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Response to Question 1
During Groupon’s brief history, some of the important decisions made by Andrew Mason include the decision not to sell Google. Google had made Groupon a $6 billion offer in 2010, which was almost twice than what had been offered by Google for any acquisition. The buyout offer, however, was rejected by Mason. Another major decision involved making the company public and selling stocks. They filed paperwork with the U.S. Securities Exchange Commission in June 2011 for their stock’s Initial Public Offering. Thirdly, Mason brought in a customer relations manager, which helped the company retain merchants for multiple deals; a decision that played a major role in Groupon’s development. 
Response to Question 2
Mason’s decisions do not seem to be unsystematic or random, and as such, do not demonstrate garbage can model. This model rejected linear organizational decision (Peters, 2002). The decision to hire a customer relations manager, in fact, was very rational, as its outcome demonstrated. Moreover, he showed awareness of other possibilities and alternatives, when he chose not to take the buyout, calculating the likelihood of success for each of those alternatives. 
Response to Question 3
When Mason envisioned Groupon, he seems to have made a very creative decision. Creativity refers to the process of being influenced by organizational and individual factors which leads to the development of useful, novel products, ideas or both. Mason utilized a rather simple idea and developed it into a modern-service that not only benefitted customers but was also fun to use. His former boss felt that Mason’s idea was worth a million dollars, which turned out to be true. 
[bookmark: _GoBack]Response to Question 4
A few factors I would take into consideration before entering into competition with Groupon is, what special service am I offering that Groupon has not thought of so far? Where is the weakness in their model, and how can I make improvements in those areas? How much will I dedicate each quarter for promotions and marketing? How do I build a repute with traders and merchants to keep them interested in purchasing from me? How will I handle my business’ growth? Am I taking decisions rationally or jumping into a situation head-first that I know little about. 
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