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“Rejoice. The loving peace and brotherhood of God are here.”
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Assembling the trampoline
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My sincere thanks to my professional colleague from Belo Horizonte1 – Mr. Leonardo de Castro Gondim, owner of the toy rental company: BRINQUEDOKIDS. I have known his work through the site on YouTube ALUGANDO BRINQUEDOS, and since then I haven't missed any of his videos.

On the channel, Leo gives essential tips for toy renters who are taking the first steps in the profession, or even for those who have been working in the industry for a long time but are looking for practicality in their business.

My opinion about Leonardo is:

“Only those who have been exploring this TOY RENTAL market for a long time, like Leonardo from BRINQUEDOKIDS, can guide others to SUCCESS!”

It is important to underline that, while I was wrapping up this guide, he called my attention to topics that I had not yet given due importance to. The best example is the study on fixed costs and variable costs included in Chapter 2. Without this information, this work would not have been complete.

I admit that I was quite thrilled when Leonardo offered to promote this material on his channel, right after I had sent him a digital copy as a gift.

I am sure that this simple gesture of affection will become a source of blessings to flow over many who, like us at ICHIBAN BRINQUEDOS and BRINQUEDOKIDS, want to improve their “way of doing things”. All of our efforts are for the benefit of customers who, among “so many company options”, choose to hire us.

If you are reading this book, and just like me you want to continue consuming quality content, be sure to access and subscribe to the channel: ALUGUEL DE BRINQUEDOS, on YouTube.

Success!
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STATEMENT OF LIABILITY

 

All the strategies and information that you will read in this book, and that I learned when I entered the business of renting toys for parties and events, are the result of my professional experiences in this area.

 

Although I have made every effort to ensure the accuracy and highest quality of this information to make the techniques and methods taught here highly effective for anyone willing to learn and apply them, these methods and information have not been tested or proven scientifically, but in practice.

 

The strategies and information presented here are for everyone, but they are not for everybody. You need to be eager to learn them.

 

Additionally, your private life may not be a perfect fit for the methods and techniques taught in this guide. Therefore, you must adjust the information according to your specific needs and that’s why the results may vary from person to person.

 

There is no guarantee, only the experience and gratitude of our company’s numerous clients, demonstrated through the feedback we have been receiving at events where we practice this method.

 

 

 

 

PLEASE NOTE!

 

All brand, product, and service names mentioned here are the property of their respective owners and are used for reference only. Furthermore, there is no intention to defame, disrespect, insult, humiliate, or belittle the reader, or any other person, position, or institution.

 

If you believe that any part of this guide is in any way disrespectful or inappropriate, and should be removed or changed, I kindly ask you to contact me directly at

ichibanbrinquedos@outlook.com

 

 

HOW TO USE THIS BOOK

 

Your learning and development are directly proportional to the focus and immersion in what you want to learn. This doesn't just apply to Toy Rentals, but to anything you decide to do.

 

So, one of the things you will need to create is your ‘‘own world” where most of the time you will breathe Toy Rental.

 

This book may be your central guide, but reading a good portion of it and spending the rest of the day watching the news on television won't help much. You must have more control over the insights you will have, especially when you finish this book and start applying the strategies to your business.

 

 

Therefore, I would like to share with you some tips to facilitate your immersion process in this Toy Rental universe.

 

1 – Make summaries

Try to read calmly and summarize the main contents in a notebook. Do this in a way that you can explain the content learned to someone else.

 

2 – Like my page on Facebook and subscribe to our YouTube channel. Help us expose our work.

https://www.facebook.com/ichibanbrinquedos

https://www.youtube.com/channel/UC7qmJPcpWI741Qt_Hk6QVsg

 

3 – Follow my profile on Instagram. We have quality content directly on your timeline.

https://www.instagram.com/ichibanbrinquedos

 

4 – Form study groups

Recommend this book to other people and form a study group. Discussing the learnings from the book with friends, colleagues, and people around you, will help you go further.

 

 

 

 

 

 

 

 

Introduction

 

Stories of tiny businesses that little by little grew to such an extent that they left anonymity, fill the heart of every entrepreneur who longs to see their own ''creation'' a history of great success and achievement.

And that's what this book is about - the daily decisions that all of us toy rental entrepreneurs (small and medium) have to make to achieve the winds that lead our organization to success and away from the limits of stagnation.

When I started 4 years ago, there was no available content on the market aimed at this sector, so I had to test the options to see what worked and what didn't. It was a stressful time-consuming strategy once the absence of apparently simple knowledge could put many things at risk for both the company and the customer.

Currently, it is different! Since then, many experiences have been acquired and lessons have been learned.

Groping in the dark to find the missing piece to put together a puzzle that doesn't fit, taught me that many things change for the better if the decision that is made is based on sufficient knowledge and power to shorten the path between the promise “carried out'' and the customer's ''complete satisfaction'' after the service has been provided.

