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1. How should PromenAid stimulate the market needs to increase its 
sales revenue to $15.7 million by 2020 ?

2. Should PromenAid change its subcontracting model to self 
manufacturing?
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• PromenAid shall develop new professional B2C/B2B channel including 
special medical stores and CAPS certified contractors.

• PromenAid shall keep current outsource model but keep upgrading its 
products. 
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Analysis
By Ms. Stefanie Lai
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Functional handrails with characteristics of Strength, ease of installation, 
minimal disruption during and after installation, affordability and aesthetics

Patented and Conformed to all accessibility and safety codes

Subcontracting all manufacturing to an aluminum extruder: Traditional+ 
Modern; with five-year warrant.
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Target market: The residential specialty segment
▪ Over the age of 65 years
▪ Mobility impairment

Private households in North America 149,000,000 pcs 

Residential Specialty Segment (30%) 44,700,000 pcs 

Residential Specialty Segment - Total Market Value $ 4,412,397,345 
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Traditional Retail Stores
Current: Brick and mortar stores (120 stores in Canada and 100 sores in the US.)
Options: 25000 home medical equipment dealers in North America

Home Hardware: 1100 independent, owner-operated franchise hardware stores in Canada
online lists of contractors: CAPS

E-commerce
Current: Amazon
Options: Lowe’s e-channels
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No Promotion
No differentiation
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Strong products

Sufficient manufacturing 
capacity

Modulization design

Good Margin

Different channels 
management

Lack of retail experience and 
talents

Require Sufficient Financing 
for implementation

Product differentiation
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Current Channel in N.A. Build up new professional 
Channel in N.A. 

International  
Expansion

Revenue Growth  

Target customer 
relativeness

Marketing investment

IP protection 

Financial risk 
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Alternatives 
Build up own manufacturing capacity
• Abundant outsourcing Manufacturing capacity 

• Small number of SKU

• Many interchangeable parts

• High capital investment needed 

No need to build up own manufacturing capacity!
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Implementations 
– Reach the target customers
By Oliver Wu
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build up 
channel to the 

target 
customer

Promotion, 
advertisement 
and customer 

education

Enhance its 
sourcing 

activities, keep 
upgrading its 

products
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President CEO

CFO/VP 
operations

Development  
manager

Sourcing 
manager

Logistic 
manager

Accounting HR manager

VP sales. & 
marketing

Marketing 
manager

B2C sales 
manager

B2B sales 
manager
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Who schedule

build up channel to the target customer

set up sales channel via professional medical equipment store (online and traditional) B2C sales manager in 6 month

Set up B2B (CAPS certificated constractor) channel B2B sales manager in 6 month

Actions
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Promotion, advertisement and customer education

customer education / advertisement via hospitial, caring center & clinics Marketing VP/ manager continually

Participate Medical device exhibition > 4 times a year Marketing VP/ manager > 4 times/year

Medical sign on the product to differentitate the products operational VP in 3 month

Actions
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Who schedule

build up channel to the target customer

set up sales channel via professional medical equipment store (online and traditional) B2C sales manager in 6 month

Set up B2B (CAPS certificated constractor) channel B2B sales manager in 6 month

Actions

Who schedule

Promotion, advertisement and customer education

customer education / advertisement via hospitial, caring center & clinics Marketing VP/ manager continually

Participate Medical device exhibition > 4 times a year Marketing VP/ manager > 4 times/year

Medical sign on the product to differentitate the products operational VP in 3 month

Actions

Who schedule

Enhance its sourcing activities, keep upgrading its products

improve supplier capability to delivery goods faster/ reduce the lead time operational VP continually

upgrade its product with better materials, further customization Development manager continually

Actions
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Products & 
its function 
well known 
by Doctors

Doctors 
promotion 

for our 
products

Contractors 
use right 
handrails

Fill the 
Channels

Target 
customers 
selection
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Financial Outlook
By Allen Chen
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Risks and Mitigations 
By Allen Chen
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Risks Mitigations

Competitors copy the products Patent protection
Keep upgrading the products

Price conflict between channels Same recommended prices for online and offline B2C 
business

Increased Account Receivables Carefully Manage the B2B business proportion in 
overall business
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Conclusion
▪ PromenAid shall develop new professional B2C/B2B channel including special 

medical stores and CAPS certified contractors.

▪ PromenAid shall keep current outsource model but keep upgrading its products. 


