Marketing Plan Template

Your Product Name, Logo, Tagline goes on front page.

(Optionally you can also include the team members name on the first page or on a separate next page)
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1 Executive Summary

Discuss in one paragraph what product is being marketed, and what unique strengths does your company have in marketing this product. Briefly discuss the marketing strategy and why do you think this product will be a success.

(Remember, the executive summary is often the only section that is actually read by most managers or prospective investors, so keep it interesting and compelling; it should force the reader to explore the report in detail)

Optionally, you can also include a table of contents page after the executive summary page. The summary page should be centered both horizontally and vertically on the page.

2 Introduction

· Introduce your product concept here. This section should give the reader a good idea of what the business is all about. In that sense, it describes what product is being marketed and why the product will succeed.
· This section can have 3 subsections:

· THE MARKET

· Discuss demographic, technological or social trends or current market scenario and identify an unsatisfied customer need or want. 
· You can also highlight why current market offerings by competitors are inadequate. 


· THE PRODUCT

· Now talk about how your proposed product will satisfy this need and why this is truly different from what’s already out there.

· i.e. discuss that value proposition offered by the new product.

· THE COMPANY

· Then, discuss about the company background; what unique strengths does 
your company possess in marketing this product.
· What will be the company’s mission and goals (to be a market leader in terms of share, to be a niche player, etc)
· Identify the company’s core competency.
3 Situation Analysis (SWOT)
· Discuss in detail the Strengths, Weaknesses, Opportunities and Threats for your new product. 

· Include industry trends, consumer trends and competitor strengths/weaknesses in your assessment of SWOT analyses.

4 Market Segmentation Analysis
In this section you will focus on the market-product analysis; should contain 3 main subsections: MARKET SEGMENTATION, TARGETING SEGMENTS, POSITIONING STRATEGY

· Discuss what market segments exist in the market for your product.

· Choose your target segments, and provide reasons for choosing them.

· Set market coverage goals; i.e. what proportion of the target market do you intend to cover? What is your expected market share in the chosen target markets

· Profile your target segments. Identify the distinct characteristics of consumers in your target segment. What is their demographic, psychographic profile? 

· Choose a Market Positioning Strategy. – head-to-head or differentiated positioning strategy. What image do you intend to achieve in the minds of target market consumers.

· You can use subsections like Market Segmentation, Target Market Segments, Segment Profiles and Market Positioning for this section.
· Segment 1

·     * Description / size
·     * Percent of sales

·     * What they want

·     * How they use product

·     * Support requirements

·     * How to reach them

·     * Price sensitivity

· Segment 2

· .

· .

· .

 5  Marketing Mix Elements

In this section, discuss about the 4 P’s and what strategy will you follow for your product.
Discuss why the strategy was selected, then the marketing mix decisions (4 P's) of product, price, place (distribution), and promotion.

Product

The product decisions should consider the product's advantages and how they will be leveraged. Product decisions should include:
· Brand name 

· Quality 

· Scope of product line 

· Warranty 

· Packaging 
You can also discuss product variations, size/flavor combinations, etc to customize your product for each target segment. If possible, provide some model figures or prototype photos in a separate appendix.
Price

Discuss pricing strategy, expected volume, and decisions for the following pricing variables:
· List price 

· Discounts / Rebates
· Bundling 

· Payment terms and financing options 

· Leasing options 
Also, mention what pricing strategy will you follow; demand-oriented, competition oriented etc. How will you alter the price for different target segments, if you are targeting multiple segments.
Distribution (Place)

Decision variables include:
· Distribution channels, such as direct, retail, distributors & intermediates

· Motivating the channel - for example, distributor margins

· Criteria for evaluating distributors.
· Locations 

· Logistics, including transportation, warehousing, and order fulfilment 

Promotion

· Advertising, including how much and which media. (TV, online, Print media, radio, campus programs etc)
· Public relations

· Promotional programs

· Ad and Promotion Budget – what percentage of sales/revenue will you allocate for advertising and promotions?

· Projected results of the promotional programs

6   Short & Long-Term Projections

The selected strategy's immediate effects, expected long-term results, and any special actions required to achieve them. This section may include forecasts of revenues and expenses as well as the results of a break-even analysis.
Provide a detailed break-even analysis, by assuming reasonable cost structures. You can ignore the long-term forecasts if  you don’t have the time; but at least provide a short term forecast.
7 Conclusion
Conclude by reiterating the product’s core benefit and how this value proposition resonates with consumer needs. A one or two paragraph conclusion is desirable.
8 APPENDIX

Provide any detailed product profiles, prototype details,  financial projections, demand estimation, break-even analyses , biographies of team members, etc.
