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Twelve Steps to a Successful Business Plan
Step 3: Begin Marketing Plan

In this step, you begin the Marketing Strategy section of your plan. 
The Marketing Strategy section of your plan will make or break the prospects for your venture.  A great idea is meaningless if you cannot find customers.  Carefully drafted and logical financial projections are irrelevant if nobody buys your product.  In this Marketing Strategy section you must convince first yourself, and then the reader, that there is indeed an eager market for your product.  The Marketing Strategy section is where you show how you are going to fit into the industry and marketplace structure you just finished describing.  What are unmet needs in the marketplace and how are you going to fill them?  How will you differentiate your product or service from your competitors?  What unique features, benefits, or capabilities will you bring to the marketplace? Who are our customers?  Research you do for this subsection will be with customers and potential customers.  It is imperative that you do sufficient customer research to convince potential investors (and yourself) that customers will indeed come flocking to buy your product or service.  Customer research can include simply talking with potential customers to get reactions to your product idea, conducting focus groups, undertaking walk-up or mailed surveys, putting up a mock demonstration of your concept and soliciting customer feedback, and so on.  Be creative in finding ways to get honest customer input about your product or service.  And finally, don't inadvertently cook the books here.  You are undoubtedly enthused about your concept.  Customers will pick up on your enthusiasm and often reflect it back to you, leading to erroneous conclusions about customer acceptance.  So be neutral and factual as you collect data.  

You will begin work on the Marketing Strategy section by completing an introductory paragraph and the Target Market subsection in this step.  But while working on the Target Market section, you should complete research for the Customer Analysis subsection of your Industry and Marketplace Analysis.  Note that the results of your customer analysis research should have a large influence on how you define your target market!

Finally, you will write a Mission Statement and Company Overview section for your plan.

Marketing Strategy

Introduction

Create a seven-sentence marketing strategy statement:

1. The first sentence tells the purpose of the marketing strategy.

2. The second tells how you’ll achieve this purpose, focusing upon your benefits.

3. The third tells your target market – or markets.

4. The fourth, the longest sentence, tells the marketing weapons you’ll employ.

5. The fifth tells your niche.

6. The sixth tells your identity.

7. The seventh tells your budget, expressed as a percentage of your projected gross revenues.

Example:

The purpose of Prosper Press is to sell the maximum number of books at the lowest possible selling cost per book.  This will be accomplished by positioning the books as being so valuable to free-lancers that they are guaranteed to be worth more to the reader than their selling price.  The target market will be people who can or do engage in free-lance earning activities.  Marketing tools to be utilized will be a combination of classified advertising in magazines and newspapers, direct mail, sales at seminars, publicity in newspapers and on radio and television, direct sales calls to bookstores, and mail-order display ads in magazines.  The niche to be occupied is one that stands valuable information that helps free-lancers succeed, the ultimate authority for free-lancers.  Our identity will be one of expertise, readability, and quick response to customer requests.  Thirty percent of sales will be allocated to marketing.

Adapted from Guerilla Marketing

Target Market

In this section, identify and segment the customers in your marketplace.  Research you do for this subsection will be with customers and potential customers. It is imperative that you do sufficient customer research to convince potential investors (and yourself) that there are unmet needs in the marketplace. Who are the customers in this market? How is the market segmented? What motivates buying decisions? In what ways are customers dissatisfied with current offerings in the marketplace?

Informally interview 5 to 10 potential direct customers and 5 or 10 potential indirect customers (if applicable).  

· Create a short open-ended questionnaire to use with these potential customers.

· Approach potential customers and describe your product or service in neutral terms.

· Work through your questionnaire with the customer.

· Finish by soliciting an opinion about your product or service and asking if the potential customer would buy it.

· Record and summarize your findings.

Research Questions.  Explain your strategy for defining your target market.  Describe the unmet needs of your target customers that your product /service fulfills or the problems that it solves. 

· What segment of the market are we targeting?

· What characteristics define our target customers? 

