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Executive Summary
The Toy R Us Company began in 1948. It was founded by Charles Lazarus.  He became the president of the company and it’s CEO. As a marketing strategy, Lazarus used a different pricing strategy whereby, he sold goods to customers with minimal profit. By 1980, the company had gained popularity and it controlled the toy market. It had approximately 101 operating stores. Currently, the company has over 800 stores and it operates as an international company with a number of stores in over 34 countries. 
Some of the values of the company include passion as it values children, team spirit, and commitment to serve children, confidence between the company and customers as well as responsibility towards the society. The company’s mission is to offer families leisure with their children and meet the needs of its customers. The company pays great attention to its customer’s satisfaction. 
 Product Statement
The Toy R Us Company mainly engages in the production of toys for specifically children; toys that involve the parents teaching their children on how to us them, creating a unique positive bond (Hibbert, 2015).  The main goal of our company is to have a worldwide authority on kids and the entire family as they have fun together. 
Environmental Analysis
The toy industry in the world is quite a competitive one though very stable. It is characterized by many manufacturers. As a whole, it generates more than $21 billion annually. It is a market that is very open to new entries and thus, through an environmental study, we can understand the external environment of the company as well as the customer environment. 
Analysis of External Environment
These are the factors in the macro-environment of the business which affect the success of a firm within the industry. They include the situation of the industry, degree of competition of firms in the industry, technological, social, legal and cultural factors.  
Industry Situation
Annually, the toy industry is growing with a birth rate of approximately 13%. The barrier of entry into the industry is very low. This gives upcoming entrepreneurs a chance to join the industry and even overcome competition depending on their ability to create new products that are capable of attracting the attention of children. Large firms within the industry like Hasbro and Mattel spend more money in obtaining licenses thus giving smaller firms a greater chance to succeed in the toy industry. 
The buyers have more control over the industry as compared to the suppliers. The toy industry is highly concentrated. Manufacturers can hardly bargain for prices because a cheaper substitute and alternative shall always be available (Hibbert, 2015). When online markets were established, they gave the manufacturer a route of direct sale to the customer. However, many large firms prefer the traditional supply chains. 
Toys are mainly produced using paper, plastics, cables and cardboard among other raw materials. However the supply of these raw materials is limited due to rules and regulations in various countries. Often these raw materials are made of chemicals which are highly taxed by the government. This gives suppliers reduced powers. 
The industry also experiences a great threat of substitute products. With an increase in demand for toys from children, the number of substitute products is also increasing. In order to overcome competition, companies are forced to use more technology in the production of their toys. The discovery of technological devices at a very low cost has increased pressure within the toy industry. Hence, companies that indulge in the production of traditional toys have very low profit margins and they have to sell at lower prices to attract customers. Moreover, children have varying tastes and preferences depending on their age. While young ones require simulation from their toys, the elderly ones need mind puzzling toys. 
Competitive Analysis
Competition in the toy industry is quite fierce.  There are numerous alternatives for various toys and new platforms keep arising with each new day. Companies are fighting to occupy the toy shelves of various retail shops that have limited shelf space. With such a high degree of competition, companies are jockeying to be the most attractive to its consumers.  This has prompted many of them to engage in a price competition whereby some sell low quality products at very cheap prices, others offer heavy discounts and great offers on their commodities like Wal-Mart. Companies are using their resources at their own expense to gain a competitive advantage. 
Most of the toys are manufactured in China and they have a lower quality. This creates a competition in the supply chain as cargo ships with limited space are used to ferry this toys. During peak seasons, the prices of containers in ships hike thus increasing the shipping cost yet the selling price is not increasing. 
Technological Forces

The technological environment of the Toy industry is highly paced. Many toy companies keep innovation toy fads which come and go as the company tries to create the next breakthrough. Many companies are looking for intractability of toys (Hibbert, 2015). In this attempt they offer platforms like PlayStation and Xbox. The kind of technology within the industry requires that a toy is produced ad it should reach the market as soon as possible. However, technology is dependent on the company’s espionage that is wide throughout the industry. 
In the past, people treated toys as a mindless object that was used to capture the attention of the child. However, with creativity and innovation, toys that can help a child to develop constructive skills have been modeled. 
