Marketing Plan

Stroops Fitness Club


[image: image3.png]=__

SIMRROOPS™





HAS 3020

December 7, 2006

Jessica Finlinson

Alison Martin
Hayley McBride

Marketing Plan Outline

I. Executive Summary

II. Situation Analysis
a. Internal Analysis
i. About Stroops Fitness Club
ii. Mission Statement
iii. Services Offered
b. External Analysis

i. Demographics

ii. Competition

iii. S.W.O.T. Analysis
III. Primary Target Market

IV. Marketing Goals
a. Goal #1: We will market and advertise our product better than we are currently doing

i. Objective

ii. Strategies to accomplish goal

b. Goal #2: Keep staff updated, educated, and trained in nutrition and the latest exercise programs/techniques

i. Objective

ii. Strategies to accomplish goal

c. Goal#3: Increase gym membership

i. Objective

ii. Strategies to accomplish goal
V. Calendar

VI. Budget

VII. Evaluation

a. Process Evaluation

b. Outcome Evaluation
I. Executive Summary




Stroops Fitness Club is located in the Freeport Center in Clearfield, UT. It is a small business owned by Shon Harker. He creates a personal feel to his fitness center to encourage customers to choose his product. The core products of Stroops Fitness are cardio workouts, aerobics, basketball courts, personal training, Elite Sports training, and training equipment. Stroops Fitness Club designs and manufactures their own equipment that is used by competitive athletes all over the world.  They provide equipment and services that enhance and improve athletes’ performance. They also strive to meet the needs of those who are beginning an exercise plan.
Stroops Fitness Club sells their products in the Clearfield, Syracuse, Clinton, and West Point areas. The target market is adults in their twenties and thirties that come from a middle class income and have a few children. The product Stroops Fitness Club is selling is membership to the gym. Current advertising is done by a marquee located on Antelope Drive by the entrance to the Freeport Center and flyers that are delivered door to door. 
In order to better promote Stroops Fitness Club to the target market the first objective of this marketing plan is to provide better advertising that is currently being done in order to have more inquiries about gym membership by December 2007. This will be accomplished by advertising on the radio, sending out mailers introducing Stroops Fitness Club, and placing more signs showing where Stroops is located. The second goal is to keep the staff at the gym updated, educated and trained in nutrition and exercise to increase current customer satisfaction 15% by December 2007. This will be measured by a customer survey given in December 2006 and 2007 to current customers. The third goal is to increase the number of gym memberships by December 1, 2007 20% based off of December 2006 membership. To do this, Stroops will increase operating hours, keep the facility nice and up to date, as well as offer a bundle priced package of a personal trainer with gym membership. Among the strategies to accomplish these goals is use of the four P’s of marketing: Product, Price, Place, and Promotion.
It was found that competition is high for Stroops Fitness Club. There are 19 other gyms within 5 miles of Stroops, two of which are major competitors, Gold’s Gym and Performax Gyms. A SWOT Analysis was performed to determine the areas of improvement that Stroops needs to focus on in comparison to these other gyms, such as making their location easier to find and updating their website. The major strengths that Stroops has are being the only gym that manufactures its own unique equipment and has a personable atmosphere. Stroops also has the most affordable prices among the competitors. 
Upon evaluation of the action plan and strategies to accomplish the goals and objectives, it was found that $$$$$$$ will be needed to implement this marketing plan. After implementing the marketing plan, the company will evaluate the outcomes of the plan to see if the objectives and goals were accomplished. 
II. Situation Analysis



A. Internal Analysis
I. Stroops Fitness Club
Stroops Fitness Club is a small gym located in the Freeport Center in Clearfield, Utah. It is owned by Shon Harker. The unique thing about Stroops is that they have a 30,000 square foot facility where they design and manufacture their own equipment. Stroops offers cardio workouts, aerobics, basketball courts, personal training, Elite Sports training, babysitting for those with gym membership. The largest focus for Stroops is to provide these fitness options in gym membership to their customers at an affordable price.

II. Mission Statement
“To provide excellent fitness opportunities to the average person in the Clearfield, Syracuse, Clinton, West Point, and East Layton  areas at an affordable price.”

