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Dear IMQA Members,

Summer is here and it’s time to relax and enjoy family and friends. 
Our summer cabin is a place where family and friends come to visit, 
memories are made and life just seems to be so peaceful. How great 
it would be to enjoy that all year long. Perhaps that is what retire-
ment is like! Speaking of retirement, our president Frederick Hill 
has decided to retire from his positions with IMQA and MQS. Fred 
has been so dedicated to all of the IMQA business and has been our 
Education Chairman for the past three years as well as the presi-
dent of the IMQA Foundation. The board of directors will miss his 
leadership tremendously, his shoes will be hard to fill. We wish Fred 
much happiness in his retirement. He tells us we will still see him 
around because he will continue to assist his wife Val. She is our 
MQS Vendor/Sponsor and Facilities Chairperson and a new member 
of the board of directors of IMQA.  We welcome Val to our board.

Another change to the board of directors is the resignation of Carol 
Wiles due to health issues. Carol was not only on the board but was 
also the Treasurer, bookkeeper, office manager and Membership 
Chairperson as well as the MQS Quilt Show Chairperson. The board 
will miss Carol in so many ways! Not only because of her dedicated 
work ethic but also because of her wonderful sense of humor.

Our new Treasurer and bookkeeper is Janiece Cline. We are happy 
to have found Janiece who has a great deal of experience and 
knowledge in the area of finances. Our new Quilt Show Chairperson 
is Bonnie Bosma. She has been working with Carol for several years 
helping to coordinate the hanging of the quilts at MQS. Our office 
has been relocated from Carol’s home to a building in downtown 
Higginsville Missouri. Our new office manager is Tricia Huegel. 
She will be processing IMQA memberships, all incoming and out-
going mail, MQS registrations and other general office related tasks. 
We welcome all of you.

In this issue we have articles covering two international members 
who attended MQS this year, we have a wonderful article on bat-
ting, which will continue in the Fall and Winter issues, and Business 
Plan Basics continues. Quilt Show Categories are included in this 
issue! Get started on your entries today! There are more Fresh Ideas 
which includes guest contributor Laura Lee Fritz and much more. 

Continue to enjoy the summer and... 

Happy Quilting!
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Business 
Plan Basics
A Continuing Series
Part 3 – Products and 
Services
By Patricia C. Barry

Managing Editor’s Note:   This 
continuing series of articles written by 
Pat can offer all of us new things to 
think about and new ways to approach 
our business.  In this issue Pat covers 
Products and Services.  Refer back to 
previous issues of On Track! for parts 1 
& 2. 

Part 1: Business Plan Basics (Winter 
2008)
Part 2: Formulating your ideas (Spring 
2008)
Part 3: Products and Services 
(Summer 2008)
Part 4: Who is your (potential) customer?
Part 5: Logistics & Marketing
Part 6: Financing the dream
Part 7: Timelines and Milestones
Part 8: Updating Your Business Plan.

In a previous issue, the Company 
Background and Goals sections were 
discussed.  Essentially, the Company 
Background answered the question 
“Where Are You Now?”  and the Goals 
answered the question  ‘Where Do You 
Want To Be?”.  The rest of the business 
plan will focus on “How Will You Get 
There?”  The products, customers, 
logistics, marketing, financing, and 
timelines will be described individually 
but they are so closely integrated it 
is impossible to discuss one without 
including the impact of the others. 

Products / Services – What specifically 
will you offer? 
All business plans include a section that 
describes the products or services that 
will be offered. There are often a group 
of products or services offered, not just 
one.  For many readers of this article, the 
product group is ‘Professional Quilting 
Services’.  A well written business 
plan will explain how Professional 

Quilting Services will deliver value 
to the customer and help you attain 
your goals profitably.  The key to this 
explanation is often called the Unique 
Selling Proposition (USP) also known as 
“differentiation”.  Don’t be surprised if 
your product/service changes as a result 
of writing this section. 

