
 

1 

 
 
 
 
 
 
 
 
 
 

Kenzie’s Learn and Play 
 

Client: Kenzie Meyer 
 

Consultant Team: Bailey Dillon, Zach Eiden, Evan 
Bahler, Matt Kozlowski, Dawson Ford 

 
  



 

2 

Table of Content:  
 
Proposal Letter …………………………………………………………………………...3 
 
External Analysis …………………………………………………………………………5 
 
Internal Analysis ………………………………………………………………………….11 
 
DCFS Rules and Regulations…………………………………………………………...11 
 
How to Apply for Licenses ………………………………………………………………12 
 
Pricing ……………………………………………………………………………………..13 
 
Marketing ………………………………………………………………………………….14 
 
Powerpoint Slides ………………………………………………………………………..22 
 
Time Logs …………………………………………………………………………………28  
 
Weekly Progress ………………………………………………………………………….32 
 
 
 
 
 
 
 
  



 

3 

 
Proposal Letter 

02/06/19 
 
Ms. Mackenzie Meyer 
Kenzie’s Learn and Play 
541 Oak Street 
Minonk, IL 61760 
 
Dear Ms. Meyer, 
 
Thank you for the opportunity for us to work with Kenzie’s Learn and Play in this consulting 
effort. After reviewing the information gathered from our meetings, we have developed the 
following proposal.  
 
Based on our meetings, we understand that you are seeking assistance with the following 
issues: 
 

1.  Pricing:  
a. A: Figure out an improved and updated pricing strategy. The strategy should 

reflect the recent change in moving the day care into an in home experience and 
still interest customers. 

 
2.  DCFS In-home Day Care Strategy: 

a. We plan to give you give you an overview of what the DCFS requirements are for 
an in-home daycare. We plan to discover regulations for the children as well as 
the regulations your home will have to follow structurally in order for you to run 
the business out of your home. 

 
3.  Marketing: 

a. Our goal is to provide you with a marketing plan to help give you a competitive 
advantage over the new competitors in the area. The goal is to reach local 
parents from Minonk and nearby communities and make them aware of the 
offering Kenzie’s Learn and Play provides. 
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We propose to assist you in developing the following: 
 

1. Pricing: 
a. We plan to perform a new break even analysis to reflect the change in building. 

We also plan to develop a new competitive price to help Kenzie’s Learn and Play 
reach the new 2 year goals.  

 
2. DCFS In-home Day Care Strategy: 

a. We plan to understand and develop a list of rules and needed changes for 
Kenzie’s Learn and play to operate as an in home daycare.  

 
3. Marketing: 

a. The marketing plan will analyze the new competitors in market. The next step will 
be to develop mediums and strategies to reach parents and inform them of 
Kenzie’s Learn and Plays offerings and how they stand above the competition.  

 
We look forward to developing our relationship and assisting you to the best of our abilities.  
 
Sincerely; 
 
Bailey Dillon, 
 
Zach Eiden, 
  
Evan Bahler,  
 
Dawson Ford,  
 
Matt Kozlowski  
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External Analysis 
Introduction 
 
 Kenzie’s Learn and Play is a daycare in Minonk, IL that plans on launching in July, 2019. 

Kenzie has made us aware of what she needs us to work on before opening up her new daycare. 

In this external analysis we plan surveying the surrounding area to make sure she has a large 

enough market to sustain her business and be successful. We will also make sure she is informed 

about her local competition. Her competition will be broken down so she will have a thorough 

understanding of who she is competing with. We will start by focusing on what competitive 

advantage she can embrace and how she can make niche more favorable to her market. For this 

report we are assuming Kenzie will be licensed within the next three months as in home daycare 

provider.  

 
Competitors Strategy and Positioning: 
 
Direct: Daycares within the Minonk township.  
 

Jesus-N-Jill’s Daycare is the most prominent daycare within Minonk Il, The daycare is 

currently run solely by Jill. She has to have the same capacity as Kenzie's learn and play due to 

being an in-home daycare. Her age specializations are 0-6 years old and she operates on Monday 

through Friday from 6:00am to pick up in afternoon of last child. Jesus-N-Jill is also religiously 

affiliated and operates on Sundays. She is also using Care.com as a way to market herself to 

customers. This can prove to be a valuable opportunity for Kenzie to utilize the sight as well. 

Jesus-N-Jill also charge around $175 per kid per week.   

Julie’s Home Daycare used to be a major competitor she has recently left the market 

according to Kenzie. The daycare’s exit from the market has created an opportunity for Kenzie to 

prospect the customers that previously had used Julie’s Home Daycare. Though Kenzie is 

constricted to 8 children she currently has 4 and recruiting Julie’s old customers could prove to 

be a big competitive advantage. 

 

Kathy Conroy is the last in home provider of child daycare in the Minonk Township. 

Kathy is licensed and proudly shows her number on her site to give credibility to her business. 

She is also listed on childcarecenter.us as a registered daycare with the government. Kathy is 
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also affected by the 8 children rule and has the same maximum capacity as Kenzie. She is also 

the oldest competition having been licensed in 2009. The people that would go to her daycare 

would be less likely to switch due to the longevity of the business and the trust Kathy has already 

built within the community. She only operates Monday-Friday from 7:00am to 5:30pm. 

