Market Analysis Summary

We divided our market analysis into two large groups. Those groups are Organizations and Individuals. Then we focused our data only on the State of California. This allowed us the ability to accurately estimate the size of our market and its potential for business over a given period of time. Beginning with our primary market, (organizations), we will demonstrate the size of the market and explain why we chose Cities and Counties as our specific niche.

Any organization, be it a For-Profit company or government agency that has 500 or more

employees, located in California and is losing employees to retirement and not able to replace them. Organizations that fall within this category include the following.

1. California state agencies. There are over 250 state agencies in California.

2. Cities with a population of 50,000 or more. There are 150 cities that have a population

of at least 50,000

3. All California counties. There are 58 counties in California.

4. For-profit companies that have 500 or more employees. As of 2003 census records,

there were 5,741 companies that employed at least 500 people.

All of these organizations are feeling the pain of people leaving the organization without

replacements on the horizon.

Any individual age 49+ living in California who is employed and will soon retire.

1. There are 1,078,044 local city and county workers in California.

2. There are 499,399 state government workers in California.

3. There are 10,000,000 private wage and salary workers in California.

Our market research indicates a vast majority of these individuals recognize the need to plan for retirement, have financial resources to pay for our services, are willing to make the time commitments required and are 50+ years of age and are no older than 65 years of age

Succession Planning

Reinvent Yourself Workshop

Individual Consulting

Table: Market Analysis

Market Analysis

Potential Customers Growth 2006 2007 2008 2009 2010 CAGR

Succession Planning 20% 170 200 240 248 310 16.21%

Reinvent Yourself Workshop 30% 170 230 300 390 417 25.15%

Individual Consulting 10% 200 220 250 290 325 12.91%

Total 18.14% 540 650 790 928 1,052 18.14%

2.1 Target Market Segment Strategy

We now must determine the ideal niche market that will best serve our business. Based on several factors our specific niche markets are:

1. Companies/Organizations: City and County Managers working for city and county agencies

located in Northern California.

2. Individuals: Those individuals that work for city, county and state government who have just retired or will retire in the next 12 months. Also, these people must earn at least $75,000 annually and have taken some positive step indicating they are seeking assistance.

3. Individuals: Those individuals who went through the transition workshop at a city or county agency. They now are seeking direct assistance in putting their plan into action.

The reason we eliminated private companies with 500 or more employees is due to the fact they are not feeling the pain as much as cities and counties. Therefore, they will not be as quick to act and hire our services. Another important reason for eliminating this market at this time is because of the sheer size of the market. We would have to first divide the market into smaller markets such as manufacturing, retail and wholesale. Then we would have to spend greater time and energy identifying the number of companies and where they are located. In essence, as a start-up we are seeking the fastest route to success, this market does not provide that.  State agencies on the other hand, can be an excellent market for us at this time. The only reason we have not focused our primary attention on this market is because of California politics. Even though the state agencies are feeling the pain, they are unable to commit necessary funds to solve the problem. Therefore, we may not be able to generate clients until years later.

3.0 Strategy and Implementation Summary

The key to this marketing plan is its ability to effectively reach those decision makers and

correctly articulate how we can solve their succession planning challenges. At the same time, it is extremely helpful to have a successful product to market and sell. Our Succession Planning and our Reinvent Yourself workshop are the best products available on the market.

Our entire marketing strategy involves getting this point across to the right people in city and county governments in California.  The disadvantages of being a start-up is what makes this marketing strategy so challenging.  We are unknown and do not have a track record. Also, we do not have a sizable investment fund to draw from. We cannot simply throw money at our marketing and wait for the phone to ring. Instead, we must seek out business. We must pound on doors, ring hundreds of phones and fill mailboxes with our information. The first and most important step in this plan is simply getting them to pay attention to us. Once we have their attention, the rest is easy.  At least, the confidence we have in our products will make the actual sale very easy. Based on the level of activity geared to simply getting them to pay attention, we expect to reach all of our 12-month marketing and sales goals.