What is differentiation? 
Differentiation is the ability to present 
your product or service and have it 
perceived as being more valuable in 
some way.  Frequently ask yourself, what 
makes your business any better than 
other professional quilting services?  The 
answer is based on perception, and it 
depends on your skills, your goals, your 
plans, and your customers.  Remember, 
differentiation doesn’t mean anything 
unless the customer thinks it is valuable. 

Market Metrics
Presumably you know your market.  
So, you should be able to answer 
the following questions: Who needs 
your product/services?  Will they hire 
you?  Will they pay enough?  Are they 
currently being served by someone else?  
Is there enough demand for you to be 
included?  Can you attract the existing 
business away from your competitors?  
Can you create new business by 
expanding the market?  These are all 
valid questions, and can be answered 
with a simple “Yes” or “No”, but they 
lack substance. The questions should 
be rephrased so the answers can be 
measured, prioritized and tracked. 

A good plan might answer the following 
questions: What is the demographic 
profile of your potential customer? (What 
is their age, gender, annual household 
income level, educational level, current 
employment status, disposable income 
level, etc?)  Where do they live?  How 
will you reach them with your marketing 
materials?  How much are they willing 
to pay?  How many quilts do they 
need finished annually?  Who is doing 
their quilting now?  How many other 
professional quilters are there in your 
target area?  What are the strengths / 
weaknesses of the competition?  What 
is the current backlog?  The answers to 
these questions all require metrics, which 

will help you assess the opportunity, 
estimate your profit potential, and track 
your progress.

So What Analysis - 
It won’t be possible to ask/answer all 
the market research questions we may 
have, but the investigative process is very 
important.  As you think of questions 
and answers, don’t forget to consider 
the “So What?” factor.  For instance, 
knowing the average backlog is great, 
but ask “So what?  Does the customer 
think the current backlog is reasonable?”  
The answer to this question helps to 
determine the demand for your services 
and helps identify ways for you to 
differentiate yourself from others. 

Knowing how the potential customer 
feels about the product metrics also helps 
you develop your own Customer Service 
parameters.  For example, if most of your 
customers work full time (according 
to their demographic profile), then it 
might be a good idea to offer evening 
hours. Make a list of these conveniences, 
prioritize if possible, and determine the 
cost of each one. These things are also 
part of differentiation. 

After collecting the “metrics” and 
performing the “So What Analysis”, 
review the products and services you 
will offer.  Can you add/subtract/modify 
any of them to satisfy a need that the 
customers think is important?  For 
example, if time is a limited resource 
for your customers and the competition 
does not offer binding services, are you 
willing to do it?  Make note of the high 
value needs that you might like to offer, 
but aren’t ready to yet.  These should be 
included in the business plan as possible 
future product or service extensions.

What is the growth potential?
Even if the market looks good, be sure 
to consider what would happen if the 
supply expanded and / or the demand 
diminished.  For instance:

Could you expand your geographic •	
area to include a larger pool 
of people?  Easy ways to start 
this expansion would include 
developing a web site or joining 
additional sewing / quilting 
organizations. 
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Could you offer more products/•	
services?  This might mean 
expanding your quilting into 
other markets like home décor or 
specializing in a unique product 
like Memory Quilts or T-shirt 
Quilts.
Can you expand your skills to •	
appeal to more customers?  Perhaps 
you could learn new techniques 
(moving into new areas like art 
quilts, commission work, or 
competition quilting) or expand 
your expertise to include other 
related services (quilt restoration, 
quilt washing, pattern drafting, 
pattern testing, etc.) 
Can you create a relationship •	
that funnels business to you?  As 
an example, teaching a class on 
making quilt tops can put you in 
direct contact with people who will 
be needing your services.   

Be the Expert
Once you start your business, people will 
expect you to be very knowledgeable 
about all the facets of your industry.  
Ready or not, “You ARE the Expert”, 
so get educated!  If possible, go beyond 

what is expected of you and choose a 
subject that is needed and not readily 
available. Subjects might include 
the proper storage of textiles, quilt 
restoration, insurance appraisals.  Get 
certified by NQA if possible.  And once 
you have learned more than anyone 
else around you, offer to share your 
knowledge.  This might be informal 
and free (a customer service practice) 
or a more structured class approach 
with a class fee required (a new 
income producing service). Either way, 
expertise and credentials are points of 
differentiation.  

