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Moonlight Drive-In
Introduction
This report talks about a newly established audio-visual company purposed to offer entertainment benefits to customers. The form of entertainment provided entails an exquisite showcase of movies under the comfort of one’s car. Individuals get to move their automobiles to a secluded parking lot, which holds a super-sized screen at the very front, from where they watch a movie. The core founders are Allan and Josh Green, graduates from the University of Texas, each with a bachelor’s degree in media. The company’s location is set for Lubbock, Texas. There will be an average of fifty employees working for the company because the company has no other branches. Results from research done by the statistical department convey there would be high attendance rates during summer, with the lowest turnout being at the time of winter. Winter season will force the theatre to close down to save on operational costs in comparison with customer turnout. This resolution is due to fear of generating low profits.
In deriving a proper marketing plan, the company’s marketing team was engaged in analysing the sources of strength as well as weaknesses. There is also a need for the identification of the available competitors in the line of entertainment. The State of Texas records few drive-in companies due to minimal public knowledge on how to start and run the business. This condition acts in favour of our company since it avails minimal levels of competition. Apart from the competition, there was also a need to identify possible threats to the business. These threats turned out to be a result of bad weather. Texas records a high occurrence of storms and tornados. This sort of weather hinders customers from attending the shows due to fear for the worst. Most of the tornados experienced in the state normally result in vehicles being swept away as well as the destruction of properties. The marketing plan also holds techniques on how the company could expand and generate new ways of raising profits. A key contributor to this is the maintenance of customer loyalty. Increased profits also entail coming up with new commodities for the customer. Since the company’s core purpose is attaining full customer satisfaction, it falls under the classification of a business-to-customer marketer.
Environmental Analysis
Started with the core intention being the provision of entertainment through movies, the firm plans to evolve into providing other forms of entertainment such as children’s playing fields as well as recreational parks. Currently, the company will run under the administration of Allan Green as the president while Josh Green serves as the general manager. When it comes to analysing the market environment, several factors arise as influences. First, the nature of competition plays a major role in ensuring the success of the business. A market run by several competitors leads to low-profit acquisition by each of the various companies. In Texas, there exist only three drive-in theatres thereby causing less worry on the level of competition. In comparison, states such as California experience high levels of competition due to the presence of several drive-in theatre companies. The company faces major competition on its added operations, which include recreational areas as well as playgrounds for children. There lies an exquisite number of companies that focus on providing recreational services thereby leading to increased competition in the line. Our firms theatre services is approximated to hold a 55% market share within Texas, while recreational services hold 20% of the market share. The company’s services on playgrounds for children hold 25%of the market share. This statistics thereby proves the existence of greater competition in the other lines of business apart from drive-in theatres. Apart from that, another factor necessary when analysing the market is economic start and progress (Camilleri, 2018).
For a company to make considerable profits, there is a need for a reduction in the overall expenses. Our company will ensure this by minimising the level of annual employee bonuses as well as closing down operations during winter seasons when sales are low. Despite certain departments receiving an overall cost-cut, there is a need to increase the costs in other departments. For instance, the firm will invest the majority of its profit into the advertising department. This directive stands due to its ability to increase the number of sales, thereby raising profits. In addition to that factor, political interference also raises the need for consideration when analysing the market environment. Our company will ensure utmost compliance with governmental regulations to avoid any fines or penalties. Compliance, in this case, involves paying necessary taxes as well as operating in line with the laid out conditions such as public sound regulation. Technological factors also fall victim, when analysing the environment. Even with the existence of the few drive-in theatres in Texas, competition is unavoidable. The key method of countering competition in this line of business is the attaining of better technological advancements than rival companies. The firm will ensure the improvement of the sound transmission channel by creating a means of connecting the system channel with a vehicle’s speakers. This state, therefore, ensures that individuals can get a better experience of the show through the sound systems in their vehicles. Another technological improvement by our company is the increased visual quality of the projection screen. This condition enables better visualisation of the characters in the movie without any strain. All these advancements lead to an eventual increase in customer availability.
