
Fit to View™
! Document:! Marketing and Sales Plan
! Client:! Melvin Huell, Jr.
! Prepared by:! Doug Foster
! Date:! 30 December 2011
! Version:! 1.0

the Idea Mechanics: We Help People Sell™
1773 NW Maynard Drive

Cary, NC 27513-3186
Phone: (919) 373-4311

http://theideamechanics.com



TOPICS
• Approach – Convince Me!™
• Short Story – Five sentence elevator pitch
• Problem – What is the problem? Fit.
• Solution – What is the solution? Adjustable fit.
• Differentiation – What makes it unique? Simple design, no competitors.
• Value – Why will a buyer buy it? Professionalism.
• Market – How much opportunity: when, and where? $1M US retail by 2014.
• Pricing – How much should it cost? $100 per garment.
• Sales – How much will it cost to sell? $12 per garment.
• Support – How much will it cost to support? $10 per garment.
• Branding – Who are we? Fit to View™
• Competitors – Who could be our competitors? Current state-of-the-art.
• Targets – Who should be our customers? Embalmers.
• Influencers – Who can convince others to buy? Restorative arts educators.
• High Volume Opportunities – Who are the BIG buyers? The big four.
• Fulfillment – How do we deliver it? Direct order website, contract fulfillment.
• Distribution – How can we scale fulfillment? Partner with suppliers.
• Strategy – How do we sell? Find, Educate (Plan,Tell, Show, Try, Satisfy), & Foster.
• Actions – How do we get started? Next steps.
• Appendix

APPROACH
Convince Me!™

Figure 1

On the left of Figure 1 are the four phases of a sales cycle: find customers, educate 
them, ask them to buy, and build a long term relationship that turns them into repeat 
business. The second phase – Educate – is the most critical in any sale.

On the right of Figure 1 is Convince Me™: the five steps of customer education. As a 
seller your first step is to Plan a trip for your buyer. You need to get them from their 
Point A (“where” they are) to your Point B (buying your product, service, or point-of-
view). This marketing and sales plan is your roadmap.

Your sales and marketing plan is like a story. You need to ask seven questions: what, 
why, how much, when, where, who, and how.
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SHORT STORY
Five sentence elevator pitch

Fit to View™ is a patented (US 8065745), engineered, and field-tested body garment 
bringing a new degree of professionalism to embalmers in the restorative arts. 
Exceeding $1million in sales by 2014, the upper-body garment is infinitely adjustable 
and without competitors. Adding less than $100 to the cost of body preparation for final 
viewing, the garment is available for direct order from Fit2View.com. Evaluation, 
educational, and volume discounts are available. Contact info@Fit2View.com for more 
information.  

PROBLEM
What is the problem? Fit. When a person dies after an extended illness such as 
pancreatic cancer, they can have lost as much as 50% of their healthy body weight. 
Family of the deceased may request they wear a familiar, favorite dress or garment for 
final viewing at the funeral – one they remember the deceased in when they were 
healthy. As an expert in the restorative arts, it is the embalmer who is responsible for 
properly fitting the apparel. 

Current state-of-the-art relies on using a variety of every-day items (such as 
magazines), materials (assorted fillers and stuffing) and ad-hoc techniques to partially 
restore body shape under a final viewing garment. Somewhat functional, this approach 
does not promote the high degree of professionalism and respect for which licensed, 
practitioners of the restorative arts constantly strive. In addition, a high degree of risk is 
introduced. If a relative embraces the departed in moment of extreme grief, poorly 
placed shaping materials may become displaced.

SOLUTION
What is the solution? Adjustable fit. Melvin Huell Jr., a practicing embalmer, invented – 
and Dan Fucella of Applied Technologies Incorporated engineered – a garment that can 
incrementally restore upper-body shape for a deceased person. The garment was 
issued US patent 8065745 on November 29, 2011 and has compartments in 
anatomically correct positions for holding adjustable reshaping inserts.

DIFFERENTIATION
What makes it unique? Simple design, no competitors. Searching the US patent 
database confirms Mr. Huell’s patent is quite unique. The garment is very simple in 
construction yet the patent provides broad coverage for enhancements and variations. It 
is universal in size and adjusts easily to fit both sexes as well as a variety of body 
conditions. The garment requires no complex tools and only simple, diagrammatic 
instructions for installation.

Based on patent research, research during garment engineering, input from Mr. Huell as 
a practicing embalmer, and marketing and sales research – there are no known 
competitors to Mr. Huell’s garment. It would appear at this time the only competitive 
approach is the current state-of-the-art as described in the PROBLEM section.
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VALUE
Why will a buyer buy it? Professionalism. As noted in the PROBLEM and SOLUTION 
topics, Mr. Huell’s garment represents the only professionally designed and engineered 
method for restoring body shape to a deceased person. Current state-of-the-art 
techniques while practical, lack professionalism. Mr. Huell’s garment may save 
restoration time, but both time and cost savings are minimal when compared to the 
value of increased professionalism.

MARKET
How much opportunity exists, when, and where? $1M US retail by 2014, assuming an 
aggressive sales and marketing campaign starting in early 2012.

The US Center for Disease Control states 2.4 million US deaths occurred in 2009. 

The Kaiser Family Foundation’s US Global Health Policy gateway estimates 2.6 million 
US deaths will occur in 2011.

Area 2011 population 2011 death rate (/1,000) 2011 deaths

Global 6,928,198,253 8.12 56,256,970

United States 313,232,044 8.38 2,624,885

Assumptions
• US only market, 2.5 million deaths per year, flat for 5 years
• 38% reduction due to cremations without viewings
• 40% reduction due to green burial, closed-casket services, cultural practices
• 20% un-captured market opportunity
• Conservative, five year market penetration
• An average, discounted retail price of $75/garment (see PRICING)

Market Opportunity

Year % market Units Retail

2012 0.05% 1,250 $93,750

2013 0.2% 5,000 $375,000

2014 0.7% 17,500 $1,312,500

2015 1.3% 32,500 $2,437,500

2016 2.0% 50,000 $3,750,000
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