Marketing Plan 

The simple 3-step method to developing a marketing plan for your business.  

Getting Started: Step One – Defining Your Company

This section is the first step in developing your marketing plan.  It includes all the background information on your business, sales goals, marketing challenges, current marketing programs, products/services, target market and competition.  

Mission Statement

A mission statement is the specific purpose of your business.  It is the reason your company is “in business.”  

What is the mission statement of your business?

Company Values

What values do you believe in and demonstrate in your business through your products and your service?  List your values here as they relate in your business.  

Values:

1)

2)

3)

4)

5)

6)

7)

8)

9)

10)

Business Philosophy

Your business philosophy is based on your business values.  Your mission is to deliver a specific set of services and products which represent something to a specific audience.  Your business philosophy explains why that is important.  

My business philosophy is:



Demographics

Demographics are different if you sell business-to-business or business-to- consumer.  For business-to-business, the demographics could include: industry type, location, size of company, professional title, department type, number of employees, zip code and sales volume.  For business-to-consumer, the demographics could include: age, household income, gender, location, family size, marital status, number of children, homeowner/renter, zip code and type of dwelling.

Write the demographics of your target market

Psychographics:

Psychographics tell you more about the person/company.  Their hobbies, what they like to do, what magazines they read, what types of clubs or associations they belong to,  where they shop, if they’re an animal lover... etc.  Any additional information that is relevant to targeting your audience should be included in this section.

Write the psychographics of your target market

Buying Behavior

Buying behavior is important to developing long-term relationships with your customers.  You should be able to profile your customers from your database based on their buying behavior.  This allows you to cross-sell your products/services and to target individual groups.  Examples of buying behavior are: single buyer, multiple buyer, seasonal buyer, current user of specific product/service, credit card user, internet buyer.

Write the buying behavior of your target market

Sales Goals

Sales goals for your company should be set by each product and service you have to offer.  

My annual sales for last year was the following:

Product or Service

Number Sold    Total Sales

1)




2)



3)


4)


5)


6)


7)


8)


9)


10)

Total Last Year’s Sales:


My Realistic Sales Goals For This Year:

Product or Service
Number Sold     Total Sales

1)


2)


3)


4)


5)


6)


7)


8)


9)



10)

Total Sales Goals for This Year:

My Sales Goals for This Year:

Product or Service
Number Sold     Total Sales

1)


2)


3)


4)


5)


6)


7)


8)


9)


10)

Total Sales Goals for This Year


Current Marketing Programs

List below the marketing programs you currently have in place for your business (specify each program for each product and service.)  Also include the results for each program you list.