Economic Situation
Manufacture of toys is greatly done in China. China has very cheap labor due to its high population and a relatively lower currency which is undervalued in the USA.  These two factors bring about a lower production cost. These factors have led to decreased market prices for toys though; it makes the industry susceptible to problems with China (Palmatier, Stern & El-Ansary, 2016). The Chinese are becoming enlightened and they are thus demanding an increase in pay and benefits at their working environments. The demands may burden the industry like the case scenario of the Hasbro company in 2008 where workers had to riot for their rights. 
Political, Legal and Regulatory Factors
On analysis of the legal environment, the rules and regulations in the toy industry are increasingly becoming tight. The law requires that raw materials used in the production of toys should be more resistant to fire hazards, non-carcinogenic and safer for children to handle. This has increased the production cost of toys. These regulations are however strict in the USA. On the contrary, China has loser rules and regulations on toy production. Thus during exportation and importation, the rules and regulations of the target country affect shipping. In 2007, there was a massive recalling of toys due to the production of low quality toys by China. The toys had very high levels of lead and magnets that when swallowed, they caused death. Upon hearing this, consumers lost confidence in toys. 
The industry’s legal environment is also fighting to ensure that it has copyright on its products to avoid the creation of substitute products. This is to avoid a scenario like that of Hasbro Company and Mattel Company who both created the board game scrabble that was played on Facebook and it had to be recalled. 
Looking at the political environment, trading of toys is governed by Chinese currency because most of the toys are produced by China. The Chinese currency is greatly undervalued in the USA and hence, it is a point of interest for policy makers. The legislature of the USA is thus working on changing the import and export prices of Toys
Cultural, Societal and Demographic Trends
The societal environment is becoming driven by technology.  Children are now spending more time on the internet and social media. In many homes, there are more phones being acquired as well as devices accessing internet. These children tend to multitask between the internet and their routine work at home. Averagely, children spend more than 45 hours a week on the internet. Parents are equally getting concerned that their children are spending a lot of time on the screens robbing them off the real life experiences. The damage of toys, games and internet on children, their social, psychological and academic life is great. The industry should thus draw on toys that provide both online and offline fun for children. 
Children aged 0-14 years are the ones who mostly use toys. While the target market in china is expected to remain static as it has been from 2013, the target market in Russia is expected to increase. Houses with more children spend less on toys as the children share toys. While elderly parents prefer to purchase traditional, physical toys for their children, young parents prefer modern, technologically advanced toys (Eisner, Kuperman, Dennehy & Dory 2016). Children born to single parents often have the poorest and low quality toys. Thus, low priced and high volume toys tend to sell well with single parents. The universal child population is declining with an increased use of family planning. However, this population is expected to increase again. The online spend of grandparents has increased as they adore children. 

Analysis of Customer Environment
Performing a customer analysis is essential for the identification of potential threats and opportunities in the external environment. It helps the business in formulation of strategies to cope up with the demands of the macro environment. In the toy industry, the customer is the central position of the entire business. There are three groups of customers in the business. They include the manufacturers, the suppliers of stock as well as the consumer. 
Currently, the target market of the toy industry is children aged 0-14 years and the Chinese suppliers who have pocket-friendly prices. Most of these customers purchase toys from retail shops mostly supermarkets and shops (Palmatier, Stern & El-Ansary, 2016). Most of the toys are bought during the festive season. Parents who buy toys for their children are more inclined to price rather than quality because toys are luxury. Most customers can purchase toys as gifts for their babies especially during birthdays and graduation to the next level.
 Of all the children, those between 2-8 years mostly find fun in using toys. Thus, parents with elderly children buy online toys while those with younger children between 2-8 years buy physical toys. Consumers can be grouped into two. The individual consumers who purchase a toy for a given child and the wholesale consumers like daycares and schools who buy the toys for their clients to use them. 
The toy industry focuses on individual and wholesale consumers because they provide a better profit margin despite sales being lower. Besides, through focusing on individuals and wholesalers, the company can establish a trustworthy relationship. Lastly, this chain of distribution is fast because there are fewer layers involved. 
Swot Analysis
A SWOT analysis of the Toy R Us Company helps in analyzing both the internal and external factors in and around the company. The company has been an economic giant blooming in the toys for children business. However, it has faced great challenges and is susceptible to bankruptcy. It recently filed for a protection against bankruptcy (Hibbert, 2015). Thus, the SWOT analysis will help in the identification of the company’s strength so as to major on them and gain a competitive advantage, the company’s weaknesses to enable the formulation of solutions, the opportunities for expansion as well as the threats it faces as a business entity.
