Executive Summary 

Dragonfly Designs already offers custom-made items and now we would like to expand our product lines and offer do-it-yourself items. Our existing location can be renovated to add the space needed for this service. We would also like to build a new facility with a larger work area for the do-it-yourself projects and kilns in the back area. The back area would be large enough to hold the inventory for both store locations. To accomplish these objectives, land needs to be found and purchased for the new facility. Bank financing is necessary for the building of this new facility but not needed for the renovations at our existing location. 
Dragonfly Designs would also like to begin delivering our own goods locally. We already own two cargo vans for this purpose. However, a full-time driver will need to be hired for each facility. By incorporating the above mentioned services and products, we can increase our revenue, customer base, and create a new image for ourselves. 

Marketing Objectives 

We want to reach another target market by adding our hand-made objects to our product line. Our image now is crafted for our custom-made products and our name is synonymous with quality and status. This will help sell our new line to different customers. 
The market we will be trying to reach will be of lower income than that of our custom-made projects. We will also only be marketing to local customers for our do-it-yourself items. All of these efforts are done in an attempt to increase our annual revenue by 15%. 

Goods or Services 

The items we will sell in our do-it-yourself product line will be made from clay. We will purchase these unfinished items and resale them for decoration within our facility. Some examples are bowls of various sizes, vases, mugs, pitchers, and plates. We will also carry many types of decoration for these items. Paints, stained glass pieces, porcelain tiles, beads, and other items will be available. Kiln-firing will be done at an additional cost. These new services will benefit customers who want custom-made products. 

Resources Needed 

For our new facility we will need several types of resources. Land for the new building and financing for the construction, new employees, and new equipment are paramount. The costs for these resources will cost Dragonfly Designs approximately $107,400 plus the cost of land. Depending upon the location and condition, the property will run $24,000-$35,000. 
Renovations to our downtown store will not require as many resources. We will need more employees, money for the construction, and inventory for both stores. These costs will amount to approximately $31,800. 

Projected Outcomes 

Dragonfly Designs plans to use existing funds to handle the cost of renovating our downtown location. By doing this, we should profit monthly above expenses enough to pay for costs in just a few months. 
Our new building should open after our downtown location is finished by several months. This will help ensure success for both locations. Financing is needed for this endeavor, so it will take longer to absorb all expenses. Our projections indicate that the new facility would pay for itself in only a few years. 

Strategic Focus and Plan 

Our Mission Statement 

To create unparalled beauty in our one of a kind creations, to ensure superior quality and originality in each piece we design, and to support the innovations of our world-class artists through displays of their awe-inspiring work. 

Goals 

Financially, are goals are to increase our Internet orders by 10% annually for the next 3 years consecutively. The result would be a 30% increase in Internet sales by 2010. We would also like to increase our local sales by 15% this year. To help us achieve these goals, we are going to begin handling porcelain tiles and houseware products to expand our design options and products. Some examples of this would be custom murals, countertops designs, fireplace hearths, and home decorations. 
Our non-financial goals are to offer new services and to handle our own local shipping. To ensure proper handling when shipping, we will start making local deliveries ourselves. We also plan to open an area in our shop to offer different art classes and do-it-yourself project options. We plan to buy some of the artwork made there by local artists and sell it in the showroom. We would like to start this service within the next 60 days. These goals will allow us to obtain the total revenue increase of 25% this year we are aiming for. 


Core Competency 

There is only one store within a 60 mile radius that handles stained glass and there is no place that handles porcelain designs locally. To be competitive on the Internet, price is key in getting customers to purchase from us. A user-friendly website also helps in increasing purchase orders. Our original designs and made-to�order products help to ensure satisfaction. Our shipping program is a big draw for consumers. Since the shipping is included in the price of the product, many consumers choose us over the competition. 

Situation Analysis 

Internal Focus 

We have several strengths within our company. There are not many other businesses of our type in this area. Our pricing can be higher since our product is custom made for the individual. We have low overhead and do not need much space to manufacture our products. Our company is also able to handle repairs in our own shop. Our artists are all skilled craftsmen from various backgrounds and they bring their individual tastes to their projects. 

