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Marketing Plan
Marketing Objectives
Girl Scout Cookies marketing objectives are; to increase awareness by establishing a campaign that will help t establish the business in the minds of the consumers. Through marketing, the company also looks to increase sales, establish the business in the mainstream industry and to establish a place in the minds of consumers. The businesses’ sale forecast for a year’s 1-5 are; 
year 1-$12,000
year 2-$15,000 
year 3-$17,500
year 4- $19,000
year 5-$21,000 
The profit forecast for years 1-5 are;
Year 1- $5000
Year 2- $7000
Year 3-$9000
Year 4-$1,100
Year 5-$1,500
In regard to market penetration and coverage, in the first year of operation, the business will have acquired at least 21 percent of the cookie market.
SWOT Analysis
Strengths
The Girls Scout has marketing professionals with marketing expertise. Also, the product that the business is offering is very innovative. The company’s pricing is also reasonable.
Weaknesses
Since it is a food business, the products may easily spoil. The business is new in the game, it is not as established. 
Opportunities
The market is vacated by ineffective competitors. Also, there are more buyers liking the business’ products. With the market being vacated by ineffective competitors and more buyers liking the company’s offerings, then the company has the opportunity of making more sales and profits.
Threats
There are new competitors in the businesses’ home market. there are also price wars with other markets and competitors. The new competitors may have products that might be more innovative than our own.

Product Adaptation
Considering that cookies are basically mainstream nowadays, to adapt the competitive market, the company introduces variated chocolate cookies. This idea is to differentiate the company’s products with those of the competitors (Furr, 2019). No competitor is retailing cookies that have been refurnished and sold again in the market. The company has several variants and offers reasonable prices with consideration to the competition in the market. The packaging is pleasant as it contains information regarding the ingredients in the cookies and colors corresponding with the cookie variant. For example, chocolate chip cookie mallow and the rainbow chip cookie the packaging have the corresponding colors. Also, the packaging are portable, environmental friendly and attractive.
Promotion Mix
The company will advertise through several media outlets to reach out to the target audience. However, the company will utilize social media especially because most of the company’s target market is the generation that is well versed with social media and actually spends a lot of time on the internet. The main objective of the promotion mix is to reach out to as many customers as possible. Also, advertising will enable the company to establish itself in the minds of the people. facebook, Instagram and tweeter will be the social media sites that the company will utilize to reach out to consumers. The company will not only rely on social media, it will also engage consumers physically to try and get them to try its offerings. Advertising using social media will not be as expensive because what the company will need is a camera, a computer and internet connection.  The average cost will be $1000 for a good camera, $400 for a good computer and a monthly internet subscription of $31. 
Sales Promotions
The core objective of the company’s sales promotion is to increase demand for its products. The objective of the sales promotions is to improve the availability of the products and coordinate selling. In its sales promotions, the company will utilize personal selling, promotions including discount offers as well as direct marketing. The company will also send messages to its followers on social media platforms to advertising its products and asking consumers to try the products. In the sales promotion, the company will also approach people physically in the field and ask them to try the products. This will enable the company to reach to as many consumers as possible because it will be utilizing both digital means and in person. Consumers who purchase our products will also be given coupons for themselves and other people they wish to invite. This will be a strategy to attract new customers. 
Personal Selling
Girl Scout will send out its sales representatives especially to schools and estates. The primary target for the company’s product are students. However, adults too are targeted by the company as consumers. in its personal selling strategy, the business will tie up with local gift shops, wedding planners, canteens and event organizers. Through this tie, the business will distribute free samples of cookies to win trust of (Firmansyah et al., 2019). To establish the business and make it popular, the business will hold different types of cookie contests such as eating cookies, cookie decorations and invite more people to the premise for these events. The business will also participate in food fairs and give samples together with the business cards so as to impress visitors. Engaging people at a personal level will help in establishing the business into the minds of the people and most importantly, generate more enquiries which will later turn into sales. 
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