  
Indirect: Commercial Daycare, Out of town  
 
 There is one major indirect competitor within the area. The competitor is called Stepping 

Stones Daycare and they are located within the neighboring town of El Paso. Stepping Stones is 

a commercial daycare and offers multiple rooms and facilities that the in home daycares cannot 

offer. The weakness is that Stepping Stones is located 15 minutes away from Minonk and the 

main target market.  They offer toddler, preschool and afterschool programs, and an outdoor play 

area. The quality puts them at the top of the list in terms of facilities. They offer a cost of $200 to 

$40 per day for children 6wks to 15 months. They offer $175 per week or $35 a day for children 

16 months to preschool and $60 per week or $12 per day for k-5th in their after school program. 

Their hours are currently 6:30am-6:00pm.  

 

Simmons Heather is a competitor in the Winona area. She is also an in-home daycare that is 

currently licensed. Unlike other in home daycares she has a specific niche of only having 4 

children. She is also listed and licensed on care.com and Childcarecenter.us giving her a 

marketing advantage online. When looking at recruiting from Winona she is the only listed 

competition Kenzie will face. Due to her only having 4 kids this lowers her impact on the overall 

market and especially in Minonk.  

 

 

 

Key Success Factors 

1. Kenzie’s learn and play will reach out to the other local townships 

2. Kenzie’s learn and play will have a marketing advantage with a competitive 

marketing plan  

3. Kenzie’s will meet all government regulations for in home daycare 
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To be successful in the new in home daycare market that Kenzie’s Learn and play is 

currently heading towards Kenzie will have to leverage her resources correctly in order to grow. 

The resources should be focused towards reaching the other smaller townships that do not have 

access to a daycare in town, using marketing strategies to position the company as the best value 

for parents to send their kids for daycare and finally to meet all government regulations.  

It has become apparent that there are several towns near Minonk in which there are 

children but no daycare facilities for them to go to. Kenzie should reach out to the local towns of 

Minonk, Telulla, Wenona, Dana, and Rutland. By reaching out to these towns the total market 

grow significantly all within a 20 minute drive of Kenzie’s facilities.  

Most of the competition use word of mouth with most in home daycares not utilizing and 

a website or and form of modern marketing. Kenzie can utilize a website and other forms of 

digital marketing such as email to stand out from the other in home daycares. This can be used to 

communicate with parents and inform the community on what Kenzie’s agendas are for the 

children.  

The final key success factor is meeting all regulations. It is imperative that Kenzie meets 

government regulations for an in-home daycare. In order to succeed in this venture and for the 

rest of the report we will inform Kenzie of the requirements and assume she will meet and gain 

her license. By assuming she will receive her license we can begin to develop a plan for her to 

attract new customers and position her as one of only a few licensed day cares in the market.  

 

Strategic Map 
 Below is a map that illustrates where Kenzie’s Learn and Play compares to other 

competitors in the market. In this representation, we have included price on the Y axis and 

Quality on the X axis. The size of the circles represents the size of the business in terms of how 

many kids are at the daycare.  
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Market Size  
https://factfinder.census.gov/faces/nav/jsf/pages/index.xhtml? 
 
 Looking at the 2010 Census statistics in 2010, the population of Minonk, Illinois was 

2,078 and in the listed projections go all the way to 2017 where there is a downward trend to a 

population of 2,006.  Overall, Minonk is a small town, so naturally the amount of people who 

would be going to a daycare is more limited than larger cities. Not only is the population small, 

but the daycare industry relies on younger children (her target is about ages 18 months to 6 

years). Looking at the 2010 census there is only 126 people aged between 0-4 years old. The 

next age range is 5-17 and she would only be able to cater to a fraction of those 425 as most in 

that age range would not require a daycare facility for watching children. On top of that, looking 

through 2000 census records there was over a 14% decrease between 2000 and 2010 of children 

under 5, showing a particularly strong downward trend with younger children. 

Minonk Under 5 years old= 83. 5 to 9 years old =98. 10 to 14 =223. Total is 404 kids. 

Telulla Under 5 years old= 33. 5 to 9 years old =11. 10 to 14 =29. Total is 73 kids.  

Wenona Under 5 years old= 61. 5 to 9 years old =80. 10 to 14 =88. Total is 229 kids. 
Dana Under 5 years old= 4. 5 to 9 years old =10. 10 to 14 =5. Total is 19 kids. 
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Rutland Under 5 years old=3. 5 to 9 years old =10. 10 to 14 =18. Total is 31 kids. 

Total potential customers from all cities is 756 kids.  

 

Porter’s 5 Forces Analysis  

Competitive Rivalry: 

 Competitive rivalry is relatively low for the area around Minonk. For example, one 

competitor is focused exclusively on being religious, while another other competitor’s operating 

hours are not all day. Although, Minonk has a low population, the amount of children in the area 

is much greater than amount of daycares in the area. Therefore, buyers are probably more likely 

using substitutes such as babysitters instead of daycares. If Kenzie convinced customers to 

switch to her she will have less competition rather than parents switching daycares.   

 

Threat of Substitutes: 

The threat of substitutes in the daycare industry is around medium intensity. Substitutes 

could include non-profit organizations, churches, and employer-sponsored childcare facilities. 

Other substitutes could be personal babysitters and stay at home parents. Kenzie will need to find 

out exactly how to advertise to her potential buyers that they should use her service instead of 

substitutes such as a babysitter.  

