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The general conclusion of those on this side of “it’s their fault” argument was that
. the Chinese manufacturers had deliberately disregarded both the standards in their

keti ! ak h purchase contracts and the laws in their country in search of high profits. There

ting Specialist jp W wnoo_n. EEomm. Beihl were others, however, who disagreed, believing some of the responsibility should
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pressure on Chinese companies to supply cheap products in the interest of increasing
profit margins.’

Those who believed that the responsibility extended beyond the Chinese manufac-
turers, who admittedly had applied the lead-based paint for reasons of appearance and
profit, cited a recent change in the competitive structure of the children’s toy industry.
Traditionally, this industry had three participants: small manufacturing companies who
designed and made toys, regional wholesale firms who distributed the toys, and local
retail stores who sold the toys. These toys were almost always generic; that is, they
were of the “If you’ve seen one stuffed bear, cast truck, or wooden locomotive you’ve
€ to seen them all” variety.
ghly Similar to many other industries, however, the children’s toy industry began to con-
solidate in search of the dual economies of scale and scope during the 1980s. This was
at the same time that children’s television programs such as Sesame Street began to
dominate the networks with content that was both intriguing to preschool children and
‘and Friends acceptable to their parents. The right to market toys based upon the characters popular-
k sections ized on these programs quickly was recognized as a huge competitive advantage by

the media companies, who held the rights to those characters, the manufacturers who
wanted those rights for their toys, and the retail chains who wanted the high volume
- sales that would result.
i ‘manufacturers, that over this period had grown by accretion, were caught
‘large and well-financed media companies that wanted high royalties and
large and well-financed retail chains that wanted low prices. Numerous
published relating the experiences of manufacturers and importers
h an appointment and a proposal to the headquarter offices of one of
ins, had then been told that the chain purchasing department had
S 0! ?,o.aaowbm the items on that proposal in the expected volumes, and
is the price (as specific dollar figure) that you’re going to have
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‘anecdotal accounts of manufacturers and/or importers going
suonrawamsmﬂon offices of the large media companies (gener-
g€ les, not in Arkansas), but it can be assumed that they also

s the price you’re going to have to pay” rigidity. There was

its, quickly arranged for far less expensive pro-
ting specialists. These changes in the