Target markets
For a business to attract a wider market, there is a need for the utmost product differentiation (Paley, 2017). Customers need to be able to find a level of uniqueness in one’s commodities to develop attractions towards it. Our organisation will attain differentiation techniques through the improvement of sound channels as well as the creation of playgrounds for children if at all, some of the customers arrive with kids. The presence of a recreational facility also acts as a mode of differentiating the company from its competitors. In all these departments, moonlight ensures perfect production and delivery of quality services. The target market for drive-in theatres is the individuals looking for forms of entertainment. With the world evolving, job professions are filled with plenty of roles and responsibilities. This state creates the need for relaxation during holidays and weekends. The firm also offers relaxation to such kind of individuals or families.
Marketing Objectives and Performance
The company’s sales team engage in constant reminder of the featured shows to first and regular customers. The representatives also offer lucrative promotions and surprises for any new attendees. Price discounts upon regular customers are also offered and this helps create bonds of customer loyalty. Before the showcasing of a movie, the technological department ensures the proper functioning of all the audio and visual devices. The operations department ensures the parking space where vehicles would occupy is clean and well organised. The parking space can accommodate a hundred automobiles. Vehicles are then directed into the various sports, after which the show commences. During the progress of a movie, no vehicle accesses entry or exit. This rule helps avoid the generation of traffic as well as lower the chances of car accidents. After a movie comes to an end, vehicles systematically reverse out of the theatre starting with those closest to the exit point. Currently, the company has no debt charges thereby ensuring the full utility of the profit generated. In the times when the company experiences high customer attendance constantly, employees can receive commission and bonuses courtesy of their roles and performance. Operations for the company are fully funded by the profits generated, thereby creating no need for loan advancements in the company. The marketing objectives set upon our firm’s drive-in theatre holds that the company should ensure increased profit generation with a minimum of 15% increment each year. In each show, an average of twenty thousand dollars in revenue is expected to be generated, while a profit of five thousand dollars would be removed from the revenue to counter for the profit generated. The rest of the amount falls back into sponsoring the operations of the business.
SWOT Analysis
SWOT involves analysing a couple of factors that are critical in attaining the success of any business. These are strengths, weaknesses, opportunities and threats. We shall begin by taking a review at our organisational strengths. One of the strengths lies in its ability to offer different services to the customers. Attaining this state involved high-level innovation and research from the technological department. Another strength within the company is the increased relationship ties between customers and employees. Due to a low number of workers within the sales department, customers easily get along with employees at moonlight. This condition helps build maintain customer loyalty towards the company. Employees within receive compensations as well as bonuses during high peak seasons. This practice helps motivate the workers into focusing on their responsibilities and perfecting them. A high attendance rate during the summer season proves that customers are well satisfied with the company’s services, and this, therefore, stands out to be a strength for the organisation. Other than strengths, the company also faces a considerable amount of weakness levels. To begin with, the firm will operate under a centralised system of operation. This implicates the fact that few individuals are issued with a larger amount of responsibilities, knowledge and tasks. The eventual results of this situation would be slow levels of creativity within the organisation as well as an increased number of mistakes. Another area of weakness is the level at which the company is vulnerable to destruction as a result of bad weather. This case is due to the outdoor nature of the drive-in theatre. Texas is a state that records a high number of storms and tornados than any other state. These forces can lead to the destruction of vehicles as well as the screen projectors. Since there are minimal measures the company can take to reduce or stop the occurrence of this kind of poor weather, the management resorted to closing the business during these seasons. Indefinite closure of the business would mean no profit generation. This state thereby acts as a source of weakness for operations in the firm. Due to the presence of high and low peaks, the firm is forced to operate under seasonal lines. Seasonal operations result in disruptions in the flow of services and production as well as frustration among the employees. Workers are forced to look for other jobs during times of closure to carter for the earnings they would be missing.