 

Threat of New Entrants: 
The possibility of new entrants in the daycare industry is relatively high, due to the ease 

of obtaining the necessary licenses and the upfront capital. The number of state-supported pre-

kindergarten programs that are housed in public schools continue to grow. This hurts enrollment 

at private facilities and make it harder to remain financially viable. It is easy to see why there are 

an abundance of daycare services. Even in a small town like Minonk, Kenzie has a decent 

amount of competitors in which she’ll have to compete with. The barriers to entry are a little 

higher than most industries, but using a small business approach and then scaling it will allow 

Kenzie to eventually have a larger market share in her area.  
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Bargaining Power of Buyers: 
 In the daycare industry, buyers tend to have a low power. There are many options within 

the child care industry. Working parents tend to use daycares because they tend to teach their 

kids more than a babysitter would. These buyers tend to flock to businesses that can offer 

products or services that meet their need for a low price. This can sometimes restrict the price 

that a service offers, because many parents will look for the cheaper alternative. However, if 

your services are superior to your competitors via differentiation, you tend to have a bit more 

leeway to charge more of a premium price. There is a slight threat of backwards integration. 

Kenzie intends to provide a food to entice buyers to use her service.  

 

Bargaining Power of Suppliers: 
 The threat of suppliers is relatively low. Kenzie told us that she has most of the supplies 

such as tables and chairs, toys, food, or other standardized products. If a supplier does not work 

in any of these aspects she could easily find another supplier to substitute. Kenzie anticipates to 

get most of her supplies from Sam’s Club. If Kenzie wanted to get supplies anywhere else, there 

is nothing stopping her from changing suppliers. Due to the nature of the industry, there is 

virtually no threat of forwards integration. 

 

Conclusion 
 All in all, the biggest external challenge for any daycare business in Minonk is going to 

be reaching the children in the area that could potentially be watch. With a low amount of 

children, Kenzie needs to have a niche over her competitors. A untapped competitive advantage 

is key to differentiating Kenzie from the competition. Kenzie needs to focus on building her 

brand within Minok and then spreading out farther to the surrounding towns. 
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Internal Analysis  
Kenzie needs a lot of different tangible assets tables, chairs, cribs, mats, toys, office supplies, and 

food. Some of here weaknesses includes not having an official license for an in-home daycare 

from the government. Kenzie also does not have the capital to purchase a building at this time 

but is able to use the in-home daycare to support the business in the meantime. The Other 

weaknesses related to the human capital include the fact that Kenzie can only have up 8 kids 

once licensed and that she currently has no extra labor capital in terms of employees at the 

moment. Her strengths include the her loyalty from current customers who are very unlikely to 

leave for another day care. She also has potential for new clients as she has already received 

requests from new customers on trying to have her look after their kids. Finally her degree from 

Illinois State University in Family and Consumer Science can be leveraged with her years of 

experience to give an honest and knowledgeable reputation within the neighboring communities. 

 

DCFS Licensing Links and Class Certification Course Information 

 

https://www2.illinois.gov/dcfs/aboutus/notices/documents/rules_406.pdf  

Overview of how to get license:  

https://sunshine.dcfs.illinois.gov/Content/Licensing/BecomeLicensed.aspx 

Online Orientation: 

https://hdl.dcfstraining.org/jsp/index.jsp;jsessionid=2A679FD30EB80DAB6BD1EED7E

A0DB4A1 
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Application for License 
a)A complete application shall be filed with the Department of Children and Family Services by 
the supervising agency on forms prescribed and provided by the Department.  
 
b)Contents of Application: 
 

1)A complete application shall include:  
 
A.) A completed, signed and dated Application for Home License;  
 
B.) A list of persons who will be working in the day care home, including any substitutes 
and assistants, and members of the household age 13 and over;  
 
C.) Completed, signed and dated authorizations to conduct the background check for the 
applicants, each employee or person used to replace or supplement staff, and each 
member of the household age 13 and over;  
 
D.) A completed, signed and dated Child Support Certification form;  
 
E.) The names, addresses and telephone numbers of at least 3 adults not related to the 
applicants, nor living in the household, who can attest to their character and suitability to 
provide child care;  
 
F.) A written hazard protection plan identifying potential hazards within the home and 
outdoor area accessible to the children in care. The written plan shall address the specific 
hazards and the adult supervision and physical means required to minimize the risks to 
children. Conditions to be addressed include, but are not limited to, traffic construction, 
bodies of water accessible to the children, open stairwells, and neighborhood dogs; 
 
G.) A copy of high school diploma, equivalent certificate, or degree from a regionally 
accredited institution of higher education or vocational institution; 
 
H.) Proof of membership in the Gateways to Opportunity Registry by the primary 
caregiver and assistants in the home with all educational credentials and pre-service 
training entered into the Registry; I)for an initial application effective January 1, 2014 or 
later, proof that the home has been tested within the last 3 years for radon, as established 
by rules of the Illinois Emergency Management Agency(32 Ill. Adm. Code 422) [225 
ILCS 10/5.8]; and J)lead testing results and mitigation plans when required by Section 
406.8(e) and (f). 
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Website to visit for Licensing: 
 

https://hdl.dcfstraining.org/jsp/index.jsp;jsessionid=2A679FD30EB80DAB6BD1EED7EA0DB4
A1 
 
