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EXECUTIVE SUMMARY
Grand & Toy’ objective is to achieve sales of one billion Canadian dollars.  They consider themselves an innovator and market leader in office product industry. On the on the hand, competitors of Grand & Toy would start eyeing Grand & Toy’s position. Grand & Toy wants to achieve their marketing objectives by offering 8000 products through 90 locations and web ordering system. 
The biggest competitors of Grand & Toys, Staples Inc. offers discounted prices to attract new customers.  Grand & Toy’s customers might affect by this pricing strategy and might switch over to Staples. In order to attract more customers; Grand & Toy needs better competitive pricing strategy.  Grand and Toy should compete Staples and other competitors such as Office Depot, Buhrmann N.V., Office Max and other online companies by opening new stores in better location and giving better service than competitors. Below strategies are very important factors for Grand & Toy to compete with these competitors to achieve their objective.  
· Competitive pricing strategy
· Improvement of web ordering system
· Increase ordering channels
· Improve customization of products and service

STATEMENT OF THE PROBLEM
Increasing number of global competitors in Canada are reducing market share in office product industry. Competitors use better information technology to increase sales. Customize service and products are becoming very important for business and customers. Competitors use more distribution channel and better technology to support their sale in Canada and in other countries. 


ANALYSIS OF THE CAUSE OF THE PROBLEM
Competitors’ pricing strategy: In 2000, Grand & Toy’s retail operations accounted for 18 per cent of revenue. This data shows that Grand & Toy needs improvement on selling products to public. On the other hand Staples retail sales are growing.  Staples retail sales went up to 17 per cent for the third quarter of 2000. Their mission is very clear and simple; “to reduce price to increase sale.” Staples Canada offers additional service to attract the small business market such as low prices on office products and discounted on business products and services. Customers always look for reasonable price with the better service. Therefore, Staples offers satisfy customer needs and wants.  Some of the Grand & Toy’s customers might switch over to Staples. 
Competitors’ e-commerce web site: All the competitors have competitive online marketing activities. In 2000, Grand & Toy’s E-commerce operation accounted for over 20 per cent of the commercial division revenue. On the other hand, Dell Computer Corporation has the most effective Internet sales from other competitors. Their E-commerce site is their business. Dell’s customer can able to configure systems, order systems and track orders from manufacturing through shipping online. Dell’s web site offers in-person relationship with customer. Grand & Toy should analyze online activities of competitors. Some of the customers have difficulties to buy product on line. Grand & Toy should analyze these difficulties and create a web site to built relationship with customers. 
Competitors’ ordering channels: Staples serve customers through more than 1,100 office superstore, and they are continued to open new stores in different locations. Even though Staples effective competition, opening Grand & Toy stores would increase customer awareness and leads to profit. Grand & Toy should compete with Staples on every location in Canada. Ordering channels such as mail order catalogues and phone are still important.  Some customer prefers to order by phone instead traveling to retail stores or ordering online. 

Competitors’ customize service and product:  Customers want specific product and service. Now, Customers are more knowledgeable about marketing environment. They know what they really need and what they really want. Customizing service and product like Dell Computer Corporation web site becoming very important for future marketer and shoppers. Customer can build a computer online; customize the furniture for their room or office. Companies who have this kind of service have lots of advantages. 


DESIGION CRETERIA AND ALTERNATIVE SOLUTIONS
Grand & Toy should compete with competitors pricing. They should offer better discounted prices to attract customer. Grand & Toys set simple objectives like this:  To attract 20 percent of the Staples and other competitor’s customer to switch over to Grand & Toy in a year. 
Grand & Toy need to improve their web site for online buyer. Customer should find product and service easily by visiting Grand & Toys’ web site. Customer should login, update their information, search products, compare products specification, compare price, buy products, and check the status of the delivery easier than other competitor’s web site.  
Expand ordering channels:  Grand and Toy is the market leader in office product industry in Canada. They should be a leader based on number of retailer, commercial and stockroom stores. They should expand the capacity of the catalogue mail and phone orders.  
Grand & Toy should customize service and product. Each customer needs and wants different. If Grand & Toy’s satisfies this need they will make customer happy about the service. Therefore Customer Retention, Frequency and Purchase amount will increase.   

RECOMMENDED SOLUTION, IMPLEMENTATION AND JUSTIFICATION 

Grand & Toy need to design well develop marketing plan to execute above strategies. They should analyze their strength and weaknesses along with opportunities and threats. 

Opening new Grand and Toy stores in the USA and in Europe might be challenging but profitable. They should be aware of competitor’s strength and their weaknesses when they open a new store in different location. 

Computer, Software and technological goods market expected to grow more than 20 per cent. Grand & Toy should aware of this growth and they should expand technological goods capacity. They must offer good deal to government agencies, educational institutions, small and big businesses to convince them to purchase products from their stores. 
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