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Summary
Better Learning is a company that specializes in offering educational services. Over the past two years, the company introduced the homeschooling program in their curriculum and the response from the company’s customers has been better than expected. With the growth in revenue and high levels of profits experienced in every year, the company has opted to expand its services to other cities where the demand for the services has been growing. As the company aims at reaching all the potential customers both aware and unaware of the company, promotional strategies will be applied in reaching the new markets. These promotional strategies include advertising through televisions and online platforms such as YouTube. Various factors can help our company with attaining competitive advantage over other companies which offer educational services. To ensure that the company is leading in the industry, the company's services can be differentiated in terms of quality as well as the price. The company has built a good reputation so far offering high-quality services at an affordable price (Porter, 2019).
Introduction 
Over the last two years, our company has realized a growth in revenue. Two years ago we introduced the homeschooling program in our curriculum. Being the only educational institution which offers the homeschooling services in Kuwait city, the response from our customers has been great. Our revenue has doubled over the past two years from a net worth of $200 million to $500 million. The high quality of educational services by our professors has also helped in building the company’s reputation. Since our operations have been fruitful over the past two years, the company can extend its services to other cities in Kuwait. There are numerous potential customers located in other cities in the country who have always been inquiring about how our services would reach to them. Through venturing into new markets, the company can be able to meet the demand for homeschooling services which has been growing since the program was introduced in the company. This is also a major step in entering new markets which have not been served. 
Numerous parents have shown interest in having their children taught from home for varying reasons. We believe that we can bring our services closer to these parents by introducing our operations in new cities all over the world depending on the level of demand. A budget of $100 has been set aside for this project. The finances will be allocated differently for purposes such as the opening of new offices in different cities as well as advertising our services all over the country (Narasimhan, 2018).
Project goals and strategies 
There has been an increase in demand for homeschooling services over the past years. The growth in demand has made this company realize a high level of profits. The high income is accompanied by a positive reputation due to the quality of our services offered by our professional instructors. Positive feedback from our customers so far signifies a great performance in the educational sector. It is also a major step towards the achievement of our company’s goal of being the leading company in offering educational services all over Kuwait. Over the next two years, our company should be able to serve all our potential customers in all cities in Kuwait. This will include having customer service centres in every city where parents can be able to consult with the organization if the need be. 
There are numerous strategies that we intend to use in reaching out to the new customers. Product promotion has a key role to play in acquiring the new customers of the product. The methods of promoting our services to the public will include advertisements. Our company can opt to reach out to new customers in the new cities through the use of advertisements. This can include television and online advertisements which our company has done and proved to be fruitful. A big population of the target audience includes parents. Since most parents are likely to possess a television, our services can be advertised through the television. Online advertising can also be used to reach potential customers. Online advertisements through various social platforms like YouTube can be used in reaching a larger group of people in the target audience. Upon establishment of our offices in different cities, salespeople can be hired for promoting our services. All these strategies will help with reaching all the potential customers of our services either with or without the knowledge about our services (Narasimhan, 2018).
As our product or service, in this case, thrives in the market, different companies will try to emulate our services. However, our services are unique and different from others based on the quality of our services as well as the price of the services. The company has been ensuring that it’s the leading in providing homeschooling services by hiring the best professionals for the job. The teachers are hired based on their academic qualifications as well as the level of experience. This helps in ensuring that the children are taught by some of the best teachers available as well as professionals with the best experience in homeschooling. 
The price of our services is also set to be low to attract more customers. Customers can be able to get high-quality services at a low price. With the high profits, the organization has been realizing in recent years, the company can afford to offer high services at a low price.  Offering quality services at a cheaper price can help attract more customers as well as retaining the old ones. Upon entering new markets, customers can also get discounts upon their first payments to the program. All these strategies including the quality of our services, the prices of our services as well as the discounts offered to the customers not only help with attracting and maintaining customers but also places the company in a better position than our competitors (Porter, 2019).
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