Local Licensing Office:  
Central Illinois 
401 Brown Street  
Bloomington, IL 61701  
Phone Number: 309-828-0022 

 
Pricing and Reasoning: 

 
We created a excel document for Kenzie to use for her pricing and expenses. She will be able to 
do calculate her expenses and revenues within this excel document. She is able to calculate her 
weekly, monthly, and yearly revenue and factor in her cost such as how many people she is 
paying and how much she is paying people per week. In addition, there is tax taken into account 
that is a rough estimate of the amount of taxes she will likely have to pay when tax season comes 
around. After doing some research and going with a higher price than her competition, we 
decided that the best price would be $275 per week per child. This price is not negotiate with 
buyers and Kenzie should not offer any discounts or rewards to anybody because it could affect 
her reputation if people paid different prices.  However for a first time customer Kenzie can do a 
one month contract for a discount of $100 off. This cost will be $1,000 per month per child or 
$55 per day. This cost is relatively higher than Kenzie’s competition but she will be offering 
discounts which her competition doesn't. These discounts are helpful for capturing customers.  
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DCFS Requirements: 
 

Section 406.8 General Requirements for Daycare Homes 
a.) The physical facilities of the home, both indoors and outdoors, shall meet the following 
requirements for safety to children. 
 

1.) The home shall have a first aid kit consisting of adhesive bandages, scissors, 
thermometer, non-permeable gloves, Poison Control Center telephone number 1(800) 
222-1222 or 1(800) 952-5969. Sterile gauze pads, adhesive tape, tweezers and mild soap. 
 

2.) The kitchen shall be equipped with a readily accessible and operable fire extinguisher 
rated for Class A, B and C fires and a flashlight in working order. 
 

3.) All electrical outlets that are in areas used by the daycare children shall have protective 
coverings. There shall be no exposed or uninsulated wiring.  

 
Section 406.09 Characteristics and Qualifications of the Daycare Family  
a.) No individual may receive a licenses from the Department when the application, a member of 
the household age 13 and over, or any individual who has access to the children cared for in a 
daycare hoe, or any employee of the daycare home, has not authorized the background check 
required by 89 III. Adm. Code 385 (Background checks) and has been cleared in accordance 
with the requirements of Part 385.  
 
b.) Employees subject to background checks may begin employment on a conditional basis 
while awaiting the results of the background check. The employees may not be alone with the 
children until the results of the initial background check have been received.  
 
Section 406.13 Number and Ages of Children Served: 
a.) The maximum number or children under the age of 12 cared for in a day care home by a 
caregiver alone shall be 8. The maximum number includes the caregiver's own children, related 
children and unrelated children under the age of 12 living in the home.  
 
 
Section 406.14 Health, Medical Care and Safety 
a.) The caregiver shall conduct a daily, pre-admissions screening to determine if the child has 
obvious symptoms of illness. If symptoms of illness are present, the caregiver shall determine 
whether to provide care for the child, depending upon the apparent degree of illness, other 
children present, and facilities available to provide care for the ill child. 
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b.) Children with diarrhea and those with a rash combined with fever (oral temperature of 101 
degrees Fahrenheit or higher or under the arm temperature of 100 degrees Fahrenheit or higher) 
shall not be admitted to the day care home while these symptoms persist, and shall be removed 
as soon as possible should these symptoms develop while the child is in care. 
 
c.) A medical report, on forms prescribed by the Department, shall be on file for each child, on 
the first day of care, and shall be dated no earlier than 6 months prior to enrollment. 
 

1) The medical report shall be valid for 2 years, except the subsequent examinations 
for school-age children shall be in accordance with the requirements of Section 
27.8-1 of the school code provided copies of the exam are on file at the facility. 

 
Section 406.16 Activity Requirements:  
a.) The caregiver and parent shall discuss the child's health, development, behavior and activities 
to ensure consistency in planning for the child. 
 
b.) The daily activities shall be well-balanced and geared to the needs of the children served. 
 

1.) The activities shall be informal, providing a family atmosphere that promotes the 
physical and emotional well-being of the individual. 

 
2.) Children shall be encouraged to participate in age appropriate household routines such 
as preparing food, setting tables, and cleaning up. 
 
3.) Regularity in routines such as, but not limited to, eating, napping, and toileting, with 
sufficient flexibility to respond to the needs of the individual shall be provided. 
4.) A balance of active and quiet play shall be provided. 
 
5.) There shall be activities, both indoors and outdoors, in which children make use of 
both large and small muscles. 
 
6.) There shall be a variety of chores and activities at the child's developmental level. 
 
7.) Each child's individuality shall be respected and a sense of self and development of 
self-esteem shall be encouraged. 
 
