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Twelve Steps to a Successful Business Plan
Step 6: Build Strategy

In this step, you bring together separate pieces of your plan into a coherent whole.  Research should be ongoing, but it’s time to start to put it all together.

Marketing Strategy

· Complete your marketing strategy by developing advertising, promotion, and sales strategies

Operations Strategy

· Describe how operations will add value for customers


Development Strategy

· Create a strategy for business development 


 Marketing Plan
Advertising and Promotion Strategy


Explain your advertising and promotion strategy.  It is critical that you inform your target market about the availability or your product or service, and that you continue to communicate your benefits to that market. 

· How will we advertise and promote our product or service? 

· How will we communicate with our customers? Advertising? Public relations? Personal selling? Printed materials? Other means of promotion? 

· Why will this be strategy be effective in reaching our target customer? 

Sales Strategy


 Depending on your business, sales may be a critical component of your success.  Remember, "Nothing happens until the sale is made."  An effective sales strategy is critically important for most manufacturers, publishers, software firms, and many service providers.  Don't overlook the importance of formulating an effective sales strategy! 

· How will our product or service be sold? Personal selling?  TV infomercials? Direct mail? 

· Who will do the selling?  An internal sales force? Manufacturer's representatives? Telephone solicitors? 

· How will we recruit, train, and compensate our sales force? 

· How will we support our sales effort?  (e.g. internal staff, service operations, etc.) 

Operations Plan
Operations Strategy

In this subsection, describe how you will fulfill your marketing strategy using operations: 

· How will we use operations to add value for customers in our target market? 

· How will we win in the marketplace on the dimensions of cost, quality, timeliness, and flexibility? 

· Which dimensions will we stress and which will we de-emphasize? 

Development Plan

Development Strategy

In this section, answer the following questions as appropriate:

· What work remains to launch our company and our products? 

· What factors need to come together to make our concept work? 

· What are we doing to bring them together? 

· What are the risks to the successful implementation of our development plans? 

· Are they technological risks (e.g., we can't make our product work)? 

· Cost risks (e.g., it costs more than we figured)? 

· Competitive risks (e.g., we are preempted in the market by a competitor)? 

· How will you mitigate these risks?

Action Items

A. Write the Introduction, Advertising, and Sales Strategy sections for your marketing plan:
Marketing Strategy
· Target Market Strategy 

· Product  / Service Strategy

· Pricing Strategy

· Distribution Strategy

· Advertising and Promotion Strategy

· Sales Strategy

· Marketing and Sales Forecasts

B. Write a complete draft of the introduction and Operations Strategy sections for your Operations Plan:


Operations Plan

· Operations Strategy

· Scope of Operations

· Ongoing Operations

· Operating Costs
C. Write the development strategy subsection of your development plan:

Development

· Development Strategy

· Development Timeline

· Development Expenses
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