
PART A - EXTERNAL INFLUENCES (34 points)

1. Briefly define and describe to the reader the field or area you have chosen (no points) 2 Sentences. September 19
I am a woman seeking a job in the field of optometry in a clinic, private practice or a community health center. I am looking for a job that will allow me to evaluate a patient’s vision, prescribe them eyeglasses or contact lenses and manage and prevent diseases and disorders that often first appear in the human eye. (http://www5.hrsdc.gc.ca/NOC/English/NOC/2006/QuickSearch.aspx?val65=3121) 
2. Identify and briefly discuss 3 relevant macro-economic factors and trends which will affect the number and types of opportunities in the career path that you have chosen. Identify and briefly discuss 3 relevant social and demographic trends that will affect the opportunities in the area in which you would like to work. If applicable to you, discuss how changes in technology will affect the areas in which you would like to work? (12 points)  MAXIMUM  650 words September 19
As a job seeker in optometry, I will be faced with a number of factors and trends that will affect the number and types of opportunities in this career path. Regarding social and demographic trends, a number of issues will affect the opportunities I have in finding a job in this field. Firstly, because of the aging of optometrists who have already been in the field and the continuing steady output of graduates, the difference between the number of graduates and the number of retirement and deaths will continue to narrow and therefore, there will be more employment opportunities relative to the demand for optometry services. Secondly, the numbers of women optometrists have gone up from 48 to 64% in fifteen years and will continue to rise since woman represent on average between 75-80% of new graduates. In 2008, women in Quebec represented 60% of professional working in this sector. Finally, in Canada as elsewhere around the world, the increasing prevalence of diabetes and related concern for vision care in diabetics will also increase demands for services 
On another note, some macro economic factors and trends will also affect my opportunities in this career path. The proportion of households that claim to spend money for vision care has greatly increased over the last 20 year. This may be a result of the inclusion or eye care in private health care plans and the aging population requiring a greater need for eye examinations. Also, optometry services being excluded from Quebec’s provincial health insurance plan may continue to have impact of optometrists as it has had in the 90’s. Generally speaking, there is little turnover in this profession because graduates work very soon after and remain employed throughout their career.

With continuous changes in technology, more and more people are opting for laser eye surgery, allowing an ophthalmologist to correct certain vision defects. In the long run, this change in technology could lead to a decrease in visits to optometrists.  Furthermore, the increasing use of internet and online sales of eye related products such as eyeglasses, contact lenses or more can also lead to a decrease in requests to services provided by optometrists. 

(http://www.servicecanada.gc.ca/eng/qc/job_futures/statistics/3121.shtml)
3. How large is the market represented by the area in which you would like to work? In a typical year, how large in terms of dollars spent (i.e., sales) is this market? How many people are employed in this market? How many new employees, entrepreneurs, professionals and/or artists enter this market in a typical year? Who are the key organizations/individuals, if any, who exert high levels of control in that area? (10 points)  MAXIMUM 350 words September 23
The market of optometrists in Quebec is approximately 3100. (http://www.servicecanada.gc.ca/eng/qc/job_futures/statistics/3121.shtml) In Quebec, health care per capita is $4091. (http://en.wikipedia.org/wiki/Health_care_in_Canada) In 2000-2001 the average Canadian spent $333 per year for optometrists, dentists and health professionals altogether other then physicians. (http://www.hc-sc.gc.ca/hcs-sss/pubs/expen-depens/2001-exp-depen-1980/2001-exp-depen-1980-2-eng.php)    Although this is equivalent to $11,410,578,000, (http://en.wikipedia.org/wiki/List_of_countries_by_population)                                                    optometrists are a small portion of this. In 2006, the total number of optometrists in Canada is 3121. (http://www.servicecanada.gc.ca/eng/qc/job_futures/statistics/3121.shtml) Every year, about 100 graduates from the two feeder universities enter the market and include 40% French speaking people and 60% English speaking people. (http://www.servicecanada.gc.ca/eng/qc/job_futures/statistics/3121.shtml) If I were to practice in Quebec, the number of graduates setting up practice far exceeds the number of optometrists who retire or die. In this market there is practically no unemployment meaning that all vacant positions will be occupied by graduates. In Canada, there are only two schools in only two provinces who graduate optometrists. For example, in Quebec, all graduates must meet the requirements of “L’Ordre des Optometristes du Quebec.” Therefore, this body and its feeder school (L’Univeriste de Montreal) can exert a lot of influence. 
4. What are the particular regions – countries, provinces, states, cities – where the markets are stronger and more promising? Be as detailed and precise as possible. (4 points)  MAXIMUM 250 words September 23
In Quebec, in the regions outside of Montreal, Monteregie, Laval, Estrie and Quebec City, there are fewer optometrists available since these 4 regions comprise over 60% of all optometrists in the 16 regions across Quebec. (http://www.servicecanada.gc.ca/eng/qc/job_futures/statistics/3121.shtml) In addition, given that the two schools that train and certify optometrists are in Waterloo, Ontario and in Montreal, there would thus be a high demand in the Atlantic and Eastern provinces of Canada. However, the strength and promise of the optometry market does not depend on competition because in this market there is practically zero competition.
5. Describe buyer behavior in your market. How do your potential customers or clients go about hiring new people or buying the goods and services that you offer? When do they hire or buy? What benefits do they seek? If you are selling products or services, what is the decision-making process that your prime customers go through when it comes to buying your product? (8 points)  MAXIMUM  400 words September 26
In Quebec, 83% of Optometrists are self employed and therefore, are not subject to other people deciding whether to hire them or not. Small percentages (17%) are dependent on hospitals, large vision product companies, private clinics etc for hiring. (http://www.servicecanada.gc.ca/eng/qc/job_futures/statistics/3121.shtml) 
However, the demand is so high and unemployment is almost inexistent thus even those graduates are not subject to decision-making processes from potential employers. With respect to buyer behavior, because of growing consumer awareness, increasing use of technology and the use of internet, buyers are much more demanding in terms of services, can do a lot of cost comparisons in searching for example laser eye surgery, have wider access to private services and therefore are more picky buyers. As more private insurance plans increase their coverage for optometry services, buyers will do a lot more cost comparisons when requesting services 

