Executive Summary
	In the fast-paced environment of today’s marketplace, new opportunities must be analyzed constantly.  Precise Tech is currently analyzing an opportunity to introduce a new product to the broad-spectrum blood monitoring market.  This product is the BioChem 4000.  The purpose of this report is to analyze the feasibility of pursuing this opportunity and decide whether or not to enter the market.  For this project, we have four main recommendations: 
· Enter the broad-spectrum blood monitoring market with the BioChem 4000 in home and professional segments.
· Establish a premium image of quality through our pricing strategy for the product.
· Use a machine-paced system with TransTech as our chip supplier to minimize costs.
· Institute a comprehensive quality management system for Precise Tech.
Analysis
	To conduct our product feasibility study, we had to make many small scale decisions in each of the functional areas.  In order to make these decisions, we had to establish primary objectives that aligned with the overall goals of our company.  These objectives were to minimize cost, maximize profit, and improve the long-term financial standing of our company.  Through our analysis, we used these objectives as constraints in the decision making process.  
The Competition
There are two competitors in the broad-spectrum, blood monitoring market for the BioChem 4000.  The first competitor is the Bat Boy.  This product is a low cost ($14.99), easy to use product that is primarily targeted to in-home consumers.  The product indicates only to the user one of two results:  “OK” or “Red Zone”, which indicates whether or not they should see a doctor for further tests.  The second competitor is the Gold Crest.  This is a high-end, broad-spectrum blood monitor that comes with an expensive price tag of $799.  It has the ability to use invasive (blood) or noninvasive (saliva) testing methods.  Because of this price premium, its primary target segment is medical professionals and institutions.  It should be known that because of the price discrepancy, these competitors are primarily successful in only reaching one segment of the market.  In regards to the competition, we feel the BioChem 4000 can be successful in targeting both of these segments simultaneously.  
Risks
	Although we have given four recommendations to pursue this opportunity, there are inherent risks to be considered with this project.  We believe that the risks in this project can be broken down into three major categories: macroeconomic conditions, competitive risks, and uncertainty.  The macroeconomic risks involved primarily affect consumer preferences in their ability to purchase items such as the BioChem 4000.  For example, if the economy goes into recession, it could result in the revision of our pricing strategy and changes in our marketing efforts to reflect the changing needs of our consumers.  Competitive risks also affect the analysis of the BioChem 4000 venture.  These competitive risks, presented in our financial model, disregard competitive efforts, resulting in the isolation of our company in the market.  Also, these risks affect our marketing efforts in the sense that moves by our competitors could force us to change our price or communications.  The uncertainty in the project influences our decision making as well.  The ambiguity present in the production process is due to the questionable estimates of the time it takes to calibrate our new machines.  Because this is a new opportunity, we have based portions of our financial analysis on past ventures.  As a result, we may not have every accurate measure of risk involved in pursuing the BioChem 4000.  We have given our best recommendations given both the current market and limited view of the future; yet, parts of these strategies will need to be modified if these risks result in any disruptions.
Benefits
	Through our analysis, we feel that the benefits of pursuing this project greatly outweigh the risks involved.  From a financial standpoint, our estimates show that this project could potentially raise the stock price.  We should also see an increase in cash flows of 16% yearly, which would be a major asset to our company.  These cash flows provide our company with real options that can be pursued.  They will give us a further opportunity to improve our research and development efforts, leading to potential innovations in current and future equipment and technology.  Also, they will provide our company with the funds to invest in a pharmaceutical company.  This will allow us to gain customer retention through constant interaction, even after the BioChem 4000 has been purchased. 
Through company efforts to increase efficiency in the production process, our company is improving our abilities to produce the BioChem 4000 as a high quality, accurate, and reliable product.  The improvements, coupled with our technological superiority, have resulted in competitive advantages for the BioChem 4000.  These advantages will allow us to achieve high profit margins as a result of our pricing strategy.  Given our pricing strategy of using our premium image, we will be able to price the BioChem 4000 at an affordable, yet very profitable level.
Recommendations
After a comprehensive analysis of the strategic, marketing, operational, and financial areas of our company, our team has developed four recommendations for Precise Tech and our BioChem 4000 venture.  
1. We believe that the BioChem 4000 would be most successful if marketed to both the professional (hospitals, assisted care facilities, and physicians) and in-home consumer segments.  First, we believe that our abilities to be the cost leader in the high-end, broad-spectrum segment will allow us to outperform the pricy Gold Crest product.  Next, we believe our company can effectively differentiate our product’s features of accuracy, quality, and reliability, from the lower priced Bat Boy.  By implementing these strategies, our team believes that our company will appeal to these profitable target segments.
2. Our team believes the BioChem 4000 should be priced at $191.99 to establish a premium image of quality for the product.  Because we can not compete with the Bat Boy’s price of $15, our company must concentrate on marketing our product to customers as a high quality, highly accurate and reliable product.
3. To establish our position as the cost leader in the high-end, broad-spectrum market, our team believes that Precise Tech should use a machine-paced system with TransTech as our chip supplier.  This system lowers the production costs of the product, effectively allowing our company to pass these savings to consumers in the form of lower prices.  This lower price should help cannibalize sales away the main competitor in this segment, the Gold Crest.
4. Finally, our company should strive to continuously produce products that excel in quality.  Because our brand name and company reputation is built on this philosophy, it is imperative that we continue marketing this message to our consumers.  To meet this high standard for quality, our company must be efficient and productive in all facets.  This requires motivation and incentives given to company employees, quality assurance staffs for production monitoring, and continuous attention to customer responsiveness.
