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Introduction
	Having pin pointed the market research strategies on the last topic, it is now easier for the company to establish a blueprint of implementing the market strategies. The process calls for patience and investment with both time and resources. Alex York (2018), hypothesizes today’s marketing plan being one of the radical designs when it comes to doing business. Therefore, an overview of a marketing plan has to have broader objectives like brand and promotion strategies, which are specifically targeted to the customers at a given shortened time, probably in quarterly or annually. “Scenario IT to seniors” has so far recognized the range- types of products and services needed in the market. The new company is yet to see this through, during the actual marketing plan and make our opening sales.
Product and Services
	The section is the most tangible portion of the company with its customers. Generally, there is more than just selling or making any sales. The company has to forecast how the products and services will be accepted voluntarily into the current and future market without creating a lot of disparity between timelines. Simply this means, the marketing plan has to be unique, hence giving the company identity or a sense of touch to its customers regardless of time and place. Keeping in mind that the target market is not that mobile (senior members of the society), the products and services in place have been narrowed down to a home care basis. However, such factors should not limit the strategies in place.  
One of the prioritized product on the market will be a Care-System Tablet. This is meant to bring the elderly closer to the larger part of the society, specifically their families. The system entails, an advanced care that has a possibility of coordinating all the activities of the seniors every day. The installation features revolve around medication, news, communication (messages, videos, photos from professionals and loved ones).
	The marketing plan with the Care-System as a product is a symbiotic strategy with the services available. To start with, the product is designed as a tablet, standard sized with bold sense of touch. No computer knowledge is required, however, as part of our services, there should be a little training on usability. The product comes with a one-year warrant. 
	As part of establishing a close contact with the clients via the system, the company has branded the tablets from the outlook to the software itself, with a logo. Within the Care-System, advertisements of other helpful gadgets would be solely from the company, thus imposing a competitive advantage of establishing a market every time the product is sold and used.
Place
	The marketing plan on product and service delivery has to be delocalized and outsourced as much as possible. The strategic location of distributing these services and products have to consider cutting through the following; flexibility, speed to the market, cost saving and customer experience. The benefits here are targeted to open up revenue channels over numerous physical markets and have a dominant system of distribution all together. The good thing with the company is, partly the products are already merchandised by our partners. These partnerships are not necessarily at the site of product distribution or branding. On the other hand, in order to have a customer value arrangement, the products can be shipped directly to our delocalized distros and have local clients get free delivery. The policy of free delivery, should be made available to all, and have the company worry about the distanced market places that call for a local branch. 

Price
	Pricing has a way of projecting for possible losses or profits in any given business. According to April Maguire, (2018), there are factors to consider before placing a price on products and services, they include competitors offering, distribution cost, branding cost, and positioning and sustaining strategies’ cost. I could not agree any less. These factors on a proper review, they will definitely give the company an average cost per item in production and deduce a profitable price out of it. However, mere assumption on price does not guarantee acceptance in the market. There has to be tactics with substantial knowledge of the market prices. 
	One of the not-so-common price strategies would be psychological tactic. Pricing a product at $199 is fairly approachable compared to $200. The difference is very small, but psychologically the customers tend to look on the first digit of the price. The other potential pricing plan, would be the bundle pricing. With this, buying more than one products should be redeemed into a discount on the next product on purchase or offer a particular service for free where it would incur a cost when the service is requested alone or under one product. These strategies will positively do the trick and have a competitive flow of products and services per customer. 
Promotion
	Carl Hose, (2018) Most of the time products and services of a company are never bought, just because the market is not aware of their existence or what the company offers. With promotion, the situation can drastically change to having a belonging in the market. Today, promotion has been vibrant on the internet and social media platforms. However, our target group being 65+ years old, the promotion strategy is compelled to being more traditional.
	Basically, the age bracket has a habit of sticking to a chair in the house and enjoy their favorite television programs. It is ideal for the company to promote the products and services over the television, radio or a local newspaper. The beauty of the strategy is around the seniors’ practices, thus finding them at the comfort of their homes. Testimonies can be incorporated later as a way of market attraction. The other possible approach can be direct selling. The engagement here is more direct, hence developing meaningful relation. The visits can be a real eye opener to the needs of the market and assist the company in implementing a product to fit customer preferences. Such engagements are competitive advantages most companies lack.
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