Automated Beach Survey System

Marketing Plan

Initial Market Research: Initial research done into the methodology of covert beach surveying has shown that there is a deep-rooted need for overhaul in all procedures. The current methods are time consuming, inaccurate, exhausting to personnel, and dangerous. It also has shown that if a reliable system could be devised to eliminate or mitigate these problems it would be a very attractive product to any group that does this kind of surveying.

Primary Target Market: U.S. Navy SEAL teams

The vast majority of all covert beach surveys conducted by the US military are done by Navy SEAL teams, and represents the most obvious market for the ABSS. For this reason, the SEAL teams are our primary market. 

Secondary Target Markets: U.S. Marine Corps, U.S. Coast Guard

The US Marine Corps also is involved with covert beach surveys, however not nearly as much as the Navy SEALS.

Primary Market Research: According to market research, the Special Operations Committee (SOCOM) is responsible for, and easily capable of purchasing products like the ABSS. SOCOM has millions of dollars each year allocated for certain “equipment procurement” sections, where the ABSS would fall. Navy SEALs are also allocated personal funds they can use for new equipment. Maximum unit purchases are around 1024 units.

Secondary Market Research: The US Coast Guard is responsible for keeping inland waterways mapped. This is an extremely large job, and they must often map places that are routinely out of reach for the large sonar craft they use. This could also be a large market for the ABSS. Maximum unit purchases are unknown.
Primary Marketing Strategy: The first step in marketing the ABSS will be implementing the use of the system in one SEAL team. This will be done by having SEAL units from both coasts volunteer to test the device (ABSS devices are available on loan). Once the SEAL volunteers see the massive timesaver and useful device they have on their hands, they will be compelled to buy. This will also allow us to use the team and the results of the test survey as actual results by a SEAL team while using our product. This will allow us to retain a foothold in what we hope to be a massively expanding market. We will continue to heavily market the ABSS until the SEAL teams are fully outfitted with the devices, or until other market needs are filled (whichever comes last). Luckily at this point the devices sell themselves by the fact that use of the device is an obvious time/lifesaver will generate more interest for the ABSS.

Promotion: Teams of Marketing and Technical Representatives will be dispatched to sites where sale of the ABSS is probable, like Department of Defense trade shows. Marketing and technical personnel will also be available over the phone, web-chat, or email to answer questions for perspective buyers and customer support for current customers. In the case of our primary market, ABSS units may be available (free of charge) for trial runs to entice the SEAL teams.

