Computron, Inc. (2006)

Harvard Business School

Case:
“Computron, Inc. 2006” HBS # 9-597-063

Case Discussion Questions:

1. How far does Zimmerman have to cut price to have a chance?

2. What are the pros and cons of bidding low?

3. What are the pros and cons of bidding high?

4. What should Zimmerman bid? Why?
5. What Short Term and Long Term recommendations would you give to Computron?
Case use Questions to Consider:

-          What would be your primary learning objectives teaching the

     Computron case?

-          Identify the "learning pastures" to support learning objectives.

-          What question(s) would you use to open the case?

-          What would your board to look like after the case discussion?

