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Dear Mr. Ginnaty:
We met with the President, Mike Hagemeister, of Vintage Gardens on March 3rd, 2005 to discuss the process for consulting.  During the first meeting we introduced ourselves as the consultants and had an in-depth discussion on Vintage Gardens’ history.  Mike Hagemeister and his wife, Christy Hagemeister, explained they requested consulting for their company Vintage Gardens due to their lack of business knowledge and education.  They wanted us to evaluate the company as a whole and were ready to receive any critical feedback for improvement.  

After the first meeting, we brainstormed their ideas on the areas Vintage Gardens needed consulting in to help build a successful future for the company.  We concluded that Vintage Gardens needs improvement in the following areas:

The first improvement was the financial areas.  We learned that Mike and Christy did not know how to read and understand the importance of the company’s financial statements, how to calculate the cost per unit for their products and also how to price products.  The financial history of the company shows that it barely makes enough to get by month by month.  Frank Zarkos looked into these areas recommending to keeping track of raw materials & finished goods at year end, enforce a strict credit card policy to increase A/R Turnover, review sales by item summary to find profitable items, and adjust pricing calculation to increase profits. 

The second areas were the internal & external issues in the company and to implement a branding strategy.  For the internal & external issues, Dayna Gaboya did an S.W.O.T. Analysis to help evaluate the company.  Dayna recommended that Vintage Gardens maintain their strengths to sustain a competitive advantage; improve or eliminate weaknesses; cash in the opportunities and eliminate or avoid threats.  The ultimate threat Vintage Gardens must eliminate is the O.S.H.A. non-compliance.  It was strongly stated that O.S.H.A. non-compliance can result to shut the business down or possible law suits from employees.  She also learned that the there was no current branding strategy and they did not know their target market.  Vintage Gardens can get brand recognition and build brand loyalty by developing a mission statement, logo, & slogan and keep a consistent theme with colors and fonts when promoting the company. 

The third areas were the marketing strategy and the sales representative standards currently being used.  Danhya Alvarez-Barraza created a sample sales agreement to help Vintage Gardens set standards with the sales representatives.  She also gave a few tips how to hire and what to look for in a sales representative.  It is very important who they have representing their company because it will portray a brand image to the consumers.  Danhya also evaluated the catalog with suggesting a few alternatives to improve it and some additions as well.  She emphasized that it is very important that Vintage Gardens knows its competitors to stay ahead of the game.

The last areas that needed consulting were the management and employees’ habits.  Erin Schuster noticed that the employees did not clock in and out; they worked when they wanted to work.  She also noticed that the owners did not know how to manage time and how to manage their employees.  Erin recommended the owners to immediately obtain worker’s compensation insurance to protect themselves and the company.  She also suggested that a time clock be installed to keep an accurate record of employees’ work time.  Erin did an evaluation to see which is most beneficial to the company, if it had hourly or salary employees.  After careful evaluation, she concluded that the most beneficial was to set up employees as regular non-exempt hourly employees.  Erin strongly recommended that time management habits need to be practiced by both owners in order to run the business smoothly.  She recommended to set-up a written schedule with goals, and to attempt to accomplish each task daily and to utilize an inventory control checklist that she provided.

During the consulting time we spent with the client, we saw a strong future for Vintage Gardens.  For Vintage Gardens to establish this successful future, the owners must improve most of what was recommended.  The first and foremost area of improvement we recommend as consultants is for the owners to invest time to learn how Vintage Gardens can comply with its regulations to protect the company’s future and the owners.

Sincerely,
_________________________
_______


Dayna Gaboya (Group Leader)
Date



Extraordinary Consultant 
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