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A competitive

fractive

n survey of alternate products is currently being completed and will soon
be available to interested parties. Preliminary investigation suggests that no sui;'lblv
product has yetemerged that qualifies for endorsement by the numerous national and sjtaté
ilwzgm-ai;:ai'irn‘as intent on minimizing child drownings in residential pbols. Likewise, the
wsurance industry, anxious to provide incentives for the installation of such safety devices,
has yet to applaud a product that meets the functional criteria to make it practical.

THE MARKETING PLAN

Currently, there are in the marketplace two basic types of pool security systems that are
popular. Motion detecting, battery-operated systems like the Remington recognize wave
action and respond with a built-in alarm or, on more expensive models (about $200 Cdn.),
signal a remote alarm in the home. Perimeter systems, on the other hand, use infrared or
ultrasonic detectors to recognize penetration of the pool perimeter by humans or animals.
These systems require strategic placement of reflectors and can cost up to $500. There is no
underwater sonic system currently available according to industry sources.

Industry marketing personnel identify three key factors in determining the likelihood of
achieving large volume sales. Ease of installation is the most critical factor for “do-it-your-
self” aftermarket installations. Adjustable sensitivities and alarm volumes are important
and point-of-sale display packaging is also key.

The main consumer issue of easy installation dictates that the ideal system will be batter*y
operated and the choice of increased product size to accommodate power source is
preferable to the need for direct electrical connection. It is recommended th'at the system
be able to monitor battery status and identify the need fora battery change by incorporating
a remote receiver. f z, s

s ctribution channels in the industry tend to take two forms. Some manufacturers use
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| 4, Efxgarket analy:_ais should be targeted at the industry wholesaler and retailer network to
identify sales barriers and general impressions of the technology and its merit.

5. Competitive analysis will require a review of all systems in the marketplace, their

method of distribution, packaging and pricing, installation process, alarm traits, esthetics,
and corporate support.

A major factor supporting the market potential of immersion protection devices is the
growing awareness of the child drowning issue. The U.S. Consumer Product Safety
Commission in Washington has made the reduction of child drownings a priority project.
In sunbelt states like California, Arizona, and Florida, drowning is the leading cause of
accidental death for small children. They liken the scope of the problem to child poisoning
before enactment of the Poison Prevention Packaging Act of 1970. In conjunction with the
National Spa and Pool Institute, the Safety Commission has undertaken to advance pool
safety nationwide and has indicated a strong desire to encourage more effective pool alarm
systems. .

Commission studies reveal that the major problems they face involve:

(a) the impossible task of fully securing a backyard pool witha fence and gate perimeter;

(b) the speed and silence with which a submersion and drowning may cn_:cur;

(c) that adults are commonly nearby but unaware of the accident when it occurs.

There were 2.2 million in-ground pools in the United States (average cost range 58,300

t0 $29,700) in 1986 and 2.3 million above-ground pools (average cost range 5600 to $3,200).

Submersion accidents in these pools had a social economic cost estimated at $450 million

t0 $600 million in 1983. 'Ihenumberofdeathsfnr children under five has grown alarmingly
(260 in 1984, 280 in 1985, 330 in 1986). |
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MARKETER
ULC direct @ $120/unit
Assemblers—
Components (net)
License fee
Royalty
Manufacturer
License fee

Royalty

Total revenues




//l:l'l, listing (including travel)

. 56,000
Government interaction 5,000
Retainer — 5. Starnes 9,000
Market development 8,000
Retainer — R. Touchie 9,000
Creation of five beta units 1@,-‘_ i
Product field testing 10 000
General administrative expense 5,000
Production coordination 15,000
Trade show preparation 10,000
Unallocated funds 25,000
$150,000

2) Stage Two is expected to have a financial need of $450,000 and will i
production and distribution of 1,000 units with focus exclusive

Realistically, the company can expect minor product modifica
installations and wishes to concentrate all aales within a manageab i
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Revenue

Cost of goods sold:
Materials & labor

Direct sales

Gross profit
Manufacturing overhead
Marketing overhead
Operations administration
Total fixed costs*

Operating profit
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Operating as an importer /
Ms. Tanner will lead the com any’s sales effort.
General management is in the hands of Rodger Touckie, B.Cunm._ (Finance), MBA
(Marketing), with 20 years of related expetience and a history of successful team manage-
11 0 log 5 velopment . ies. Mr. Touchie's balanced expertise in the



http://www.tcpdf.org

