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Introduction
Alfred Carlton Gilbert was an inventor who was based in the United States. In the year 1909, he developed the Erector engineering set which was a toy. After he died in 1961, AC Junior his son took over leadership of the company. The company was later on taken over by Jack Wrather, who had bought 52% of the company’s shares, then, later on, closed in 1967 due to the major losses made. 
Key systems, and processes, performance measures, assessment tools and techniquesused by AC Gilbert and its effectiveness
There were different ways he ran his company that included;
Supply chain;the sales team was tasked with taking orders from customers. The distribution team, on the other hand, delivered to the store packaged toys in their warehouses. When it came to the delivery of goods, used transport that was on contract to their customers.The customers would then get the toys from retailers.
Operational systems; the planning department converted different ideas into specific designs and determined the resources required to ensure the realization of the designs. The number of sales for each product to be delivered was also planned for and was tasked with developing production plans for each product, with a specific time for each production. The purchasing team would then take the information from planning to purchase raw materials for products and packaging from the supplier. The manufacturing team was tasked with producing and packaging toys for distribution.
Product service delivery; the company’s best-seller product was the Meccano-like Erector engineering sets that were on high demand for more than 50 years. Designing of toys was delegated to professionals who came up with ideas for, this meant that their services were top-notch in the market. Specialty retailers were used in delivering the toys to the final consumer in the market based on their experience.
Effectiveness of implemented measures up to 1966
Quality; since the formation of the company in 1909, the designs of manufactured products were of high-quality metal boxes, and were made in a way that they would last for long. 
Sales, profits; among the many products made by the company were best-sellers and well received by the market for a long time. This was besides the fact that the toys were not cheap. With the drastic change in the market culture and products being demanded, the company recorded a significantly high loss in the year 1962.
Supply chain performance and business growth; the shift towards a mass market in the sixties resulted in retailers being pushed out of the supply chain in the market. They also traded their good for a lower rate, but at the same time, they still made a steady profit. Stores that gave large discount rates were quickly taking over their place. Using adverts on televisions would subsequently lead to high demand in the market for the goods advertised.
Trends that AC Gilbert fail to identify in the late 1950s 	
Market share; in the old days, advertising was done through magazines but the sixties brought a new medium of advertising using television, especially for toys. This meant that there was no update of how they advertised themselves to the fast-changing market, meaning they were unpopular. AC Gilbert was not active in using television advertisements until when opportunistic businessman Jack Wrother who was a producer in television came in and actively introduced this concept. 
Reputation and stability; by the year 1919 the company was popularly known for its toys that were high in quality. As AC Junior began overseeing the company’s activities, the company had established a notable and respected reputation for itself in the market for toys. This was very effective due to the wave in the fifties, but with the new wave in the sixties, it did not come into play because there was a different shift in the market culture and demand for barbies and action man toys being very popular. 
Sales and profits; the company in the 1950s was leading in production, with a steady profit yearly. Being a small company in its nature, this was a remarkable performance at the time.
Ability to adapt to change;i n the past, culture greatly favoured the male gender than girls, this greatly influenced the toys that were also being produced which were mainly for boys, overlooking girls. With the new wave however across the world that came with liberation, meaning there was a change in what was demanded in the market. AC Gilbert Company was however slow in implementing this in their production, being rigid and holding to the past view of the market.
Customer service standards; in the past, the retailers had a good relationship with the customers, unlike the late fifties where customers viewed the quality of products as poor and over-priced. This resulted in breaking of the good relationship that had been formed for a long time because the independent representatives that were introduced, who based their sales on commission. They were only focused on how much they can earn as opposed to upholding their relationship with their customers.
Innovation;the wave of western culture greatly influenced the toy market with the introduction of Barbie, racing car sets, and action figures like Action Man. The company was slow in adjusting to the new trends demanded by the market, leading to a loss in a huge number of customers.
Employee performance; there was a replacement of the top AC Gilbert executives and the use of employees who were not properly trained, leading to the products they sold being low in quality.
Production and manufacturing; demand for the products the company sold were very high. However, in the later years change in how they packaged their products led to a reduction of their quality. There were also complaints from the customers that their products were of low quality, for example, stating that a change of clothes lacked for the dolls they produced.
Specialists I could have consulted to advise on and identify technology, and electronic or other commerce opportunities
a.) Internal
Engineers, production staff, and manufacturing staff; there was an introduction of fifty new toy lines and a change in the focus of the company where they focused on ages between six to fourteen. There was an increase in the sales staff by fifty percent. Training and work experience for the employees in engineering and the department of production negatively affected the quality of the products and services given by the company (Park, I. et al, 2015). 
The implementation of the aggressive sales approach before Christmas led to failed products, hence deleting the twenty newly introduced items introduced. Price reduction of produced toys from seventy-five dollars to twenty dollars negatively impacted the quality of the products with changes making them substandard from how they were originally being produced. This led to internal problems as toys projected to be delivered by Christmas had not yet arrived. Change to accommodate new trends in the market should be carefully considered before being implemented to avoid losses and decline in product and service quality of a company, which happened to AC Gilbert Company (Chambers L. D. et al, 2019).
Human resources personnel; the replacement of top AC Gilbert executives and later on firing after two years greatly affected the company’s functioning. Crisis management birthed changes resulting in a lot of confusion in policy implementation due to the lack of order, which could have been avoided from the beginning if they had been careful in their hiring and firing procedure, and the quality of products being manufactured (Lancaster G., 2017).
The borrowing of a loan in 1996, led to a great loss resulting in the company’s closure in 1967. There should have been clear guidelines on the injected money or assets into the company, and accountability of how the borrowed money was intended to be used by the company (Parboteeah P. et al, 2019).
 b.) External 
Marketing consultants; the presence of pre-existing relationships was disrupted became as focus shifted to the amount of sale, with no regard for wanting to maintain the relationship with customers leading to the destruction of their reputation. Instead, the company should have taken their time looking for good salespersons that strongly represented the company to their customers (Park, I. et al, 2015), investing in relationship building to ensure their reputation is upheld.
Advertising experts; Jack Wrather initiated a massive advertising campaign by use of television which increased spending to three million dollars. As opposed to this, the company should have focused its attention on improving the quality of products and relationship with customers (Chambers L. D. et al, 2019), while depending on the already existing advertising they had implemented earlier. 
[bookmark: _GoBack]Engineers, designers, and IT consultants; instead of spending one million dollars on brightening the product’s packaging, they should instead have used this money to recruit professionals with knowledge of the current changing market to ensure they survive as relevant in the market.
Conclusion
The case study clearly shows that without a clear vision and mission, a company has no direction and they are likely to fail. At the same time, the leaders responsible for the success of the company have a huge task to ensure proper running and management of the company and a lot of accountability to be successful. It is also clear that even after many years in the market, a small change can lead to the fast decline and even closure of a company or business, so decision making should be approached with a lot of caution and all factors examined before implementation (Parboteeah P. et al, 2019).
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