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Market Analysis

The size of our potential market in the Doral area is relatively large.  In the last 10 years, Doral has grown rapidly.  The  country club is surrounded by an average of 2000 families.(source)  According to the US Census, there are currently 3126 residents in the Doral area.  Of these families, 182 have children under the age of 5.  There is total of 239 children in the Doral area.  The business development has grown substantially as well.  There are about seven small daycare centers in the Doral area.  There is a waiting list on all of them because the need is more  than the available space.  This gives Kids Planet the opportunity for growth.

This means your market cap is 239 kids.  If there is another daycare (which is on 53rd street) has 150 students, the maximum kids that would enroll in your school would be 89 (239-150) kids.  That is if you capture the entire 89 kids and none are going to another school already or have any other daycare arrangements.  You may want to double check your numbers or location!
Target Market

Kids Planet Inc. will target working parents with children ages one to five who depend on quality childcare.  We will target parents who live or work in the Doral area.  We will target parents with access to the Internet both at home or at work and who are interested in this unique service.  Due to our costly service price we will focus on families with income level beginning around $50,000 per year, and who are in the middle to upper social class.  They live comfortably and are highly involved in their children’s lives.  They are close to their children and are concerned about their care and education.  We will focus on parents that are seeking childcare for the first time or those who are dissatisfied with their current caregiver.  We will target parents who are looking for a good education and an expansion of knowledge in the arts.  Ultimately, we want to target those parents who are looking for assurance in the well being of their children.

Customer Analysis

There are some special characteristics that distinguish our customers to others.  We have identified them as to the following;

· Our customers are working professional parents with children from ages one to five who live in the Doral area.
·   The family size is small; it’s generally consisting of the parents and two children.
·   They are fairly wealthy individuals who belong to the middle to higher class.  
· The parents have professional jobs and lavish lifestyles. 
·  They are very family oriented and are highly involved their children’s lives.

By creating the bullets, it makes it easier for the reader to follow.  Remember, this is not a research paper.  Graphs, tables, pictures makes the business plan very attractive and easy to follow.
Our research indicates that parents select their daycare center based on the following criteria:

· word-of-mouth and advertisements. 
· ask their neighbors and friends for their input.  Our customers are very skeptical when it involves leaving their children in the care of others.
·   They take a great deal of time doing thorough investigations and research on the facilities by visiting the facility for cleanliness, safety, and security.  
· They look to the Better Business Bureau for any vital information that might be of harm to their children.  
· They are especially concerned with the qualifications of the teachers and teacher aids.

Your facility is not there yet.  They may have shown interest on the idea!.  They are enticed by our unique Internet system and our extra-curricular activities.  They feel are service is of higher quality and feel confident in leaving their children in our care.  Many parents become loyal customers.  We are confident that our satisfied parents will recommend our facility to their friends, neighbors, and co-workers.
Competitor Profile

Kid’s Planet is one of a kind due to its unique Internet monitoring system.  There are no direct competitors, however, there are other centers that provide excellent childcare and could propose a potential threat to us.

Competitors
Baymar Enterprises Care Center

2100 NW 107th Ave

Miami
Fl
33172

Kid’s Corner
3275 NW 84th Ave

Miami
Fl
33122

Genesis Child Care

9709 NW 8th St

Miami
Fl
33178

Las Palmas Day Care Center

9628 Fountainbleau Blvd

Miami
Fl 
33172

There is also one on 53rd street which has been there for at least 7 years.
These organizations are located approximately two to four miles away from each other and our facility.

I highly suggest create a table for competitive analysis.  Then you rank your company versus the competitors based on your strength & weakness, and their strength & weaknesses.  This simplifies the analysis and cuts in pages of boring paragraphs!  You need to put a note on the bottom of the table as to something like this:

Score 0 is the lowest and score 5 is the highest.
	
	Kids Planet Inc.
	Baymar Enterprises Care Center
	Kid’s Corner

	Genesis Child Care
	Las Palmas Day Care Center
	?

	Reputation
	0
	5
	
	
	
	

	Price
	3
	5
	
	
	
	

	Enrollment
	0
	5
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	Internet Security
	5
	0
	
	
	
	

	Weekend program
	
	
	
	
	
	

	?
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	Total
	
	
	
	
	
	


Once you complete the above, then you should outline the strategies that you would implement to overcome the competitor’s strengths.