Product/Service #1 __________________



Marketing programs
Results

1)
__________________________________________________________

2)
__________________________________________________________

3)
___________________________________________________________

4)
___________________________________________________________

5)
___________________________________________________________

6)
___________________________________________________________

7)
___________________________________________________________

8)
___________________________________________________________

9)
___________________________________________________________


10)__________________________________________________________

Product/Service #2 __________________


Marketing programs
Results


1)___________________________________________________________

2)
___________________________________________________________

3)
___________________________________________________________

4)
___________________________________________________________

5)
___________________________________________________________

6)
___________________________________________________________

7)
___________________________________________________________

8)
___________________________________________________________

9)
___________________________________________________________


10)___________________________________________________________




Product/Service #3 __________________


Marketing programs
Results


1)___________________________________________________________

2)
___________________________________________________________

3)
___________________________________________________________

4)
___________________________________________________________

5)
___________________________________________________________

6)
___________________________________________________________

7)
___________________________________________________________

8)
___________________________________________________________

9)
___________________________________________________________


10)___________________________________________________________

Product/Service #4 __________________


Marketing programs
Results

1)
___________________________________________________________

2)
___________________________________________________________

3)
___________________________________________________________

4)
___________________________________________________________

5)
___________________________________________________________

6)
___________________________________________________________

7)
___________________________________________________________

8)
___________________________________________________________

9)
___________________________________________________________


10)___________________________________________________________

Product/Service #5 __________________


Marketing programs
Results

1)
___________________________________________________________

2)
___________________________________________________________

3)
___________________________________________________________

4)
___________________________________________________________

5)
___________________________________________________________

6)
___________________________________________________________

7)
___________________________________________________________

8)
___________________________________________________________

9)
___________________________________________________________


10)___________________________________________________________

Product/Service #6 __________________


Marketing programs
Results

1)
___________________________________________________________

2)
___________________________________________________________

3)
___________________________________________________________

4)
___________________________________________________________

5)
___________________________________________________________

6)
___________________________________________________________

7)
___________________________________________________________

8)
___________________________________________________________

9)
___________________________________________________________


10)___________________________________________________________

Product/Service #7 __________________


Marketing programs
Results

1)
___________________________________________________________

2)
___________________________________________________________

3)
___________________________________________________________

4)
___________________________________________________________

5)
___________________________________________________________

6)
___________________________________________________________

7)
___________________________________________________________

8)
___________________________________________________________

9)
___________________________________________________________


10)___________________________________________________________

Product/Service #8 __________________


Marketing programs
Results

1)
___________________________________________________________

2)
___________________________________________________________

3)
___________________________________________________________

4)
___________________________________________________________

5)
___________________________________________________________

6)
___________________________________________________________

7)
___________________________________________________________

8)
___________________________________________________________

9)
___________________________________________________________


10)___________________________________________________________

Product/Service #9 __________________


Marketing programs
Results

1)
___________________________________________________________

2)
___________________________________________________________

3)
___________________________________________________________

4)
___________________________________________________________

5)
___________________________________________________________

6)
___________________________________________________________

7)
___________________________________________________________

8)
___________________________________________________________

9)
___________________________________________________________


10)___________________________________________________________

Product/Service #10 __________________


Marketing programs
Results

1)
___________________________________________________________

2)
___________________________________________________________

3)
___________________________________________________________

4)
___________________________________________________________

5)
___________________________________________________________

6)
___________________________________________________________

7)
___________________________________________________________

8)
___________________________________________________________

9)
___________________________________________________________


10)___________________________________________________________


Current Marketing Challenges

Please list all the concerns or challenges you face with your marketing efforts:

1)____________________________________________________________

2)____________________________________________________________

3)____________________________________________________________

4)____________________________________________________________

5)____________________________________________________________

6)____________________________________________________________

7)
____________________________________________________________

8)
____________________________________________________________

9)
____________________________________________________________


10)___________________________________________________________


Products/Services

Define the features of the products and services you offer and the benefits of each product and service.  

Your Company

List the features of your company.  This could include years in business, location, services offered, number of employees, sales, etc.  Then list the benefits of each feature.

Your company ___________________


Features
Benefits

1)
__________________________________________________________

2)
__________________________________________________________

3)
__________________________________________________________

4)
__________________________________________________________

5)
__________________________________________________________

6)
__________________________________________________________

7)
__________________________________________________________

Now list the features and benefits for each product and service you offer.
Product/service #1 ___________________



