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	Objectives

What are the goals of your business this year?  Be specific.
	

	Your Product/Service

What product or service do you offer? 
	

	Customers

Who buys (or should buy) your product?  What do they need it for?
	

	Competitors

Who are your top competitors and what are their strengths?
	

	Positioning

Given your competition, what makes your business unique and great?
	

	Pricing

How will you price your product?
	

	Sales & Distribution

How and where will you sell the product?
	

	Promotion

How will people find out about you and your product?
	

	Budget

How much money do you have to promote the product?
	


1.
Objectives

· Vision: What do you ideally want your company/product to be in 2-3 years?

· Financial: How much money do you need to make, and by when?

· Strategic: What will you sell to make money?

· Metrics: What quantifiable goals will you use to measure success?

2.
Market Analysis (4 Cs)

2.1.
Customers (Target Markets)

· What types of customers are you focusing on?

· What are the needs of each customer type (segment)?

· What are their demographics, purchasing power, location, etc.?

2.2. 
Competitors (& Complementors)

· Who are the top 3 competitors for each customer type?

· What are their strengths and weaknesses?

2.3.
Capabilities (Skills & Assets)

· Strengths: What do you do really well relative to the competition?

· Resources: What unique assets do you have?

· Weaknesses: What are you bad at?

2.4.
Conditions (Market Environment)

· How will your industry change during the next few years, and how?

· How will your customer change in the next few years?

· Do you face challenges from new technologies or potential competitors?

3.
Segmentation & Positioning

3.1.
Segmentation

· Group each customer type into a segment

· What are the needs for each segment?

· How could you stand out for each segment?

3.2.
Value Proposition

· What do you do?

· What problem do you solve?

· What makes you different and better?

· What are your unique, relevant, and differentiating characteristics?

4.
Marketing Mix

4.1.
Products & Services

· What product/service will you sell?

· What customer needs does it fulfill?

· What additional services are needed for a customer to get the full value of your product?

4.2.
Pricing & Segmentation

· What are the prices of other products in the market?

· How is pricing tiered? (Why are some products more expensive than others?)

· Given your product's value and market, what price is appropriate?

4.3.
Place & Distribution

· How and where do you plan to sell your product?

· Where do competitors sell or distribute similar products?

· Where do your customers go to find, test, or buy similar products?

· How do you get into those same sales or distribution channels?

4.4.
Promotion & Communications

· How do competitors promote similar products?

· How do your customers know what to buy?

· What is your expected marketing budget?

5. 
Promotion Channels

5.1. 
Branding

· Image: What is your desired brand image?  (What does your brand stand for?)

· Naming: What will you name your product/company?

· Identity: What is your identity (logo)?

· Tagline: What is your benefit?

5.2.
Website

· Objectives

· Users

· Use Cases

· Search Engine Optimization

· Information Architecture

· Layout & Nav

· Home Page

· Who are you?

· What do you do?

· Why should I take you seriously?

· Top Level Pages

· Sub Pages

· Blogs

5.3.
Online Advertising

· Search Engine Marketing

· Landing Pages

· Display Advertising

· Social Media

· Twitter

· Facebook

· LinkedIn

· Email

5.4. 
Offline Advertising

· Direct Mail

· Broadcast

· OOH

5.5.
Public Relations

5.6. 
Partnerships

5.7. 
Personal Sales

5.9. 
Promotions

5.10.
Guerilla Marketing

5.11.
Events

5.12.
Collateral & Packaging

6.
Marketing Plan

6.1. 
Activities

· For each activity, what is your goal?

· What is your primary message or call to action?

· What communication channels will you use?

· What is the timing of your rollout?

6.2. 
Schedule

· What the smallest thing you can do first to have an impact?

· What are the next phases in your launch plan?

· What concrete activities will you do each month for the next 12 months?

6.3. 
Budget

· How much money do you have to work with?

· How much will it cost for you to set up this project?

· What are the ongoing fixed costs?  (These do not change regardless of volume)

· What are the ongoing variable costs? (These change depending on volume)

6.4.
Measurement Plan

· How will you measure success? (these are your metrics)

· What do you have to make to obtain metrics?

· How often will you check your metrics?