These facilities all promote the same high quality service and safe environment for children.  These facilities have unique differences.  Baymar Enterprises is known for their computer and language programs.  Kids Corner is well known throughout South Florida because they service in many different locations.  Genesis has after school program for kids up to the age of 12.  Finally, Las Palmas is known for their evening and weekend care.  All these organizations advertise through the Yellow Pages.

Our Competitive Advantage

We will be able to offer a superior service due to our ability to use existing technologies.  

Our advantage over our competitor lies in our unique Internet camera system.  It is of interest to out target market and satisfies their need for security.  Another feature of our facility that is of interest to our target market is our location.  We are situated approximately 1.3 miles from the Expressway and 1.1 miles from the turnpike.  Providing easy access to parents who live or work in the area.  We offer superior quality service and personalized care in a state of the art facility.  Brand new classrooms designed to meet the need of different age groups.  We take extra safety procedure to ensure the safety of our children

Pricing

As a daycare center, our pricing must be consistent with the rest of the market.  We cannot charge a substantial difference in the price.  Therefore, we decided to price our service by evaluating our competitor’s price and pricing ours accordingly.  We also have to keep in mind that we have a competitive advantage with the web cams and extra-curricular activities for the children; therefore, we must take this into consideration when estimating our price.  

Competitors Price

Baymar Enterprises Care Center  (most expensive)

Newborn -12 months
$175 weekly

Ages 1 - 2 years old
$115 weekly

Ages 2  - 3 years old
$115 weekly

Ages 3 – 5 years old
$110 weekly

Registration Fee
$100

Las Palmas Day Care Center  (moderate)

Ages 1 - 2 years old
$110 weekly

Ages 2 – 3 years old
$100 weekly

Ages 3 – 5 years old 
$90 weekly

Registration Fee
$90

Kid’s Corner (moderately low)

3 weeks – Potty trained
$105 weekly

Ages 3 – 4 years old

$95 weekly

Ages 5 – 6 years old

$85 weekly (after school care)

Registration Fee

$50

Genesis Child Care Center (least expensive)

3 months – 2 years old
$90 weekly

Ages 2 – 5 years old

$85 weekly

Registration Fee 

$80

Our main objective in pricing is to make sure the target audience is willing and able to pay for our service. We surveyed 47 people in the Doral area that fit our target market description and asked them some questions that helped us in determining our pricing. (Mostly the mothers responded).

-  At what age will you put your child in day care?

Create a table or pie chart to summarize your findings for all.

3 mths – 1 years
15

2 – 4 years

32


5 – 7 years

4

-  Would you be interested in enrolling your child in a school that provides extra-curricular activities?

You should be able to copy/import your charts from excel.
Yes
46

No
1

-  Would you be interested in having an Internet Webster were you could see your child                           in the daycare provided that it would be accessible with a password?

Yes       41

No
 6

-  What would you expect a daycare that provides Internet access service and teach the fundamentals of school to cost weekly?

$50 - $90
9
$91 - $130
26

$131 - $170
8

$171 - up
4

-  What is your income range?

$0 - $9000

0

$9001 - $15000
4

$15001 - $21000
7

$21001 - $35000
14

$35001 - $45000
7

$45001 – up

12

This survey information and our competitor’s price were relatively important in determining our price.  However, there are other factors that we must take into consideration before making a pricing plan.  For instance, our payment terms and regulations had to be included in our rate sheet.  The following rate sheet will be official rate plan for our facility.

BASIC RATES, PAYMENTS & OTHER FEES

Again, create a table and summarize this.  It would be a lot easier to follow, and it will help the business plan to be more attractive.
A. BASIC RATES

Ages 1 to 2 years:

  Full Time $135 per week

  Part Time $29 per day

Ages 3 to 4 years:

  Full Time $120 per week

  Part Time $28 per day

Ages 4 to 5 years:

  Full Time $117 per week

  Part Time $27 per day

Extra-Curricular Activities (optional)

Ballet - $15 per week (ages 4 to 5)

Gymnastics - $8 per week (ages 1 to 5)

Karate - $15 per week (ages 4 to 5)

Dance - $15 per week (ages 2 to 5)

B. PAYMENTS

1.  Basic rates for full time and part time:  enrollment payments are made on a weekly       basis.  Payments are due on Mondays.

2. Late Charges:


For hours in excess of contracted time, a charge of $5 per 15-minute intervals will 

       be paid in cash upon arrival.  (Example:  If the child’s contracted time to be picked 

       is 5:30; there will be a $5 late fee if the parent left with the child at 5:40)

            For pick-ups after 6:00 p.m. a charge of $5 for every 5-minute increment will be

       Charged.  After 15 minutes, the charge will be doubled.