Features
Benefits

1)
__________________________________________________________

2)
__________________________________________________________

3)
__________________________________________________________

4)
__________________________________________________________

5)
__________________________________________________________

6)
__________________________________________________________

7)
__________________________________________________________

Product/service #2 ___________________



Features
Benefits

1)
__________________________________________________________

2)
__________________________________________________________

3)
__________________________________________________________

4)
__________________________________________________________

5)
__________________________________________________________

6)
__________________________________________________________

7)
__________________________________________________________

Product/service #3 ___________________



Features
Benefits

1)
__________________________________________________________

2)
__________________________________________________________

3)
__________________________________________________________

4)
__________________________________________________________

5)
__________________________________________________________

6)
__________________________________________________________

7)
__________________________________________________________

Product/service #4 ___________________



Features
Benefits

1)
__________________________________________________________

2)
__________________________________________________________

3)
__________________________________________________________

4)
__________________________________________________________

5)
__________________________________________________________

6)
__________________________________________________________

7)
__________________________________________________________

Product/service #5 ___________________



Features
Benefits

1)
__________________________________________________________

2)
__________________________________________________________

3)
__________________________________________________________

4)
__________________________________________________________

5)
__________________________________________________________

6)
__________________________________________________________

7)
__________________________________________________________

Product/service #6 ___________________



Features
Benefits

1)
__________________________________________________________

2)
__________________________________________________________

3)
__________________________________________________________

4)
__________________________________________________________

5)
__________________________________________________________

6)
__________________________________________________________

7)
__________________________________________________________

Product/service #7 ___________________



Features
Benefits

1)
__________________________________________________________

2)
__________________________________________________________

3)
__________________________________________________________

4)
__________________________________________________________

5)
__________________________________________________________

6)
__________________________________________________________

7)
__________________________________________________________

Product/service #8 ___________________



Features
Benefits

1)
__________________________________________________________

2)
__________________________________________________________

3)
__________________________________________________________

4)
__________________________________________________________

5)
__________________________________________________________

6)
__________________________________________________________

7)
__________________________________________________________


What makes your business unique?

In order to be considered as the ONLY source for your products and services, list below the features of what you offer that are unique in the marketplace.  And then list the corresponding benefits.  


Features
Benefits

1)
__________________________________________________________

2)
__________________________________________________________

3)
__________________________________________________________

4)
__________________________________________________________

5)
__________________________________________________________

6)
__________________________________________________________

7)
__________________________________________________________


 Competition

List below all the companies who directly compete with you with their products and services.  



Companies
Product/Service Information

1)
___________________________________________________________

2)
___________________________________________________________

3)
___________________________________________________________

4)
___________________________________________________________

5)
___________________________________________________________

6)
___________________________________________________________

7)
___________________________________________________________

8)
___________________________________________________________

9)
___________________________________________________________


10)__________________________________________________________

Step Two – Marketing Strategy

This section is the second step in developing your marketing plan.  It is the nuts and bolts of your marketing plan which outlines the basic strategies you need to implement to generate new customers for your business.  Please refer to the PDF file on Marketing Strategy for more complete information, explanations and marketing tips for this section of the marketing plan.

Market Research

List below the market research programs you will implement for your business.  Include the type of program (for example: Internet research, customer survey or focus group) and the objective of the program.



Type of Program



Program Objective


1)
_______________________
_____________________________


2)
_______________________
_____________________________


3)
_______________________
_____________________________


4)
_______________________
_____________________________


5)
_______________________
_____________________________


6)
_______________________
_____________________________


7)
_______________________
_____________________________


8)
_______________________
_____________________________


9)
_______________________
_____________________________


10)
_______________________
_____________________________

Direct Response

List below the direct response programs you will implement for your business.  Include the type of program (for example: direct mail, postcard mailing, co-op mailing, space advertising or telemarketing) and the objective of the program.


Type of Program



Program Objective


1) _______________________      ________________________________

2)
________________________    ________________________________

3)
_______________________
    _________________________________

4)
_______________________
    _________________________________

5)
_______________________
    _________________________________

6)
_______________________
    _________________________________

7)
_______________________
    _________________________________

8)
_______________________
    _________________________________

9)
_______________________
    _________________________________


10)_______________________    _________________________________

Advertising

List below the product or service you are advertising, the medium you are using and where you are placing the advertising. 


Product/service

Medium 

Advertising Placement 


1)_________________
________________
____________________

2)
_________________
________________
____________________

3)
_________________
________________
____________________

4)
_________________
________________
____________________

5)
_________________
________________
____________________

6)
_________________
________________
____________________

7)
_________________
________________
____________________

8)
_________________
________________
____________________

9)
_________________
________________
____________________


10)_________________
________________
____________________

Public Relations

List below the radio stations you can contact to get interviewed on their radio program and also list the topic ideas you will pitch.

Radio Station/Program


Topic

1)
_____________________________
_____________________________

2)
_____________________________
_____________________________

3)
_____________________________
_____________________________

List below the newspaper and trade publications you will contact along with the topics for the press releases.


Newspaper/Trade Publication

Topic

1)
_____________________________
_____________________________

2)
_____________________________
_____________________________

3)
_____________________________
_____________________________


Sales Promotion

List below the objective of the sales promotion, the type of sales promotion and the product or service being promoted.    