Strengths
Some major strengths of the company include the fact that it has a very broad spectrum of merchandise. The diverse range of toys and baby products give it a special control in the market. The company has different toys for differently abled kids (Axelrod, Gajria & Lee, 2019). It considers age, sex, tastes and preferences of its customers.
Besides, the company has great fame and popularity in the USA and its other areas of operation, giving it a competitive advantage. In the USA, the company has approximately 840 stores and it operates in 34 other countries with approximately 716 stores. It has revenue of approximately $13.646 billion. This makes it the second largest retailer in the USA. 

In addition to that, the company has already established a good network connection in its areas of operation. Therefore, it easily distributes its goods and products. This attracts customers who are interested in not being common. The chain of franchise for the company and its licenses is amazing.
Lastly, the company has a well-developed e-commerce site. This facilitates effective communication and purchase between the firm and its customers. The sites include babiesrus.com, eToys.com, Toysrus.com, and babyuniverse.com. The sites allow client to make and complete their orders as they await delivery. 
Weaknesses
The company is faced by a number of shortcomings and challenges in its operations. Some of these include the lack of differentiation in its products as well as lack of special offers. Almost all of its products have a similar appearance with size being a common difference. The products may not be satisfactory to the intended customers.  The company was initially a leader in the toys market. It has lost its position to other competing firms like Wal-Mart and Amazon which practice attractive discounts, decreased prices and home delivery internationally. The company is thus forced to engage in a price competition to ensure that it can sell its stock. 
Secondly, the company filed for protection against bankruptcy showing that it has a weakness in financial management. This occurred in 2017 an aftermath of heavy losses experienced in 2013. The company delayed in entering the e-commerce market as compared to its competitors and it also incurred a debt of approximately $5billion. This filing of protection from bankruptcy saw the company lose consumer loyalty and confidence; negatively affecting the company. 
Toy R Us company has developed a high dependency on seasonal sales; a great weakness because as soon as the high season is over, profits greatly decrease negatively affecting the company. Most of the sales of the company occur during the festive season when children are given toys as Christmas presents (Bolton & Shankar, 2018). In a financial year divided into four, the company gains major revenue from the fourth quarter. The trend has been existence since 2010; a trend that is a weakness during the low season. 
 Lastly, the company is controlled by sponsors who own it. This is a weakness because it compromises the flexibility of the company. 98% of Toy R Us Company is owned by sponsors. This makes them the decision makers of the company as they approve all financial transactions. Sponsors may develop interests that are not part of the company’s interest. This is a weakness because the sponsors are members of other firms competing with the company and thus, a conflict of interest may arise. 
Opportunities
There are a number of opportunities where the company can invest in in order to gain its financial stability. The company can make use of strategic alliances, charitable associations and joint ventures; opportunities which will promote growth. An alliance with Amazon, one of its major competitors, can provide an excellent opportunity to excel as it increases the company’s buying power. 

Moreover, the company can expand its private label merchandise as well as it can expand its business operations to emerging economies like India. The company got a positive response from Express locations. It planned to open approximately 600 stores nationwide; a great opportunity. Expansion of the company creates diversity of location and it will increase its total revenue (Hibbert, 2015). During this expansion, the company should consider its affiliated chains like Bikes R Us and Kids R Us to provide an equal opportunity in emerging markets. 
The company often engages in charitable giving in the community. This is through the campaigns it runs side by side. This can help the company to market its commodities and gain its leader position in the market.  

Threats
The retail industry is characterized by high competition amongst firms in the same industry. This poses a threat to the existence and success of Toy R Us Company. The company is competing with Wal-Mart and Amazon, very great retailers. In addition to that, low cost manufacturers of toys like those from China are flooding the market. This is a threat because while the company spends more on processing of raw material, it has to compromise its prices. Besides, online retailers are flooding the market increasing competition in the industry. 

The company has a poor social image threatening customer loyalty. The company closed approximately 87 stores. This poses a threat to customer loyalty as they start perceiving the company as unreliable. Toy R Us may lose its customers to other competitors. The fact that it fired some of its employees upon closure of the chain stores, it ruined its image in the community. This poses a threat to a business that is solely dependent on the community as its customers.  The image of the company is further damaged by the huge debt it has. There have been pay disputes in the company that have been highlighted by the media. This makes customers shy away from its products; threatening the financial stability of the company. 
Packaging of products affects consumer loyalty (Palmatier, Stern & El-Ansary, 2016). Attractive packages invite more customers to the shop. Hence, the company needs to provide packaging for its goods to overcome competition.