8.) Children shall not be left unattended and supervision shall be provided at all times 
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Section 406.17 Nutrition and Meals 
a.)Food requirements for children between birth and the age of eating table food shall be geared 
to the individual needs of the child and determined by consultation with the parents. The facility 
shall provide one-third to two-thirds of the daily nutritional requirements, depending on the 
length and time of day of the child's stay. The main meal shall be nutritionally balanced 
conforming to age appropriate portions and variety as reflected in the Meal Pattern Charts, 
Appendices A and B.  
 
b.) Children one year of age and older in attendance for more than 2 but less than 5 hours shall 
be served a mid-session snack consisting of one-half cup of pure fruit juice or full-strength 
canned or frozen fruit juice that contains at least 30 milligrams of Vitamin C per serving, or one 
to one-half cup of pasteurized milk, or one serving of citrus fruit.  
 
c.) Children one year of age and older in attendance 5 to 10 hours shall be served at least one-
third of their daily food requirements, which shall include a well-balanced, nutritive meal. 
Occasional picnic-type meals may be substituted for a main meal. Mid-morning and mid-
afternoon snacks consisting of fruit, fruit juice, or pasteurized milk (as prescribed under 
subsection (c)) shall be included. Children in attendance for over 10 hours shall be served food to 
provide at least two-thirds of their daily food requirements. Two meals and the supplemental 
snacks will meet this requirement. One of the meals may be breakfast or supper, depending on 
the time the child arrives or departs.  
 
d.) Children under one year of age who are no longer drinking formula or breast milk shall be 
served whole milk unless low-fat milk is requested by the child's physician.  
 
e.) Children shall be served small servings of bite-size pieces. 
 
f.) All meals shall be suitable for children and prepared by methods designed to conserve 
nutritive value, flavor, and appearance.  
 
g.) Children under 2 years of age shall not be fed whole berries, hard candies, raisins, corn 
kernels, raw carrots, whole grapes, hot dogs, nuts, seeds, popcorn, or raw peas, as these foods 
may cause choking.  
 
h.) Cooked carrots, corn, peas and bananas may be served to infants only if mashed, grated or 
pureed  
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Marketing Plan: 

 

Overview:  

In this section we will be talking about a few different marketing tactics we feel will work out the 

best for this type of business model. We will first cover the goals of the marketing plan and then 

we will then define the target market. For actual marketing campaigns: a flyer marketing plan,  

Facebook marketing steps, ideas for starting a professional website, and finally search engine 

optimization (SEO). 

 

 

Goal: 

In order to set Kenzie’s learn and play up for success. We have positioned her to take control of 

the digital and physical competitive advantages she has. We plan to lay out a plan that will allow 

her to keep up with her competitors and help with new client generation. After a strategic 

analysis of her business we found that the best mediums for her to promote her business would 

be through Facebook, Google SEO, having a website, mail marketing and being listed on Yelp 

and care.com.  

 

Target Market: 

Minonk Under 5 years old= 83. 5 to 9 years old =98. 10 to 14 =223. Total is 404 kids. 

Telulla Under 5 years old= 33. 5 to 9 years old =11. 10 to 14 =29. Total is 73 kids.  

Wenona Under 5 years old= 61. 5 to 9 years old =80. 10 to 14 =88. Total is 229 kids. 

Dana Under 5 years old= 4. 5 to 9 years old =10. 10 to 14 =5. Total is 19 kids. 

Rutland Under 5 years old=3. 5 to 9 years old =10. 10 to 14 =18. Total is 31 kids. 

Total potential customers from all cities is 756 kids.  
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Flyers: 

Flyer marketing is a great place for Kenzie to start because it is cheap and her location isn’t very 

large, in turn she will be able to post these flyers within a couple of hours. We recommend using 

the website https://www.fiverr.com, which is a freelancing website where one can get a 

professionally made flyer from as low as $5. It would be important to note that the more the flyer 

cost, the more likely the business has completed more orders. Although, I personally have used 

the business and I haven't spent over $15 for my needs and they all turn out looking great. 

Locations to promote the flyer: Gas Stations, School Offices, Dentist, Doctors, Rec Center, Post 

Office, Town Hall, Markets, and Restaurants.  

 

Facebook:  

We have decided that Facebook marketing will be one of the most efficient ways to market the 

daycare. We believe this to be true because most people in today's world have a Facebook 

account and with the ability to target certain markets in her region will prove to be a very 

sufficient tool for attracting business. With Facebook, you can select the type of ad you would 

like to run, how long it runs, and create a monthly budget as well. 

 

After our last meeting with Kenzie we had told her that it would look more professional is she 

has made a new Email address as well that is associated strictly with the daycare. This will help 

keep her accounts organized and will hold professional value to her customers. She will then 

need to create a business page for the daycare with the email and website linked to this page.  

 

Once the page has been created and filled with all the proper information she can then promote 

this business by clicking the promote button.  
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She will then need to create the add that the consumers will see on their Facebook feeds. 

Following that she will need to select the target market by selecting all geographic locations 

closest to her business and selecting proper demographics. 