Summary
Business plans need a detailed 
description of the proposed business 
and product offerings.  They should 
also include any possible future product 
additions or extensions as well as backup 
plans.  Before you can do this, you 
must collect your metrics and facts and 
measure their importance to the customer.  
Review your product / service listing and 
add/subtract as needed to create a suite 
of products/services that satisfy the most 
important customer needs.

Expand your professional relationships 
to increase your exposure to your 
potential customer base and funnel 
business in where possible.  Develop 
your professional reputation by becoming 
an expert on your product offerings.  Go 
beyond this and become an expert on a 
related industry topic that is of value to 
your customers.  These last points might 
sound like they belong in the marketing 
section, but they really will help you 
define a suite of products / services that 
are high quality and high demand.

Now, you are ready to develop your 
Unique Selling Proposition – and 
differentiate yourself from others.  
Remember, differentiation is the ability 
to present your product or service and 
have it perceived as being more valuable 
in some way.

Patricia C. Barry is a professional 
quilter, longarm quilting machine sales 
rep, lecturer, teacher and author of 
the book, ABCs of Longarm Quilting, 
published by Krause Publications.  
Copies of her book are available 
from Krause www.Krausebooks.com. 
(Retailers contact 800-289-0963) or her 
web site www.ByDesignQuilting.com. 

answer.  Every year I marvel at the turtles 
because they symbolize to me the ability 
to stick to a task, overcome unexpected 
problems, and see things through to 
completion.  Sound familiar yet?  These 
turtles sometimes have to work very 
hard to reach their final goal.  They must 
negotiate obstacles; deal with dogs, 
cats, cars, and curious children.  They 
must persevere through stormy weather 
conditions including hurricane force 
winds and torrential rains.  Let’s face 
it, life can sometimes be difficult.  But 
through it all, in the end, the turtle lays 
her eggs and then covers them with mud, 
completing her mission and achieving 
her goal.  Then, after a short break, 
she freely let’s go of her control and 
influence, and walks away.  Placing her 
trust in the faith that her babies will hatch 
and that some will make it to adulthood.  
Isn’t this really the same process we go 
through each time we quilt a project?  

Managing Editor’s Thought - continued from page 5
Sometimes the road to completion is not 
a straight line and sometimes it seems 
that there is nothing but obstacles to face.  
But in the end, the project is completed 
and we must let go of what we have 
lovingly nurtured and move on.  Nature 
is a wonderful thing to behold, and I 
learn a lot of lessons about quilting and 
about life by being a careful observer of 
the natural world of which I am a part.  
As you read this issue of On Track! you 
will find advice about becoming more 
organized, learning how to think your 
way through a machine problem, and 
stories of travel and networking and 
sharing with others.  We are all connected 
and we can all make a positive difference 
in our own respective worlds.  Make way 
for the “March of the Turtles”! 

Enjoy Your Magazine!

Show Listings
On Track! Magazine now provides IMQA 
members in good standing one free show 
listing per year of 50 words or less.  Non-
members may advertise for $1.00 per 
word.  Contact Linda Hamson vpres@
IMQA.org 

Innovations 2008, Machine Quilting 
Conference at the Tacoma Convention 
Center to be held October 8-11, 2008 in 
Tacoma, Washington; 137 Classes & 33 
Teachers, Fabric Challenge, Creativity 
Challenge, Quilting Challenge, and 
Vendors.  Visit www.mqinnovations.com 
for more information.

Cancelled!  Quilting on the 
Waterfront-Machines in Motion 
(QTW) 2008, scheduled for August 
14-15-16 has been cancelled due to 
unforeseeable circumstances.  Please 
visit the web site for complete details and 
watch for future show announcements.  
www.quiltingonthewaterfront.com 


