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Section 1: International Marketing Report 
[bookmark: _Toc236430400]1.0 Introduction 
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Figure 1: TMC Announces April Through March 2026 Financial Results
Source: (Faulner, 2026)
Toyota Motor Corporation, founded in 1937 and headquartered in Toyota City, Japan, is the world’s largest automaker by volume (Toyota, 2025). In the fiscal year ended 31 March 2026, the company recorded consolidated sales revenues of ¥50.684 trillion and global vehicle sales of 9.595 million units (Faulner, 2026).
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Figure 2: 2025 (Full Year) USA: Toyota and Lexus Car Sales by Model
Source: (Bekker, 2026)
This report examines Toyota’s international market-entry strategy and marketing mix in two major host markets: the United States and India. In the United States, Toyota Motor North America achieved 2.518 million vehicle sales in calendar year 2025 and sold 1.243 million units in the first half of 2026, ranking second only to General Motors (Bekker, 2026).
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Figure 3: GDP of United States
Source: (Trading Economics, 2025)
In India, Toyota Kirloskar Motor recorded passenger-vehicle wholesales of 366,896 units in FY2026 and domestic sales of 185,666 units in the first half of 2026 (Dalvi, 2026). The United States remains the world’s largest economy, with nominal GDP of approximately US$30.8 trillion in 2025 and projected real GDP growth of 2.3% in 2026 (Trading Economics, 2025). India, the fifth-largest economy, recorded a nominal GDP of about US$4.15 trillion in 2026 and is projected to grow at 6.4% in FY2026-27.
These contrasting mature and emerging markets provide a robust basis for comparative analysis of Toyota’s macro-environmental adaptation, STP approach, 7Ps strategies, market-entry methods, and ethical considerations.
[bookmark: _Toc236430401]2.0 Comparative Market Analysis 
[bookmark: _Toc236430402]2.1 Macro-Environment Analysis (PESTEL)
In the time of using the PESTEL framework, the macro-environment of Toyota in the USA and India can be termed mixed but largely positive, due to the aspect of market maturity and regulatory intensity.
· Political Factor:
The political environment is somewhat less favourable in the U.S. because of a higher tariff level. Meanwhile, existing USMCA review pressures driving increases in regional value content (RVC) are complemented by Section 232 tariffs of 25% on cars and some components, effective in 2025 and persisting through 2026. These increase the cost of imported components, although Toyota's large manufacturing presence in the United States and a hybrid localization initiative take the edge off the resulting consequences. But the political situation is conducive in India.
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Figure 4: The Production Linked Incentive (PLI) Scheme for Automobile and Auto components
Source: (Heavyindustries.gov.in, 2024) 
To foster advanced automotive technology and localization, the government has allocated ₹5,940 crore for the PLI scheme in FY27, representing an up-scaling of the previous ₹62,000 crore PLI for automobiles and auto components till FY2027-28 (Press Information Bureau, 2024).
· Economical Factor:
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Figure 5: Consumer prices up 3.5% over the year ended June 2026components
Source: (Bls.gov, 2026) 
The conditions for both markets are economically favourable, although their growth dynamics differ. The US is expected to experience real GDP growth of 2.3% in 2026, while the unemployment rate in June 2026 is expected to be 4.2% and the CPI inflation rate is expected to be 3.5% year-on-year (Bls.gov, 2026). This also helps sustain the demand for Toyota's higher-margin hybrids and SUVs. 
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Figure 6: India GDP growth forecasts for FY27, institution by institution
Source: (Chavan, 2026) 
Despite the slowdown in other market economies, India’s economy still has the fastest growth rate among the major markets, having shown growth of 7.7% in FY26 and is expected to grow at 6.4% in FY27. For Toyota Kirloskar, private consumption is a key driver of the hybrid portfolio volume growth.