 

Finally Kenzie will need to set a budget and the duration she would like the add to air with her 

credit card information being the last step. Below is a step by step guide on how to create a 

Facebook ad from start to finish. 

https://www.youtube.com/watch?v=sxgDwSto3mM 

 

Facebook also give the option to run an A&B marketing campaign. This is when you can run two 

separate campaigns in order to find which kind of advertisement works the best. For example, 

you could consider running an advertisement with the included demographics, and then one 

without any demographic information. We highly recommend starting with this tactic to increase 

the potential reach of the advertisement. Once the ad has ran you can then see what one you 

would like to delete, pay more for, or refine. 
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Website: 

We are recommending that Kenzie’s Learn and play create a simple website with a home and 

contact pages. The home page serves as a way to introduce potential customers to learn more 

about Kenzie’s business. We recommend placing pictures of kids with the parents’ permission 

along with proof of licensing on the home page. If the parents are against having their kids 

pictured on the site you can easily switch them with stock photos. We believe that she should 

purchase a Wix unlimited for entrepreneur plan for $14 a month. This includes a domain along 

with a easy to use site building tool, Google SEO optimization, and $300 in ad vouchers. Most 

of her competitors do not have their own websites and this would be a great way to prove 

integrity and that she is a reputable business when looking at the other local competitors. The 

Wix site also allows for simple SEO integration. Once listed on Google Kenzie should apply and 

to be listed on Care.com and Yelp.com. Her website would strengthen her admissions and 

make it possible to link between sites.  
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Example Plan: 

 

(this is what the recommended plan looks like) 

 

Google SEO: For Kenzie’s business we are recommending that she utilize the SEO functions 

that come with the WIX site. Wix utilizes a tutorial that allows owners to set their site up to be 

used positioned at the top of google. By following the tutorial she will be able to be positioned 

onto the top of google results within her area.  

 

After creating her site we recommend she utilize the keywords of Minonk, daycare, El Paso, in-

home daycare, and Licensed daycare service. The goal of these keywords are to relevant to 

parents with children in the area. By having licensed associated with her page she is perceived 

to have a good reputation within the minds of her customers. The works Minonk and El Paso 

help with the geographic relevance of her ads and keeps them from being show to people 

outside of her target market.  
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After setting up the basic SEO through WiX, the next opportunity would be to use the AdWords 

platform to advertise her site. For creating her account it should only be done after the WIX 

tutorial is done so that she can use the same keywords in her search engine optimized ads if 

needed. Since most businesses do not use AdWords we are recommending she only spend 

$10 since it would put her ads above everyone else who only use organic website content. 

 

 

 

 

 

Presentation Slides 
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Time Logs: 
 
 
January 27th- February 1st 
Zach emailed Kenzie Meyer and the email failed to reach her due to her not going to ISU 
anymore. Zach then tried to give her a call which was unanswered, so he left a voicemail. Kenzie 
replied to us on January 31, to discuss a meeting time for next week.  
 
In addition, we have spent some time researching the external forces for daycare facilities.  
 
Client Time: 0 minutes 
Prep. Time: 60 minutes 
 
 
February 2nd- February 8th  
We set up phone call with Kenzie to introduce ourselves and to talk about problems that she is 
facing. In addition we have scheduled an in person meeting with Kenzie on Monday to go into 
more detail about what she is expecting from us. In addition, we have created a proposal letter 
for Kenzie to review.  
 
Client Time: 10 minutes 
Prep. Time: 50 minutes 
 
 
February 9nd- February 15th  
This week we have met Kenzie in person and got some feedback about our proposal letter. She 
accepted the proposal letter and told us to focus mainly on number two and three. In addition, 
she told us some things that are good to know about her business such as once she gets licensed 
she can have 6 kids for every adult and once she gets commercially licensed she can have an 8 to 
1 ratio. Furthermore, we are going to start doing research about  DCFS In-home day care 
requirements and marketing. 
 
 
Client Time: 35 minutes 
Prep. Time: 60 minutes 
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February 16th- February 22nd 
This week we have finished the internal analysis for Kenzie’s daycare. We have learn more 
about the internal factors that could help and hurt her daycare business. In addition, we sent 
Kenzie a link to the rules in regulations for her to get the licensing that she has been looking for.  
 
Client Time: 5 minutes 
Prep. Time: 30 minutes 
 
February 23th- March 1st 
This week we scheduled a meeting to discuss with Kenzie about her pricing strategy and some 
rules and regulations that she needs to follow to get the license. This week we did some more 
research about a particular price Kenzie should set, that would attract her potential buyers and 
make her a reasonable stream of revenue. We put together an excel sheet for Kenzie’s startup 
expenses and annual costs. Also we included revenues that she can make with the price we set 
that she can change anytime. All of the excel numbers have formulas in certain cells so she can 
play with the numbers and figure out what works best.  
 
Client Time: 5 minutes 
Prep. Time: 60 minutes  
 
March 2nd - March 8th 
This week we discussed possible marketing ideas that we should do for Kenzie’s daycare. We 
have previously discussed using social media as a place to advertise. That being said, we would 
like have Kenzie create a Facebook page that she could have all the parents follow and get 
updates about what their kids will be doing. In addition, we would like to have some sort of 
banner or something that is not finalized yet that she could advertise for adults from the age of 
25-40 to see. We are also going to write a brief overview about what Kenzie should be aware of 
if she is going to get licensed.  
 
Client Time: 0 minutes 
Prep. Time: 40 minutes 
 
 
 
 
 
 
 
 
March 18th - March 22nd 
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During this week we met with Kenzie and focused on narrowing down DCFS rules/regulations 
that will definitely apply for Kenzie’s daycare. We gave her the excel document for her helping 
to show her income and expenses and described to her how to use it. We gave Kenzie a list of 
exactly what she needs to make sure she does to follow the rules to keep her business running. 
We also discussed the steps required for her to get the correct licensing. She was wanting to get 
licensed as soon as possible so we helped her with some tasks that she needs to do.  
 
