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Strategic Marketing Plan
Part A: Environmental Analysis and SWOT Analysis 
(Due in Competency 1 Assessment)
Company Description
Describe the company you are designing the plan for. Include: 
· Mission Statement
· Vision Statement
· Product line description
· Company information, such as the size of the company
Environmental Analysis
Analyze the forces that affect the company and marketing efforts. 
Competitive Forces
Analyze the company’s key competitors. You may choose to use a BCG Matrix or attribute checklist to compare your company against its competitors. Describe any strategic moves the competition has recently made. Estimate your market share. Identify key competitive advantages against your competitors.
Economic Forces
Analyze the economic environment in the areas affecting your business. Consider differences within your industry and the economic impact on suppliers.
Political Forces
Analyze relevant political forces. Examples may include an election year or a law to drastically reduce or eliminate plastic waste in your county.
Legal, Regulatory, and Ethical Issues
Analyze the legal, regulatory, and ethical issues that may affect your business. Considerations may include local laws such as a ban on the use of plastic bags, the ability to post billboards, or a possible increased regulation on direct mail.
Technological Forces
Analyze whether your company will be affected by emerging technologies or trends in hardware and software industries
Social Forces
Analyze social trends and how they may affect your business. Considerations may include if your business will be affected by demographic trends, a growing dependence on computers, or whether interest in your product might be affected by growing preferences in the way things are done or changing social values. 
Current Target Markets
Define the company’s current target markets. Describe the demographic, geographic, psychographic, and product usage of these targets. 
Review Current Marketing
Review the company’s current marketing tactics. Consider how people find out about the product, how they get information about the product or service, what might be involved in the buying process, and what money is available for marketing. If your company is a start-up, describe your competitors’ current marketing. 
SWOT Analysis
Assess your company’s strengths, weaknesses, threats, opportunities, and then evaluate how to address these in your marketing plan. 
Strengths
Assess your company’s competitive advantage. Consider core competencies, assets, location, practices, etc. that are distinct in the way the organization meets the needs of its customers.
Weaknesses
Assess what limits the company may have in its current marketing strategy. Consider if there is a company weakness that needs to be addressed through Public Relations or Marketing.
Opportunities
Assess the opportunities you see based on trends or environmental conditions.
Threats
Assess the threats or limitations that may interfere with the company’s ability to meet its objectives or interfere with marketing plans.  
Strengths to Opportunities & Converting Weaknesses and Threats
Convert weaknesses and threats to strengths, then strengths to opportunities in the marketing plan. Consider the implications for addressing supplier relationships, implementing new technologies, or changing the product line or addressing new markets.
Marketing Objectives
Establish marketing objectives based on the results from the SWOT analysis. Marketing objectives must align with corporate objectives, modified by the company’s resources. Objectives should include a date for the completion of the objective and the way in which success will be measured. For example: The company will expand its marketing efforts to include a new market segment of 21- to 29-year-olds. This will entail the development of a customized product by June 2020 that will address the specific psychographic and technological needs of this age group. This strategy is expected to attain a 20% growth in overall sales by January 2020. Customer loyalty (willingness to recommend the product) will increase by 30%.
Part B: Marketing Data Analysis 
(Due in Competency 2 Assessment)
Internal Data
Evaluate internal sources of information available to you inside the organization and what information you will receive from each source. Identify 3-6 sources of internal data. Insert or remove rows as needed.
	Source
	What it Measures
	Data
	Potential Usage

	Financial data
	Monthly financial performance 
	Monthly cash flows, that is, revenues and expenses incurred.
	To ascertain the variances in financial performance. 

	Sales data
	Monthly sales reports 
	Detailed accounts of sales volumes per product in the consumer market
	Helps generate trends in marketing activities to identify effectiveness of salespersons. 

	Marketing Survey Reports
	The market perception about the brand and its products. 
	· Perceptions of pricing. 
· Competitor analysis
· Customer requirements 
	· To identify how the customer experience data. 
· To identify ways to improve product quality or market delivery.
· Checkup competition and identify ways to improve marketing operations. 



