Marketing Plan 
Enrichment
Agency Assessment: History and Philosophy
The enrichment portion of Canton Leisure Services has been in existence since 2003.  These types of programs would be considered a staple of Recreation Programming.  They include instructional classes for people ages 5 and up in areas such as Karate, Tae Kwon Do, Dance, Music and Arts & Crafts.   Enrichment also includes preschool programming that would enhance the learning of children as young as six months though the sixth year.  Some of the preschool classes are for parents and children to participate in together and some are for preschooler independent of their parent.  Camps and caring for elementary age children are another major component of enrichment.  We offer camps during times of the year where the PCCS Calendar does not offer classes such as mid-winter, spring and summer breaks.
Operational Structure and Goals 
Current Staffing Levels:

· 1 Full Time Recreation Specialist (Enrichment)

· 3 PT Coordinators
· 4-7 PT Preschool Instructors
· 1 PT Day Camp Supervisor
· 12-15 Seasonal Day Camp Counselors

Goals and Objectives:  

Leisure Services have adopted Benefits-Based Marketing, focusing on the user’s experiences and benefits.  Benefits based marketing helps us to communicate and promote Leisure Services as a critical and vital component of our lives.

This area services the community by providing enrichment opportunities for preschool, youth and adults.  The comprehensive program includes individual and non-traditional activity classes, educational experiences and exploration of the arts.

These programs strive to provide educational and activity classes for preschool children that increase self-esteem and self confidence.  These programs also creative pursuits for adults that allow risk taking, and activities to increase sense of family.

Enrichment Program Projected Offerings

	Category
	2003
	2004
	2005
	2006
	2007
	2008

	Educational
	162
	170
	174
	178
	180
	180

	Activity
	64
	68
	70
	72
	72
	72

	Camps
	15
	16
	17
	18
	18
	18

	Trips
	12
	14
	16
	16
	18
	18

	Total
	253
	268
	277
	284
	288
	288


Offerings:  Facilities, Programs, Services, Products

Facility:
Summit on the Park

· Full size gymnasium – two basketball courts

· 13,430 Aquatic center; featuring lap pool – 25 yards with 5 lanes, water slides and lazy river

· Parks for outdoor events
· Facility Classrooms – for both wet and dry crafts

Programs:
Music

Educational – Science, magic, 
Preschool readiness or kindergarten readiness

Movement – gymnastics, dance, sports, pool time, gym time
Arts and Crafts beading, knitting, aromatherapy, card making
Foreign Language

Martial Arts, Fencing

Day Camps

Adult and preschool “field trips”

Parent/child together time: cookie bakes, parent/child classes

Age Groups:

Preschool 2 – 6 years
Parent/Child 6 months – 12 years (depending on type of program)
Youth 6-11 years (could include up to 18 years depending on program)
Youth/Adult 5 and up (classes that could have both youth and adults participating in the same environment)
Adult 18 and up

Services:
n/a
Products:
n/a
Existing Marketing Materials and Image






Costs



Responsibilities

· Discover – Brochure

$46,718.40/annual

M,C & P
· Web Site



In-House


M,C & P
· Leisure Link



In-House


M,C & P
· Direct Mail to members

In-House


M,C & P
· Direct Mail to participants

In-House


M,C & P
· Internal Advertising


In-House


M,C & P
· Cable TV 



In-House


M,C & P
· Flyers – general


In-House


M,C & P

· School Flyers


In-House


M,C & P

Key:
M
= Marketing

C
= Communications

P
= Programmers

Image as viewed by users and non-users:  
It is felt that our users are satisfied with the services we offer.  Survey results show that participants or parents of participants are impressed with the classes and feel they or their child are benefiting from the programs.
We would need to prepare a survey to gain the information on how both users and non-users view our image.
Market Assessment
The American family dynamics have changed.  The Michigan economy, like the rest of the country, has been in recession.  Though there are indications of recovery, the process will be slow.  More households have both parents working and the children are in daycare.  Perhaps the answer to this is to offer classes or programming for this age range in the early evenings.
Canton is also becoming an increasingly diverse community.  Greater emphasis will need to be placed on programs and services that enrich all residents in the community.
Market Trends
In order to offer programs that meet the needs and wants of the community, local and national trends are looked at when planning programs.  Some of the trends that are currently taking place include:

1.
Educational and activity classes for preschool children that increase self-esteem and self-confidence.
2.
Creative pursuits for adults that allow risk taking, and activities to increase sense of family.

Market Competition
· PCCS – Continuing Education and the Schools that offer day camps and after school programs such as child care and sports / extra-curricular activities.

· Other businesses that offer programs similar to ours – although they may not offer the variety – they may be deemed a more “professional” place to participate in an activity.  Examples: Dance Studios, Karate Studios, Bead Shops, Knitting Shops, Splitz Gymnastics, Sport companies.
· Life Time Fitness – offer a wide variety of classes and a day care center on-site.