External Focus 

The opportunities for our business include some that we have already discussed. An artist's studio to add additional services and handling porcelain along with glass are some examples. Another avenue for growth is the home building industry. In our area the number of new homes being built is vast. A possible contract with a builder for stained glass windows in these new homes would increase our sales dramatically. In line with this expansion of homes is the possibility of opening a new store location to handle the do-it �yourself products and the artist's studio discussed earlier. Our Website could be revamped to handle design options and allow a customer to create their products online. This could increase orders from the Internet. 
Our company's threats include local businesses that offer the do-it-yourself products made from clay. Consumers get the custom made feeling without the price. There are Websites that offer custom stained glass products and products made from clay. Our pricing for custom products detracts from our customer base and limits our target market. Since our products are luxury items instead of necessities, economic recession is a threat to our business. A perceived threat by consumers could affect the sales numbers even if there is no economic recession. 

Industry Analysis 

The current trend in our area is to build new homes instead or renovating older homes. These homes are being built rapidly for a minimum cost. The home buyers often choose fewer amenities at the time of building and add them at a later date. This trend opens up a new market for windows and other objects to be sold to new home buyers. When the building trend slows, consumers will mainly need upgrades and maintenance for their current homes. The right advertising can reach both markets. 

Competitor Analysis 

There are two main types of competitors. Those companies that sell the same product type over the Internet and those locally owned businesses that also produce similar items. There are 2 local businesses that offer d0-it-yourself services with premade clay materials. They only use stained glass as a decoration on these finished clay products. They draw a considerable consumer base and have many repeat buyers. The appeal is the hands-on construction and the custom designed finished product. Price is considerably less than purchasing a custom made item. We can combat this threat by offering our own space where customers can design and assemble their own pieces. 
The competitors on the Internet are more numerous. However, many charge outrageous amounts for shipping and handling of their fragile products. They also have a higher base price than Dragonfly Designs for most of their products. This is because they are larger companies with more overhead. There are several types that offer custom designs but most are order only. Our quality craftsmanship will help to separate us from these competitors and updating our website to handle design options will give us an edge. 

Strengths 
Limited local competition 
Low overhead 
Original items Weaknesses 
Fragile shipping 
Limited demand 
Response time for orders 
Opportunities 
Internet designing and ordering 
Do-it-yourself products 
Expand materials used Threats 
Economic recession 
Cost limits target market 
Services offered by competitors 

Market Product Focus 

Marketing and Product Objectives 

The individuals we will be marketing to will be homeowners, mostly women, with middle-upper household income levels. Since our products will be purchased with discretionary income from individuals, we need to target households with higher incomes. We also need to consider that the individuals with a need for our product will have a creative personality and want to show some status in their surroundings. Our techniques should reflect this type of market. For our do-it-yourself projects we can target lower-middle income households, mostly women, which are preteen to adult in age. 

Target Markets 

Our Geographical target market will be global with the Internet for our custom designs. For our in-house projects our geographical market will be the 60 mile radius surrounding our facility. The city where we are located has a population of approximately 190,000 including the rural areas around it. The demographics for our target market will be females ages 10-65. All races and marital statuses in the youth and up life stages will have a perceived need for our products. As stated earlier, various income levels for different services and products are targeted. The psychographic dimensions of our customers are creative, impulsive, and often seek approval from others or see items as status symbols. They are loyal to products if the quality is grand and will repurchase from us often. 


Points of Difference 

Good/Service Comparison Dragonfly Designs Competitor 1 Competitor 2 Competitor 3 
Price Comparable to other designers. Higher on the Internet than our company. Competitive to us. Internet items are close in price for similar designs. Lower prices on in-house projects. Minimal Internet sales. 
Perceived Quality High quality designs, but relatively unknown. Customer perception is less quality than Dragonfly Designs. Seen as a "brand" name. Quality is perceived to be top-notch. Lower quality. Seen as novelty items instead of art designs. 
Marketing/Sales Advantages City located in has good sized population. Internet sales will put us above competition. Located in a rural area of Kansas. Most sales are Internet sales. Located in urban area of Tennessee. Population of city is under 60,000. Have large Internet sales annually. Located in downtown Chicago. Have many repeat customers. No custom design work. 
Custom Designs 
(feature 1) One-of-a-kind designs. Delivery in 8 weeks. Offer custom designs in ceramic and glass only. Takes 12 weeks for delivery. Custom designs are not porcelain. Uses stained glass and clay only. Delivery in 8-10 weeks. None available. 
Do-it-yourself projects (feature 2) Allows for near certain customer satisfaction. Porcelain availability will showcase difference in products. Does not offer this service. Does have an area for in-house projects. Does very well in sales this way as well. Sales are minimal. Family owned business. 
Status 
(benefit 1) Relatively unknown company's products have the potential to be perceived as rare items. No chance of repeat items with custom designs. Unknown company. Has little status to offer consumers. Custom designs purchased by higher income levels only. In-house area is comparable to Dragonfly designs. Distance limits competition. No status associated with this company. 
Shipping 
(benefit 2) Included in price so items seem less expensive to the consumer. Doing our own local shipping helps curtail costs. Does not include shipping in the price of items. Does not guarantee delivery in time frame. Does not include shipping in the price of items. Higher shipping costs added than Dragonfly Designs. Shipping is full-price for items since company is small. Delivery in 3-4 weeks. 