Another factor necessary for consideration is the number of opportunities available for the company to utilise. Workers within the nation are constantly subjected to high-stress levels. This condition creates a need for individuals to identify ways on how they can recreate as a family and individuals. Our firm would offer comedy sessions to help satisfy the consumer’s wants through laughter. Since the theatre accommodates several vehicles, the company could resort to offer some auto-related services for improving the condition of the vehicles. One of these services could be car washing as well as vehicle check-up. Due to the presence of children playgrounds where there would be several kids, the organisation could resort to the production of candy-related products for the children. This activity would also help generate extra income for the company. Due to the need for ensuring utmost consumer loyalty, the company could increase the rate of offers being availed to the customers. Offers could be in the form of discounts as well as gift prizes. With an increased customer-loyalty, the firm would generate high levels of profit. The last of the factors to be considered when making the SWOT analysis is the threat to the company. With the world making tremendous advancements, there are several ways of satisfying one’s desire for entertainment. The invention of high pixels television sets would create no need for people to go to drive-in theatres to watch a movie. This state threatens the future of the organisation. Global climatic change may also rise to be a threat in the business since increased poor weather would mean increased closure of the company thereby leading to a lack of profit generation. The eventual similarity in operational techniques with rival companies would minimise the differentiation levels. This state poses a threat to our firm since similar sound channels would lead the customers out of customer loyalty since they would prefer any of the drive-in theatres.
Matching Strengths to Opportunities and Converting Weaknesses
One of the organisational weakness is the presence of a centralised system of management. This condition needs to change to create a suitable working environment for the employees. There would be a proper distribution of responsibilities without overburdening individuals. In line with the strengths, the firm has the undivided advantage of customer loyalty due to good relations between its employees and the customers. Upon the introduction of vehicle maintenance and servicing, the customers would positively respond to the suggestion.
Marketing Objectives
The company’s main objective is to ensure the utmost customer satisfaction. The services being provided need to provide full entertainment to every individual without any forms of disruption. Apart from this, the company also aims at continued profit generation with minimal windows for losses. It is through the acquisition of profits that the company can continue funding for its operations. To achieve all of the set objectives, there is a need for constant measures of performance. This process would allow problem identification soon enough before great damages are done. Measurement of progress also helps the management know whether their current state is in line with expectations from the goals initially set.
Marketing Strategies
To ensure the achievement of perfect sales, the firm needs to have a vast knowledge of all its target markets. The first of this market is individuals on vacation. Most of the people who attend drive-in theatres comprise of families who are on a vocational spree and therefore find a desire in the movies. The company, therefore, needs to ensure that the movies set for this kind of audience are parentally guided due to a high chance of children being present in the audience. Such kinds of movies also derive a need for showcasing them during the daytime. Another target market is individuals on honeymoon or romantic spree. Such a target market needs the showcasing of movies that derive emotional feelings in them. This genre would be most suitable for couples. The preferable time to showcase such movies is after the fall of night. Another type of target audience is that which entails individuals who are looking to relax their minds after stressful working hours. This audience will be most satisfied with a showcase of action-based movies rather than ones that would raise any feelings of boredom.
Marketing Mix
The marketing mix entails the key aspects of the business. These are the product service delivery prices, as well as promotions (Isoraite, 2016). For each show, there is an average charge of thirty-five dollars per vehicle. The maximum amount of individuals inside a vehicle is four. Any figure that exceeds this would result in an increased payment. As for promotions, the organisation offers a free ticket following three consecutive attendance.
Marketing Implementation
To provide quality services to the customers, there is a need for the grouping of marketing teams into three divisions. These groups would be according to the three types of target markets that normally form part of the firm’s audience. The team under classifications of the family target market has the responsibility of ensuring that the type of content being showcased does not hold any adult-rated parts. The category responsible for newlyweds or couples on a romantic spree has the responsibility of ensuring that the content being showcased holds the ability to create feelings to bond the couples. While advertising to this type of market, the marketing teams need to base their search on weddings or anniversaries. As for the marketing team that is responsible for the working class, there is a need to carry out advertisements in workplaces and office buildings.
Performance Evaluation
To ensure the generation of profits, there is a need to monitor the progress of the operations. The laid down goals and objectives need to be in line with the current systems of operation. A point where there is contradiction indicates the presence of a problem thereby leading to its eventual solution at an earlier stage.
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