To: 

Jacob Morgenstern

From: 

Roberta Edwards

Subject: 
Expanding Our Coffee Market

Though our sales for all coffee products are high, we're always looking for ways to improve our bottom line. Here's an idea we might want to discuss at our next marketing meeting.
We established our niche in the market by restricting sales only to corporate clients. This policy has worked very well for us because it is a strong selling tool; corporations like buying a product that can't be purchased by private consumers.
However, I am getting more and more inquiries from customers who want to put a brewer in their homes. They are disappointed to hear that they cannot buy our brewers because they don't own a corporation. In the past, our policies worked very well because they have firmly established us in the corporate market. However, we no longer need that restriction now that we have enough loyal customers who won't care if we expand.
By developing a home market, we can be ahead of the game in case other “Starbuck quality” brewers come on the home market. We can afford to enter this market by changing some of our “sampling” policies.
Let me know what you think and whether we can address this idea at our next marketing meeting. I will be happy to work out a more detailed proposal or head a team to do market research.