· Social Factor:
Social factors are favourable in both countries. Sustained consumer preference for hybrid draw demonstrate Toyota's wide hybrid range in the US given the increased fuel costs (ET Auto, 2026). India has a massive young population and as per the recent data, urbanisation is continue increasing (urban is around 37% of the population), which leads to a demand for efficient and fuel-saving multi-purpose and SUV variants.
· Technological Factor:
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Figure 7: Govt releases draft CAFE III norms, invites stakeholder suggestions
Source: (Business-standard.com, 2026) 
The technology aspects are both in Toyota's favour. The hybrid expansion and NACS charging compatibility of its BEVs continues in the US. In India, Toyota is betting on its hybrid tech expertise and getting ready for tougher emission norms. Draft CAFE-III norms, proposed to be for the period of 2027-28 onwards, has progressive fleet targets from 3.996L/100 km in 2027-28 to 3.327L/100 km by 2031-32, which includes the super credits for strong hybrids and BEVs (Business-standard.com, 2026).
· Environmental Factor:
Environmental conditions are good because Toyota contributes to the carbon-reduction policy. Moreover, Toyota is engaged in environmental efforts as its Global Environmental Challenge 2050, with the goal of achieving substantial reductions in its Scope 1 and 2 emissions (Toyota, 2024). The federal EV tax credit phase-out in the US, with sales of EVs (hybrids, PHEVs, BEVs) already a significant share of the market, has transferred the incentive to hybrids. Some states in India considers a hybrid to be a part of fuel-efficiency incentives, and encourage adoption of pure EVs with incentives as well. India has pure-EV incentives in some states and will still allow for hybrids under a fuel-efficiency framework (Mani, 2026).
· Legal Factor:
Legal issues can be considered as a moderate challenge. The regulatory mandate is still strict on US emissions and connected vehicles, likewise India’s evolving CAFE and State-level EV policies mandates continuous compliance (Drishtiias.com, 2026). So for the overall contents, hybrid demand should be considered along with economic stability against political tariff pressures, India's high growth high policy environment should be considered better for volume growth. The similarities are the increasing pressure of electrification and the preference for hybrid; the differences are the tariff pressure versus growth promoting incentives.
[bookmark: _Toc236430403]2.2 Cultural Factors (Hofstede)
Toyota's marketing and operation in India is influenced by major differences in each country, reflected in Hofstede's six cultural dimensions.
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Figure 8: Country Comparison tool
Source: (Hofstede Insights, 2025)
A comparison of India and the United States shows India a high score (77) and the United States (40), which indicates that hierarchy is accepted in India more than in the United States. That will benefit Toyota's well-organised network of dealerships and customer service with a tinge of respect in India.
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Figure 9: Toyota Innova Hycross ownership review: The Ultimate Indian family car
Source: (Bhadane, 2025)
There is a small amount of individualism in India, with a score of 24 as compared to the United States, with a score of 60. Toyota's focus on multi-purpose vehicles like the Innova Hycross, which can be used by multiple family members, aligns with the Indian consumers' preference for making their needs shared among the family members (Bhadane, 2025). Individualistic values seem to be consistent with the personalized marketing of US models like the Camry and RAV4 Hybrid, with their focus on personal freedom and status.
