o STRATEGIES FOR YOUR

MARKETING
'PLAN

COMPETITIVE ANALYSIS

Careful research of the industry and
consumer makeup must be conducted before
starting a business. Some business owners
choose to hire market research firms to aid
them. We can provide you with
questionnaires to help you discover your
target market.

BUDGET

Develop a month-by-month schedule of what
you plan to spend on marketing. Also include
a “red light” decision point. For each activity,
establish a metric that tells you to stop if it’s
not generating sufficient return on
investment (ROI).

MARKETING STRATEGY

Your marketing strategy is your path to sales goals. Ask
yourself “How will | find and attract my most likely buyers?”
This is the core of what the strategy should explain. It should
look at the entire marketplace and then break down specific
tactics including such as events, direct mail, email, social
media, content strategy, street teams, couponing, webinars,

seminars, partnerships, and other activities that will help
you gain access to customers.

ADVERTISING & PROMOTION

What is the perception of your brand in the marketplace?
For example, if your restaurant sells burgers, do customers
see you as the place to go for gluten-free or healthy options
or the place to go if you’ve got an appetite for a double
cheeseburger? The difference in how the target market
sees you is your positioning. Develop compelling branding
and marketing messages that clearly communicate how
you want to be perceived.

METRICS

Track your marketing success with Google Analytics for
website conversions and a simple Excel sheet to
compare your budget against the actual ROL. Test
programs over the course of a 30- to 60-day period, and
evaluate the results. Repeat any programs that are
delivering sales or sign-ups to your email list, and get rid
of anything that’s not.
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