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BUS 400 Sample Concept Brief

Driving Innovation for a Local Dog Breeding Business in New York
Business Name: Paws and Pedigrees Breeding Co.

Concept Title: From Our Home to Yours: Innovating Local Dog Breeding With Premium Care and
Community Connection

Background and Opportunity

The dog breeding industry is highly competitive, with projected annual revenue growth of 2.6%,
reaching $3.1 billion by the end of 2024 (Tang, 2014). Despite this growth, many businesses fail to adopt
modern approaches to customer engagement, transparency, and value-added services.

Paws and Pedigrees Breeding Co. has a unique opportunity to stand out by offering more than just
healthy, ethically bred puppies. By introducing innovative services and experiences, we can build trust,
enhance customer relationships, and meet the growing demand for responsible breeding practices.

According to a 2023 to 2024 survey of U.S. pet owners, it is estimated that 65.1 million households have
at least one dog. More Americans own dogs than any other type of pet (Shahbandeh, 2024). As pet
owners increasingly seek ethical practices, health guarantees, and personalized support, we have an
opportunity to compete more strategically by leveraging the strong emotional connection people have
with their pets.

The Idea

Introduce the “Puppy Concierge Experience,” a premium service model designed to elevate the
customer journey from the initial inquiry through long-term pet ownership. This innovative approach
combines education, personalized care, and ongoing post-purchase support, ensuring a seamless and
memorable experience for every customer.

By offering this unique service, Paws and Pedigrees Breeding Co. will carve out a distinctive niche and
stand out in a competitive market. This model can deliver exceptional value and also foster lasting
relationships with our clients, setting a new standard for excellence in the dog breeding industry.

Six Key Features of the “Puppy Concierge Experience”
1. Virtual Puppy Meet-and-Greets:

A. Offer virtual introductions to puppies via live video, allowing potential owners to see

personalities and temperaments in real time.
2. Personalized Puppy Care Kits:

A. Provide a curated care package with essentials like food, toys, and training guides that

are tailored to the puppy’s breed and age.
3. Educational Workshops:

A. Host monthly virtual or in-person workshops that are open to customers and the
broader pet-loving community. Topics include puppy training, nutrition, and veterinary
care.

4. Lifetime Support Network:

A. Establish a community platform where puppy owners can connect, share experiences,

and access breeder advice post-purchase.
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5. Sustainability Commitment:
A. Partner with local suppliers for eco-friendly care kits and establish green practices in
breeding and care to appeal to environmentally conscious customers.
6. Health and Transparency Guarantee:
A. Offer detailed health records, DNA testing results, and an open-door policy for in-person
visits, building trust through transparency.

Benefits

e For the Business:
o Increase customer loyalty and word-of-mouth referrals.
o0 Attract a premium market segment willing to pay for value-added services.
o Strengthen brand reputation as a responsible, innovative breeder.

e For Customers:
o Provide peace of mind with expert guidance and care.
o Enhance the joy of pet ownership with tailored resources and ongoing support.
o Foster a sense of community and belonging among dog owners.

Implementation Plan

1. Phase 1: Planning (1-2 Months):
A. Develop the “Puppy Concierge Experience” branding and marketing materials.
B. Establish partnerships with local suppliers and pet care professionals.

2. Phase 2: Pilot Launch (3 Months):
A. Offer the service to a select group of customers and collect feedback.
B. Promote the concept via local events, social media, and collaborations with pet-focused

organizations in New York.

3. Phase 3: Full Rollout (6 Months):
A. Expand marketing efforts, including testimonials from pilot participants.
B. Integrate the services into standard business operations.

Conclusion

The growth of the pet industry is expected to decelerate due to rising costs and shifting demographics.
Higher expenses for essentials like veterinary care and pet food will strain household budgets,
prompting consumers to be more cautious with discretionary spending on pets. These factors may lead
to more conservative investment habits and a potential decline in pet ownership rates (Tang, 2014).

The “Puppy Concierge Experience” is a forward-looking concept that meets the changing expectations of
customers who value high-quality, ethical, and supportive pet ownership experiences. By integrating
premium services with strong community engagement, Paws and Pedigrees Breeding Co. can establish
itself as an innovative leader in the local dog breeding market. This approach will position the company
for sustainable growth and long-term success.
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