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Target Corporation
Target Corporation is among the largest retail stores in the United States, with around 1699 stores. It is second only to Wal-Mart. Target Corporation sells food, household goods, pet supplies, electronics, and other national and exclusive brands. The company was first incorporated by George Draper Dayton in 1902 when he bought Goodfellow Dry Goods Store. After Dayton's death in 1950, his son became president and began expanding the company. From 1911-1969, the company was referred to as Dayton Company. The name changed to Dayton-Hudson Corporation from 1969-2000, where it then changed to Target (Nolen, 2019). Target’s logo, which is a red bull’s-eye, is familiar throughout the United States. Dayton-Hudson opened the first Target store on May 1st, 1962, as a discount store. In 1978 and 1990, Dayton-Hudson set up two more retail stores, Mervyn’s, which was based in California, and Marshall Field and Company, respectively. Target became Dayton-Hudson’s leading retail store by 1975. Target’s annual sales had hit $1 billion by 1979. To show that they were focused on their Target stores, Dayton-Hudson changed their name to Target Corporation in 2000. In 2004, they sold Mervyn's and Marshall Field and Company. Throughout the 20th, Target had done a great at distinguishing themselves from their competitors. They did this by offering stylish products and limited-edition clothing lines from famous designers such as Jason Wu, and Zac Posen, at affordable prices.
Operations
[bookmark: _GoBack]Target Corporation mainly deals five product categories:
· Foods and beverages.
· Beauty and household goods.
· Home furnishing and decorations.
· Apparel and accessories. 
· Hardlines
These five products contribute a total of 15%-25% of the total revenue.
Geographic Reach
Target Corporation is based in Minnesota, operates across the United States. The five states of Texas, California, Illinois, Florida, and New York, contribute significant amounts of revenue and account for almost 40% of Target's store locations. In the United States, the company has forty distribution centers. It also has over a dozen offices across the world to support shipping and trading activities. 
Sales and Marketing
Most of Target's merchandise is delivered via the forty distribution centers. The stores generate almost 95% f the revenues. The rest of the income comes from online sales. In terms of maintaining loyal customers, Target has been very successful. The company can drive sales through debit and credit cards, with close to a quarter of their sales being paid for using REDcards.
Financial Performance
In the fiscal year 2016, Target Corporation experienced a 6% dip. This was experiencing close to a decade of steady revenue growth. The drop was a result of Target Corporation selling its clinic and pharmacy businesses. In the fiscal years 2017 and 2018, sales rebounded. In the fiscal year 2018, Target Corporation registered $75.4 billion. This was 4% up from the previous year. Throughout the year, Target opened around 20 new stores.  In that same year, an increase in revenue was matched by an increased cost of sales. The net income was $2.9 billion. By the end of the fiscal year 2018, cash was $1.6 billion. This was a decrease from the previous year, where the cash was $2.1 billion. Operation cost amounted to $6 billion. Activities involving investments took up close to $3.4 billion, with the company mainly focusing on capital expenditures. $3.6 billion was used on financial operations for Target Corporation's repurchase program and stockholders' dividends (Vault, 2019).
Target’s Strategy
Like most of its competitors, Target Corporation focuses on digital sales. It also emphasizes ensuring that the customers are provided with a seamless experience regardless of if they are shopping online, in stores, or through their mobile apps. In 2017, Target Company announced $7 billion over a period of three years for several investments, which included digital enhancements. In the fiscal year 2018, digital sales grew by 35%. This was its 5th straight year of 25%+ growth (Vault, 2019). Despite all the excitement about the increasing digital sales, Target still views physical stores crucial to its growth strategy. Target’s investments also include opening small-format urban stores and redesigning stores. Since 2017, Target Company has done remodeling of 400 stores and planning on remodeling 600 more stores by 2020 (Target 2018 Annual Report, 2018). Target also plans on opening thirty small-format stores in the fiscal year 2019
Target’s Mission and Vision
Target Company's mission is providing its customers with high-value services making Target the place they prefer when buying goods. They mainly focus on delivering value. This is achieved by providing their customers with the best shopping experience.
Target’s Strengths and Competencies
Some of the strength that has led to the success of Target Corporation include:
A wide range of merchandise
One of the main strengths that Target Corporation possesses is the wide range of items offered. Customers are able to shop for all the items they need, including groceries, clothes, electronics, and even medicine on one stop to the Target stores. Target's online platform also has complimentary assortment plus many different items for the buyer to choose.
Brand Positioning
Target stores provide high quality, fashionable merchandise at discounted prices. They can attract medium to high-income earners.
Customer’s shopping experience
Target customers get to have a better shopping experience in comparison to Wal-Mart. Target achieves this by improving its floor plan, offering better shopping carts, and ensuring the store environment is clean.  
Starbucks Partnership. 
Starbucks redirects its traffic to Target stores because the two have an existing partnership. 
Efficient distribution system
Target’s 40 distribution centers help the company to distribute a lot of merchandise. Target Corporation also collaborates with other carriers to ship general merchandise. 
A strong market presence
In the United States, Target Corporation enjoys a vast market. They have thousands of stores across 49 states, with California, Texas, and Florida having majority stores.
An effective inventory management system
Target uses many forms of inventory management methods. The main aim is to reduce inventory markdowns, spoilage and lost sales. 