If a late charge is assessed three times in a year, your contract may be reviewed 

       for possible termination.


There is a $10 per day late charge for delinquent tuition payments.  This policy is

       Strictly enforced.

C.  OTHER FEES


1.  Registration:


Regular registration - $100


Summer registration - $50


Yearly supplies fee - $100


Summer supplies fee - $20

2.  Returned check:  A charge of $40 will be assessed for any returned checks plus an 

     additional late fee of $10 per day until payment is paid in full.

Location

We began looking for a location in the Miami area.  Due to the fact that the officers of the daycare reside in Miami and will be personally involved in the development and on going activities, we agreed upon a location here.  Our facility had to be placed in a family oriented area, preferably in an area that was rapidly expanding.  We chose the Doral area, located on the Norwest side of Miami.  After looking at many places at the Doral we went to the Doral Country Club, which was our best option.  We spoke to the manager, Rolando Oses, and offered the service of having a children academy in the country club.  We told him that it would be the best way to promote the country club and bring parents to the club.  He really liked the idea and that’s how Kids Planet began.  Our mailing address is:

5001 N.W 104th Avenue

Miami, Florida 33178

Our organization is strategically located only 1.3 miles from the Palmetto expressway and 1.1 miles from the Turnpike providing fast and easy access to parents who live and work in the area.

During the first year, we will operate in one country club with the idea of observing our development and deciding whether it would be feasible to expand.  If the results are positive, we plan to contact other new and existing country clubs and set up more Kids Planet Centers.

Insert a map from map.com or mapquest.com.  
Advertising

Due to our limited budget resources, we are restricted to only a few communications activities.  They must be inexpensive but effective in targeting our market. One important factor that must be considered in determining witch medium to use is its geographic selectively, since our day care is situated in the Doral area only.  We will advertise and promote by means of direct marketing using a direct mail campaign, mass advertising through newspapers and support media by advertising in the yellow pages.

Summarize

Again, summarize some of your advertising info here
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Local Newspaper

Objective

Local newspaper ads will be used to create awareness of Kids Planet Inc.

It will help to attract the attention of a large number of potential customers by specifying our uniqueness in service. The ads will create more interest in our facility and increase the need for further information about our service as soon as the ad is viewed.  

Target Audience

The audience that will be targeted through our newspaper ad is significantly large.  By using local newspapers to advertise our service we will target many local people.  Mainly the people who we want to target are those who read the newspaper on a daily basis.  Those include parents with children under 5 years old in the middle to higher income range.  They are highly involved in the community; therefore, they read the local newspapers to get informed on new issues and services in the area. 

Message Strategies

The message that we are trying to convey through mass advertising is concise yet persuasive.  It is to communicate our safe environment where parents feel confident in leaving their children in a safe environment and were children receive the best education preparation to enter the education system with a strong educational background and confidence in order to succeed later in life.  We will highlight our unique Internet service to view their children and our extra-curricular activities like dance, ballet, karate, and gymnastics.

The Miami Herald

The Doral area does not have there own community newspaper, therefore, we must use the best alternative.  We will be using the most popular newspaper in Miami to capture my target audience.  The Miami Herald is the most read newspaper in South Florida.    It is the only newspapers that can have extensive penetration on a majority of our target market. We will be using a display ad, which would be found in the Community section of the newspaper.  The community section of the paper deals with more of the local issues and local businesses.  This is the section where most people who are interested in the local community and in new local service go to for information.  On Wednesdays the Herald has a special section called “Kids.”  We will be adverting in this section as much as possible.

Our budget is relatively small; therefore, we must allocate our resource appropriately.  We must give priority to the adverting and promotion that will generate the most sales and increase awareness.  The Miami Herald is our newspaper of choice.  The total number of circulation of the Herald is 364,773.  Due to this high penetration rate, we must provide a substantial amount of our budget to this. Our ad will be 3 columns by 10 inches, in black and white; therefore, our production cost will be minor.  An estimated $4,600.00 will be spent on newspaper ads for the year.  This is not a great deal of money for advertising on the newspaper; however, we must keep in mind that most of our advertising will be done at the beginning.  After the first few months of operations, our advertising will decrease until we reach our maximum capacity.  