Stroops defines the average person as someone that is part of a two parent family, has a few children, middle income, and ages ranging from twenties to thirties. They do not need to be heavy lifters, and Stroops wants to reach people with busy schedules. Stroops Fitness Club also strives to provide fitness options and opportunities to beginners. 


III.
Marketing Resources

Currently Stroops advertises through a small sign and marquee that is placed along a viaduct on Antelope Drive in Clearfield as well as flyers that are delivered door to door. Stroops also has a spot in US West Dex in the yellow pages, and are online at www.dexonline.com.  No other methods are being used at this time.
B. External Analysis

I.
Demographics

The cities within Stoops Fitness Club’s target market segment are Clearfield, Syracuse, West Point, and Clinton. The total population for these four cities within Davis County is approximately 63,000. 
The target market segment is an area from I-15 and west all the way to 4500 South in Syracuse. Running North to South the boundaries include Main Street in Clinton all the way to Gentile Street also in Syracuse.
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Figure 1: The boundaries of the target market segment

II.
Competition

Within 10 miles of Stroops Fitness Club there are 42 known operating gyms. Within a 5 mile radius there are 19 gyms. Among these are three Gold’s gyms and eight Curves for Women. There is also a brand new gym called Performax Gyms, which is one of the bigger competitors for all of the nearby gyms. A S.W.O.T (Strengths, Weaknesses, Opportunities, and Threats) Analysis will be performed contrasting Stroops Fitness Club, Gold’s Gym and Performax Gyms. These two competitors were chosen because they offer the same range of services that Stroops also provides. 
III.
S.W.O.T. Analysis

Analysis of Strengths, Weaknesses, Opportunities, and Threats for Stroops Fitness Club and their two major competitors:
	
	Stroops Fitness Club
	Gold's Gym
	Performax Gyms

	Strengths
	Affordable
	Well known- Have a strong reputation
	High quality Facility with new/large selection of equipment

	 
	Personable Atmosphere
	A lot of equipment
	Kids center with computers

	 
	Manufacture own equipment
	Many Locations
	They have a juice bar

	 
	Have a strong understanding of equipment
	 They have a variety of classes offered
	Good hours- convenient for those working out at different hours

	 
	Classes offered at a variety of times
	Informative website
	Mr. Olympia is an instructor

	Weaknesses
	Small and unknown
	Crowded, may scare away beginners
	Not many different classes offered

	 
	Difficult to find location- and only one location
	 Impersonal atmosphere
	Classes are not offered at convenient times

	 
	Hours are less convenient
	 May be intimidating to beginners
	May be intimidating to beginners

	 
	Out of date website
	 
	 

	
	Smaller staff
	
	

	Opportunities
	 There is room to grow and increase the company and it’s reputation
	Offer discounts to employees of certain companies
	Good location right by new office buildings in Layton

	 
	 To expand the number of facilities
	 
	 

	 
	 Could take advantage of location within Freeport Center
	 
	 

	 
	 Appeals to beginners- may bring in new customers
	 
	 

	Threats
	There are a lot of strong competitors
	Performax is a competitor
	 There is only one location- many not willing to travel for a workout

	 
	Current advertising is not sufficient
	 Reputation may be bad
	 

	 
	 
	 It is getting older, facilities may become dated
	 


III. Primary Target Market




The Primary Target Market for Stroops Fitness Club is adults in their mid-twenties to mid-thirties, being part of a two parent family with a few children, earn a middle class income, and who live within about a five mile radius of Stroops Gym which is located in Clearfield, UT. Cities within the target market segment are Clearfield, Syracuse, West Point, and Clinton. The total population for these four cities is approximately 63,000. Considering the two parent family with a few children factor along with the middle class income aspect, the target market is narrowed down to approximately 9,122 people. 
IV. Marketing Goals



Goal #1: We will market and advertise our product better than we are currently doing.

Objective: 2,000 people out of our target market will inquire about a gym membership by December 2007.
Strategies:

· Advertise on the Radio
· Advertise on 100.3 and 98.7, which are popular radio stations among the target population.  This will be done in January of 2007, it is during this time of year that many make News Years Resolutions, and exercise is usually one of the most common resolutions people make.
· The manager will contact radio station 98.7 and have them send a D.J. to come to Stroops location and do a promotion for the facility in August 2007.  They will be there from 7am-1pm, where they will advertise with a general message as well as visit with the people who are at the gym throughout the time that they are at our facility.
· Basketball and weight lifting competitions will be held. People can win prizes and winners will be announced over the radio. The prizes will consist of gift certificates to restaurants and clothing stores.  There will also be a grand prize for a free sixth month membership to Stroops Fitness Club.