Positioning 

We plan to position our products as high-end, quality goods in the minds of consumers. Dragonfly Designs will not be the highest priced or the lowest. We will be seen as an alternative to the pricey design firms for status-conscientious buyers. Our benefits will help entice prospective customers. 

Marketing Program 

The strategy for our products is to offer a variety of materials for use in our hand-made and custom-made designs at a competitive price. Dragonfly Designs will price the hand-made objects based on the unfinished product and the materials used to decorate that product. For example, a clay bowl with a diameter of 4 inches that has only one color of paint would cost $5.00 for the bowl and $2.00 for the paint. If it is an object that needs to be fired in the kiln an extra $3.00 will be added to the final price. In this example, the 4 inch bowl would be sold for $10.00. Custom designs that are made by our artists will be higher priced. Again, depending upon the size and materials used, the total cost will fluctuate. 
To promote our existing services and our new hand-made products, we will use a variety of advertising techniques. To reach our local customers, radio and television commercials will be used. We will also run an ad in the local paper as well as the Purdue University newspaper. The Internet will be utilized to reach our international customers for our custom-made designs. 
Our products will be placed in our two stores on a daily basis for consumer purchase. However, our revenue will come from internet orders and custom-designed products. These will exist in cyberspace until made and shipped out immediately. 

Product and Product Strategy 

Our products fit into either the High-learning or Low-learning product class and are in either the introduction or growth life cycle stage. Our warranties apply only to items that are being shipped to the consumer. Below, we discuss in detail these strategies and their components. 

Product Class 

One of the unique attributes of Dragonfly Designs is that our products fit into more than one product class. Since our hand-made objects are crafted by each individual, they can be viewed as either High-learning or Low-learning products. The materials and designs are chosen by the individual so the level of difficulty lies with the consumers abilities. Repeat buyers will most likely seek the products that will be considered High-learning and the new customers will most likely choose the Low-learning products. 

Current Product Life Cycle Stage 

The life cycle for this industry is the maturity stage. Custom-designed products will never fall into the decline stage since they have been desired since before mass production of items was conceived. To stay competitive, however, the designs, materials, and types of unfinished products must change over time. Dragonfly designs fits into either the introduction stage or the growth stage. We differ from the industry here due to our position compared to our potential capabilities. Our hand-made objects are in the introductory stage and our custom designs are in the growth stage. 

Supporting Customer Services Needed 

There is no reason to outsource our customer service needs. No returns are expected since designs are custom-made. Repairs for objects damaged in shipping will be handled free of charge to the consumer. This service will be handled by the original Design Coordinator that helped the consumer place the order. We currently have three on staff and plan to hire two additional coordinators when our new services begin. 
Our hand-made objects will be done in one room with one or two assistants there at all times to supervise and provide guidance to our customers. These assistants have training in different artist's techniques as well as materials pricing and store front duties. 

Warranty 

We offer no warranties with any of our products. However, we do guarantee shipped goods will arrive to the customer in tact. This applies to our custom-made objects only. 


Branding 

Dragonfly Designs operates using a multiproduct branding strategy. All of our custom-made objects are stamped with our trademark on the bottom. This does not include the unfinished objects available for the hand-made items. The quality and the beauty of our designs are synonymous with our trademark. This trademark also sets us apart from competitors and imitators. 
Our trade name, Dragonfly Designs, represents beauty, speed, and uniqueness. The dragonfly is the fastest insect on Earth. Its wings have a multitude of colors and shapes inside them; combining beauty with function. Finally, no two dragonflies have the same design upon their wings. This is what Dragonfly Designs represents. We the used our trade name to create our trademark that is shown below. 