Motivation towards achievement and success is moderate in both markets (India 56, United States 62), allowing Toyota to highlight Hybrids' track record of reliability, performance, and lasting value. Uncertainty Avoidance is fairly low in both countries, active (India 40; United States 46), and so technological innovation (such as hybrid powertrains) can be accepted. Equally similar are LTOs scores (India 51, compared to the U.S. 50), which lend credence to Toyota's reputation for durability. A strong measure of indulgence vs restraint is provided when you're shopping in India (26) vs the United States (68): Indians are not as indulgent, so for products in India, a value-based positioning/promotional strategy would work better, whereas in the U.S., a lifestyle-based approach may be more effective.
According to Tan (2025), the advantages of the Hofstede model are that it is an empirical model, it is also possible to compare countries quantitatively, and it is also an easily usable model for multinational strategy formulation. Supports systematic identification of cultural gaps that lead to localization of product features, communication, and the design of services.
This has the drawbacks of oversimplification (national figures reflect regional and generational differences), that it is based on surveys taken in the mid-to-late twentieth century, which may not fully reflect current cultural changes, and that it offers little insight into changing and dynamic aspects in culture and into differences at the individual level within the group. Even with these drawbacks, the framework serves as a robust initial base to also begin the comparative cultural analysis that Toyota would undertake in the Indian and U.S. contexts.
[bookmark: _Toc236430404]3.0 Comparative Analysis of STP and Marketing Mix 
[bookmark: _Toc236430405]3.1 Segmentation, Targeting, and Positioning (STP)
· Segmentation
Toyota use multi-level segmentation in both markets involving both demographic and geographical segmentation, as well as psychographic and behavioural segmentation. In the U.S. demographic segmentation highlights the reliability and fuel economy of families and professionals with incomes between middle and upper levels—aged 30-55. Geographic focus is based on suburban and west where hybrid demand is greatest. Psychographic segments highlight buyers who consider eco attributes but are also pragmatic and less concerned about car range anxiety than long-term costs of ownership. Behavioural segmentation is for first-time buyers and replacement buyers who are looking into low maintenance and residual value.
Demographic segmentation in India focuses on urban middle-class and upper-middle-class families and fleet operators and rural aspirational buyers. Emphasis is geographic with metros and Tier-1 and Tier-2 cities. Psychographic groups appreciate durability, surety of re-sale, multi-usable use of the joint family. Barik and Sasi (2026) found behavioural segments like for instance, the first-time SUV/MPV buyers and hatchbacks upgrading to a hybrid, with fuel efficiency becoming a key consideration during an increase in fuel prices. Toyota also differentiates through the addition of the Toyota Alliance products in the Glanza and Hyryder categories for the entry level city buyer and Toyota core products in the Innova Hycross, Fortuner, and Hilux ranges for the premium family/lifestyle motoring buyer.
· Targeting
Toyota follows a different targeting strategy between mass-premium and specialty segment in the United States (By, Nurul and Khan, 2026). Neighborhood-car buyers for the RAV4 and Camry Hybrid, off-roaders for the Tacoma and 4Runner, efficiency-conscious professionals for the Prius and Crown: they all are primary targets. Lexus is all about luxury. In June 2026, electrified models accounted for 57.4% of sales volume in the US, a testament to the brand's effective targeting of hybrid seekers (Pressroom.toyota.com, 2026).
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Figure 10: Next-Generation Toyota Hilux Launched at Rs 31.99 Lakh
Source: (Mishra, 2026)
The India market is more focussed on reliability where the consumer is willing to pay a higher price for segments like SUV and MPV that are the growth drivers for the market. The target audience of Core consists of multi-generational families for Innova Hycross and Fortuner, lifestyle buyers for Hilux (2026 onwards at ₹31.99 lakh onwards) and urban youth for Glanza and Hyryder (Mishra, 2026 onwards). Toyota is one of the top-five auto makers using alliance structures to maximize passenger-vehicle sales and own-platform hybrids to generate profit.



