Machias

‘ Savings Bank

MARKETING PLAN

A marketing plan is a roadmap that outlines your marketing strategy and
tactics to achieve your goals. Reasons to create a marketing plan include
helping you set clear objectives, define your target market, identify cus-
tomer needs and build out tactics to increase sales.

Another benefit is prioritizing activities and allocating resources, including
time, money, and staff to identify the most effective marketing channels
and activities that generate the highest return on investment.

Overall, a marketing plan helps determine the metrics to measure the ef-
fectiveness of marketing activities and choose the most appropriate based
on resources and market conditions.

Sample marketing plan questions:

» The problem you solve. Describe the customer pain points you solve
with your product or service.

» The target market you sell to. If there’s more than one target market,
list them all. Be as specific as you can.

» If you’ve created a customer profile, outline the details. Have you
thought about creating one of more customer profiles of the specific
type of people you plan to target?

» The channels you use to distribute to your customers. What methods
will you employ to sell your goods or services? Make a note of each
here. For example, you might sell online, through third-party websites,
direct via a retail outlet etc.

» Build credibility. Describe steps to improve your credibility (industry
knowledge and experience, speaking at industry events, generated posi-
tive stories, proven track record.

» Partnering and collaboration. Identify two or three possible market-
ing partners who sell to the customers you want to reach. Discuss how
you’d plan a joint marketing initiative.
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MARKETING PLAN

1. STRATEGIC OVERVIEW

The problem you solve {Enter text —describe the customer pain points you solve with
your product or service.}

The target market (Epter text — if there’s more than one target market, list them all.
you sell to Be as specific as you can.}

If VOU’VG: createle a {Enter text — have you thought about creating one of more
customer profile, outline cystomer profiles of the specific type of people you plan to target?
the details |f 5o, discuss this here.}

The channels you use (Enter text — what methods will you employ to sell your goods or
to distribute to your services? Make a note of each here. For example, you might sell
customers online, through third-party websites, direct via a retail outlet etc.}

Building credibility (gnter text — describe steps to improve your credibility (industry
knowledge and experience, speak industry events, generated
positive stories, proven track record.}

Partnering ?“d {Enter text — identify two or three possible marketing partners who
collaboration sgj| to the customers you want to reach. Discuss how you'd plan
a joint marketing initiative.}



MARKETING PLAN

2. DIGITAL PLAN

Website optimization

Creating online leads

Content marketing

Marketing automation

Search engine

optimization

Online advertising

{Enter text — outline how your website attracts online traffic. Using
search keywords, providing online content, linking to reference
sites etc.}

{Enter text — describe what are you doing to encourage the
collection of prospect contact details.}

{Enter text — outline how you use content marketing to build
interest in your business and to demonstrate credibility and
industry knowledge.}

{Enter text — identify the marketing software you use to track
leads and keep in contact with customers automatically.}

{Enter text — document the tactics you use to get to the top of
search.}

{Enter text — outline your advertising strategy and list which online
platforms you advertise in e.g., Google Ads, Facebook, Twitter,
LinkedIn, You Tube etc.}



MARKETING PLAN

3. PRICING

The price you sell for (Enter text — list the prices or ranges of prices you plan on
each of your prOducts or Charging Customersl}
services

Compare your price _With {Enter text — do some research on your competitors and detail
competitors thejr main competing goods or services here, along with the
prices they’re charging.}

Justify why you’ve pri_ced {Enter text — if your business has different prices than your
the way you have (high, competitors, explain why.}
medium, low)



MARKETING PLAN

4. MARKET RESEARCH

Direct market research (gnter text — which methods of market research have you used?
How will you continue using market research as you progress?}

Customer insights (Enter text — detail the key findings you've discovered about the
potential customers in your target market. How will these findings
help your business establish a foothold in the marketplace?}

Competitors insights (Enter text — note down any important information you've found
out about your competitors through market research.}

Future trends (Enter text — outline how your industry is changed, the trends and
how your business must change to take advantage of, or offset,
these trends.}
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5. SWOT

Fill out the SWOT analysis below by listing your business’s strengths, weaknesses, opportunities and threats in the
left column. Detail how you could lower or increase their impacts in the right.

Strengths | will maximize them by:

Weaknesses | will minimize them by:

Opportunities | will maximize them by:

Threats | will minimize them by:

What’s your chosen {Enter text — choose a strategic direction for your business. For
SWOT strategy? example, exploit your internal strengths to maximize your external
opportunities.}

ul



MARKETING PLAN

6. COMPETITOR ANALYSIS

Your main competitor

Strengths WWEELGENYES

How will you combat
their strengths and
target their weaknesses?

Other key competitor

Strengths WEELGESYES

How will you combat
their strengths and
target their weaknesses?




MARKETING PLAN

7. COMPETITIVE ADVANTAGE

Wh_""t mak_es your [Enter text — explain what makes your business different. What
business different gre your key points of difference? Do you have a clear
understanding of why customers will buy from you?}

Communicating (Enter text — describe how you'll help customers understand why
competitive advantage yoyre different.}

Defending competitive (Enter text — describe any barriers to protect your competitive
advantage advantage from others.}

Intellectual property or (gnter text — list any intellectual property that helps to create
assets competitive advantage - for example, a patent.}



MARKETING PLAN

8. SOCIAL MEDIA

Blog | TikTok | |
Facebook \ \ Tumblr \ \
Instagram \ \ Website \ \

LinkedIn \ \ X \ \
Pinterest \ \ YouTube \ \
Threads \ \ Other \ \

Which social media
platforms will your
business utilize and why?

{Enter text — discuss which platforms you’ve chosen and why they
will be the most useful for your business. If you plan to create a
blog or run a website, include these details too.}
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9. NEW CUSTOMER ACQUISITION PLAN

Your ideal prospect

Prospects pain point

Customer search

behavior

Leads into customer’s

{Enter text — describe your ultimate customer in as much detail as
you can.}

{Enter text —outline the main problem and how you solve this pain
point}

{Enter text —outline how this customer may find you. The ways
they search for information.}

{Enter text - specifically how you will turn leads into loyal
customers.}




MARKETING PLAN

10. ADVERTISING

Advertising message (Enter text — how will you show the benefits of your products or

services while suggesting a ‘need’ or a ‘problem’ that your
business can solve for consumers. Do you have a tagline or
slogan?}

Advertising tactics (gnter text — which advertising methods you will use to grab the
attention of potential customers? Outline exactly how you plan to

get your message across and the budget you have for each
method.}

What are the features, (Enter text — discuss these in relation to how you'll advertise your
advantages and benefits goods or Services_}

of your products and
services?
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1. OTHER MARKETING INFORMATION

{Enter text — outline anything else you feel is important to add to your marketing plan.}

{Enter text — outline anything else you feel is important to add to your marketing plan.}

{Enter text — outline anything else you feel is important to add to your marketing plan.}

{Enter text — outline anything else you feel is important to add to your marketing plan.}
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