DFD 
Packaging 

Our objects that are shipped are enclosed in a cardboard box with our trade name on two sides of the box. Clear tape is required to ensure full view of our company name. Inside the box, our items are wrapped in bubble wrap and surrounded by Styrofoam peanuts. The size of the box is relative to the size of the object. 

Price 

The price of the custom-made objects is on the high end of the scale. Some items have sold for as much as $8, ooo. Our average price for custom-made products is $700. However, the hands-on items sell for much less. Unfinished products range from $5.00 to $65.00. With materials and kiln firing, the top price for an item would be under $150. The quality of assembly is based upon the consumer's abilities; however, the quality of materials is not. Materials such as glass mosaic pieces, porcelain tiles, beads, and bundles of lead will be salvaged from the waste of the custom-made products. The quality of these components is the same for the hand-made items as it is for the custom-designed. The paint, glue or other adhesive and unfinished items will be purchased separately for the hand-made items and will be less quality than that used for the custom-made objects. This is done to control the price ceiling for the hand-made objects. 


Nature of Demand 

The demand for our product may fluctuate, but it is relatively constant. Our industry is fairly small so the supply of design companies compared to the number of consumers is satisfactory to meet the demand. Brand equity is the way to increase demand for Dragonfly Designs. 

Price levels 

Our unfinished items will be purchased from our manufacturer and we will use price lining for these objects. We will also use this price level for our hand-made, unfinished products. For our custom designed items we will use prestige pricing for the unfinished product. However, our hand-made items will have the penetration pricing strategy. They will have a low entry price for the unfinished products. 

Adjustments to List Price 

There will be little adjustment to our list price. Occasionally, we may offer coupons for our hand-made items or discounts on the price of the unfinished products. This will be done to help move the unfinished products to allow space for fresh items. An exception to this will be for our hand-made products created by groups of individuals over 15 people. A standard 10% reduction is given in the final price for these groups. 

Promotion 

Dragonfly Designs will use many types of advertising to reach potential customers. Television, radio, newspapers, and billboards will be our main focus to promote our hand-made items. We will focus more on magazines and the Internet for our custom designed products. Next, we will discuss our plans for promotion in detail. 

Promotion Objections 

Our hand-made services will start off by advertising in the local newspapers and running radio advertisements prior to our grand opening event. We plan to locate and rent three billboard signs within the community to advertise our hand-made services, as well. Our goal is to attract new customers that have an interest in arts and crafts. We plan to advertise heavily in the first few months of business and taper off to use the most cost-effective advertising methods. After initial contact has been made, we plan to ask customers if they are interested in signing up for our mailing list. 

Promotion Blend 

Our promotion will blend the previously listed advertising techniques with customer coupons and sales discounts. We believe that word-of-mouth will contribute greatly to our hand-made services. There will be personal selling once initial contact has been made through the assistants that supervise the store front. 

Advertising 

Dragonfly Designs has an initial budget of $7,000 to spend for advertising. We plan to run radio advertisements on two separate radio stations three times daily for one full month prior to the grand opening. After that, the radio ads will be cut to three times, every other day. We will spend $2,000 for this advertisement. We will run an ad in the local newspaper, The Journal & Courier, on the weekends for one full month prior to the grand opening. This cost will amount to $180. We will also run an ad in the campus paper, once per week, for four weeks. This cost is $75. The billboards we are interested in renting are $600 for three of them, per month. We will rent them for six months. The local cable carrier, Insight, will sell us a 30 second spot on two cable channels, twice per day, for $500 per month. We have agreed to two months at that price. We will run the commercials the month prior to the grand opening and the month following. 

Personal-selling 

The personal selling for our products will be based mostly with our associates in the front of the store. The level of expertise they offer to our customers will help to sell the service of making you own craft items. Friendly, knowledgeable, and encouraging staff members will be the most important aspect of personal selling. 

Sales promotion 

We will offer coupons for 10% off the final purchase price in the first month of opening. We also plan to offer discounted, unfinished items daily. As time goes on, we will run newspaper ads with additional coupons about every 6 weeks. The customers on our mailing list will receive coupons and advance notice of sales that others do not. 