· Positioning
[image: ]
Figure 11: All-New 2026 Toyota RAV4 Takes Center Stage in “What’s Your RAV4?” Campaign
Source: (Faulner, 2026a)
Toyota has brand attributes that resonate to the world as the trusted and good value mobility provider that can provide “mobility for all.” Positioning is focused on hybrid leadership, safety and residual value in the U.S. with the rallying cry 'Let's Go Places' and model-specific messages like 'What's Your RAV4?'. MSRPs for the 2026 models start at around $24,975 for the Corolla Hybrid and $31,900 for the RAV4 Hybrid.
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Figure 12: 2026 Toyota Innova Crysta Launched In India Starting At Rs 19.72 Lakh With Refreshed Styling And New Features
Source: (Etvbharat.com, 2026) 
Positioning in India gives a call to confidence, running cost and cost of ownership. The aim is to build a brand of high value yet high affordability, which resells better than domestic competitors and reduces the customer's anxiety of ownership, as with any Japanese brand. The Innova Crysta begins at an ex-showroom price of ₹19.72 lakh in 2026, which only furthers the value leadership of the MPV.


Similarities and Differences in STP
They are both multi-segment strategies, focusing on reliability and hybrid efficiency when it comes to Toyota. The difference is due to the maturity of the market, as in the United States they’re looking at a variety of individualistic, lifestyle-conscious customers, with a long tail of hybrids and emerging BEVs, while in India they strengthen on their family-oriented and money-conscious segments while focusing more on the MPV, SUV and alliance derived entry models.
[bookmark: _Toc236430406]3.2 International Marketing Mix (7Ps)
· Product
2026 models in the U.S. include the Camry Hybrid-only sedan, the compact SUVs with the RAV4 Hybrid and the Plug-in Hybrid, the Tacoma and Tundra trucks, and the Sienna Hybrid minivan in addition to the BEVs, the models with the prefix bZ. The total percentage of electrified vehicles is the largest. In India the portfolio is centred in Innova Hycross/Crysta and the vehicles are Fortuner, Hyryder the urban cruiser, hybrid emphasis is obvious and no pure EV is found. Similarity: Hybrid technology is the main differentiator. Difference: While India looks toward high-utility car body types which are well suited for family and off-road application, the US has a more diverse portfolio of powertrain offerings including BEVs.
· Price
The pricing in the United States is inclination to implement value-based and competitive strategy, and the hybrid premium over the pure ICE equivalent is reported by Waseem et al. (2023). The 2026 Camry starts near $29,600; RAV4 Plug-in Hybrid from $41,500. 
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Figure 13: Toyota Hilux vs Toyota Innova Crysta comparison
Source: (Cardekho.com, 2026) 
India price with a value premium: Innova Crysta ₹26.77 lakh, Hilux ₹36.69 lakh (Cardekho.com, 2026). Similarity: hybrids have a price premium for their efficiency and residual. Difference: big gaps in absolute price level and financing structures are set by income and tax structures.
· Place (Distribution)
There are in both markets wide networks of authorised dealers. There is very good coverage in the U.S. and digital configuration tools are and will be available. India leverages Toyota Kirloskar's growing dealership network and the domestic production of the Company, which enables quicker delivery of popular models (Automotive-technology.com, 2026). Similarity: exclusive dealer channels to aid brand control. The difference lies in the fact that India puts a greater stress on deeper localisation and rural outreach, while the US focuses on suburban and online-to-offline integration.
· Promotion
In the United States, campaigns are genuinely integrated with lifestyle, including campaigns for the RAV4 in various forms of digital and streaming media and experiences for the family (Faulner, 2026a). India prioritizes trust, saving fuel, and family utility via regional media, digital media, and dealer events. Similarity: intensive leverage of digital channels as well as hybrid technology messaging. The difference is it is individual in the United States vs. collective family benefit and long-term ownership economics in India.
· People
Both markets invest in training their dealer employees and in implementing Toyota Production System principles into their service. US-based sales consultants highlight an understanding of where products lie on the hybrid/BEV spectrum (Weeks and Lazzaro, 2024). Indian people are concerned with consultative selling to family decision-makers and after-sales assurance. The common traits are a high degree of training and a customer-focus mentality. Difference: Greater emphasis has been placed on the development of relationships and multi-generational consultation in India.
· Process
There are standardized processes for order entry, delivery, and service in place worldwide. The US adopts recent digital instruments and smaller lead times for in-style hybrids. The prioritization of high-volume models and the channelization of fleets serve as a solution to address the demand-supply gap in India (Roy, Agrawal and Shubham, 2025). For inventory and booking, the difference signifies the adaptation to local demand volatility.
· Physical Evidence