· Day Care Centers – private, commercial and church
SWOT  (Strengths, Weaknesses, Opportunities and Threats
Strengths:
· Great facilities to hold classes

· Ability to cross market with different departments

· Location – near our largest park

Weaknesses:
· Competition from outside centers

· Both parents working and children in full time care

Opportunities:
· Community growth 

· To provide preschool activities/classes in the early evening to reach the working parents

· To cross market with other CLS departments

Threats:
· Lack of transportation

· Canton being perceived as a bedroom city - both parents work and children are in daycare 

Target Market ID

Provide enrichment opportunities for preschool, youth and adults
Preschool Educational/Activity
Recreation programs and classes are based on the development of new skills. These classes can take place in a classroom, gym, outdoor, or aquatic setting (or any combinations of settings).  The major goals of preschool classes is to increase a child’s social skills, self confidence, fine or gross motor skills, ability to follow direction, and improved the child’s ability to work and play with other children.
Preschool Trips

Enrichment programs that will take place at an off-site location.  These could include entertainment as well as educationally based programs.  They will help preschoolers and parents get used to the world around them and could introduce children to new concepts and cultures. At least 4 preschool trips are offered each season. 
Youth Day Camps
Camps offer an educational and fun environment for children.  Camps offer children the opportunity to participate in a variety of activities with their peers.  Camps also provide a safe, well supervised environment with positive young adult role models.

Youth Activity

These programs and classes are based on development of new recreational skills for the youth.  These classes are based in movement of the body and self discipline.  Examples are Karate, Tae Kwon Do, Fencing, and Dance.
Youth Educational

Programs in this category supplement youth learning.  New skill sets could be learned. These classes will be classroom based and could range from Arts, Super Science, Cartooning, Magic, Babysitter Training, and Beginner Spanish.
Adult Activity/ Educational

Programs in this category offer adults the ability to gain new skills in a relaxed, recreational environment.  Skills may be activity based such as Latin Dance, Line Dance or Fencing or may be educationally based such as Knitting, Dog Obedience, and Beading.
Parent/Child Activity or Educational

These programs offer parents the chance to interact with their children in a safe 
and comfortable environment to learn new skills or have fun playing.  These 
classes offer the children the opportunity to be successful, while developing 
cognitive skills, role-playing, sharing, and how to initiate social behavior.
Target Market Objectives
Current Market Segments (segmentation based on age, gender, experience versus benefits sought)
· Youth
· Adult

· Preschoolers

· Parent/Child combination


· Newcomers to the community


Marketing Mix
(Identifying product, program, facility and service modifications)
· To encourage adults and adult/children combination to participate in the various classes offered.
· It is important at this time to maintain the patrons that we have as well as entice others to participate.

Promotional Mix
Promotional events identified:
1.
Encourage youth and/or adults to learn new skills – such as knitting, babysitting  and decorating etc.
2.
Encourage young parents to enroll their children into our diverse programming.
3.
Maintain a higher level of service to encourage our patrons to remain in our classes.
Communication Plan
Communication Matrix:
1.
Press Releases
2.
Create necessary marketing collateral pieces

3.
Print Media Advertising
4.
Flyers / Posters
5.
Displays at different venues – theater, library and Administration Building

Public Relations:

1.
Keep in good contact with the media for promotion of our offerings

2.
Do feature stories to highlight and advertise the enrichment programs offered.


Community Relations:
1.
Continue to be present in the community

2.
Advertise our programming with all of our CLS presentations

· Advertising

1.
Direct mail to former patrons

2.
Keep bulletin boards updated

3.
Cross market with other departments

· Direct Sales

1.
Contact with schools

· Continue perfecting

1.
Determine appropriate and effective sponsors for our activities and events.
2.
Establish a strategy for the events and activities that we would like 



sponsored
3.
What recognition will we get and give from each sponsorship
4.
What benefits will we get and give to the sponsor

· Internal Marketing

1.
Provide customer service training

2.
Cross market with other departments

Budget

The budget for the Enrichment department is a portion of the overall Recreation budget.

	 
	Expenses
	Revenues
	General Fund Contribution

	Recreation
	$1,966,669.55
	$96,0780.00
	$1,005,989.55


Marketing expenses for Recreation




$42,550.00
	101-691-900-0000
	Printing & Publishing
	Administration
	

	
	Aquatics
	$     100.00
	

	
	Discover
	$ 34,000.00
	

	
	Business Cards
	$      400.00
	

	
	Stationery
	$   3,250.00
	

	
	Program Brochures
	$   1,100.00
	

	
	Marketing Materials
	$   3,000.00
	

	
	Magnets
	$      700.00
	$42,550.00


Marketing Expenses for Enrichment




$22,370.00
	101-691-742-2000
	Miscellaneous
	$22,370.00
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