Secondary Data
Evaluate secondary data sources and the specific information you need from each source. Insert or remove rows as needed. 
	Source
	What it Measures
	Data
	Potential Usage

	Social Media Analytics 
	The social media performance per month 
	· Conversion rates
· Impression rates
· Share of Voice 
	To estimate how the brand has performed and design initiatives to improve performance. 

	Retail Store Analytics 
	Categorizes the sales volumes and revenues from retails stores in a month. 
	· Total amount of sales 
	To establish the trends in sales and how to improve the values. 

	Industry Reports
	Evaluates the status of the marketing industry in general. 
	· Market share
	To determine the share market share of the company and ways to enhance it.  



Primary Data
Evaluate primary data needs to create and evaluate the marketing plan. Insert or remove rows as needed. 

	Source
	What it Measures
	Data

	Potential Usage

	Interview
	Experience and satisfaction levels of the brand 
	Qualitative
	Identify areas of low performance
Identify market opportunities to improve the brand. 

	Questionnaire 
	Experience and satisfaction levels of the brand 
	Qualitative
	Identify areas of low performance.
Identify market opportunities to improve the brand. 



Customer Relationship Management
Establish customer touchpoints and develop appropriate CRM events for customer acquisition, retention, and profitability. Insert or remove rows as needed.
	CRM Touchpoint
	Purpose & CRM Objective
	Data
	Potential Data Usage

	Profile data on the Website
	· Identify the demographics
· Satisfaction levels after service. 
	· Email address
· Source of reference
· Post sale (product purchases, price and quantities) 
	· Map the customer site counts.
· For loyalty rewards and targeting marketing activities. 

	Social media direct messaging 
	· Identify the demographics
· Evaluate and improve engagements 
	· Social media profile names
· Nature of Inquiries
· Post-engagement) Effectiveness (satisfaction)

	· For loyalty rewards and targeting marketing activities. 

	Telephone call log
	· Identify the demographics
Evaluate and improve engagements 
	· Names and address
· Nature of Inquiries
· Post-engagement) Effectiveness (satisfaction)

	For loyalty rewards and targeting marketing activities. 






[bookmark: _Hlk19883017]Part C: Market Strategy, Marketing Channels, Implementation, and Monitoring
(Due in Competency 3 Assessment)
New Target Markets
Determine any new markets for your strategy and describe how you will provide value to each target market.
New markets will emerge from the 5g mobile network. The 5th generation is a new worldwide wireless standard of the previous networks. It is a network that enables wireless connectivity to everything and anyone. The demand from network services, schools, and IT companies will create a new market for this product. A product such as Huawei matebook 14 laptops allows individuals to tap into many devices' capabilities at once. This laptop has a considerable demand mostly from on-campus students.
Marketing Mix for New Target Markets
Determine adaptions for each new target market.
· Products
5G technology delivers a multi-Gbps peak data speed with massive network capacity and more reliability.
Huawei matebook 14 laptop makes access to its features easier through Huawei share tag. Besides, it is possible to pair a smartphone and the pc on a screen.

· Price
Smart devices enabled with 5G network lowest cost will be $500 exclusive of tax while Huawei matebook 14 laptops will be sold at a starting price of $850.
· Distribution
5g network will be distributed through distribution channels that connect the network provider to Huawei terminal devices.
Massive distribution of Huawei matebook 14 laptops will be done through fast channels such as railway and air.
· Traditional Promotion
The traditional promotion will entail business cards and flyers, trade magazines, and press releases.
· Online Promotion
Online promotion will be through sharing about the products on social media and social media ads. 
Marketing Implementation
Create the implementation for your marketing plan. Describe how you will organize and implement the plan, such as whether it will be organized by market, geography, and responsible for marketing decisions. 
Since marketing is not a quick fix aspect, the first process is selecting the actual expectations. The second step will entail the building of the team and securing vital resources. Such a team will include the marketing department, customer service, and sales team. Once the marketing team is ready, there will be marketing strategies to the member and assisting them in realizing the set goals. The company will also be given a draft of the efforts. The fourth step will be building out tasks and timelines to various groups through breaking up the goals into smaller deadlines and tasks. There will be a set dashboard for tracking success; the template will be easier to update the key metrics. The individuals responsible for marketing decisions will include the marketing department manager, sales team manager, and customer department manager. 
Marketing Communication Channels 
Evaluate the marketing communication channels you will use to reach selected audiences. Include Internet and traditional communication channels to convey key messages. Describe the advantages and disadvantages of each channel you select. Insert or remove rows as needed.
	Channel
	Target Market
	Advantages
	Disadvantages

