There are three strategies that are suggested in the last run these are market segmentation, the use of marketing strategies and increasing the R&D expenditures in the long run. We attempt to implement these suggestions in this run of the PDA simulation. 
The first marketing strategy that the company can apply is the pricing strategy. The price of X5 is increased because it is in the growth phase of the simulation and the price of X7 is also increased as it is expected to be in the growth stage. As X6 is expected to continue in the maturity stage of the PLC we increase its price slightly with the expectation that it will get higher revenues and profits. 

We implement the suggestion from the first simulation that R& D allocation be increased. We increase the R&D expenditure allocation by increasing the R&D allocation of X5 since it is in the growth phase and X7 since it is in the introduction stage. 

Year 2006

	Product
	Price $
	R&D Allocation %
	Profits

	X5
	260
	33
	93,467,124

	X6
	420
	30
	164,282,465

	X7
	230
	36
	-1,585,539

	Total
	
	
	256,164,049


The second year we implement the marketing strategy ( pricing) by reducing the prices of X5 and X7, the objective is quick penetration and increase in volumes. The strategy of increasing R& D expenditures is continued. The R&D allocation in X5 and X7 is increased. These two products are in the growth phase. 
Year 2007

	Product
	Price $
	R&D Allocation %
	Profits

	X5
	240
	35
	115,082,523

	X6
	420
	28
	187,957,069

	X7
	180
	36
	26,441,004

	Total
	
	
	329,480,595


The success of the strategy to increase volumes by reducing prices is continued. Price is the marketing mix variable that is reduced further. The prices of X5 and X6 are reduced. The R&D expenditure is also increased in accordance with the strategy decided during the first run. As X5 and X7 were in the growth phase of the product life cycle, the R&D allocation of these two product is increased.  
Year 2008

	Product
	Price $
	R&D Allocation %
	Profits

	X5
	180
	20
	-50,337,309

	X6
	400
	23
	162,778,275

	X7
	180
	57
	65,749,057

	Total
	
	
	158,555,151


The simulation strategy is continued during the year 2008. The prices are further reduced to increase revenues and volume. The price of X5 and X6 are reduced to increase volumes of sale and revenues. Similarly, the R&D allocation is increased for X5 and X7, 
Year 2009

	Product
	Price $
	R&D Allocation %
	Profits

	X5
	--
	--
	--

	X6
	400
	30
	66,712,847

	X7
	210
	70
	109,019,354

	Total
	
	
	157,470,425


Since the volume for X5 shows a fall indicating that the product has reached the decline phase, its price is slightly increased to gain some profit. On the other hand a sizeable portion of the R&D expenditure is allocated to X7, the reason is that X7 is the only known product to be in the growth phase. The price of X7 is increased because it is expected to have a strong demand and an increase in price will be supported by the demand.  
The total cumulative profit of the simulation is $1,128,638,006.. 
During the last year, the net profit ratio is (174,158, 094/ 498,731,846) * 100 = 35%

The comparison with the first round we find that the profitability in the fourth round is lower than the 39% achieved in the first round. We hereby conclude that the price in the first run, namely increasing the price of X6, decreasing the price of product X7 and maintaining the price of X5 at the same for the 2 years produces better than focusing on marketing mix variables or segmentation.

The changes to be made in the final round are that for the first two rounds increasing the price of X6, decreasing the price of X7, and maintaining the price of X5 at the same level for 2 years will produce satisfactory results. During the third year X5 should be discontinued, the R&D allocation should be transferred to X7. Finally, the fourth year the price of X6 should be reduced, and the price of X7 should be increased. This strategy is likely to bring the best results. 
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