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1. Responding to this question first as a customer, then as an employee, and finally as an investor, which elements of Cisco's strategy are most critical for the company's success? Why? 
From the view of the customer, the element that is always ranking highest in their mind is getting the correct services that they ask for when they first make use of Cisco’s services. Cisco’s job is to align their mentality and their strategies with the ever-changing needs of the customer, and if the customer sees that their needs are being met as extensively and thoroughly as possible, the end result will be a high rate of satisfaction. A customer who is well aware of Cisco’s brand and ideology would know that the customer is always their top priority, and simply knowing that would make it more and more likely for customers to stick with Cisco and not resort to using services of any competitors. As an employee, it would be essential see that there is a free flow of ideas and ease of communication between workers at all ends of the organization, so that ideas are presented and executed to the fullest extent in a highly effective manner. As a highly centralized organization, the employee would see it to be critical that all coworkers are treated with equal respect, and that no employee should make it a point of order to elevate or lower himself to a level that would allow for an unfair place within the boundaries of the organization. As an investor looking in from the outside, it would be crucial to see that the company’s initiatives and strategies are always being aligned with the needs of the customers, and costs are being allocated correctly so that Cisco maintains its position as a leader in technological innovation. 
2. Would you recommend to Cisco’s management that it purchase INS? Why or why not? 
I would recommend that Cisco form a partnership and go forward with acquiring INS, because historically Cisco has benefitted a great deal from partnering with other firms who have helped them achieve many important goals. Taking into account that acquiring INS could potentially cause a drastic shift in the overall strategy of Cisco being altered, Cisco would still reap the benefits and enhancements to its products and services and essentially the organization as whole. Cisco would not be nearly as successful as it has become today without making the internal decisions to seek out and partner with or acquire companies that have effectively and strategically advanced the business activities and initiatives Cisco has undergone throughout the years. Cisco has been effective when it comes to adjusting to the partners that it teams with, while still maintaining its original business strategies that are focused around a well structured, well assembled team of workers and a customer oriented approach. Cisco has had changes in leadership, each leader coming from a different background and having a different understanding of Cisco and its strategic approaches, but Cisco has always maintained itself as a customer advocacy organization with eyes always looking forward to the constantly changing technological environment.  