Quality is communicated by means of showrooms, service centres, and digital configurators. In the U.S., the facilities feature their technological advancements and sustainability efforts, while in India, it is about their trustworthiness and providing cozy lounges for family visits. Similarity = constant brand appearance and elevated quality service. Difference: maturity of the facility in the age-old market of the USA and integration with the digital process.
[bookmark: _Toc236430407]4.0 Market Entry Strategy Analysis 
Toyota was introduced in India for the first time in 1997 by establishing a Joint Venture with Kirloskar Group in the name of Toyota Kirloskar Motor Private Limited (TKM). Toyota Motor Corporation has an 89% stake, while the Kirloskar Group has 11%. This equity JV continues to be the vehicle of manufacturing, selling, and distribution in India (Suresh, 2025).
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Figure 14: Toyota Kirloskar Motor Closes FY2025–26 with 20% Sales Growth, Sells Over 4 Lakh Units
Source: (Suresh, 2025)
The JV model allowed Toyota to abide by the foreign investment laws of the day while also giving Toyota all the benefits of the local industrial base, distribution channels, and government contacts, as well as the initial capital risk (Suresh, 2025). The plant at Bidadi, Karnataka, has started production. As of FY2025–26, TKM has sold 406,081 units, a 20% year-on-year growth, on the back of two plants with an installed capacity of up to 342,000 units per year (Suresh, 2025).
In May 2026, Toyota announced further details about the greenfield project of the same joint venture at the Bidkin Industrial Area in Maharashtra (Toyota Motor Corporation, 2026). The facility will be set to begin production sometime in the first half of 2029, producing an initial 100,000 vehicles (mainly a new SUV) and seeing a workforce of some 2,800 staff. With this expansion, the total Indian capacity will reach 442,000 units.
[bookmark: _Toc236430408]4.1 Advantages of the joint-venture entry mode
The joint-venture setup has successfully produced dividends. Toyota's stake of 89% enables it to exercise firm strategic control over the operation, while Kirloskar's 11% stake brings some local credibility and contacts (NDTV Profit News, 2025). Close to 83% localization of key models like the Fortuner, Innova, and Hycross has been achieved, which will bring down import costs and import dependence. Based on the study by Suresh (2025), exports from the Bidadi plants increased by 41% in FY2025-26 to 38,974 units, representing the great success in technology transfer and capacity utilization in the JV format.
[bookmark: _Toc236430409]4.2 Disadvantages
Disadvantages remain relevant. Even if the majority shareholder is still in control, conflicts may arise with regard to dividend policy or technology licensing. This profit sharing reduces the amount of returns that Toyota fully enjoys, compared to a wholly owned subsidiary (Global Law Experts, 2026). There is also some residual operational and reputational risk due to reliance on the ability of the local group to provide the services, though so far, the long-standing 89:11 split has proven to be relatively effective in curbing open conflicts.
In general, the traditional 89:11 JV has been extremely successful. It enabled Toyota to establish a viable manufacturing footprint, establish top-five market position, grow manufacturing capacity for its domestic and regional markets and reduce the political/cultural risk of full ownership in an emerging market.
[bookmark: _Toc236430410]5.0 Evaluation of Ethical Issues
The marketing-mix practices of Toyota in the USA have a mixed ethical record. The company's track record of responsible practices is good in some areas, but these lawsuits have shed light on due care issues concerning data security and outreach that have come up recently.
[bookmark: _Toc236430411]5.1 Ethical marketing examples
In the Product and Promotion elements, Toyotaofmckinney.com (2026) said that Toyota has focused on establishing clear communication to all drivers on the advantages of hybrid technology. Official 2026 model pages and campaigns clearly differentiate the various full hybrid, plug-in hybrid, and battery-electric models of the vehicles on sale, offering consumer choice as an additional factor in the growing pool of sales that saw turnover rise to 57.4% for electrified models sold in June 2026.
Secondly, under Process and People, Toyota produces a yearly report on preventing modern-day slavery and forced labour in its operations in North America (Global.toyota, 2025). In 2026, these detailed supplier sustainability guidelines, contractual clauses, and training programs had the goal of eradicating forced and child labour in supply chains for the fiscal year ending 31st March 2026.
[bookmark: _Toc236430412]5.2 Unethical marketing examples
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Figure 15: Toyota Sued Over Claims Its Website Kept Tracking Visitors Who Clicked ‘Decline’
Source: (Henry, 2026) 
The allegations in the promotions and process elements also relate to the use of a tracking and fingerprinting technology on Toyota.com, which allegedly infringed California privacy laws when it continued to operate following user selection of “decline” on the relevant cookie banner.
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Figure 16: $889,525 Toyota of North Miami Settlement Ends Class Action Lawsuit Over Alleged Marketing Texts
Source: (Gocher, 2026)
In separate news, a decision by a dealer attacking Toyota of North Miami for allegedly continuing to send marketing text messages to consumers who had opted out, in violation of the Telephone Consumer Protection Act (TCPA), leads to a $889,525 settlement in early 2026 (Gocher, 2026).
