Best Entry Strategy:

Direct Investment:  build production facilities in Canada and go from there



-close to existing Canadian suppliers



-avoid import taxes, border transportation problems


-save on transportation costs



-tie in with existing Toyota corporate distribution system

General Marketing Strategy:


(1)Potential for Standardization



-there is great potential for standardizing most of the production process



-the cars are made for customization, so whole process cannot be standardized



-what processes can be standardized will allow for greater efficiency, cost reductions, and maintain existing quality



-may be a chance to create global segments, as the target segment consumers of Scion are generally similar from country to country



-A Global Customer may not be as effective, as it would probably be better to develop personalized advertising for each region


(2) Potential for Global Branding



-this is a possibility, can use similar advertising techniques to create the same image from country to country


-Scion is more of a sensory brand image



-Country of Origin effect may not be high, as it is a US company and a Japanese corporate brand, which are both generally well perceived


(3) Recommended Pricing Strategy



-A Uniform pricing strategy, as the cars should be similarly priced in Canada, as many parts for the car already come from Canada, so that will lower the cost some, however, the exchange rate may cause the price to be slightly higher in Canada than they are in the US


-most likely a cost-plus pricing strategy


(4) Distribution Recommendations



-Can use existing Toyota dealerships to sell Scion’s cars



-Selling in Canada would stop dealerships from importing the vehicles from the US



-Car dealerships, even authorized Toyota dealerships, are buying the cars from US dealers and then reselling them in Canada:  Toyota doesn’t seem to have a problem with this and still has no plans to sell in Canada anytime soon


(5) Other Considerations


-Toyota is considering opening a manufacturing facility for Scion in Canada, but those potential sites are also competing with potential US sites



-Promotion strategy-How will it be promoted?




-same as in US or new commercials tailored for Canada