Digital Services
Target has an excellent app known as "Cartwheel" for use by its digital customers. Through the app, customers are able to check prices, scan items, manage credit cards, and make orders. 
Target’s Opportunities
Some of the external strategic factors contributing to Target Corporation’s success are:
Partnership with CVS
CVS Health, in December 2015, acquired Target’s pharmacy and clinic business for around $1.9 billion (Brino, 2015). This means that CVS manages and operates Target’s pharmacy section. This gives Target’s customers the opportunity of accessing high-quality healthcare services. 
Same day delivery
Target acquired Shipt, a grocery delivery system, for $550 million. Shipt provides same-day delivery, just like Wal-Mart and Amazon, in a bid to accelerate digital fulfillment to its customers.
Small-format stores
Target Corporation has small-format stores located in densely populated urban regions and colleges. The stores are about a third the size of regular Target stores. 
REDcard Rewards Loyalty Program
Target Company has an opportunity to expand its REDcard loyalty program, which allows them to understand customers' changing habits plus their preferences. This is also an opportunity for Target to market and promote their products since they have customer information.
Target’s Weaknesses
Expensive items
Business insider conducted a study and found out that groceries at Target stores are 15% as expensive in comparison to their biggest rival, Wal-Mart.
Data Security
Target faced a terrible data breach incident in 2014. Around 70 million of their customer’s debit/credit card details were stolen. This has had a negative impact on the company’s reputation, which led to numerous class-action lawsuits. 
Minimal presence in international markets.
Target Corporation has found it difficult to exploit the international market. Target had 133 open stores in Canada as from 2011-2015 only for it to close all of them. 
Target Threats
Inability to differentiate
Target's failure to differentiate could be a significant threat to the company. A shift towards online shopping, which is price-sensitive and emotionless, could affect Target's brand loyalty.
Local Competition
Target's major competitors, Costco, Wal-Mart, and Kroger, have many stores that have a significant impact on Target's market share. The industry is a low-margin industry and very competitive.
Change in customer preferences
There is a growing trend in online shopping, which may have negative implications on Target Corporation's performance. This could lead to an opportunity to grow, but a company like Amazon is miles ahead.
Low entry barrier
Retail businesses might be capital intensive but are easily replicable. A new company can rise and undercut Target Corporation's prices and take up part of their market. 
Porter’s 5 Forces analysis
· Industry concentration degree and entry ease- Target Company, operates in a very competitive environment. It is easier to open a business as the one Target Company runs. Still, it is rather challenging to keep the business afloat, especially on a large scale basis like Target does. Target has a lot of available merchandise and, therefore, faces competition from other firms such as Costco Wholesale, Wal-Mart, Amazon, Kroger, and even Home Depot.
· Ease of substitution- Among retailers, products like electronics and groceries are hugely undifferentiated. It is easy for customers to move from company to company without incurring any costs. Target has been trying to inspire loyalty in customers by focusing on customer experience. Target also offers products only exclusively available to them.
· Supplier's bargaining power- Target is among the largest retailers in the US. However, as a result of the variety of goods they offer, not a single supplier can account for anything above 5% of Target Company's sales (Abdurakhmonov, 2019).  Target enjoys favorable terms when dealing with suppliers, although their bargaining power degree is less than that of retailers such as Wal-Mart.  
· Buyer’s bargaining power- Target Corporation buyers fall under the “Esteem” category of the Maslow’s Need Hierarchy. This implies that their customers are in looking for status, superiority, and prestige. Target offers high-quality goods that are of reasonable prices. Therefore, if the company is unable to predict the changing preferences of customers, it might result in them losing sales and a negative effect on their brand reputation.  The bargaining power of their customers might not be as high as that of Wal-Mart's customers, but they still can have a massive impact on the profitability of the company.  
· The threat of substitute products-Target can satisfy its customers' needs in many different ways. This means that the threat of substitute products considerably high. Target stores have to compete with not only other themselves but also other retailers. Target does its best to deal with this threat by setting up stores in commercial locations and differentiating their product. There may not exist many substitutes for what Target Corporation offers, but the danger of their products being substituted is still there and can hugely affect their profits.

Strategic Moves Target Corporation Should Make
Target Company's efforts to conquer the international market have been a huge failure. They based their global market expansion in Canada on foreign direct investment. Target Corporation should consider scenarios such as:
1. Establishing a joint venture. It would be wise for Target Corporation to consider assimilating a joint venture strategy for market entry. 
2. Effectively implementing mergers and acquisitions. Target Company's management board should consider improving their approach to joint venture management. Lack of proper management of acquisitions and mergers contributed a lot to Target's failure to conquer Canada. The firm should, therefore, consider improving its skills, knowledge, and competence while dealing with mergers and acquisitions. Developing these skills will prove helpful in improving the company’s market entry efforts. 
Ways in which Target should adapt
In its attempts to expand its market strategy, Target Corporation should be keen on adopting a joint venture instead of a takeover. Target Corporation might have experienced a great financial performance, but the company has completely failed in penetrating the Canada-based market. They have been unable to establish retail stores in Canada.  The company has subsequently been unsuccessful in applying an integrated cost leadership strategy. In order to find a solution to this challenge, Target Company should try and form joint ventures. They should apply the following criteria while considering a joint venture:
· The effectiveness of using retail management.
· The market penetration degree in domestic market.
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