Ocean Breeze Outdoor Remodeling
Market Plan Development Questionnaire


1. What season of the year has historically been the busiest for Ocean Breeze?



2. Based on the ‘busy’ season, has Ocean Breeze historically spent more on marketing in the lead up to that season?



3. If you had to describe what business Ocean Breeze is in with one sentence or phrase, what would that be?




4. Describe the types of media Ocean Breeze has used for marketing in the past.





5. In the past two years, what has been the most popular product or service?




6. In the past five years, what has been the most popular product or service?



7. What significant, if any, changes has Ocean Breeze made in marketing since the recession began in 2008?





8. What significant, if any, changes has Ocean Breeze made in operations since the recession began in 2008?



9. What types of Co-Op advertising, if any, has Ocean Breeze utilized over the past five years? And, if so, which products were featured?




10. Have product manufacturers reduced, or increased, the dollar amount or percentages of Co-Op spending over the past five years?




11. Do product manufacturers (that you sell for) directly compete with Ocean Breeze, by selling directly to the consumer?




12. Who are the primary competitors, in your most popular product category?




13. What is the radius in which Ocean Breeze operates, from the shop, and can maintain a fair profit margin?




14. What is the radius, from the shop, that has been marketed to in the past five years?




15. What is the radius, from the shop, that has been marketed to in the past two years?




16. What types of ‘after the project’ methods of follow up and relationship management does Ocean Breeze utilize?



17. Does Ocean Breeze provide a maintenance schedule for customers new exteriors? If so, does Ocean Breeze provide those services for a fee?

18. Does Ocean Breeze track ‘Cost of Acquisition’ per customer? If so, what is that cost, and what measures are used to calculate the cost?



19. What would you say is the Lifetime Value of each customer?




20. What would you say is the average square footage of houses that Ocean Breeze does work on?




21. What type of project would you say provides the highest profit margin, with the shortest amount of time on-site?




22. Describe the make-up of the ‘usual’ neighborhood Ocean Breeze does work in.




23. Is the usual customer of Ocean Breeze, looking for a return on investment of their improvements, or looking for more pleasure from the improvements?




24. How many workers are generally needed for a typical project?



25. Does Ocean Breeze have a rewards based referral system?


26. How would you rate overall customer satisfaction after the project, on a scale of 1 to 10, with 10 being the highest rating?



27. In your opinion, without referencing any sources; just your gut feeling: What kind of growth or decline do you envision for your market in the next two to five years?


28. Given a perfect scenario, where do you see Ocean Breeze’s sales volume in two, five and ten years from now, and why?




29. What threats do you see to Ocean Breeze’s growth in the next two to five years?




30. If you could identify one major threat to Ocean Breeze’s future success, what would that be?




31. Have you identified any new opportunities for Ocean Breeze in the next two to five years?




32. What would you say is the greatest strength of Ocean Breeze today?




33. What would you say is Ocean Breeze’s greatest weakness today?




34. How would you describe the web presence of Ocean Breeze? Compare that to your five primary competitors, in your primary operating area. On a scale of 1 to 10, with 10 being the highest rating.




35. Describe the relationship Ocean Breeze has with its current vendors. On a scale of 1 to 10, with 10 being the highest rating.





36. Describe the Ocean Breeze relationship with other contractors and builders in the primary radius of operations.




37. Describe one thing that you feel Ocean Breeze could do better to increase its market-share within the primary operating radius.




38. Describe the secretary’s daily functions and routine.