	Example: Direct mail
	Middle class residential 
	Can include coupons
	The expense and low return rate for the given product

	Search engine optimization
	Online customers
	Mobile friendly
Localized traffic
Free

	It is targeted by competitors who want a share of the SEO.
SEO is usually a slow-moving process.
Prone to changes.

	Inbound marketing
	Local and online clients
	Inbound marketing is sustainable; thus, their campaign does not expire.
Generates relevant leads
Enhances brand position
Increases trust for customers.
Cost-effective
	Inbound marketing takes time to produce an ROI.
One must have a wide range of skills.
Measuring inbound is very challenging.

	Direct marketing
	Particular groups of clients and potential customers
	Informative
Measurable
Personalization 
targeting
	Low response rates
Cost
Legal issues
intrusive

	Public relations
	Online individuals
	Can you offer more details
Information spreads quickly
Lower cost
Considerable form of promotion
	Requires special skills
The message may not appear at all.
Lack of control over message content.

	Paid media
	Small business owners
	Awareness
Multipurpose
flexibility
	Too high frequency makes the audience disregard the message
It is expensive
rejection

	Affiliate marketing
	Marchant and Website owner
	Merchants access a broad market; thus they can acquire more sales and gain more customers.
Customers enjoy delivery services by the service provider.

	High commission cost and costly setups.
The affiliate may engage in misleading and false advertising.
Some merchants may abruptly close down programs.



Strategic Actions
Develop specific activities required to implement the marketing plan. Identify the person or role who will be responsible for each action, when it will be complete, and what standard or metric indicate that the activity is complete. Insert or remove rows as needed.
	Action
	Date for Completion
	Person/Role Responsible
	Standard/Metric

	Example: Design flyer for a direct mail campaign
	1/1/2021
	J. Smith, graphic designer
	Approval by the senior marketing team and legal

	Search engine optimization
	2/1/2021
	Martin James, Software developer.
	Approval by the internal software designer manager.

	Inbound marketing
	4/1/2021
	Sales department
	Approval by the sales manager.

	Direct marketing
	6/1/2021
	Fresh Sales and marketing organization
	Approval by sales and marketing manager

	Public relations
	7/1/2021
	Sales and Marketing department
	Approval by the sales and marketing department

	Paid media
	10/1/2021
	PPC web developers
	Consent by the company's software designer manger

	Affiliate marketing
	11/1/2021
	DP digital developers
	Authorization by the company's software designer manger



Monitoring
Develop the measurement to identify how you know you have been successful for each strategic action. Specify the measures to track performance against goals. Identify standard reports from your online and traditional marketing efforts. Insert or remove rows as needed.
	Action
	Target
	Person Responsible
	Inter-measurement

	Example: Direct mail flyer
	1100 new inquiries
	Western regional manager
	500 further questions the first month of the campaign

	Search engine optimization
	2500 new inquiries
	Central Sales and marketing manager
	Seven hundred fifty new quests for the early 45 days.

	Inbound marketing
	1200 new inquires
	Eastern regional manager
	Four hundred new inquiries within the first month of the campaign.

	Direct marketing
	4500 new inquiries
	Overall sales and marketing manager
	Two thousand further queries within the first month of operation.

	Public relations
	Effective communication between the staff and clients
	Public relations manager
	1500 new sales within 30 days 

	Paid media
	3500 new sales
	Sales and marketing department
	One thousand recent sales within the first month.

	Affiliate marketing
	4000 new online sales
	Sales and marketing manager
	One thousand five hundred recent online sales after a month.
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