These are just a few examples that demonstrate that, despite Toyota's strong efforts with formal policies in sustainability and product transparency, there are still aspects lacking in the digital consent process and adherence from third-party dealers. The full 7Ps should be monitored, and channels brought under stricter control to ensure consistency with the ethical guidelines in the US market.
[bookmark: _Toc236430413]6.0 Recommendations and Conclusion 
[bookmark: _Toc236430414]6.1 Recommendations
· First, Toyota should now speed up the localization of the hybrid and battery components made in India and increase the capacity of its greenfield plant in Maharashtra from the planned 100,000 cars per year. By going deeper, cost exposure would be reduced, supply-chain resilience would be improved, and the value proposition of these models like the Innova Hycross and future SUVs for domestic and export markets would be pushed up.
· Secondly, the company needs to streamline the process of digital promotion and data-privacy in the U.S. Safeguards in providing cookie consent and more control over dealer texting practices will reduce risks for continued litigation and help restore consumer confidence amid growing regulation in the digital space.
· Third, Toyota needs to implement a more mixed strategy with respect to the STP by integrating some hybrid car leadership with some battery-electric options. That translates to better messaging of the difference between powertrains in the U.S. to guard against ‘greenwashing' and enrich family-friendly hybrid and mild-EV offerings in India, given the lack of charging infrastructure and the prevalence of multi-generational households.
· Fourth, the firm should build further on its 89% share of the Indian joint venture (JV) to focus more on the long-term orientation, such as the strengthening of the after-sales service and residual value guarantees. At the same time, it can capitalize on the individualistic messages in the US, which stress personal freedom, reliability, and residual value, so that promotional messages are closer to Hofstede's cultural scores.
[bookmark: _Toc236430415]6.2 Conclusion
This report has explored Toyota's international market entry strategy and marketing mix in the U.S. and India. This analysis demonstrates how Toyota has been able to apply its strategies in two relatively different environments. The company has established a solid volume with its wider factory-built electrified volume with hybridization and the positioning of the product platform as value and lifestyle cars in the USA, where individualism and the will for hybrids are key to the market. This combination of majority control and “local” legitimation is viable thanks to high PDI and collectivist values, and rapid growth has made the family car-based SUVs and MPVs the default genre in India.
Analysis of opportunities using the PESTEL and Hofstede models graphically illustrates India's growth trajectory, which is attracting attention, as well as the hybrid requirements of India for products/services and challenges, which range from uncertainty on the US tariffs to changing regulatory complications. The multi-country STP & 7Ps analysis gives this positioning across countries as well: high on reliability and a good level of localization on product mix, price & communication. Formal sustainability reporting and digital privacy with ethical evaluation are applicable, as are areas of concern.
So, considering all the things, Toyota's hybrid plan, centred around quality, will be an asset for the company on the competitive field in the long-term. Effective and strict digital compliance, combined with culturally adapted marketing, is now likely to further assist in consolidation to maximize incremental gains in both markets.
[bookmark: _Toc236430416]Section 2: Reflective Account 
[bookmark: _Toc236430417]7.0 Reflective Practice 
Reflective account that discusses the process of researching, analyzing, and preparing the international marketing report for Toyota in the United States and India. Reflection is designed using the model of Gibbs' Reflective Cycle (Beldar, 2025; Nurlatifah, Purnawarman and Sukyadi, 2023) which is commonly used in higher educational institutions and professional development to link experiences to learning (Description, Feelings, Evaluation, Analysis, Conclusion, and Action Plan).
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Figure 17: Gibbs' Reflective Cycle
Source: (McLeod, 2025)
· Description
This assessment should integrate a complete individual report that includes information on the company background, PESTEL analysis, Hofstede analysis, comparison of STP and 7Ps strategies, market entry evaluation, ethics, and a reflective element. Financial and sales data from official Toyota releases for fiscal year 2026, macroeconomic data from the IMF and World Bank, country scores from Hofstede Insights, and recent regulatory announcements regarding tariffs and CAFE norms were all used as the starting point of the research. Primary sources used were Toyota Motor North America press releases, Toyota Kirloskar Motor press releases, and SEC filings. Theoretical applications were based on secondary academic and second-hand material from the industry. In this context, the writing was done gradually, with continuous checks of post-2025 data and citations limited to non-blog sources. In a further effort to verify, care was taken to provide at least two points of origin for each quantitative assertion in the final version, from official sources.
· Feelings