Publicity 

At this time, we have no definite plans to attract publicity. We are working on a plan to offer our services at retirement homes and schools for no cost to the organization. 

interactive media 

Our website is designed to showcase previous purchases and give the consumer a glimpse of what they could create with the help of one of our Design Coordinators. We ask them to fill in a request form that gives us information such as name, address, email, and the nature of the product they are interested in. These requests are sorted and then divided up between the coordinators. They contact the interested party by whatever means they requested on the form. The website is managed by two individuals in the advertising department. They are responsible for swapping out images, maintenance, and any other operations for this website. 

Place 

For our nonlocal customers, we use UPS to ship our packages as well as pack them. The drivers come to our company at our request and handle all shipping issues. Their tracking feature allows us to know exactly when each package is delivered. The accounting office handles the invoices for UPS. Our local deliveries will be handled by our staff. We will hire one delivery driver to drive our already purchased cargo van. If we have a large item to deliver that will not fit into the van we plan to rent from Ryder in our community. 

Data and Projections 

There are substantial costs to the initial building of a new space on the south of Lafayette, IN. However, the financial projections for this endeavor show it is a cost worth shouldering. There are significantly less costs to add a showroom and design studio to the existing facility in downtown Lafayette. There is great potential for profit from this project. 

Costs 

Renovations to our existing facility will run between $25,000 and $28,000. This includes all costs except the inventory for the new additions. The extra cost of labor and maintenance to use the addition will be $1,300 monthly and the initial cost of inventory will run $1,400. The cost of inventory will balance out and average approximately $450 monthly. To summarize, the total cost of start-up for our existing downtown location is $26,400-$29,400. Monthly costs thereafter will be approximately $1,750. 
To build a second store location on the south side, the initial costs will run $97,000-$105,000. Maintenance and labor costs will be $5,400 monthly. This does include loan payments, insurance, utilities, and labor costs. Initial inventory will accumulate to $ 2,400 and average $675 monthly. Total costs for initial set-up is $99,400-$107,400. Monthly liabilities will equal $6,075. 

Financial Projections 

As stated before, the monthly costs to run the renovated portion of our existing location is $1,750. The projected sales revenue is $6,500-$7,000 monthly for the first year. Sales are expected to increase in the second year to $7,500-$8,000 monthly. The third year of operation will level off at approximately $7,000-$7,500 monthly. This allows for net revenue of approxi9mately $57,000-$63,000 annually for the first year, $69,000-$75,000 for the second year, and $63,000-$69,000 for the third year. The renovations would pay for themselves in about two months. 
The monthly costs to operate a new facility are $6,075. The projected sales revenue is $9,000-$9,400 monthly for the first year. Sales are expected to increase in the second year to $9,500-$9,700 monthly. The third year op operation will average out at $9,200-$9,500. This shows net revenue of $35,100-$39,900 for the first year, $41,100-$43,500 for the second, and $37,500-$41,100 for the third year. The new facility will pay for itself in about three years. 

Implementation Plan 

In order to achieve both of these goals, we need employees, contractors, and a manufacturer for our unfinished goods. To build at a new location, we need land and financing. To help increase our orders for custom designs, we will need more employees. 

People Required 

At our existing facility, we need to add one full-time Design Coordinator and one full-time floating manager to coordinate operations with both stores. We need two full-time store clerks and three part-time ones. Our new facility will require one full-time floor manager, three full-time and five part-time store clerks, and two full-time and two part-time finishers for inventory and kiln-firing. We will hire from within the organization for the management positions and the other positions will be filled with new hires. 

Manufacturing, Financial, and Other Resources Needed 

Dragonfly Designs will need to acquire land to build a new facility on and a loan for the cost of building. We will also need to determine which contractor, but no loan is necessary for this project. Once the work is completed, one manufacturer will be used to supply both sites with the unfinished materials. Costs for all these items have already been previously incorporated. 

Timing 

The renovation work should be done first. It will take approximately three months to complete the work. A Grand Opening would take place four months from the beginning of construction. 
The new facility will take about six months to complete. A Grand Opening could take place nine months after the ground-breaking. The new facility should not open for a minimum of six months after the renovations have been completed on the downtown location. 

Evaluation and Control 

To ensure success, we will record our monthly profits and expenses. We will then compare the results with our projections. There may be changes needed in our plan to keep us on track with our original objectives. 

Criterion Measures with Objectives 

Our overall objective is to increase our local sales by 15% annually. Our current annual sales are $340,000 for our custom-made items. Our projections would put us over that 15% mark. The minimum revenue is $51,000 annually to achieve our goal of a 15% increase.