PART B – COMPETITIVE ANALYSIS (20 points)

1. Against whom will you be competing to get interviews, offers and sales? Or to sell your product or services? Be as complete and thorough as possible. (10 points)  MAXIMUM 350 
The field of Optometry has practically zero unemployment. The need for vision care in our society that is aware of the importance of overall health being high and the population aging allows Optometry to grow. In other words unemployment does not seem to be an issue since the demand for optometrists greatly out numbers the limited supply. As a new graduate entering the field and this market my key competition will be the more established optometrist who have been around for many years and have well established client bases. I will need to develop a client base to sustain my business and while new clients are constantly entering the market because of increasing demand from the general population, ie. due to aging, diabetes, private coverage etc…I will also be needing to lure clients away from competitors who are retiring or closing practices and from other optometrists whose services are not perceived as being new, modern, client friendly, offering alternative options in goods, services (financial payment arrangements), shipping, customer services, free delivery of products, special promotions etc…I will have to be very innovative in my marketing to compete for clients

2. What are your competitors’ skills, education levels, grades, personality characteristics and network memberships? If you will be selling goods or services identify and describe your competitors’ product quality, pricing, promotion and distribution activities. (10 points)  MAXIMUM 400 words September 28
My competitors in this field would be my fellow graduates, we all need the same set of skills to compete in this field; however the competition is very limited as there is practically zero unemployment and the competition is more based on who will have a larger client base and sales volume. Like my competitors I must have equal if not higher skills in such areas as solid academic background and a strong theory base, good connection and empathy with patients, strong communication and problem solving skills, patience , observation skills and a friendly approach. (http://www.servicecanada.gc.ca/eng/qc/job_futures/statistics/3121.shtml) However what will most likely give me a strong edge over my competitors given that the majority of us are self employed is mostly strong skills in running a business, management skills, client and customer relationship skills, negotiations and particular areas such as marketing, public relations, advertising and promotions and related business skills. My most difficult competitors will be colleagues who have well established practices and have more experience than I do in marketing, pricing and general management of a patient related practice.
PART C — SELF-ASSESSMENT (7 points)

Report the results you obtained for each of the Self-Assessment Tests you have taken so far. List the tests and the scores you obtained and then summarize, in a short paragraph, what these results say about you and what you have learned about yourself. Write this paragraph such that someone who doesn’t know you, like an interviewer or recruiter, could get a sense of what your personality is like by reading it. You will be graded on the clarity and insightfulness of your summary.  MAXIMUM 300 words
As you progress through the course, you will be invited to take other self-assessment tests and you will thus be able to update this section of your situation analysis.

1) What’s my basic personality?  Extraversion: 13, Agreeableness: 14, Consciousness: 13, Emotional Stability: 12, Openness to Experience: 9

2) Am I A Type-A? My score: 102

3) What’s My Jungian 16 Type Personality? My Score: ESFP

4) What’s My Emotional Intelligence Score? My Score: 43

5) Am I Likely To Become an Entrepreneur? My Score: 62

Overall I am an extroverted person. I am a sociable person who is generally good in crowds, talkative, able to communicate with all types of people of any age, and am assertive. I definitely value harmony and am good natured and cooperative. People have no problem trusting me and working with me. No matter what the situation I am a person who is highly dependable, always punctual, reliable, thorough, organized, able to plan and persistent. I am patient and emotionally stable however I do find comfort in the familiar rather then the new and am more conventional then imaginative. I tend to rely on speed rather than creativity for success and often struggle to achieve the most I can in the least amount of time. I like to get things done quickly and multi-task the majority of the time. Personality wise, I can also say that I use my senses rather than my intuition and I am realistic and logical. I am not generally a person who identifies opportunities, takes initiative and makes a change.  However, I have the ability to succeed in coping with environmental demands and pressures and am able to perceive, evaluate, express and regulate emotions and feelings. I am a focused and determined person, get good grades at school and will always get my work done on time. Overall, I think that I have many positive values that would make me a great addition to any company.
PART D — S.W.O.T. ANALYSIS (24 points)

The culmination of your situation analysis is the S.W.O.T. analysis.  Here you will identify and assess the strengths, weaknesses, opportunities and threats that need to be considered when selecting your target markets, setting your marketing objectives and developing your marketing strategies.

