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All marketing decisions are based on assumptions and knowledge of consumer behavior.  Understanding the motivations and behaviors of the consumers is a vital aspect of any marketing plan or strategy.  A marketing plan should contain a situational analysis, marketing strategy, positioning, data, sales forecast and expense budget.  A situational analysis includes both a SWOT and competitive analysis.  A SWOT specifically identifies which address strengths, weaknesses, opportunities and threats.  It is vital to develop objectives and specifications on how to achieve the objectives.
The market planning process follows a sequence of stages, and can be adapted to suit the circumstances and requirements of the project, brand or business.  It helps to develop products and services for a business that meet the needs of the target market, and it helps the customer understand why your product or service is better than the competition: brand differentiation.  There are many handy resources on guides online for starting a marketing plan.  Many are found in the form or lists or in brief articles (Entrepreneur, 2017) as follows:
1. Begin with a snapshot of your company’s current situation. Called a situational analysis.
2. Describe your target audience.
3. List your marketing goals.
4. Develop the marketing communications strategies and tactics you will use.
5. Set you marketing budget.
The above list is simplistic but is a great starting point.
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