
PROGRAM NEEDS ANALYSIS 

 

DATE:     FEBRUARY 10, 2009 

 

WORKING TITLE     MDM SERVICE SOLUTIONS 

 

SUBJECT     COMPANY SERVICES 

 

CLIENT     MYRLE D. MCLERNON, OWNER 759 WEST LANCASTER BLVD, 

LANCASTER CA 93534, 661-940-3668 

 

DEADLINE     MAY 5, 2009 

 

COST/BENEFITS/IMPACT 

 

The proposed program will cost approximately $8,000 to produce. The impact of the 

program will result in an increased stream of clientele, per the effectiveness of the 

promotional content. In addition, the informative content will reduce the amount of 

unpaid fees by some clients, an estimated $50,000 worth at any given time. These 

discrepancies are a product of client misconception as described below.  

 

PROBLEM 

 

Potential clients are not aware of other services involved in the general planning process, 

or are unaware of MDM Architects’ extensive ability to offer these services. 

 

BACKGROUND 

 

Many clients have common misconceptions about what is involved with building 

planning. Along with the actual construction plans certified by the architect, each project 

includes roughly 15-18% “soft costs.” Some of these include site planning, permit 

processing, agency negotiations (fire, health, geology, etc.), and code enforcement. 

Additionally, another common misconception is the overall cost of using an architect. 

Although these additional services that the client is unaware of have fees of their own, the 

overall cost of the project is generally lower than potential clients anticipate. 

 

AUDIENCE 

 

Primary:  All potential MDM Architects clients 

 

AUDIENCE DEMOGRAPHICS 

 

Most of the MDM Architects clientele live locally in the greater Lancaster area. Most are 

aerospace engineers or work in the public sector; many are also small business owners. 

The age range is roughly 40 y/o and above with a good portion close to retirement. About 

half are college educated, and the minimum income of a client is 80k a year individually 



or 100k a year combined. A majority of all clients are male: about 60-70%. 

Approximately and 20% are married couples in which the female is dealt with, and 2% or 

less are single females. 

 

AUDIENCE INTEREST/NEED 

 

With the interest of wanting to avoid the time and the hassle of permit processing and site 

planning, the audience will feel the need to pursue MDM for those services. 

 

AUDIENCE KNOWLEDGE/EXPERIENCE 

 

Many of the clients who have worked with an architect before have good knowledge of 

the many steps involved in the building industry. For them the video may offer a brief 

overview. However, for potential clients who are unfamiliar with the process, the video 

will be most informative and beneficial. 

 

AUDIENCE ATTITUDES 

 

Past clients have been uniquely satisfied with the experience at MDM. Certain exceptions 

are those who had not known the lengthy process of permit and agency negotiations. As 

stated above, another common attitude is the misconception that an architect costs a 

fortune, therefore it will be valuable for the video to dispel this myth. 

 

OBJECTIVE 

 

Having viewed the proposed program, audience members will 

 

1. Be able to list the additional services with regarding building planning that MDM 

offers, as follows: 

a. site planning 

b. permit processing 

c. agency negotiations (fire, health, geology, etc.) 

d. code enforcement 

 

2. Feel motivated to pursue hiring MDM without concern for the “soft cost” details 

of the planning process 

 

3. Become aware that the cost of an architect is not as high as some may think 

 

UTILIZATION 

 

The proposed program will be embedded on the company’s website. After which more 

effort will be made by the company to increase traffic onto the site for informational and 

promotional purposes. 