Have you ever pictured yourself getting to an event late, with the room full of guests looking at you disapprovingly because you didn't organize yourself in advance? This brings embarrassment! Don't think I haven't been through this. Not to mention the children cluttering the, sometimes small, area and who, in their innocence of helping, carry pieces of equipment back and forth, making it more difficult to assemble what should already be ready. They are not to blame! After all, it was your delay! They're just dying to enjoy such a special moment and they won't waste a second paying attention to you.

Another classic situation is when we schedule the assembly of equipment in a building without first checking the existence of internal garages close to the service elevators. Have you ever considered having to carry equipment from the reception to the second basement to get to the service elevator? Well, I've been through this not once, not twice, but several times until I learned how to do it.

What about the customer who cancels on the last day of the event he had scheduled months ago? Sometimes, he doesn't even apologize! He just sends a short, cold cancellation message.

Now, what's left is either to cry and regret the hirings you missed or learn your lesson by formulating a solution for each type of problem.

Because of these and other problems faced in the toy rental area, you will find in this book, an equivalent of an assertive response that will help you organize yourself better in practicability, efficiency, and total connection with your client's needs.

Good reading!
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Our first cotton candy machine

 

 

Chapter 1

Should I quit my job?

 

Each inhabitant of planet Earth has a particular definition of the word SUCCESS. For most people, it means reaching the top of a very high mountain and set there to enjoy the best that the view has to offer.

These things are good for our ''ego''. However, before acting, we must ask ourselves to what extent we will be willing to take our certainties out of ''automatic'' to have the chance to discern new possibilities in this climb.

The sense of success for me has a slightly deeper reach, which does not mean that I give up on dreams or wishes, but that I inevitably seek, on every occasion, to find personal meaning in the things I accomplish. 

Being of Eastern origin I have discipline in my mind as a fundamental term, helping me strengthen for the challenges that life presents to me. This practice has given me the ability to overcome difficulties, even in critical, “almost apocalyptical'” moments, which came without warning and with immense power to reinscribe previously unperceived truths in me. 

When I started as a toy renter, I had just left a job that turned out to be a fiasco. I will write about this another time.

The years 2012 to 2014 are forever kept in my memory. Those were difficult periods of harsh realities, but they taught and redefined the value of the words ‘patience and hope’ for me in a way I had never believed.

Without money, without direction, and with a family to support I found myself in a desperate situation.

To survive, I needed to start an informal business ''in a hurry''. I set up a small sales stall in PARQUE LAGO DAS ROSAS in Goiânia2. There I had a little bit of everything, from water, sweets, toys, broths, juices, snacks, and any other need we detected from the passersby.

This situation lasted for 3 consecutive years and anyone who has worked selling on the street knows the difficulties in an informal job like this – there are problems with rain, the lack of security, and even the impossibility of earning your daily bread when there is fiscal supervision.

When I look back on those days, I realize how merciful God has been towards me strengthening my feet at every step of the way and showing me at every moment the intrinsic power that His faithfulness operates in all those who dare to place their faith in the Sacred. Even when I thought He wasn't listening to me, He remained there covering me with His Mantle of Love. 

Writing this book today is a milestone as it seals and confirms my ''call'' to share a little of what He has placed in my heart, and thus, simply but powerfully, bless with the knowledge acquired throughout these 4 years, others who perhaps want to start their own toy rental business or improve themselves with techniques already tested and approved by us.

I truly believe that this work can shorten the path for those who are just starting, and in a provocative, but not offensive way, encourage them to rethink values and decisions that they had already determined as theirs. Everyone has his own story, and in this book, I hope that mine can somehow add to yours. But don't let yourself be carried away by anxiety, and if possible, leave your knowledge aside a little so that you can enter with me on this simple journey of mutual help that I propose: clarify doubts, point out paths, and help you find a way to work according to each person’s profile.

 

 

 

 

 

 

 

 

At first...

At first, everything was very difficult and confusing, and one of the most common questions asked by those who are considering starting in this toy rental business has been: Should I quit my job?

The answer to this question will depend on each person's private situation. The urgency of the moment I was going through forced me to slap a purchase schedule together of some new asset, even as a way of subjectively easing my mind with some hope of future gain.

At that time, I evoked the forgotten teachings of the book ''Rich Dad, Poor Dad'' by Robert Kiyosaki which I had the opportunity to read some years earlier when I learned the importance of knowing the difference in acquiring assets, before thinking about liabilities. 

To solve that difficult situation, I decided the line of reasoning I would adopt, and as an initial step, I would purchase our first piece of equipment: a cotton candy machine that would kickstart the structure of our company.

Whether you have a formal job or not, I would advise you to move slowly. If you can purchase equipment to start your new business and take advantage of learning opportunities on the weekends, that's GREAT! But if this is not your situation and you are thinking about quitting your job, consider this: where will you gather the capital to kickstart this new venture?
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