it is being swallowed.
This was about the plasma being swallowed but what about those people who truly neglect the concept of keeping it in mouth, the firm must market the product to address any possible customer concerns in terms of product safety. This can be done through clever marketing like creating a beautiful advertisement of people with whiter teeth and what they had to do to achieve them. Ultimately advertising would attract many customers who wish to have a nicer smile. 
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