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Marketing plan
Overview
New City Home Care is a private healthcare firm which offers nursing and other services to elderly people. The facility has been operating in Midwestern city where the population is estimated to be about fifty-five thousand people. The company aims at spreading its services to a nearby community where the number of retirees is significantly increasing. This will be an opportunity for the organization since it will be the first healthcare company to set a physical office in this new area. To ensure that New City Home Care effectively enters into this new market, there is a need to conduct a study to understand the market dynamics this is possible through conducting market analysis, examining competition and the strategies for reaching to the targeted audience. 
Company’s Historical Trend & Current Strategic Plan
Historical trends for the company will help in understanding the demand, success, and the costs involved in proving care to the customers. This information will be effective in determining whether the newly identified market is viable and will also help in understanding if the new market segment increases the company’s returns. The demand of the different types of services provided by New City Home Care is likely to change depending on needs of new population, and it is necessary for the services provided to be flexible depending on the requirement of the new customers. Costs are also a crucial factor that the company should consider. To be successful, the company should be able to differentiate itself with other players in healthcare; this may help to penetrate the new market more easily and can also help in attracting more clients. It is, however, essential to develop prices that are likely to promote the business activities of the company as this can help in promoting long-term operations of the company in the new market. The company has been successful in the healthcare business in Midwestern city, and this success is mainly attributed to the company’s marketing strategies.
There are various situations which are likely to impact and influence the marketing strategies that the company will use in the identified market. The successful history of the firm will be useful in understanding the requirements and the expectations of the new customer base. The marketing strategic plan to be used should not vary from what current plan where the facility aligns its objectives depending on the needs of the customer. In Midwestern city, New City Home Care has differentiated itself from other companies through the provision of quality services at affordable costs, and this has increased the firm’s popularity throughout the entire city. Therefore, the marketing department should ensure that the strategy adopted influences and convinces the targeted customers regardless of their traditional methods for looking after the elderly. 
Demographic Data
Demographics include information regarding gender, age, education, and the socioeconomic status of a particular group of people. Understanding demographic information is crucial in planning and designing the marketing services for the organization. This is because the company can comprehend the financial power and the lifestyle of the people. Most importantly, the data helps in identifying the size current customer base and future projections depending on the population growth rate, among other factors. Usually, marketing includes different activities which may include conducting research, promoting and advertising the services provided by the company. To have a clear plan regarding the level of demand needs for every service offered, New City Home Care should understand how to best segment the consumers into segments since behavior and decision making is mainly influenced by demographics (Venter, Wright & Dibb, 2015). For example, individuals in the old age brackets require services aimed at looking after their properties such as their homes and may also require nursing services which may necessitate the need for having a home aide. On the other side, the aging population high hire, it might necessitate a high number of nurses. Therefore, the demographic data available will help in making vital company decisions, such as hiring. The health organization should be able to understand how to balance the needs and requirements of all potential customers by making sure that enough personnel is available to meet the demand and wants of the clients.
Quality Standards
It is necessary for market research to examine the capability of the organization to maintain and enhance standards after expanding to the newly identifies market. The firm to ensure that the quality offered matches or exceeds what the customers are anticipating or what is allowed by the authority. New City Home Care focuses on providing assistance and other health needs that may be required by the customers, including checkups for individuals with health issues. The individuals employed by the firm should, therefore, have the competencies required to meet needs of the customers and they should have professional qualifications to cater for health-related problems (Backhaus et al., 2014). The workers in the firm should have the ability to offer all physical, emotional, and psychological requirements of the new customers. Some of the actions that may be implemented by to promote quality standards include developing s strategic plan which is aimed at improving the reliability and quality, ensuring that customers’ needs are at the heart of the firm’s processes and ensuring that clients are informed about the quality of care they expected to receive. 

Marketplace Analysis
It is essential for the marketing plan to carry out a market survey to determine the possibility of succeeding in the new market as well as the willingness of the new customers to use the services provided by New City Home Care. This process is key in determining the size of the target market in terms of value, the clients’ buying patterns, the level of competition as well as the economic opportunities and barriers that may hinder the success of the firm. Although there is no other firm providing elderly services in these areas, competition is likely to result from other practices that people employ to promote the survival of the old people. Additionally, competition can result from other organizations that are planning or are likely to consider venturing into this unexploited market. The marketing analysis that will be employed in this case is Strengths, Weaknesses, Opportunities, and Threats (SWOT) analysis.
SWOT
Strengths
New City Home Care has strengths that are likely to promote the robustness of the organization in the new market. These include the good reputation that the firm has maintained in Midwestern city. Additionally, the costs involved in running the enterprise are relatively very low, and as more people become order the demand of the services elderly services are going to increase, even more, thus promoting stability. Most importantly, New City Home Care has skilled and professional employees who can meet the requirements and the needs of the customers. These factors advantage the company as it aims to venture into the new market, and if they are effectively utilized, they can promote the success of the health firm. 

