MKT 301        Summer 2021 Term Project
The Marketing Plan

I. Assignment Overview (Refer to the Chapter 3 Supplement – Build a Marketing Plan; the Rubric supplied for this assignment; the template for the assignment; and the VoiceThread Mini-lecture on the term project)
The purpose of this project is to familiarize you with the elements of a company marketing plan covering the rollout of a new product or service or a significant repositioning of an existing product. You will find this to be quite valuable knowledge if you are not a marketing major – you will find it essential knowledge if you are. 
In this assignment, you will incorporate most of what you will learn in this course. This project requires you to prepare a marketing plan for a new product or service (or a significant repositioning of an existing product) for a company of your choosing from the list provided by your instructor in Section IV of this document. The instructor must approve all company choices by the end of the second week of class. Projects done for companies not approved by the instructor will be given a grade of Zero (0).
There are many ways to create and format a marketing plan in the real world – there is no one “right way” to do it. Some of you may have used other marketing plan formats in your work environment or perhaps in other classes. We will use the basic form contained in the textbook (see the Supplement to Chapter 3 found on page 108 in your textbook and the Appendix, Marketing Plan for S&S Smoothie Company – page 558). Your project will be graded based on a rubric designed around that format. The sample plan gives you additional insight into how a marketing plan should look – do not copy and paste from that sample plan. That would be considered plagiarism. If you have questions about this, ask.
II. Assignment Details

READ THIS MATERIAL THOROUGHLY AND VIEW THE VOICETHREAD MINI-LECTURE 
a. First: You will select a company from the list provided in Section III (see page 6) of this assignment. 
b. Second: You will then create a new product or service to be introduced by your company. To limit the project’s scope, you will NOT be making a comprehensive marketing plan for the company as a whole. You will be creating a plan for marketing the new product or service or a repositioned product. Again, this is for a new product or service, not for a repositioning or new promotional effort for an existing product. You will then e-mail your instructor your company choice and product or service idea for approval and feedback.
c. Third: Upon approval of your topic from your instructor, you will then prepare a marketing plan using the following framework and topic headings. The framework provided in this document and the project template matches the framework illustrated in the sample marketing plan in the textbook (see page 558, Appendix A, in your text). Your plan should contain all the following. Note that the Executive Summary does not appear in the Chapter 3 Supplement outline in the text (page 108). I have added it because every marketing plan has one. You will also need a cover sheet for your Marketing Plan (not mentioned in the Chapter 3 outline, but you will need it – see rubric). The Supplement on page 108 has prompt questions you should use in writing your plan. 
                       Marketing Plan Element       
Comment or Questions Plan Addresses
	1. Executive Summary 
	Last written but first topic in plan; a synopsis of key marketing plan points

	2. Situation Analysis – refer to Chapters 1-5 in your textbook
	An overview of our company and its current situation

	2.1. Internal Environment

	a. How does marketing support your company’s mission, objectives, and growth strategies?
b. What is the corporate culture, and how does it influence marketing activities?

c. What has your company done in the past with its target markets? Products? Pricing? Promotion? Supply chain?

d. What resources/core competencies - including management expertise - does your company have that make them unique? How has the company added value through its offerings in the past?

	2.2. External Environment
	a. What is the nature of the overall domestic and global (if you wish) market for the product? How large is the market? Who will likely buy our product?
b. Who are our competitors? What are their marketing strategies?

c. What are the key trends in the economic environment? The technological environment? The political and legal environment? The social and cultural environment?

	2.3 SWOT Analysis
	Based on the analysis of the internal and external environments, what are the key Strengths, Weaknesses, Opportunities and Threats (SWOT)?

	3. Set Marketing Objectives: refer to Chapters 2 & 3 in your textbook

	a. List the major objectives for marketing relative to the new product/service.

b. Do the marketing objectives follow the SMART format? (Specific, Measurable, Attainable, Realistic, and Time-bound)

c. What does marketing need to accomplish to support/accomplish these objectives?

	4. Develop Marketing Strategies
4.1.  Select Target Markets and Positioning: refer to Chapters 4-7 in your textbook

	a. How do consumers and organizations go about buying, using, and disposing of our products?
b. Which market segments should we select to target and why?

c. If a consumer market: What are the relevant demographic, psychographic, and behavioral segmentation approaches and the media habits (including social media) of the targeted segments?

d. If a business market: What are the relevant organizational demographics?
e. How will we position our product for our markets?

	4.2   Product Strategies: refer to Chapters 8 & 9 in your textbook
	a. What is our core product? Our actual product? Our augmented product? 
b. What product line/product mix strategies should we use?

c. How should we package, brand, and label our product?

	4.3 Pricing Strategies: refer to Chapter 10 in your textbook
	a. How will we price our product to the consumer and through the channel? How much must we sell to break even at this price? What pricing tactics should we use?