Media Calendar

This will be our media schedule for the first 3 months.
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After the first three months, we will evaluate our standing in terms of our full capacity and estimate from there how much more adverting we will be needing. 

On Wednesdays, we will be adverting in the “Kids” section of the paper.  On the other weekdays we will be adverting in the “Community” section of the newspaper.

Reach and Frequency Analysis

Our reach and frequency is very successful in capturing our target market.  According to some statistics provided by Media Passage, The Miami Herald has a total number of circulations of 851,255.  

Market Analysis  (total adults in the market 2,828,955)




# Of daily readers


% reach/coverage
Ages 

25-39


2,136,000



24.9%

Income

25,000 +

682,570



33.0%

50,000 +

327,504



36.8%

75,000 +

192,755



40.9%

100,000 +

102,350



42.7%

Occupation

Professional

194,675



38.0%

Evaluation

The objectives for our mass advertising are to create awareness and interest in our facility.  In order to evaluate the success of our newspaper ads we will keep a log on all our telephone calls that are specifically directed to service and facility information.  When the customer comes into our facility, we will ask him or her how they heard of our facility.

Direct Marketing

We will be using one type of direct-response media, which is direct mail.  Direct Mail is expensive (Cost Per Thousand), but eliminates waste coverage. The form of direct mail we will be using is a flyer.  The advantage for using direct mail is that it can be geographically segmented, and it has a measurable response.  This is an excellent way to inform our target market of our service and bringing in customers.  

Objectives

Our main objectives with direct marketing is to receive a direct response within 3 months of our distribution.  Furthermore, it will be to increases awareness of our service and attract parents who are currently seeking a childcare or who are dissatisfied with their current childcare.  In our direct mailing we will enclose an invitation to our open house party that we will be hosting for potential customers to become familiar with the staff and facility that we will have.  Furthermore, our goal is to grow steadily after the first month and gain popularity until we reach our maximum capacity. 

Target Audience

Direct marketing is an excellent way to advertise to a select target audience.  In our case, direct mail is the best way to geographically target the entire market that we need. The target market that we plan to capture with direct marketing are those parents with children under 5 years old who live and work in the Doral area.  

Message Strategy

The message that must communicated on our direct mail must be straightforward and personal.  It must also integrate with the message strategy of the newspaper ad. It will convey our goal to support our customers by providing high quality, convenient childcare services to meet the specific needs of our current and future customers.  It will also highlight our unique Internet Service and extra-curricular activities like dance, ballet, karate, and gymnastics.  These unique services will attract the attention of parents who are currently seeking childcare service or parents who are dissatisfied with their current childcare in the area and are looking for a better one.

We will receive most of my mailing lists through local companies who gather such information and sells them to businesses.  One such company is Millennium Communications and Fulfillment, Inc.  They gather information that is needed for our mailing list.  Kinko’s Printing Services will print our flyers

Allocation Of Funds

Currently there are 3126 people living in the Doral area.   Of these there are 182 families with children under the age of 5.  This indicates that our cost for direct marketing will not be expensive.  We will also be distributing flyers in nearby businesses.  Our staff will be in charge of passing out the flyers 3 weeks before our grand opening.  We are estimating to spend around $4000.00 in designing, producing, and distribution the pamphlets and flyers.  We want them well designed, preferably with color and on an 81/2 X 5 sheet of paper.

Media Calendar

We will distribute approximately 3126 flyers in the mail.  It will be distributed on the 2nd week of August.  This will give us two weeks before our open house party to prepare for the grand opening.  During this week our staff will be going around to local business passing out flyers inviting them to our open house party.  We chose not to pass out flyers in residential areas because it might demean or image.  We also chose not to distribute our pamphlets too early in advance because people might forget the date.

Evaluation

The advantage to using direct mail is the immediate response.  We will evaluate the effectiveness of our advertisement by counting the number of parents who attend our grand opening party.  The direct mailing will be our only source of advertisement that will have detailed information of our grand opening.  Further evaluation will be determined by the number of telephone calls received for information on our facility and by asking parents who come in after the grand opening how they heard of us.

Support Media
Support media will be used in the communications process. In particular, the Yellow Pages will be the medium utilized.  When parents decide that it is time to place their children in a daycare, they look to the yellow pages as a reference guide.  This would be an inexpensive and excellent way to inform parents of our service.  

Target Audience

Support media is used to reach those people in the target market who have not been reached by the primary advertising.  Our target market will be limited to those who are currently seeking childcare for the first time or who are dissatisfied with their current childcare giver are looking for a better one.  

