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This report is about Market analysis, segmentation and sales strategy for Tight Security Limited in the year 2016, am going to various aspects of the market of the business as well as sales strategies. 
Tight Security Limited is a security company based in North London, providing private security services to individuals, protecting assets and businesses.
[bookmark: _Toc534636215]MARKET ANALYSIS
Market Analysis means is a qualitative and quantitative assessment of a market, it looks into the of the market both in value and volume, various customer segments and buying patterns, competition and the economic environment in terms of barriers to entry and regulation.
 The continued and growing concerns about security brought on by international terrorism and more people coming into the country from various parts of the world are expected to continue contribute to the growth in the market for security services for businesses  like  building and construction  companies, Retail businesses, like Tesco, Asda, social events and public gatherings like music concerts, football games, Pubs and clubs, office buildings and many more.
The market will also continue rising from other big security companies who normally use small companies to feed them with temporary staff or call it subcontracting some of their work.
Also, some companies hire staff from other security companies to avoid the process of recruiting their own staff as the recruitment process is quite long and expensive
Businesses generally search for security providers on the internet or through referrals from other Companies they trust. 
[bookmark: _Toc534636216]Market Segmentation
Market Segmentation is the process of dividing the market into different groups based on factors like geographic, demographic, psychological and behaviour factors.
The market segmentation table shows the market segmentation for London among the major market segments for security guard services. Growth is slow among these markets as new development is not prevalent in London currently. 
Building management companies generally employ security guards to monitor that equipment, to staff front desks/security checks, and sometimes for general patrol. These companies often work with several commercial or residential buildings and look to establish a relationship with one reliable vendor for all of their security guard needs. While some buildings require night-shift guards, others require only day coverage. 
Large retail businesses use security guards to deter theft and to provide safety. These include department stores and other retail stores over 4,000 square feet, although some smaller stores may use security guards if they sell high-priced items (designer fashion, jewellery, technology, etc.). Retailers require more guards during the day. Some simply lock the store at night while some larger department stores use night patrols as well. 
Event venues use security guards to monitor guest lists and fire capacities and to organize emergency response. Nightclubs and bars may be included in this category. However, most nightclubs and bars employ their own security personnel (or "bouncers") directly and do not use vendors. Event security has the same risks as other security, but there is limited time for security audits and situations change fast, making this a higher stress business that requires better trained guards. Events tend to happen in the evenings with weekday nights for corporate events and weekend nights for private events. 
Educational institutions, such as primary and secondary schools and colleges, generally employ security officers to guard and patrol their buildings and campuses. Often these institutions employ their own in-house security staff, but they will sometimes use outsources security vendors. These institutions require night and day patrols. 
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Top players in the industry include Securitas AB, G4S, Show and Sec,  Vision Security Group, OCS, Loomis UK Ltd Mitie, Total Security,.(infologue.com) Huge players provide services for a huge range of market, including government, chemical and petrochemical, college and Universities, commercial real estates, Financial Institutions, health care facilities, Manufacturing and industrial, residential communities, shopping centres, and Temporary security services,
Smaller security companies achieve success based on the expertise and reputation of their founding managers and the growth of a team with a similar track record. The continued success of the company depends on client satisfaction, leading to referral.
Larger Institutions and governments may receive several bids for security contracts, while smaller businesses (such as many Tight security Ltd targets) often prefer to try out security companies and move on if they do not meet expectations 
The smaller the amount of assets being protected, the more willing a company will be to risk their security on educated hunches about a security company without feeling the need to do due diligence on number of options.
While the public’s perception of the rising crime rate assists revenue, the most significant factor that increases the demand for this industry’s services is a breach of an existing security system, a break-in or a near break-in. The economic crisis like the 2008 recession did hurt demand but things are improving as the economy as Stabilised in the recent years. 

[bookmark: _Toc534636218]Strategy and Implementation
The key strategy for Tight security Ltd is to build their operations and marketing around building managements, retail stores and special events that are large enough to have permanent, on site security need, but not so large that they can save significant money by developing security staff-in-house. To achieve this strategy, Tight security Ltd will:
1 – Train guards well for permanent check-in, patrol and surveillance positions
2 – Use advertising and targeted list to locate and market to these customers market.
3 – Focus specifically on guard services and high-level consulting audits, while outsourcing or referring to vendors for security equipment and system needs
[bookmark: _Toc534636219]Competitive Edge
Tight Security Ltd will build a competitive edge through high level of customer service and assurance. The company will strive to not be a broker between clients and contracted security guards, as some security guard providers become, but instead be a partner in the security and protection of client’s assets with security guards as a major tool in the protection. This strategy will require my company to carefully audit a client’s security situation and work with them on plans to upgrade and maintain that security. Eric will continually check with clients and with guards sent to client’s sites to learn about the challenges they are facing. 

[bookmark: _Toc534636220]Marketing Strategy
To reach its target markets of building management companies, retail businesses and special events avenues, Tight security Ltd will use the following tactics:
1 – Development of a basic “brochure” website with service and contact information.
2 – Business cards and brochures for Tight security Ltd to distribute on appointments and while networking with Tight security area networking group
3 – Direct mail brochures and letters to these target list of potential clients in Tottenham.



[bookmark: _Toc534636221]Sales Strategy
  Sales manager for Tight security Ltd meets clients at their buildings/offices to perform an initial consultation and creates proposals for security services based on the client’s needs, 
The sales manager’s strategy is to listen carefully to the needs of the client and provides assurance through stories of his experience and a canny understanding of their needs and concerns. While his proposal may not be the lowest cost bids, a potential client receives, he follows up with care and the same personal attention that clients will receive if they move forward with using Tight security Ltd.


[bookmark: _Toc534636222]Sales Forecast
Security guard sales will be recurring. Assuming a client retention rate of 90% annually, based on Tight security Ltd.’s track record in the business, total sales will escalate quickly. Sales will be a combination of clients requiring 24/7 coverage and those with only daytime coverage. 40% of sales in Pounds are expected from 24/7 clients. Sales are expected to meet the objective of £232,952 the fifth year. 
Direct costs of sales consist of supplies specific to each job, such as uniforms which must be purchased. Uniform may be a branded  or contain the customer's branding to provide the visible presence of security at the job site. Additional sets of uniforms must be purchased by the guards themselves from the designated uniform provider. Job supplies will include materials related to security audits and specific equipment purchases for a job as well.
[bookmark: _Toc534636223]Conclusion 
In conclusion according to the analysis there is a market for security services in the country if you have good strategies, professional approach and a positive and can- do attitude.
How-ever the big security companies are continuing to make it hard for the small companies to get access to good contracts as they use their proven track record and resources to get the contracts.
Also big clients are very reluctant to give their big jobs to small companies with no proven track record and with no proof of experience of handling big jobs.
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End of the report 
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