Client Time: 20 minutes 
Prep. Time: 60 minutes 
 
March 23rd - March 29th 
This week we have worked on marketing ideas for Kenzie. We decided to create a wix website 
for her that will help her capture the customers to use her service over competitors. In addition, 
we plan on finding out the cost to do mail advertising to advertise to her audience around the city 
of Minok. We also plan on doing some social media advertising ideas for Kenzie. In addition, we 
emailed her a list of links of absolutely everything she needs to do before she gets licensed.  
 
Client: 10 minutes 
Prep. Time: 90 minutes 
 
 
March 30rd - April 5th 
During this week we have finished up the market segment for Kenzie’s daycare. We have created 
a wix website that she will be able to use for free and be able to purchase a domain and edit the 
website if she ever wants it in the future. We also encourage Kenzie to create a Facebook page 
that she could share of phone number and website to gain more potential customers.  
 
Client Time: 0 minutes 
Prep. Time: 60 minutes 
 
April 6th- April 12th 
This week we have finished up the presentation for class. We also told Kenzie that she should 
create a website and that we will help her with any that she needs. We started to put everything 
together in a document and try to get ready to finalize a copy for Kenzie. We started to edit some 
of the paragraphs to help us be ready for turning in a final copy of the consultant plan.  
 
Client Time: 0 minutes 
Prep. Time: 35 minutes 
 
April 13th- April 19th  
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This week we revised the final presentation to be able to present to Kenzie. In addition, we are 
currently revising the final paper and putting everything in place to show Kenzie everything that 
she needs to know once finished.  
 
Client Time: 0 minutes 
Prep. Time: 60 minutes 
 
April 20th- April 26th  
This week we have finished the presentation and finished the final paper. We have also set up a 
date and time for the final presentation. We have finished all of the needed materials to present to 
Kenzie. We also have been practicing presenting the PowerPoints and revised the final paper. 
 
 
Client Time: 0 minutes 
Prep. Time: 50 minutes  
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Weekly Progress: 
 
January 27th- February 1st 
What we accomplished: 
Our goal this week was to get ahold of Kenzie and get together a proposal letter based on 
information given to us by Kenzie. We have done some external research about daycare facilities 
and have found a lot of useful information while we are waiting for Kenzie to respond to us.  
 
Follow up: Kenzie responded to us and we are scheduling a phone call meeting next week. 

What’s in progress: 
We have done research on external factors because Kenzie has yet to respond to our messages 
via email, phone, and text messaging. However because we haven't been able to set up a meeting 
with her we are not able to create a proposal letter yet. Each day, we have tried a new method of 
reaching her. We have a scheduled meeting with Kenzie for week two.  
 
What still needs to be done before the student consulting project is completed: 
We need to get ahold of Kenzie and set up a meeting to talk about a proposal letter such as 
discussing a price, and possibly a break-even analysis for her business.  
 
February 2nd- February 8th  
What we accomplished: 
Our goal this week was to get into contact with Kenzie to discuss some problems that she needs 
help with. Also, once we have some problems we plan on creating a proposal letter to discuss 
how to implement solutions for the problems.  
 
What’s in progress: 
We have finished the proposal letter, and we are waiting to give it to Kenzie to review and accept 
it or to deny it and make changes. We will be discussing the proposal letter with Kenzie on 
Monday next week.  
 
What still needs to be done before the student consulting project is completed: 
We need to do more research about the problems Kenzie is facing such has her price compared 
to her competitors. We also need to find a niche that we could market to compete with her 
competitors.  
 
 
 
 
February 9nd- February 15th  
What we accomplished: 
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We accomplished having an in-person meeting with Kenzie to discuss the proposal letter, which 
she accepted. She gave us some information regarding the past consulting work she had done and 
told us that it will be different from last years. We also have done some research into the DCFS 
requirements about having a daycare inside a house. We have also tried to come up with 
marketing ideas about how to advertise her business and how she might be able to stand out from 
competitors.  
 
What’s in progress: 
We still need to discuss with Kenzie if there is a budget that she would like us to work with for 
advertising the daycare. Also, we still researching the internal factors for the daycare industry. 
 
What still needs to be done: 
We need to research external factors and figure out some things that could help or hurt Kenzie’s 
daycare.  
 
February 16th- February 22nd 
What we accomplished: 
This week, we have finished the internal analysis and found all of the factors that help us analyze 
Kenzie’s’ daycare business and how she should run it. In addition, we listed some weaknesses 
that Kenzie should have solutions to before she goes forward with anything else.  
 
What’s in progress: 
What we are still doing currently is trying to figure out what set price Kenzie should have that 
helps her be affordable to the parents and want them to use her service over the competition.   
 
What still needs to be done: 
We still need to do a DCFS checklist for things that Kenzie must be aware of about how to run 
her daycare business legally in Illinois. In addition, we need to narrow down a set price per child 
that competes with Kenzie's competition and is affordable for parents. Lastly, we need to help 
figure out the best ways to help Kenzie advertise her daycare service and possibly help her with 
some content.  
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February 23th- March 1st 
What we accomplished: 
This week we have worked on narrowing down a specific price for Kenzie to charge her 
customers. Kenzie has told us that she would like to have a more expensive daycare price 
because of the level of service that she will be providing. We factored in her competitions’ prices 
and the average cost per month of daycares around Illinois to try to determine a specific price 
that Kenzie would be interested in keeping. We also found the necessary url links for Kenzie to 
use, so she can get licensing for her business. We also looked at all of the costs Kenzie will have 
annually as well as potential revenue. With the excel spreadsheet, she is able to make changes to 
the sheet as needed and it will change the income and expenses.  
 