Type of sale promotion
Objective


Product/service promoted

1)
_________________
_________________
____________________

2)
_________________
_________________
____________________

3)
_________________
_________________
____________________

4)
_________________
_________________
____________________

5)
_________________
_________________
____________________

6)
_________________
_________________
____________________

7)
_________________
_________________
____________________

8)
_________________
_________________
____________________

9)
_________________
_________________
____________________


10)_________________
_________________
____________________

List below the marketing programs used for each sales promotion you outline.

Sale Promotion 

Marketing programs

1)
_________________
_________________________________________

2)
_________________
_________________________________________

3)
_________________
_________________________________________

4)
_________________
_________________________________________

5)
_________________
_________________________________________

6)
_________________
_________________________________________

7)
_________________
_________________________________________

Internet Marketing

List here the objectives for your website

Site Objectives:

1)____________________________________________________________

2)____________________________________________________________

3)____________________________________________________________

4)____________________________________________________________

5)____________________________________________________________

6)____________________________________________________________

7)____________________________________________________________

8)____________________________________________________________

9)____________________________________________________________


10)___________________________________________________________

List here the objectives for each individual page of your website


Page description

Objectives

1)
_________________
_________________________________________

2)
_________________
_________________________________________

3)
_________________
_________________________________________

4)
_________________
_________________________________________

5)
_________________
_________________________________________

6)
_________________
_________________________________________

7)
_________________
_________________________________________

8)
_________________
_________________________________________

9)
_________________
_________________________________________


10)_________________
_________________________________________

Site Promotion Objectives:

1)____________________________________________________________

2)____________________________________________________________

3)____________________________________________________________

4)____________________________________________________________

5)____________________________________________________________

6)____________________________________________________________

7)____________________________________________________________

8)____________________________________________________________

9)____________________________________________________________

Networking

List below all of the charities, business associations, clubs, chambers of commerce, trade shows and any other type of organization which has meetings, conferences, events or programs which you can attend throughout the year where you will meet people who serve your target market (and might be good referral sources) or who are included in your target market.  


Name of the organization or trade show


Dates

1)
_________________________________

____________________

2)
_________________________________

____________________

3)
_________________________________

____________________

4)
_________________________________

____________________

5)
_________________________________

____________________

6)
_________________________________

____________________

7)
_________________________________

____________________

8)
_________________________________

____________________

9)
_________________________________

____________________


10)_________________________________

____________________


Strategic Alliance/Joint Venture

Strategic Alliance:  A strategic alliance is when you form a two-way referral system with another company who also serves your target market.  Your products and services should be a complement to their products and services.  

List all the companies who would be suitable strategic partners for your company.  

Company


Product/Service They Sell

Referral agreement

__________________
______________________
_______________

__________________
______________________
_______________

__________________
______________________
_______________

__________________
______________________
_______________

__________________
______________________
_______________

Joint Venture: A joint venture is when your strategic alliance partner actively promotes your products and services to their target market and receives a percentage of the sales made.

Joint Venture Company
Type of Promotion

         Joint Venture agreement

__________________
______________________
_______________

__________________
______________________
_______________

__________________
______________________
_______________

__________________
______________________
_______________

__________________
______________________
_______________

__________________
______________________
_______________

__________________
______________________
_______________

__________________
______________________
_______________

__________________
______________________
_______________

__________________
______________________
_______________

Credibility Marketing

Publishing An Article:

List below the sources where you could submit an article for publication. Then determine the topic of the article you would submit to that publication. 

Publication




Topic

1)
______________________
________________________________

2)
______________________
________________________________

3)
______________________
________________________________

4)
______________________
________________________________

5)
______________________
________________________________

Publishing A Newsletter/E-zine:

List below other businesses where you can contribute an article for their printed newsletter or e-zine.

Business Name


Topic

1)
______________________
________________________________

2)
______________________
________________________________

3)
______________________
________________________________

4)
______________________
________________________________

5)
______________________
________________________________

Publishing A Book:

Publishing a book gives you instant credibility in the marketplace.  List below the topics of books you could publish.