Weaknesses
Despite the many advantages that the firm has, there are also shortcoming that is more likely to impact the success of the organization. Some of the issues that have affected the firm previously include marketing deficiencies where New City Home Care has not been able to exploit its opportunities fully. Also, the management of staff has not been fully effective as most workers are underutilized, and this has somehow impacted the overall efficiency of the organization. 
Opportunities
New City Home Care has enjoyed the dominance in Midwestern city due to lack of competition. Additionally, the firm has also been able to identify potential markets that are unexploited, and this presents the company with a chance to increase its customer base and growth. New City Home Care is also able to increase its operations by recruiting more aides who assist in servicing a huge number of patients. Recently, the company has also advanced its technological capacity, thus improving the services provided to the customers. 
Threats
One of the major threats that the company is likely to encounter is competition. This is expected to come from the conventional methods used by individuals in taking care of their old relatives. Additionally, policies and guidelines controlling how such business is operated may also affect the rate at which the firm responds to the needs and requirements of its customers. Other challenges may be contributed by other partners such as insurance companies. 

Models and Practices for Reaching the Target Audience
The approaches employed should be focused on attracting the target customers who in this case, elderly persons. To ensure that the model employed purposes on this group of people, proper communication strategies which include both written and verbal should be developed to offer assistance when it is necessary. It is also important for the marketers to remain objectives on areas that they are likely to meet the majority of the old people. Such places may include some of the social places such as hospital and places of worship. Also, since most retirees can read, it would be crucial to develop and print banners informing the audience about the services provided by New City Home Care, and this may be a better technique of communicating to a wide population (Camilleri, 2017). It would also be a better idea to partner with other health facilities which may refer individuals requiring the services offers by New City Home Care.
Recommendations to Promote Alignment with Company Strategy
The strategy of the organization is to offer nursing care and other essential therapeutic services to the elderly. The main goal and objectives of the company are to help the aged live a more comfortable life. For this reason, it is recommended that the marketing approach should be designed in a way that it captivates and entices the elderly individuals who need the services offered by the organization and those that they are likely not to get in other health centers. Additionally, the services available in the enterprise should be clearly understood by the marketing team. This is essential because marketers can inform the aged people who may not understand what these services are and how they can benefit from them. Having the best communication tools is fundamental in taking the intended information to potential clients. It is also essential to ensure that the message provides to the aged in simple and clear so easy interpretation. 
Writing Plan and Setting Expectation
The process of developing the marketing plan should always be aligned with the mission and vision of the organization (Marjanova & Sofijanova, 2014). Since the mission of the company is clear, to establish an office in the neighboring town, the marketing strategies developed should mainly focus on assessing and ensuring that are resources required to achieve this objective are available and ready for the company to work in this areas. Therefore, it is necessary to assess and address the possible competition and evaluate the likelihood that the population in this particular market are willing to use the company’s services. The targeted population will define and the marketing approached implemented should ensure that the firm reaches the intended population. When all these activities are effectively implemented, it is expected that the firm will attract potential old individuals and will also have established itself in this locality. Furthermore, it is expected that after providing services to a few people, the confidence of the people will go up, and this will increase the demand for the provided services. 
Implementing the Plan
To execute this plan, the organization will be required to choose the location where the officer will be established. After this is done, the marketing department will start preparing the adverts, which may include banners and radio adverts since these are the most appropriate in this location. Since every homestead has access to a radio, the message will be acquired by most families. The advert will mainly inform the people where the officer is and what services are provided to them. The department may engage employees from other departments in engaging in door-to-door advertising where individuals living near the office are explained about the establishment of the center in this location. This combined force may help in achieving better outcomes. After customers have agreed to start getting assistance from the firm, then all departments may resume to their respective duties. It is, therefore, necessary to note that during implementation, all departments will be actively involved in the entire process. 
Tools for Evaluating and Adapting the Plan
[bookmark: _GoBack]To effectively apply marketing plan, various tools will be used in assessing and adjusting to the plan. Primarily, one of the most necessary tools is a customer register. Since it is a newly established center, it will be necessary to keep the details of the visiting customers where their name and identification number will be recorded. The register may help in evaluating the success of the marketing plan by examining the flow of customers (Koval, 2016). Besides, the financial tools will also help in understanding whether the marketing plan is meeting the targets developed by the organization. Recording customer referrals can also be an indicator that the marketing strategies are working and this may confirm the expectation of the number of customers going up.
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