· Send mailers to Target Market

· A graphic designer will be hired to create a postcard that is attractive to be mailed out. On the postcard, two free sessions will be offered with a new or renewed membership at Stroops.  The postcard will also contain prices, the packages offered at Stroops, the location, a free tour, and the first class equipment that we have in our facility.
· Update current signs as well as add new signs
· The current sign that is located on the side of the viaduct on Antelope Drive will be replaced with a larger one that is more aesthetically pleasing.  By doing this, more attention will be drawn to the gym and its location, as well as improve the “image” of Stroops.
· A new sign will be purchased that shows where Stroops is located when customers enter the Freeport Center that looks exactly like the main sign, but is not as large.
· Currently, Stroops does not have a sign on their building; therefore a sign will be placed on the building so it is recognizable to those who are looking for it. The sign will look exactly like their logo.

Goal #2: Keep staff updated, trained, and educated in nutrition and the latest exercise programs/techniques.

Objective: Increase current customer satisfaction, measured by a 5 question survey with an overall score, of December 1, 2006 15% by December 1, 2007.

Strategies:

· Hold semi-annual staff meetings or training sessions for all employees to attend featuring a guest speaker emphasizing the latest information on nutrition and exercise, or discussing an article containing pertinent health information.
· March speaker will be Marlo James of Ephraim, Utah. Certified in Aerobics, Yoga, Kickboxing, and Pilates. Marlo has a Masters Degree in Human Performance and teaches aerobics classes at Snow College.
· In September management will locate a current fitness/nutrition article to go through and discuss with staff members.
· Subscribe to three current health magazines

· Health $15.00 per year
· Fitness $13.00 per year
· Flex $25.00 per year

· To measure current customer satisfaction, we will have a five question survey given in December of 2006. The survey will be given to current members on a gym visit. 

· The survey will include questions about the instructors, the facility, and the service. It will allow the customer to rate these items on a scale of 1 to 5. It will be based on an overall score. The president and manager of Stroops will review and calculate the results of this survey. 

· A second survey will be given one year later (December of 2007). It will include the same questions and rating system as the previous survey. The president and manager will go over the results of the second survey and compare the overall scores of 2006 with the scores of 2007.
· Have a suggestion box in the gym that customers can put ideas in. Also put a suggestion box online that website visitors can enter suggestions into. 
· Keep gym equipment nice and up to date by making sure it is clean and aesthetically pleasing. Wipe down equipment each day. Place disinfectant spray bottles on each piece of equipment so users can clean it off if desired.
· When a new piece of equipment arrives, make sure customers know about it and have a chance to try it out

· Promote Stroops uniquely designed and manufactured equipment

Goal #3: Increase gym membership.

Objective: Increase gym membership 20% by December 1, 2007 based on December 1, 2006 membership.

Strategies: 

· Keep gym facility at a level to be able to compete

· Beginning in January increase the hours of operation. Monday thru Thursday 5 a.m. until 11p.m., Friday and Saturday 5 a.m. until 10 p.m. 
· Starting in December, daily have a front desk employee clean the bathrooms/locker rooms, equipment, and courts.

· Starting in December, every other day, have a front desk employee make sure outside of the facility is clean and pick up any garbage around the building or in the parking lot.

·  In December the Manager will buy 5 new garbage cans, 1 for outside and 4 for inside.

· Keep Current Members.

· In yearly customer survey ask about customer satisfaction about the number or machines, courts and staff. Meet the needs mentioned in the survey.

· Every 2 months beginning in January, the Manager will update the webpage. Making sure the calendar of events is displayed at least a month in advance.
· Promote gym membership.