Initially, I was OK because I was into my thing about auto and about all emerging markets. There was a slight concern in the work in finding quantitative exact data after 2025 in particular for number of dealers, percentages of localization, and details of ethical cases, many of the commercial databases lagged and/or could not obtain access to them other than within institutional frameworks. Then came important milestones as Toyota's electrified sales reached a 57.4% share in the U.S. and Toyota's share in the Indian joint venture is 89%, according to official Toyota sources and speeches made by government officials. Occasionally there was irritating conflict in secondary sources, but keeping track of the sources or using the secondary sources themselves (where they were highly reliable) was helpful in minimizing uncertainty.
· Evaluation
The research process succeeded to a very great extent. The use of the PESTEL model and Hofstede model was structured, and good analytical scaffolding was offered; discussion explaining entry modes such as JVs offered real advantages/disadvantages for evaluation. Through the 7Ps treatment, several similarities (indicated by hybrid emphasis) and differences (body-style priorities and promotional tone) were noted. Their weaknesses were that all of the statistics were not immediately verified and that there were some marketing metrics in the system, such as hours trained or training compliance on digital consent, that were not easily available to publish. The overall evidence base remained good, and the final report was internally consistent within sections.
· Analysis
Gibbs' cycle proved helpful because it gave an opportunity to explore experience successively rather than just superficially describing it (Praveena et al., 2025). Description kept a balance of factual accuracy; feelings were when there was emotion put into the work of researching and sustaining long-term research; evaluation was where there was mention of strengths and limitations; and finally, analysis was where personal practice was linked to wider literature. According to Kolb, the experience of each participant is a learning cycle made up of concrete experience (obtain data), reflective observation (compare markets), abstract conceptualization (application of the STP model and the ethics with it), and active experimentation (propose recommendations).
Care needed to be taken in the application of Hofstede's dimensions. This criticism of the dangers of cultural essentialism further problematized the cultural part of the critique, with a high emphasis on the inflexibility and lack of sensitivity and understanding in interpreting the scores, while also taking note of the positive aspects of the model. Yet there was also a need for critical distance in ethical analyses between responsible processes and people and mountains of privacy lawsuits and the shortcomings in digital promotion and consent. The evidence was a mix of strengths, which ensured the academic rigour of teachers and mitigated advocacy.
With time the time acquired proved to be a crucial variable. Research hours were allocated early to avoid time pressure for using primary sources. Writing one section at a time, then going back to edit and strengthen the links, reflected the continuous improvement philosophy of the Toyota Production System and supported reflection in action. It was also found that theories of relevance can be put to the test and are only relevant when they are verified empirically over and over again according to the latest evidence in the market.
· Conclusion
The process clarified that multi-source, rigorous research and structured reflection result in higher-quality analytical work. Gibbs' cycle allowed me to maintain a consistent focus on learning throughout the extended assignment, making both technical skills (triangulation of data and application of frameworks) and professional traits (perseverance and ethical source selection) more apparent. The comparison of the different approaches that Toyota has adopted revealed that marketing internationalization does not lie in standardization but in adapting continuously to political, economic, and cultural contingencies.
· Action Plan
For future projects I will include verification windows for quantitative data that is added post-2025 at the beginning of the project, as well as a living source log with hyperlinks, and have interchanges for quantitative verifications following each major chapter. I will also discuss other complementary cultural models to overcome the limitations of Hofstede's static model and add further stakeholders' voices to the analysis of ethical issues. Lastly, I will try to employ the same reflective practice in the context of professional practice: every international marketing analysis will represent the opportunity to further develop it rather than a final product.
The structured reflection has been developed to take this away from merely an academic exercise into one that helps enhance the rigour, cultural sensitivity, and self-regulated learning behaviours in postgraduates in relation to the field of international marketing.
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2025 (Full Year) USA: Toyota and Lexus Car Sales by
Model
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In full-year 2025, Toyota and Lexus increased car, SUV, and truck sales in the USA to over 2.5 million
vehicles, with the RAV4 the best-selling model.
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The Production Linked Incentive (PLI) Scheme for Automobile and Auto components