· How big is our target market? What share of the market will we capture? 

· Who are our customers? End users? OEM's? Distributors? Retailers? 

· What needs does our product fulfill with our target market?   

· What problems are we solving for these customers? 

· What evidence do we have that potential customers want our product? 

· How will we position our product or service with our customers? 

· What evidence do we have that our target market wants our product? 

Industry and Marketplace Analysis
Customer Analysis 

In this section, identify and segment the customers in your marketplace.  Consult industry publications, articles, and trade groups to understand the how the industry defines, identifies, and segments its customers.  

· Who are the traditional customers in this market? 

· How is the market segmented? 

· What motivates buying decisions? 

· What channels of distribution are used?  What channels are being ignored?

· In what ways are customers dissatisfied with current offerings in the marketplace? 

· What customer needs are currently unmet by the market? 

· What emerging customer groups are being ignored? 

Company Overview

The Company Overview is a brief (one page) description of the company you have founded or want to found. How will it be organized?  Will it be a sole proprietorship, partnership, or corporation? What are your ambitions for the company? Will it always be a small company, or do you want to grow it into an international giant?  Upon reading this section, the reader should have a good idea of where you are and where you are going with your company.  Note that the Company Overview is the reader's introduction to your plan.  

Research Task: Determine the best legal form for your business:

	· Sole proprietorship

· General partnership

· Limited partnership

· Regular Corporation

· S Corporation
	· Professional Corporation

· Nonprofit Corporation

· Limited Liability Corporation

· Professional Limited Liability Corp

· Limited Liability Partnership


Introduction

In the introduction to the Company Overview, answer the following questions in a single paragraph. 

· What is the name of our company? 

· Does our company currently exist, or will it be forming?   

· Where is it located? Where will we grow? 

· How is our company organized (e.g., sole proprietorship, partnership, corporation)? 

Mission Statement
Your mission statement is a short (one sentence to one short paragraph) inspirational statement of the vision and goals you have for your company.  Too many mission statements are vacuous exercises in ambiguity (e.g., "employees are our most valuable asset").  Be sure that your mission statement is succinct, content rich, and excites your readers. 

History and Current Status

In this subsection, outline the history and current status of your company.  If your company is just forming, you probably don't need to include this subsection. 

Market and Products

In one or two paragraphs, answer the following questions: 

· What market(s) needs will our company address? 

· Who are our target customer's? 

· What products and services will our company sell? 

· What are our current sales and current products (if any)? 

· What are the boundaries of our business? 

Objectives 

In this subsection, spell out the objectives of your company in a single paragraph: 

· Where are we going with our company? 

· What are our goals for the company (keep it small, grow it big, franchise it, etc.)?

· What is our exit strategy for ourselves and for our investors (sell to larger company, go public, buy out investors, etc.)? 

Action Items

A. Write a one-paragraph Mission Statement for your business that expresses your vision, ambitions, and goals for your business.  This should be a “shining city on the hill” statement that will excite and motivate you, your business partners, potential investors, and others interested in your business.  Post your vision statement in a prominent location where you can review it as you work on your plan.  This mission statement will become the opening paragraph of the Company Overview of your plan:

Company Overview

· Mission Statement
· History and Current Status
· Market and Products
· Objectives

B. Conduct necessary research and complete of draft of the Customer Analysis subsection of your plan:

Industry and Marketplace Analysis

· Industry Analysis

· Marketplace Analysis
· Customer Analysis

· Competitor Analysis

C. Undertake the customer research described previously and write a complete draft of the Target Market subsection your plan:

Marketing Strategy

· Introduction

· Target Market

· Product/Service Strategy
· Pricing Strategy
· Distribution Strategy
· Advertising and Promotion Strategy
· Sales Strategy
· Marketing and Sales Forecasts
D. Write a complete draft of your Company Overview section:


Company Overview

· Introduction

· Mission Statement

· History and Current Status

· Market and Products

· Objectives

Step 3: Begin Marketing Plan


