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Valuators

“Collaboratively adding value to the Signal Hill properties” 

Signal Hill Marketing Plan
I. Objective
a. Our objective is to improve occupancy at the PS Business Parks Signal Hill properties. We plan to achieve this by analyzing the Signal Hill:

i. Strengths, weaknesses, opportunities & threats

ii. Target market

iii. Competition 

b. We will then utilize the information obtained from this analysis to determine the best strategy to improve occupancy.  

II. Situation Analysis

a. Strengths

i. Financial stability 

ii. Legacy teams
iii. Customer commitment

iv. Focus on simplicity for success

v. Decentralized platform allowing flexible lease terms

vi. Campus type environment
vii. Ample parking

viii. Close proximity to Long Beach airport and local freeways

b. Weaknesses

i. Property appears dated in part due to delayed exterior painting and asphalt repairs

ii.  Curb appeal lacks WOW

iii. Lacks directories
c. Opportunities


i. The economic downturn is an opportunity due to PS Business Parks’ financial stability
ii. Competitive properties lack on-site management and leasing teams
d. Threats

i. The economic downturn is a threat as it relates to customer’s going out of business and being unable to pay rents. 
ii. The new business park, Douglas Park, located in Long Beach. This business park will feature a combination of class B industrial, office and retail space.
III. Target Market 

a. The Signal Hill target market is small “mom and pop” companies in need of flex space between 1,100 to 3,200 square feet.
IV. Competitive Review

a. Hathaway Business Park – Class C warehouse located in Signal Hill, CA.

b. Industry Park – Class C warehouse and industrial park located in Signal Hill, CA.

c. Palm Drive Business Center – Class B warehouse, multi-tenant industrial building located in Signal Hill, CA.

d. Walnut Industrial Park – Class B warehouse, industrial building located in Signal Hill, CA.

e. Westside Business Park – Class B warehouse, multi tenant industrial building in the Long Beach, CA enterprise zone

V. Goals

a. Obtain competitive building business cards via cold calls.

b. Obtain leads via Craig’s List and bulletin board advertising

c. Generate property tours
d. Generate letters of intent 

VI. Strategies

a. Advertise on Craig’s List as well as on local bulletin boards to best reach our target markets  
b. Offer one free month of rent for each year leased via a coupon. The coupon also offers an incentive to schedule a tour. 
c. Make cold calls

i. Via telephone prior to February 11th 

ii. In person on February 11th at which time we will divide into three small groups:

1. Anna & Melinda 
2. Christine & Kevin  
3. Michelle & Shelley  
iii. Potential customers will be given PS Business Parks notepads and pens as well as PS Business Parks packets to include:
1. PS Business Parks informational flyer

2. Signal Hill property flyers

3. Space availability sheet

4. Sample floor plans

5. Insurance information

6. Business application

7. Shelly Luce’s business card

8. Coupon for one free month of rent for each year leased

d. Utilize “We Missed You” door hangers as needed.

e. Follow up calls to contacts obtained via Craig’s List inquires, bulletin board inquires and on cold calls.

VII. Evaluation

a. Short term success will be determined by meeting some or all of our goals

i. Generating leads (competitive building business cards, Craig’s List contacts and bulletin board contacts)
ii. Property tours
iii. Letters of intent 
b. Long term success will be determined by signed leases and improved occupancy 
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