Primary and Secondary Research
In the business world, researching about customers’ needs and wants, taste and preferences as well as their opinion about your business is important. Customers determine the ultimate outcome of the business. The company uses qualitative and quantitative methods as well as secondary data in their research. Each of these methods has advantages and disadvantages (Eisner, Kuperman, Dennehy & Dory 2016). Through combining them, a comprehensive report can be made.
 Some of the key factor that are investigated during a market research include the trends in the toy market, segmentation of the market, market information of prices of other competitors in the industry as well as the effectiveness of marketing approaches used by the company. Research enables the conduction of a SWOT analysis. While primary data gives first-hand information, secondary data gives data collected by other people. 
Qualitative Research
The preferred method is usually through interviews, commonly group interviews. By this, a group of people is brought to a table and they are asked some questions for data to be collected. The interviewees can watch a video and they are later asked some questions. For example, during hiring, they use interviews to collect data on trends, tastes and preferences. I this case, they usually ask the interviewee what was his or her best toy when growing up. After stating the most favorite toy, the interviewee is asked to state which the most favorite toy is for the children he or she has seen grow up around him or her. The interviewee is then requested to pick a toy from the shelves and try selling it to the manager (Bolton & Shankar, 2018). By this, the managers are able to determine the kinds of tactics to employ in their sales strategies. The interview proceeds with a series of questions about the toy, its advantages and disadvantages as well as how to take care of it. While sometimes the interview is over the phone, it sometimes is physical and face to face. Most of the interviews last for 10-30minutes and hypothetical scenarios are also used. 
The company also conducts group interviews for loyal customers. This is where customers are brought together on a particular day. They are then asked a series of questions concerning both the toys and the company at large. Some of these questions include the image of the company to the society, the things that the company and its employees do that either attract or chase away customers (Longacre et.al, 2016). The company also inquires what it can do to outperform competition among many other questions. Through this group interviews, information about the company, its strengths and weaknesses can be developed. 
Quantitative Research
The preferred quantitative approach method used is customer survey. The marketing department makes a great use of consumer insights. The consumer survey is carried out through either online or traditional methods (Axelrod, Gajria & Lee, 2019). For the online survey, the customer is expected to give feedback about the services they got from the stores as well as information about the product they bought. The customer is first expected to select his or her preferred language before the survey can continue. This is usually done through rating. The customers are also given some space in the online page to write their opinions which may be complains or complements. 
Customer survey is also conducted through point of sale data. This data is actually more important than that collected through interviews and online surveys. Unlike the situations where someone prepares himself or herself and he or she can give false data, genuine data can be collected from this approach. The method makes use of observing the customers reaction towards services and products; a reaction which is often unknowingly and so genuine. Besides, the customers are also given forms after making purchases. These forms request the customer to comment about their experience while in the store. 
The company also conducts customer surveys through its social media pages like Facebook. In these pages, social data is collected. A customer can freely comment in the page about the products and services from the stores, this is usually important in monitoring the social image of the company. The company has also opened Instagram accounts for its managers whereby they can post pictures of the products they are selling and interact with customers. 
Secondary Data
This approach uses data from other sources; from people who had collected it before. Some of the secondary sources include newspapers, office data, the internet, government data and magazines where people talk about various things pertaining to the company (Bolton & Shankar, 2018). Secondary data often involves studying the source. It is thus time saving and very free. 
Marketing Goals and Objectives
The main marketing objectives of the company include expanding its target audience. This is by offering a wider variety of products like video games, for children who are above fourteen years. Secondly, the company intends to be more aggressive in pricing of its commodities (Eisner, Kuperman, Dennehy & Dory 2016). This is through close monitoring of Christmas offers, one of its peak seasons.  Thirdly, the company will maintain an exclusively excellent relationship with its suppliers (Hibbert, 2015). This is with suppliers who specifically have exclusive deals and rights for distribution. Fourthly, the company intends to conduct a market research. This is in an attempt to understand its customer’s tastes and preferences, their needs and wants. It will enable the appropriate allocation of goods in various stores as well as enable the invention of new commodities in the toy industry. 
Marketing Strategies
The company can advertise through its product. This is by ensuring they create confidence in their customers. The company is very good at letting people know that it is the best place to get toys (Bolton & Shankar, 2018). The company uses past experience as well as it provides remedies for recalling products. Besides, the products are usually exclusively tailored to meet the customers’ needs and wants necessitating customer service knowledge.