Appraise the information that you assembled in Parts A and B and answer the following questions.  Remember that opportunities and threats are external events. Make sure to be honest and thorough in discussing your strengths and weaknesses. Your answer should be consistent with your Self-Assessment summary in Part C.

MAXIMUM 200 words for each question:
1. Which strengths do I possess that will make me attractive to potential employers, customers and/or clients in my selected market? These strengths should now be evidenced in the results of your self-assessment tests reported in Part C. (6 points)
Given that the vast majorities of optometrists are self-employed and thus have to run and develop a business, it is necessary as was described, to have very strong interpersonal and strong customer and client building skills. In addition it is important to have a positive attitude and a friendly disposition. As my personal tests indicate, I have many of the attributes and skills required to support good customer and client development. For example, good communication skills, sociable, punctual, reliable etc… In running a business, one must also have strong organizational skills, ability to work under pressure and to multitask. These requirements are also supported by many facets of my personality test results. 
2. Which weaknesses will I need to address as I move to the next step of setting my personal marketing objectives? (6 points)
Once again, with respect to potential challenges and weaknesses for me, in developing my client base as an optometrist, working in a very competitive environment as I enter the market I will be particularly challenged in the marketing and public relations aspect of the business. My weaknesses in creativity, alternative approaches, imagination etc… may make it more difficult for me to develop solid outreach and strategies to develop my clientele. 
3. What are the key opportunities that I should explore and possibly exploit as they relate to the area(s) in which I would like to work? (6 points)
In order to maximize my opportunities upon entering this market, I will need to focus on outlying regions ie rural versus urban. I will possibly target the older population given that there demand for eye care is significantly higher then the rest of the population. Finally, I may network and develop closer links with large insurance companies to become one of their recommended suppliers of services. 
4. What threats do I need to be aware of and address prior to establishing my objectives? (6 points)
One of the potential threats in developing my business as an optometrist is being faces with many upfront business development and costs such as marketing, staffing, inventory, rental, overhead etc… while having a very limited client base to support the expenses. Another threat is the extent to which alternative and very competitively process solutions such as internet and Hong Kong based eye suppliers could eat away at my market and pricing strategies. 
PART E- MY MARKETING OBJECTIVES (15 points)

Setting marketing objectives is the second formal step in developing your marketing plan. The goals that you establish here will determine the nature and content of your marketing strategy, namely, your selection of target market(s) and how you will appeal to and satisfy your target market(s) using price, place, promotion and the product that is you. 

Good objectives are:

· Specific

· Time-defined

· Measurable

· Realistic but challenging

· Consistent with your overall goals and values

· Consistent with your resources and competencies

· Appropriate given the external environment opportunities and threats

Begin the objective-setting process by reviewing your Situation Analysis (Parts A through D). Then answer the following questions:

MAXIMUM 250 words, for this entire section.
1. Within three years of graduating, what type of work would you like to be doing in the area(s) that you have identified as being attractive to you? (3 points) 
Within three years of graduating and after having gained experience, I would like to run my own optical store, develop my clientele; hire employees, and order equipment and supplies.  (http://www.bls.gov/oco/ocos073.htm). October 3
2. Within twelve months of graduating, what type of work would you like to be doing in the area(s) that you have identified as being attractive to you? (4 points)
Within twelve months of graduating I hope to be an employed optometrist working in a median size optical franchise. From there, I hope to gain experience and learn everything it takes to become a great optometrist. During this period I will be developing my skills in client based relations, management skills, operational skills and everything related to the management and business of optometry. This way, I will be able to be self employed in the long run. 
2. What level of income would you like or need to earn immediately upon graduation and within twelve months of graduation? How much would you like within three years of graduating?  Make sure to properly research salaries in your firm, given your level of education and experience. (5 points) October 3
Pay for optometrists depend on experience and where a person works. Immediately upon graduation I would like to earn approximately $60,000 a year. Within twelve months I will probably still be earning the same salary I have started with however I do hope to gain more. Within three years experience I would like to earn between $69,000 and $85,000 a year. Beyond three years experience I hope to earn between $85,000 and $104,000 a year. (http://www.careers.govt.nz/default.aspx?id0=60103&id1=J25171) 
4. In which countries, provinces, states or cities do you want to work upon graduation? Within twelve months of graduation? Within three years? Make sure to identify the areas that are relevant in your field. (3 points) 
Upon graduating and twelve months after, I would like to work in Montreal in a median size optometry franchise. Within three years, After having put a bit of money aside and armed with a backload, I would like to continue to live in Montréal however I will select a high density suburban mall in a high income residential area where there is a large traffic flow and a decent size rental place where I will open up my own franchise and be a self employed optometrist.

If you have any uncertainties about Questions 1 to 4, how can you clear these up and when will you have them cleared up? (0 points)  Make sure to address this question if you feel that you did not or cannot answer any of the previous four questions above.
I do not have any certainties 
Installment 1 p. 10