Union Cabinet approved the PLI-Auto Scheme on 15.09.2021 with budgetary outlay of Rupee < crore for a period of 5
years (FY2022-23 to FY2026-27). The PLI-AUTO Scheme will boost manufacturing of Advanced Automotive Technology (AAT)
Products. This scheme will also help to facilitate and promote deep localization for AAT products and enable creation of
domestic as well as global supply chain.
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Govt releases draft CAFE III norms, invites stakeholder
suggestions

The new norms, which aim to progressively redce vehicle emissions, will replace the existing CAFE-Il norms that are likely to
come to an end on March 31, 2027
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Toyota Innova Hycross ownership review: The Ultimate
Indian family car?

View Forum Discussion

Since this is my first hybrid vehicle, the experience was very different. It
is also my first petrol vehicle after a long time
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Next-Generation Toyota Hilux Launched At Rs 31.99 Lakh:
Check Variant-Wise Prices

Next-Generation Toyota Hilux: The next-generation Toyota Hilux has been
launched in India with prices starting from Rs 31.99 lakh (ex-showroom). The
eighth-generation model of the Hilux was introduced in India in 2022, and it has
remained one of the most popular lifestyle pickup trucks in the Indian market
ever since. The ninth-generation model was globally unveiled in November 2025,

and it has finally been launched in India. Let's take a look at the variant-wise
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All-New 2026 Toyota RAV4 Takes Center
Stage in “What's Your RAV4?” Campaign
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2026 Toyota Innova Crysta Launched In India Starting At Rs 19.72 Lakh
‘With Refreshed Styling And New Features

Toyota has launched the 2026 Innova Crysta in India, bringing revised styling, new interior trims, copper
accents, and TPMS to its popular MPV.

2026 Toyota Innova Crysta launched in India. (Image Credit: Toyota Bharat)

By ETV Bharat Tech Team (=, Addasapreferred
@ vt & sumre | G A

Hyderabad: Toyota Kirloskar Motor has launched the 2026 iteration of the popular Multi-Utility
Vehicle (MPV), Innova Crysta, in India. The updated MPV receives exterior styling revisions, interior
upgrades, and new feature additions, while retaining its familiar 2.4-litre diesel powertrain. This
update from the Japanese automaker makes the Innova Crysta relevant and competitive in the semi-
premium MPV segment, as the vehicle is a popular choice among both passengers and fleet owners in
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Toyota Kirloskar Motor Closes FY2025-26 with 20% Sales Growth,
Sells Over 4 Lakh Units

The Bengaluru-based carmaker sold 4,06,081 units in the financial year ending March 2026, sustaining
double-digit growth through rising domestic demand and a 41% surge in exports.

[ By Angitha Suresh {5 01 Apr2026 @ 1280 Views

Toyota Kirloskar Motor (TKM) sold 4,06,081 units in FY2025-26, a 20% increase from the 3,37,148 units
recorded in FY2024-25, the company announced on Tuesday. The growth extended across both domestic

and export markets, and was consistent through much of the year, with the company posting double-digit
monthly gains from as early as January 2026.
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$889,525 Toyota of North Miami
Settlement Ends Class Action Lawsuit

Over Alleged Marketing Texts

by Chloe Gocher Last Updated on July 2
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Amore than $889K settlement ends a lawsuit that alleged Toyota of North
Miami sent marketing texts to consumers who opted out of receiving such

messages
DEFENDANTS) Laws) STATE(S)
FRLAutomotive LLC Telephone Consumer Protection Florida
Act
Florida Telephone Solicitation
Act
CATEGORIES

Automotive - Privacy - Class Action Settlement




image18.png
Gibbs Reflective Cycle

6. Action Plan

5. Conclusion

2. Feelings

4. Analysis

3. Evaluation




image1.png
Prifysgol Cymru
¥ Drindod Dewi Sant

University of Wales
Trinity Saint David




image2.png
TMC Announces April Through March 2026
Financial Results

May 08, 2026
Toyota Motor Corporation (TMC) today announced its financial () Gn) &

results for the fourth quarter, which ended March 31, 2026.

TOYOTA CITY, Japan (May 8, 2026) - Consolidated vehicle sales totaled
approximately 9,595,000 units, an increase of approximately 233,000 units
compared to the same period last fiscal year. On a consolidated basis, net
trillion yen ($335.7 billion), an
increase of 5.5%. Operating income decreased from 4.795 trillion yen (§31.3
billion) to 3.766 trillion yen (§24.9 billion), while income before income taxes
" was 5.152 trillion yen ($34.1 billion). Net income 2 decreased from 4.765
trillion yen ($31.1 billion) to 3.848 trillion yen ($25.5 billion).

revenues for the period totaled 5§

Regions

North America: Vehicle sales totaled approximately 2,934,000 units, an
increase of 231,000 units. Operating income, excluding the impact of
valuation gains/losses from interest rate swaps, decreased by 402.9 billion
yen ($2.6 billion) to a loss of 298.6 billion yen ($2.0 billion),