A second marketing strategy is through price. The company engages in competitive pricing with its competitors. A good example of how the company once used pricing competition is when it sold commodities and told customers that if they get them at a cheaper price, they were to be refunded. Besides, based on the fact that the company has a good name in terms of the quality of its products, pocket-friendly prices see a huge flow of customers into the stores. 
Thirdly, the company has expanded the distribution of its services so as to cover a larger area. The company created e-commerce sites thus increasing online shopping. The company has numerous physical stores in various parts of the world. Through these stores, it increases awareness of the company and their product to more people as well as it makes it easier for customers from various regions to purchase commodities. The stores are very spacious attracting more customers as there is no congestion, and toys can be tested before purchase despite of the toy size. 
Fourthly, the company uses cross-cultural efforts to market itself. For example, when the company opens a branch in a foreign country, it always upholds the cultures of the country and society where it will set up its business. This approach has attracted many customers. For example, when Toy R Us wanted to open a store in Japan, they were not willing to give their belief in cross cultural marketing efforts for the Americanized system used by Amazon. When the store operations match the society’s culture, there is rapid growth and expansion of the business, increasing profits. 
Lastly, the company uses promotional activities to market itself. The company advertises through media platforms like TV, radio, books like the Great Toy R Us Book and mail ads. It also promotes the sale of its products through having customer reward programs. In 2011, the store gave loyal customers a 10% back for every purchase they made (Bolton & Shankar, 2018).  By offering paid sick and vacation leaves to its employees, the company promotes itself as employees are motivated to provide customers with the best of services. Lastly the company advertises itself on billboards as well as by teaching customers how to operate toys. By providing its products to Amazon, the company further promotes the sale of its products. Lastly, the company has always maintained adequate stock levels in its stores. This has promoted sales because customers are sure they will not lack what they want. 
Target Market Definition
The target market for the company is majorly children, who use toys for fun. However, while targeting children, the company has to also target their parents majorly mothers. Children are not able to go to shops and make purchases for toys. It is their parents who do it for them. By the kind of campaigns the company does, it is evident that parents are a major part of their target market because, the campaigns emphasize on the safety of toys as well as the emotional connection of parents to their children (Eisner, Kuperman, Dennehy & Dory 2016). The parents targeted are those who have children below five years and those of five to fourteen years. Most of the parents who shop for these toys are middle aged approximately 25-35 or 35-44 years of age as they are working parents. Parents below 24years of age hardly purchase the toys due to lack of a stable income. Most of the customers have a salary of $100,000 -130,000. They have acquired education up to the degree level and they have kids. Hispanic parents make the highest purchase from the company with African American parents having the least purchase. These parents have a taste for quality rather than price because toys from other companies mostly in China have very low prices as compared to toys from the Toy R Us Company. 
Strategy Statement
The company is focused on providing services and toys to anybody who associates himself or herself with children. The company is sensitive to trends in the society and thus, it locks orders before its other competitors who are slow in noticing a change of trend. The company also sets low prices for high quality toys as compared to its competitors, creating customer loyalty. The company opens stores in various places increasing the market cover. Lastly, the company uses a multichannel strategy which involves the company website as well as physical stores. 
Image and Market Position
Since the company began, it has been having a good social image due to the fact that it provides quality toys at an affordable price. The company is positioned as the largest toy retailer. This is because it offers the largest variety of toys at the lowest price compared to its competitors. This has created customer loyalty (Palmatier, Stern & El-Ansary, 2016). To face competition in the toy market, the company developed an entertainment concept whereby, it offers more video games and creative leisure activities. The diversification of its products allows the company to carry out sales throughout the year. However, since it filed for protection from bankruptcy, this image changed as customers lost their trust in the company.
Value Proposition 
Using the possible value propositions of the company, the company has been having a good value proposition with it being a large retailer store since the 1970s. The company accounts for 15-20% of all the toys sold in the USA. The company has also given more than $120million as donations to local charitable organizations for various projects.
Marketing Implementation
As marketing and sales is a process, the company has always allocated resources to its various activities as planned. Besides, the company often communicates its marketing plan with the marketing team to ensure that objectives are going to be met (Bolton & Shankar, 2018).  A given timeline has been set for all projects to ensure that time and resources are not wasted. Once a project begins, it is always tracked down so as to monitor its success and challenges. Any changes during the course of implementation can be made as reality differs from experience. 
