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Strategic Plan Part 1: New Service
Many of us never realize how much we take for granted heating and cooling in today’s modern society. Truth is, we usually do not notice heating and cooling until the temperature is not to our desire. My current employer, Landover Cooling Tower Service, has the responsibility of servicing commercial and industrial properties water cooling systems; Specifically, cooling towers. This critical piece of equipment air cools water which allows a buildings cold air chiller units to produce air conditioning throughout the building. Currently, Landover CTS service department performs mechanical work, complete refurbishments, replacements, and physical cleanings. 

As a prior heating and cooling water treatment technician I propose to create a water treatment division of Landover CTS. This new division’s focus would be to provide quality water treatment and allow customers a maximum return of their investment in us by increasing mechanical equipment’s lifespan and maximizing water usage, while minimizing energy usage. 

Customer Needs and Competitive Advantage

This division would address the customers financial and operational needs by offering competitive pricing and quality service. “Managers can expect treatment costs for a 1,000-ton cooling-water system to be $10 per ton per year or $5,000 per year. Condenser-tube fouling can significantly increase energy cost. A film thickness of 0.0005 inch will increase energy use by 4 percent, while a film thickness of 0.003 inch increases energy use by more than 22 percent. Clearly, spending $5,000 per year on treatment is a smart purchase.” (Decisions, "Water Treatment as Insurance - Facility Management HVAC Feature"). The typical system tonnage size our current market of NJ/NY is 5,000 tons, which means that the average chemical treatment cost is $50,000. 
With that cost in mind it’s easy to see why customers look at the full picture of what type of water treatment program they would be purchasing. There is a saying that goes “you get what you pay for” the same goes for water treatment. Although the average cost may be $50,000 the average water treatment company has become negligent in the quality of service they provide. This negligence results in increases of energy usage, chemical usage, and water usage, thus the customer sees no return of investment on their investment of a water treatment provider. We would take advantage of this negligence by delivering a lower cost treatment program combined with our full service capability to offer a one stop shop for all cooling tower needs. Where we would differ from many providers is our option of a non-chemical water treatment option for facilities that are unable to use certain or any chemicals but still need to care of the equipment.
Vision Statement
Our vision is to become the premier one stop shop for all cooling tower needs. A customer can find a mechanic anywhere with one phone call. Our goal is to be the difference. Our company motto of “The Cooling Tower Doctors” must be the foundation of each relationship with our customers. The truth is that anyone can go to the local drug store with a hope to cure their self-diagnosis of a common cold and hope the various over the counter medications they purchase will help, but when you want a no nonsense no time wasted diagnosis and cure you visit the best doctor you know. We want to maintain that high standard to allow customers to see what quality service really is. We pride ourselves on the image we present. While union workers have mismatched clothing with no grooming standards we maintain a professional look by requiring our employees to be facial hair free, well groomed, and wearing only issued company uniforms fit for all weather seasons. By maintaining these standards, we as a company and division are sure to grow as time progresses.
New Values Aligned with Old Values

This new division within the company will maintain the same values as the current company by following all current company policies. We will also operate out of the same building to ensure that the current service department and the new water treatment division does not grow on two separate paths but rather they both grow together, exhibiting the need for each other. The company will continue, for both divisions, its tradition of annual holiday parties, 1-months pay for Christmas bonus, an employee profit sharing program, and our annual family invited/paid for 4-day cruise. By continuing with these traditions we will show our employees that they are valued and the backbone of our company. 




Strategic Direction
The initial direction of this division will be to upsell all existing customers into a 3-5 year water treatment contract. This will establish a base line of revenue for the new division and minimize the amount of financial draw on the company’s profits as a whole. After establishing contracts with existing customers we will focus on new construction projects. New construction projects allow us to partner with general contractors and get the first foot in with new buildings which generally have less concern for financial restraints. This tactic allows us to attack on multiple fronts for high cost treatment contracts while keeping one major customer rather than being spread all over the battlefield for many low cost treatment contracts. These strategies are guided by our company’s values because while the contracts could be signed, without capable, ready, and committed employees we would be just another water treatment provider. Fortunately, our employees are the difference between us and the next guy.
Guiding Principles
Culture

Our new division will be founded on teams of technicians who are self-reliant and self-dependent. This will keep the existing culture of “Employees First”. This new division will be investing in its technician’s certifications and educational courses to have knowledgeable and capable certifications. We will also be offering various trade classes for our existing service department.

Social Responsibility

Currently, social responsibility is not something we excel at. We plan on changing that by offering non-chemical water treatment to customers to help protect the environment. We will also be continuing our annual fundraising for “No Shave November” where for the month of November all employees who would like to grow facial hair must donate a minimum of $100 to prostate cancer research and the company will match each dollar that is donated. 
Ethics

This new division will have transparency at its foundation in order to show customers we have nothing to gain from lies. This transparency will apply to the full length of the law as well as what is morally correct.
Conclusion 

In conclusion, we have to establish a new division that will show themselves to be different. With the new division, we will take hold of an existing market and set the new standard for the water treatment industry. This is a great opportunity not only for the company and employees but also a great opportunity for our customers who are currently seeing financial resources leave without any return on their investment.
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