· The Manager will implement a bundle pricing of 2 one hour sessions with a personal trainer with a new or renewed gym membership.
V.
Calendar


	                   Calendar of Events Beginning December 2006 

	Event
	Month

	 
	Dec
	Jan
	Feb
	Mar
	April
	May
	June
	July
	Aug
	Sept
	Oct
	Nov
	Dec

	Radio Advertising
	 
	
	 
	 
	 
	 
	 
	 
	
	 
	 
	 
	 

	Send Mailers
	 
	
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Buy Signs
	
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Hire More Staff
	 
	 
	
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Staff Training Meeting
	 
	 
	 
	
	 
	 
	 
	 
	 
	
	 
	 
	 

	Supply Health Magazines
	 
	
	
	
	
	
	
	
	
	
	
	
	

	Customer Survey
	
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	

	Implement Suggestion Box
	 
	 
	
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Keep Equipment Updated
	 
	 
	 
	 
	 
	
	 
	 
	 
	 
	 
	 
	 

	Increase Hours of Operation
	 
	
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Clean Inside
	
	
	
	
	
	
	
	
	
	
	
	
	

	Clean Outside 
	
	
	
	
	
	
	
	
	
	
	
	
	

	Buy Garbage Cans
	
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Assess Needs for Equipment
	 
	 
	 
	 
	 
	
	 
	 
	 
	 
	 
	 
	 

	Begin Updating Webpage
	 
	
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Promote Bundle
	 
	
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 


V. Budget



	Budget

	Action
	 
	Price

	Advertisement on Radio
	 
	 

	Time on Radio
	3 spots a $85.00 per spot  
	 $255.00

	Radio Station come to Stroops
	 
	 $2500.00

	Prizes
	 
	 

	Gift Certificates
	10 at $25.00
	$250.00

	Mailers
	 
	 

	Graphic Designer
	$35.00 per hour for 5 hours
	$175.00

	Printing Mailers (Kinko’s)
	9,122 mailers at .10 / copy (4/page )
	$229.00 

	Mailing post cards to Target Market
	9,122 mailers at .24
	$2,189.00

	Signage
	 
	 

	Antelope Drive Sign
	 
	 

	Sign in Freeport Center
	 
	 

	Sign on Building
	 
	 

	Semi-Annual Staff Meeting
	 
	 

	Guest Speaker (1 per year)
	 
	$250.00

	Employee attendance
	Average $8.00 per hour 
	$300.00

	Subscribe to health magazines
	 
	 

	Fitness
	Subscription for 1 year 
	$13.00

	Flex
	   Subscription for 1 year  
	$25.00

	Health
	Subscription for 1 year  
	$15.00

	Customer Survey
	 
	 

	Copying (Kinko’s)

 
	1000 surveys at .10 / copy 

$ 50.00 x 2 (2 per page)
	 

$100.00

	Suggestion Box
	 
	$10.00

	Disinfecting Machines
	 
	 

	Water Bottles
	25 bottles at 1.00 each
	$25.00

	Disinfecting Liquid
	10 gal. At $10.00 per gal.
	$100.00

	Increase hours of operation
	 
	$5,476.00

	Keep Equipment Updated
	 
	$1,000.00

	Garbage Cans
	 
	 

	Outside (1)
	 
	$300.00

	Inside (4)
	 
	$120.00

	Bundle Pricing
	 
	 

	Personal Trainer per person

 
	240 people at 2 hours per person

= 480 hours x $15.00 per hour
	 

$7,200.00

	 
	 
	 

	Total Marketing Plan Budget
	 
	


VI. Evaluation



a. Process Evaluation
The owner of Stroops Fitness Club will be in charge of making sure the action steps are carried out throughout the year according to the calendar. Once a month owner will place a letter to all employees regarding the activity of the month and the goals set for that month. He will be in charge of monitoring the progress of each action as well as the outcome of the goal and activities. At the end of the month each employee will have a chance to evaluate that month’s activities and goals and give suggestions to the owner for improvement as well as successes and failures of the goals and activities.
b. Outcome Evaluation

At the end of the year Stroops will evaluate the success of the radio promotion by keeping attendance at the event as well as to see if people mentioned the ad on the radio and/or the flyers. To determine if the goal of increased current customer satisfaction was accomplished, the owner will analyze the results of the surveys in December of 2006 and December of 2007. Last, Stroops Fitness Club will look at the data relating to current customers of December 2006 and compare it with December 2007 membership. 
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