Message Strategy

The specific message that will be communicated through Kids World Academy’s support media will highlight our benefits and advantages to other daycares.  The benefits will be that we provide a safe environment where parents feel confident in leaving their children with us.  We provide a learning environment were children receive the best education in order to succeed later in life.  Our advantages will be our Internet system, where can view their children from wherever they are.  We also offer extra-curricular activities like the art of dance, ballet, karate, and gymnastics.

The Real Yellow Pages

We chose to advertise in BellSouth’s “The Real Yellow Pages.” We decided to be more specific in targeting our market, so we chose the Greater Miami issue.  The Yellow Pages are found throughout our target markets household and are available whenever necessary.  When a parent is searching for daycares, they tend to go to the Yellow Pages for reference.  The Yellow Pages are updated every October of every year; therefore, the information provided is current.  If we want our ad to come out in this October 2000 issue, we must submit our request by May 26, 2000.  

 Allocation of Funds

Advertising in the Yellow Pages can be inexpensive.  However, it all depends on how large and colorful you want your ad to be.  We are going to place our ad in the childcare section.  We are buying a 3 ½ X 2” ad space and the ad will have three different colors.  Our estimated cost will be around $1000.00 a year.  

Summarize and cut some of your advertising section.  At the end of your advertising, you need to create a cost analysis that would demonstrate your monthly advertising expenses.  You should include any production cost.

If you are going to be seasonal, then I suggest do it for 12 months. 
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Industry Profile

Cultural and Social Trends 

The decision a parent makes about whether or not to put a child into a daycare program stem from children’s attitudes and from socio-economic realities.  Some parents are beginning to believe that a professional is wise and knows better than the parent knows in how to foster a healthy development. There is currently a significant increase in double income families.  Some parents are forced by economic circumstances to put the children in a daycare center regardless of their feelings.

There has also been a significant increase for safe and reliable childcare centers in the United States.  Unfortunately, this is due to the growing number of deaths and child neglect incidents by daycare centers.  In the news, parents hear of children dying because daycare workers leave the infants unattended for a period of time.  Even worse is the increase of children being mistreated and injured while under the care of the daycare worker.  These incidents have spurred an interest in quality and reliable childcare.  Due to our secured Internet based camera system being placed in every room in our facility.  Parents feel comfortable and confident in leaving their child in our care.

Technological trends

In general, daycare centers are not known to be technologically advanced.  However, there are new technologies that enhance the interest of parents. The Internet has become a vital part of our society.  Many depend on it on a daily bases for work or play.  Kids World Academy decided to use this innovative system to have an advantage over other daycares.   Nonetheless, it helps us in reassuring the parents that we are a safe and reliable daycare.  The Internet based camera system lets parents see their children through the Internet.  The cameras can view 80 to 90 percent of an area.  They take images every 10 seconds and feed pictures through cables to a computer, which makes them accessible to the daycare website on the Internet.  Kids Worlds Academy will continue to concentrate on service innovations and advancements.   
Industry should be at the beginning of the marketing plan .  You need to identify your sources (you can use footnotes).  Ordinarily, business plans do not have footnotes, but, this is class assignment, I need to know if your sources are realistic and reliable.
Facility Design

Kids World Academy will be situated in the Doral country club.  The facility will have the capacity of admitting 63 children.  There will be three classrooms that will be utilized each divided according to different age groups.  

· Room #1 will be used for one year olds, 10-12 kids will be allowed in this class.  

· Room #2 will be used for two to three year olds, 20-24 kids will be allowed in this class. 

· Room #3 will be used for four to five year olds, 20-24 kids will be allowed in this class.  

· Another room will be provided for dance, ballet, karate, and gymnastics.

The facility will be state of the art.  It will have Web cams placed throughout the facility and high tech security systems to ensure the safety of the children.  The areas that were designed for children have many safety measures to protect a child from being harmed. We will have no electrical outlets in the reach of children.  We will have no pointy furniture or equipment and we installed padded rugs throughout the facility.  The actual area will be relatively big.  We will have a reception desk area.  A conference room for parents and teachers to met in private.  We will have a kitchen where the food will be prepared daily.  Three bathrooms designed for children. Last but not least, an outside playground.  The outside play area was also intended for the safety of the children.  The floors have outdoor padding with artificial grass.  

You may want to draw a floor plan for better visualization.
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