Book Topics

#1)______________________________________

#2)______________________________________

#3)______________________________________

Public Speaking:

List below the organizations and associations which include your target market, that you can contact to deliver a speaking program.

Organization Name


Topic

1)
______________________
________________________________

2)
______________________
________________________________

3)
______________________
________________________________

4)
______________________
________________________________

5)
______________________
________________________________

Give your own seminar:

List below a program (or programs) you can offer as a public seminar

1)____________________________________________________________

2)____________________________________________________________

3)____________________________________________________________

4)____________________________________________________________

5)____________________________________________________________

Direct Sales

List below the target audiences you will contact directly, either by phone or in person. 

Cold Calling Target Market

Program Objective


1)_________________
_________________________________________

2)
_________________
_________________________________________

3)
_________________
_________________________________________

4)
_________________
_________________________________________

5)
_________________
_________________________________________

6)
_________________
_________________________________________

7)
_________________
_________________________________________

8)
_________________
_________________________________________

9)
_________________
_________________________________________

10)_________________
_________________________________________

Step Three – Relationship Marketing

This section is the third step in developing your marketing plan.  This section will help you outline a plan to keep your business top of mind with your customers every time they are making a buying decision about the products and services you offer. Please refer to the PDF file on Relationship Marketing for more complete information, explanations and marketing tips for this section of the marketing plan.


Database

Here are examples of who should be included in your database.  Fill in any other target markets which could be included in your database:


1)
Prospects


2)
Business associates


3)
Members in an organization/association/charity you belong to


4)
Current customers


5)
Past customers


6)
Suppliers


7)
Friends


8)
Family


9)
Referral sources


10)
Other _____________________________


11)
Other _____________________________


12)
Other _____________________________

Here’s an example of the types of data which should be captured on your database.  

  1)
Name


2)
Company Name


3)
Title


4)
Address


5)
Phone numbers: home, work, fax, cell, pager


6)
E-mail address


7)
Website address


8)
Source Code (the code which identifies the name, i.e. business associate, supplier, etc.)


9)
Sales information (what products sold, when sold, the dollar amount of purchases, etc.)


10)
Other ____________________________________


11)
Other ____________________________________


12)
Other ____________________________________


13)
Other ____________________________________


14)
Other ____________________________________


Marketing Tools

List in this section all of the current marketing materials you have for all of your products/services. 


1)
__________________________________


2)
__________________________________


3)
__________________________________


4)
__________________________________


5)
__________________________________


6)
__________________________________


7)
__________________________________


8)
__________________________________


9)
__________________________________


10)
__________________________________

List in this section the marketing materials you would like to develop or produce this year for your products/services (i.e. brochures, newsletters, postcards, bookmarks, advertising specialties, website, etc.)


1)
__________________________________


2)
__________________________________


3)
__________________________________


4) 
__________________________________


5)
__________________________________


6)
__________________________________


7)
__________________________________


8)
__________________________________


9)
__________________________________


10)
__________________________________


Daily Marketing Activities

Jot down a list of activities below that you can select from to keep in contact with your customers -- past and present -- and your prospects.  

The time(s) each day I will devote to these activities is: (time of day)



______________________________________

Daily Marketing Activities:


1)
______________________________________


2)
______________________________________


3)
______________________________________


4)
______________________________________


5)
______________________________________


6)
______________________________________


7)
______________________________________


8)
______________________________________


9)
______________________________________


10)
______________________________________


Advocate Program

List below your top 25 advocates from your database:

Name





Source


1)
______________________
_____________________________

2)
______________________
_____________________________

3)
______________________
_____________________________

4)
______________________
_____________________________

5)
______________________
_____________________________

6)
______________________
_____________________________

7)
______________________
_____________________________

8)
______________________
_____________________________

9)
______________________
_____________________________

10)
______________________
_____________________________

11)
______________________
_____________________________

12)
______________________
_____________________________

13)
______________________
_____________________________

14)
______________________
_____________________________

15)
______________________
_____________________________

16)
______________________
_____________________________

17)
______________________
_____________________________

18)
______________________
_____________________________

19)
______________________
_____________________________

20)
______________________
_____________________________

21)
______________________
_____________________________

22)
______________________
_____________________________

23)
______________________
_____________________________

24)
______________________
_____________________________

25)
______________________
_____________________________

My monthly plan to keep in contact with my advocates is the following:

January
___________________________________________________


___________________________________________________

February
___________________________________________________


___________________________________________________

March

___________________________________________________


___________________________________________________

April

___________________________________________________


___________________________________________________

May

___________________________________________________


___________________________________________________

June

___________________________________________________


___________________________________________________

July

___________________________________________________


___________________________________________________

August
___________________________________________________


___________________________________________________

September
___________________________________________________


___________________________________________________

October
___________________________________________________


___________________________________________________

November
___________________________________________________


___________________________________________________

December
___________________________________________________


___________________________________________________


Top Customers Program

List below a monthly or quarterly program to keep in contact with the top 20% of your customer base.

Jan

___________________________________________________


___________________________________________________

Feb

___________________________________________________


___________________________________________________

March

___________________________________________________


___________________________________________________

April

___________________________________________________


___________________________________________________

May

___________________________________________________


___________________________________________________

June

___________________________________________________


___________________________________________________

July

___________________________________________________


___________________________________________________

August
___________________________________________________


___________________________________________________

September
___________________________________________________


___________________________________________________

October
___________________________________________________


___________________________________________________

November
___________________________________________________


___________________________________________________

December
___________________________________________________


___________________________________________________

Lead Follow-up

Always follow-up on your leads within 48 hours.  

List below the essential items you would always include in a follow-up package and the items which might be included depending on the product and service information requested by the prospect.


Standard Items:


Optional Items:


1)
______________________
___________________________


2)
______________________
___________________________


3)
______________________
___________________________


4)
______________________
___________________________


5)
______________________
___________________________


6) 
______________________
___________________________


7)
______________________
___________________________


8)
______________________
___________________________


9)
______________________
___________________________


10)
______________________
___________________________


Cross Sales Programs

List below a cross sales program for each one of your products/services.  First list the product/service name.  Then list the products and services you will promote to that customer after they make their first purchase.  Then describe what materials you would send out to promote your additional products and services.

Product Name:

______________________

Description of program:

______________________________________________________________________________________________________________________________________________________________________________________________________

Procedure for implementation:

________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

Your Professional Phone Manner

Be sure to update your voicemail message periodically. Jot down below any changes you want to make in your voicemail message or phone protocol to make your phone manner more professional.

____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

Source Communications Offers Profit Generating Marketing Expertise Which Accelerates Your Sales In Any Economy

In today’s changing environment it’s anyone’s guess on which way the economy will swing – boom or bust.  Quite honestly we don’t care which way the economy is headed because we can show you how to accelerate your sales growth -- even in a down-turned economy. Source Communications works with companies who want to be on the fast track to accelerated growth.  We work with both large and small companies in a variety of industries.  We’re not concerned about your size, we’re concerned about your commitment and desire to produce outrageously big results in a short amount of time.  

We’re not a typical marketing consulting firm.  We don’t give any cookie cutter solutions.  Every company is unique, so every plan of action we develop is customized to fit your unique situation.  Our marketing advice produces powerful results. We show you the clear path to:

· Weeding out all your deadbeat customers

· Attracting the ideal customer to your doorstep

· Slashing your marketing costs while increasing your sales results

· Developing an overall marketing plan that generates explosive sales

· Implementing marketing programs that generate a cash gain instead of a cash drain

· Keeping your referral pipeline full forever

· Creating lifetime customer loyalty

· Standing out in a crowded marketplace

“Source Communications gave us incredible marketing advice which doubled our monthly sales in just 90 days. We now have a step-by-step action plan and are on the fast track to quadruple our sales within a year.” S. Hickey, Full Partner
When you’re ready to make a big leap in the growth of your company pick up the phone and call us at (619) 291-6951 or go to www.outrageousbusinessgrowth.com for more information. It will be the best investment you’ve ever made in your business.   
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