Action Plan
The company gives higher incentives for customers who have proved to be loyal to the company. This promotes both sales and customer loyalty (Eisner, Kuperman, Dennehy & Dory 2016).
The online shopping experience is always improved. This is by forming partnerships with shipping companies like UPS and FedEx. 
The company offers price guarantee to its customers. This is in an attempt to create customer loyalty. 
Marketing Mix
The marketing mix of Toy R Us Company analyses seven major features- the products, prices, place, promotion strategy, physical evidence, people and process. The company engages in the production of toys only giving it uniqueness and sells them through its branches Babies R Us and Kids R Us. The Babies R Us branch focuses on the production of baby products while the Kids R Us branch focuses on the production of different ranges of clothing. There are different types of toys that the company produces. They include learning toys which are action figures, electronic and high tech toys, kitchen and cookware toys and riding toys like bikes and scooters. The company also produces children’s books, puzzles and video games, art and crafts, outdoor play sets, kids’ furniture and clothing as well as party supplies. 
Toy R Us Company has higher prices as compared to its competitors in the toy industry. This pricing poses a challenge because similar toys can be sourced from other companies at a cheaper price. Despite being the second largest retailer after Hamleys, the company is unable to reduce its prices to those of other companies. This is because it produces high quality toys and thus categorizing its target market as the middle and upper class individuals of the society. The company was a leader in the toy market until 1990 when Wal-Mart was established and it offered toys with other products. To overcome this competition, the company adopted Wal-Mart’s pricing strategy whereby each day, it would sell a certain product at a cheaper price randomly. The company went ahead to challenge customers to buy the product and if they found it cheaper at any other store, they were entitled to getting a refund of their money.  
In the study of place, Toy R Us Company has more than 1500 stores in the world. Most of these stores are located in the USA. The largest of its stores is the Times Square which is also the largest store globally. The company has also established stores in 35 other countries in Africa, Asia, Europe and Oceania. The stores had toys for children of different ages (Longacre et.al, 2016). While some of its stores are taken as franchises, others are taken as licenses. The company has also opened online stores and ecommerce sites to expand its service. Through these sites, customers can order for toys after which, they decide on whether to pick the product from the store or have it delivered to their workplace or home. The company has collaborated with other companies like Amazon to help it in the sale of its products. The company has also employed customer representatives to help enrich the experience of customers with toys. 
The company uses various promotion strategies to make customers aware of its products. Mainly, it uses the media to make products visible to potential customers. In the media, the company can use television advertisements where it shows children playing with the toys accompanied by music. Besides, the company advertises and campaigns for children to be given play time stating its importance. The company also conducts in-store promotional activities. These activities include children having fun activities in the store, being given gifts and goods as well as discount coupons (Axelrod, Gajria & Lee, 2019). In addition to that, the children were given interactive games to play in the store. These in-store activities were not charged and after finishing an activity, children were encouraged to make a purchase increasing customer loyalty. Through this, the company was able to compete with Wal-Mart, one of its major competitors. 
Toy R Us has many physical stores that act as a physical evidence of its existence. People can visit them to make their purchases. In these stores, there exist a number of toys before selecting (Bolton & Shankar, 2018). The stores are organized based on gender and age with a unique color coding for each section. The environment of the store is quite welcoming and it gives a customer a wonderful experience. 
The company has employed more than 64,000 people. This staffs are well trained and they help customers at different shelves. The employees have learnt to uphold customer interest and experience while making purchases (Longacre et.al, 2016). The employees work on a full-time basis and upon making purchases from the store, they usually have a 10% discount on products and they have a 4% benefit of investment. Some other privileges the employees get include paid sick-offs and vacations. The company also has part-time or seasonal workers. Unlike the full-time employees, they have no benefits. 
There is a routine process in the stores. The customer enters the store and goes through the products and toys in the store. For the toy that attracts him or her, the customer requests for a demonstration on how to use it from the staff. The customer then makes a decision and upon deciding to buy it, he or she proceeds to the counter where payment is made through cash or electronic payment. After going home, the customer can return the product if the child is unhappy with it. 
Marketing Budget
The amount of money used for launching and maintain the ideas in the action plan should be little and it should not leave the company in huge debt. 
The money that is given to customers as an appreciation for loyalty, through incentives, should increase the number of sales and revenue for the company (Palmatier, Stern & El-Ansary, 2016). If it does not do any of these, an alternative should be sought. 
In monitoring the company, improvements would be worth the money that has been used in running the projects. 
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