Max Czellecz
Mintendo Game Girl Case Study
Professor David Stec

Which option delivers the maximum profit for the supply chain: a) Sandra’s plan, b) Bill’s plan, or c) no promotion plan at all? Assume ending inventory of 0.
	Plan
	Total Cost
	Total Revenue
	Profit

	Sandra’s Plan ($5)
	$18,142,625
	$55,130,000
	$36,987,375

	No Promotion Plan
	$17,384,720
	$53,500,000
	$36,115,280

	Bill’s Plan ($5)
	$19,609,250
	$57,425,000
	$37,815,750



The plan that delivers the maximum profit for the Mintendo supply chain is Bill’s Plan, which yields a total profit of $37,815,750. When comparing the three options, Bill’s plan outperforms Sandra’s plan and the no-promotion plan in terms of both total revenue and overall profit. While Sandra’s plan brings in $55,130,000 in total revenue with a profit of $36,987,375, and the no-promotion plan delivers $53,500,000 in revenue with a profit of $36,115,280, Bill’s strategy generates the highest revenue at $57,425,000 and the greatest profit margin. This shows that Bill’s promotional approach effectively boosts sales volume enough to offset the added promotional costs. In a competitive market for gaming consoles, this type of strategy suggests that moderate discounting can stimulate enough consumer demand to increase total sales and overall supply chain profitability. Therefore, the most profitable decision under normal conditions is to implement Bill’s Plan with a $5 discount, as it maximizes both revenue and total profit for the Mintendo supply chain network.

How does the answer change if a discount of $10 must be given to reach the same level of impact that the $5 discount received? Again consider the three options of Sandra's plan, Bill's Plan or No Promotion.
	Plan
	Total Cost
	Total Revenue
	Profit

	Sandra’s Plan ($10)
	$18,142,625
	$55,130,000
	$35,367,375

	No Promotion Plan
	$17,384,720
	$53,500,000
	$35,115,280

	Bill’s Plan ($10)
	$19,609,250
	$55,100,000
	$35,490,750



When the discount increases to $10 to achieve the same market impact, Sandra’s Plan becomes the most profitable option, generating a total profit of $35,367,375, compared to $36,115,280 for the no-promotion plan and $35,490,750 for Bill’s plan. Sandra’s approach maintains stronger profitability because it effectively balances sales growth with controlled costs. Her plan appears to drive enough additional demand to offset the revenue loss from the higher discount, making it more efficient and sustainable than Bill’s higher-cost strategy. Meanwhile, the no-promotion plan remains the same but fails to generate the same level of sales or revenue growth. Overall, this demonstrates that when deeper discounts are required, Sandra’s $10 plan offers the best trade-off between stimulating demand and preserving profitability across the supply chain.

Suppose Sandra’s fears about increasing outsourcing costs come to fruition and the cost rises to $22/unit for subcontracting. Does this change the decision when the discount is $5? Again consider the three options of Sandra's plan, Bill's Plan or No Promotion.

The subcontracting cost was originally $18.
	Plan
	Total Cost
	Total Revenue
	Profit

	Sandra’s Plan ($5)
	$18,142,625
	$55,130,000
	$36,987,375

	No Promotion Plan
	$17,384,720
	$53,500,000
	$36,060,500

	Bill’s Plan ($5)
	$19,660,725
	$57,425,000
	$37,764,275

	Sandra’s Plan ($10)
	$18,142,625
	$53,510,000
	$35,367,375

	Bill’s Plan ($10)
	$19,660,725
	$55,100,000
	$35,439,275



When considering an increase in subcontracting costs from $18 per unit to $22 per unit, the profitability comparison slightly shifts but does not really change the overall decision. Under these updated conditions, Bill’s Plan ($5 discount) continues to produce the highest total profit of $37,764,275, followed by Sandra’s plan ($5 discount) with $36,987,375 and the no-promotion plan at $36,060,500. While the higher subcontracting cost marginally reduces Bill’s overall profit compared to the initial scenario, his plan still maintains a clear advantage due to its higher total revenue of $57,425,000. This suggests that even with rising production costs, Bill’s promotion remains strong enough to generate sufficient sales to offset additional expenses. The result reinforces the importance of balancing cost efficiency and demand generation within the supply chain. Although outsourcing cost increases can narrow margins, effective pricing and promotional strategies can sustain profitability if the volume of sales grows proportionally. Therefore, even in the face of higher unit costs, Bill’s $5 discount plan remains the best strategic option, delivering the most favorable financial outcome and maintaining strong performance across the supply chain network.

Summary:
After analyzing all three scenarios, the results show that the most profitable strategy for the Mintendo supply chain varies depending on the discount level and cost conditions. Under normal circumstances with a $5 discount, Bill’s Plan delivers the highest profit of $37,815,750, proving that his promotional strategy effectively boosts demand while maintaining strong margins. When the discount increases to $10 to achieve the same sales impact, Sandra’s Plan becomes the most profitable at $36,987,375, as it balances increased sales with better cost control, while Bill’s and the no-promotion plans both experience sharper profit declines. Finally, when outsourcing costs rise to $22 per unit, Bill’s $5 plan continues to be the best choice, earning $37,764,275 and showing resilience against higher production expenses. Overall, the analysis suggests that Bill’s plan is optimal when costs remain stable or only moderately increase, while Sandra’s plan becomes more effective when deeper discounts are required, demonstrating the importance of aligning promotional depth and cost management to maximize supply chain profitability.
Side note that I noticed was that they did not recommend any firings in all of the solvers I did. I feel like that goes against the other solvers we did in class. If I am looking at this from a customer's perspective, I would be happy they achieved this without layoffs and if you want to think negatively about it then think what would happen with layoffs? I assume the shareholders would be more interested in the negative route.




Appendices:
Sandra questions 1 and 2:
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Bill questions 1 and 2
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No promotion plan:
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Sandra Question 3:
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Bill question 3:
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