ACC2400- Tutorial homework- Week 2 

Case study 1: The use of IT at USAA
1. Why should USAA collect data on which auto parts are fixed most frequently? What could it do with this data? 
· To refine their products to progressively in their production process 
· Instead of producing all parts at equal quantities, the business could determine which a customer is likely to replace more often than the rest, so that it could develop certain functionalities within the business to cooperate with the demand.
2. How does the image-processing system at USAA add value to the organisation?
Book-keeping and maintaining records can get bulkier and bulkier as the business grows to be older. IT is essential in the process of reducing the density of information. Documenting each and every source document is both time consuming and expensive for organisations. For USAA this means that they are able to have access to all the information with much less effort. Also, this image-processing system sorts and prioritizes documents based on their urgency, so that employees are working on the most important and urgent tasks. 
3. How do the remote deposit capture and mobile banking system at USAA add value to the organisation?
Since the developer of this system was USAA, they have achieved a competitive edge over others in the market. There is a high possibility that it would use this resource to the best possible and excel with their performance. This adds customer value to the business, as they have made the depositing process a lot quicker and effortless. Customer reputation will have increased significantly. 

Case Study 2: Albert Heijn and the Bonuskaart 
1. What kind of information do you think AH gathers?
AH gathers information about its customers, most likely their name, address, phone number, email address, what times of the day they would like to shop, what types of items are of their interest, to name a few. AH then processes this data and transforms this raw data to information, which is useful when it comes to person-person marketing, online promotions and the like. 
2. What can the AH accomplish with the data it collects? (Hint: Think in terms of strategy and competitive advantage)
Instead of using one general advertisement, which does not meet the needs of all people. AH could use the information it has the group the like people and treat them as sub groups within their target market. Hence, coming up with strategies to penetrate their product to the right group where there is demand. This will place AH at the competitive edge amongst its competitors. 
3. Discuss two (2) potential disadvantages of the loyalty card program?
· Since it has access to the personal information of its customers, there are chances it might exploit the data to its advantage without the consent of the respective customer. 
· [bookmark: _GoBack]Mines of information, too much information leads to “information overload”, hence, all the massive amounts of information AH has might not be useful for decision making. 
 