What’s in progress: 
We still are brainstorming some marketing ideas for the business. We are more concerned with 
the content of the advertisements than the form of advertising. We are still in progress of finding 
the most effective form of marketing for a daycare.  
 
What still needs to be done: 
We still need to figure out some marketing ideas for Kenzie’s Daycare. Furthermore, we are still 
figuring out some things that Kenzie might not have been aware of with running a daycare.  
 
March 2nd - March 8th 
What we accomplished: 
We accomplished some brainstorming ideas for Kenzie’s marketing. We also, added some 
finishing touches on the excel document where she is able to input data to tell her yearly revenue 
after taxes, cost of employees and monthly costs. Our goal this week is to finish up some 
marketing ideas and then meeting with Kenzie to discuss the information. 
 
What’s in progress: 
We are trying to research and find the most effective forms and types of advertisements that 
would be best for Kenzie’s business. We are finalizing a DCFS quick checklist about stuff 
Kenzie must do to obtain her license.  
 
What still needs to be done: 
We still need to come up with a specific price that Kenzie is completely willing to accept. We 
need to finalize an action plan for advertising her business. We are all In addition, we need to 
create a final presentation to present to Kenzie.  
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March 18th- March 22nd  
What we accomplished: 
This week we finished typing up the rules and regulations that are expect from Kenzie’s daycare 
service. In addition, we gave Kenzie a list of exactly what she needs to make sure she does to 
follow the rules to keep her business running smoothly. We met with Kenzie and provided her 
with the information such as the local licensing office and a web page link for her to do 
orientation so she can get a better understand about what is required from her. We also discussed 
with her some strategies she should incorporate with her business.  
 
What’s in progress: 
We still have to decide some marketing tactics for Kenzie’s daycare. We have a few ideas but we 
are still trying to find the most effect form of marketing and we might go talk to another daycare 
in a different location to ask them what works best for them.  
 
What still needs to be done: 
There is not much left to be done but finishing up the marketing part and possibly help her create 
a website or help with her actually getting licensed.  
 
March 23rd - March 29th 
What we accomplished: 
We sent a list of links to tasks that Kenzie will need to complete before applying for the license. 
In addition, we have completed some marketing ideas for Kenzie. We decided that we will create 
a website for Kenzie and have other marketing ideas and suggestion for her to capture some 
business.  
 
What’s in progress: 
We are creating a website for Kenzie and trying to help her finalize a name for her business since 
she is debating about a few names.  
 
What still needs to be done: 
We just need to finish some marketing tasks for Kenzie and help her finalize a name for the 
business. In addition, we could help to her to legally establish the name so that no one can steal 
her name.   
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March 30rd - April 5th 
What we accomplished: 
We created a website for Kenzie’s daycare using wix.com. Kenzie is now able to give potential 
clients a website to visit for more information about her service. We have ask Kenzie to fill out 
her website and if she has any questions to ask us for some help. However, once Kenzie has 
established one unique name for her business then she should purchase a domain with a .com so 
that is more professional for potential customers. In addition, we are working on a rough draft of 
a presentation for Kenzie’s daycare. 
 
What’s in progress: 
We are working on a presentation for Kenzie’s daycare. This presentation will go over the key 
points that we have focus on, while working with Kenzie. 
 
What still needs to be done: 
We need to finalize some stuff for Kenzie such as making sure she gets registered so as possible 
and working on helping her get an understanding about how to run a business. She is not a 
business major and she seems like she doesn’t know much of the basics to help her start a 
business so we would like to have her ask some questions that she might be struggling with.  
 
April 6th- April 12th 
What we accomplished: 
We accomplished finalizing the marketing plan. We also talked to Kenzie about designing a 
website and if she needs help that we will help her. In addition, we finished up the presentation 
to present to class to discuss a bit about how we helped Kenzie with her consulting work. 
 
What’s in progress: 
Currently we are finishing up writing the marketing plan in the final paper. The final paper 
contains everything that Kenzie wanted help with. 
 
What still needs to be done: 
We still need to write an executive summary to finalize the paper for Kenzie to review.  
Write an executive summary and Edit the final paper. 
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April 13th- April 19th  
What we accomplished: 
We have revised the PowerPoint presentation to present to Kenzie as a final overview of 
everything we helped her with. Kenzie asked for us to work on pricing, marketing, and DCFS 
requirements for  home daycare. We have done everything Kenzie asked for and a little more so 
we are finishing finalizing everything to be able to give Kenzie  a formal document of our 
consulting work.  
 
What’s in progress: 
Currently we are still working on finalizing the final paper to be given to Kenzie. 
 
What still needs to be done:  
Nothing else needs to be done, other than finalizing the paper and the presentation.  
 
April 20th- April 26th 
What we accomplished: 
This week we have accomplish finishing the end of semester report, final presentation 
PowerPoints, and the final paper. We have finished all of the needed materials to present to 
Kenzie. We also have been practicing presenting the PowerPoints and revised the final paper. 
 
 
 
 
 
 
 
 

 
 
 
 
 


