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Assessing Franchise Opportunities
Keeping a Client Happy, but Trying to Branch Out
Working with the one client has been beneficial to the Four Horsemen Toy Design, and branching out will allow them to get more orders from their collection. In the process, Mattel will still be giving them orders since they love their workmanship and originality. In the end, they will still keep them happy by employing more workers so that they can manage the orders for Mattel while working on their collection. Although this will have its risks as well in case they do not meet the deadlines for Mattel, and it may bring conflict between the two. Therefore, Four Horsemen Toy Design Company need to learn how to manage their business venture so that it does not interfere with their main client's work. The opportunity to get more clients when they branch out will not come quickly because they have to create a brand name that will resonate with the customers, so they will need to market their products (Stanford, 2016). The use of social media marketing will be effective because they will create awareness of their brand, which in turn will grab the attention of individuals who are into buying the adult action figure toys. 
They should also venture into selling their toys online by setting up online, efficient online platforms where interested customers can purchase the products and get it delivered to their specific location on the said date or day. In turn, this will help boost sales of their products since the online system keeps track of the transactions. Threats such as competition will interfere with their success when they branch out since they will not be the only company selling adult toys and action figures (Perrigot et al., 2017). When it comes to pricing their products, their price range should be favorable to their existing customers while offering high-quality toys. Although the toy industry is not the most profitable business, they can keep designing molds for Mattel and save the money they get from the partnership to use when they branch out.
Build a Second Restaurant in the First’s Shadow
Opting to buy the warehouse next to the first Red Iguana restaurant can be beneficial to the business because it means, instead of having customers wait in line to be served, they can opt to go to the second restaurant since it is nearby. It is a good idea considering that in the next two years when the rail construction begins, the restaurant will be no more. Therefore, the second will act as a replacement to the first one along the same street provided they serve the exact delicacies people in that location enjoy. But it is best if they open up the second restaurant in another location where there are no Mexican restaurants, to gain new customers. Although the business will pick up slowly because people in that location are not familiar with their delicacy, eventually, it will increase more customers if their recipes remain authentic. Ms. Cardenas and Mr. Cocker can always hire a manager who will overlook the new franchise's activities while they manage the first restaurant if moving from their home will not be an option. They can be visiting the new restaurant once every week to check on its progress and be liaising with the manager regularly (Burns, 2016). 
[bookmark: _GoBack]Red Iguana restaurant can start offering to take away services to customers who do not want to eat at the restaurant. The customers can call in, place their order, and have the food delivered to their doorstep. Customers can place their orders using an online menu that contains all their delicacies. The possible risk that may arise in this method is the mixing up of orders and poor customer service if the employees are not well trained on how to handle clients. In the two years before the disruptive constructions of the rail begin, the business in that area will have made enough sales that will allow them to franchise in different locations or towns. Taking the offer from business developers to branch out in malls is a good idea that would work if they were a fast-food restaurant (Shumba et al., 2017). For that reason, if they go that direction, their delicacies will reach a lot more people, but at a cost because the business developers would want to change things such as the recipes or management, which would eventually interfere with Red Iguana's authenticity.
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