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The marketing plan helps you focus on one of the most important part of your business, getting more business. To grow your business you need to be organized and know what needs to be done to ensure your business achieves it goals. It is a document you develop setting out your marketing objectives and how you will achieve them. You should develop a marketing plan annually and it should be updated regularly. 
Success and Failures 

What were your greatest marketing successes the previous 12 months?
	

	

	

	

	

	

	

	

	


What didn’t work in the previous 12 months?
	

	

	

	

	

	

	

	

	


Marketing Objectives
What are your marketing objectives for the next 12 months? When setting marketing objectives, be specific. Examples: 
1. To increase the number of visitors to our website by 10%
2. To increase the number of people on our database to 10,000

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	


Market research

Industry Research

What is taking place in your industry? It’s important that you know what is happening in your industry as this will influence the direction your business takes and will help you develop a relevant marketing plan  

· What trends are taking place?

· Where is the growth in your industry coming from?

· What is the size of the market for your product or service?

· What factors are influencing your industry positively or negatively?

· Demographic

· Social

· Economic

· Environmental

· TechnologicalIndustry research 
	

	

	

	

	

	

	

	

	

	

	

	

	


Customer research
What information do you have about your customers? 

Who are your current customers? List profiles of your current customers. Do this by going through your database and identifying some customer profiles 

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	


Competitor research

The more you know about your competitors the better.
· Who are your competitors?

· What are their strengths and weaknesses?
· What will you do to capitalize on their weaknesses?

· What will you do to ensure you compete with their strengths?

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	


Target Market
Identify your targeted customers, their characteristics, and their geographic locations.

You may have more than one group that make up your target market, identify theses. Then, for each customer group, develop a demographic profile:

· Age

· Sex
· Location

· Earnings
· Occupation

· Level of education

· Other details specific to your industry
For business customers, the demographic may be:

· Industry 
· Location

· Size of company

· Other factors specific to your industry

	

	

	

	

	

	

	


Sales Projections
· What are your projected sales for the next 12 months?

	Month
	Product/Service 1
	Product/Service  2
	Product/Service  3
	Total Sales

	Jan
	
	
	
	

	Feb
	
	
	
	

	Mar
	
	
	
	

	Apr
	
	
	
	

	May
	
	
	
	

	Jun
	
	
	
	

	Jul
	
	
	
	

	Aug
	
	
	
	

	Sep
	
	
	
	

	Oct
	
	
	
	

	Nov
	
	
	
	

	Dec
	
	
	
	

	Totals
	
	
	
	


· What assumptions have you made?
	

	

	

	

	


SWOT Analysis

Strengths – Weaknesses – Opportunities – Threats
	Strengths

	

	

	

	

	

	

	

	Weaknesses

	

	

	

	

	Opportunities

	

	

	

	

	

	Threats

	

	

	

	

	


What is your company doing that makes it unique special and different?
	

	

	

	

	

	

	

	

	

	


Promotional Plan
How will you get the word out to customers? Develop a list of tools you will use, be specific.
	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	


Marketing Budget

How much will you spend on each marketing/promotional tool?
	Promotional Tool
	Budget
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