	4.4  Distribution Strategies: refer to Chapters 11 & 12 in your textbook
	a. How do we get our product to consumers in the best and most efficient manner?
b. How do we integrate supply chain elements to maximize the value we offer to our customers and other stakeholders?

c. What types of retailers, if any, should we work with to sell our product?

d. How can attention to service quality enhance our success?

	4.5 Promotional Strategies: refer to Chapters 13 & 14 in your textbook
	a. How do we develop a consistent message about our product? How do we best generate buzz?

b. What approaches to Advertising, Sales Promotion, Social Media Marketing, Direct/Database Marketing, Personal Selling, and Public Relations should we use?

c. What role should a sales force play in the marketing communications plan? 

	5. Implement and Control the Marketing Plan: refer to Chapters 3, 4 and 5 in your textbook
	

	5.1. Action plans – for this paper, all the action plans you will need to implement your marketing plan to achieve your objectives. 
	a. How do we make the marketing plan happen?



	5.2. Responsibility
	a. Who is responsible for accomplishing each aspect of implementing the marketing plan?

	5.3      Timeline
	a.  What is the timing for the elements of our marketing plan?

	           5.4      Budget – I do not expect you to work up a full budget – if you like, just indicate what percentage of the budget each action plan should cost 
	a.  What budget do we need to accomplish our marketing objectives (what percentage of the overall budget will each action plan cost?)

	           5.5 Measurement & Control
	a. What metrics do we utilize to measure the actual performance of our marketing plan and compare it to our planned performance and progress toward reaching our marketing objectives?

	6. Works Cited: use AMA, MLA, Chicago, or whatever citation style you prefer
	a. List all the works you used in preparing the marketing plan.


d. Write the marketing plan in Microsoft Word or an application readable by MS Word. Use 12 point, Times New Roman font. PDF and Apple Pages documents are not acceptable because your instructor cannot edit or comment when you upload those formats to Blackboard. 
e. The paper will have 1” margins on the top, bottom, and sides.
f. Line-spacing will be double-spaced.

g. Use the topic headings for each topic subsection as found in the rubric and the Marketing Plan Template on p.108 in your text. I have also provided an MS Word template for you.
h. Papers will be checked with SafeAssign and Grammarly for plagiarism and correct spelling and grammar. Plagiarized documents may be given a score of zero at the instructor’s discretion. Remember to cite your references using the writing style you are most comfortable with (MLA, APA, Chicago, etc.). If you have questions, ASK.
i. Your instructor will use the supplied rubric for this assignment to grade your work. Remember that your focus is on a new product or service for the company you have selected, not for the company.
j. Papers must be submitted 7/25/2021, not later than 11:59 p.m. Central time, via the supplied link in Blackboard. Late papers will be penalized 25%.
k. Projects earning high grades generally run approximately 15 content pages in length (equates to about 3,750 words), not including the cover page and Works Cited page(s). This is roughly the equivalent of the sample S&S Smoothies plan in your textbook. I cannot tell you exactly how many pages your paper should be, as some topics will require more content than others. Follow the rubric, and you will be do what is necessary to earn the grade you want to achieve. Make sure you cover your topics.
III.  Lists of Companies to Choose From – Choose from the following list. Write a single paragraph describing your choice and email it to your professor for approval of your choice. Do this not later than Sunday night, January 31, 2021. 
Consider these:
a. Your own place of employment – the company you work for. NOTE: If the material you submit could be considered sensitive or proprietary, you should check with your supervisor for approval before submitting it to your instructor. Always check if you are writing about a financial institution, an investment firm, etc. No one will see these reports except your instructor. Still, they do go through two plagiarism checks which then become part of a national database.

b. A company you or your family own (with your instructor’s approval) – and if you have ever had entrepreneurial aspirations, this might be a great opportunity to start planning!
c. Solidia – When it comes to climate change, cement production is a major culprit, accounting for about 7 percent of the world's greenhouse gas emissions. New Jersey-based Solidia uses a patented process to address this problem, replacing limestone with a synthetic material that requires lower temperatures and less energy than traditional methods. The cement absorbs CO2 as it hardens, all of which amounts to a production process with a 70 percent smaller carbon footprint. Solidia launched commercially in the U.S. in August 2019 through a partnership with paving company EP Henry.
d. Shape Therapeutics – Seattle-based Shape Therapeutics is developing technology that would modify human RNA to correct mutations or eliminate diseases. Founded in 2018 and based on the groundbreaking work of UC-San Diego bioengineering professor Prashant Mali, Shape raised a $35.5 million Series A round in November that will help the company build its staff and open a satellite office in Cambridge, Massachusetts, in 2020. Some experts say the method that Shape is working on is more precise than the much-hyped Crispr-Cas9 process.
e. Better.com – New York City-based Better.com is trying to upend the antiquated mortgage application process by bringing it online. The company does not charge fees or commissions and instead makes its money only via interest. And whereas traditional mortgage applications can take weeks, getting pre-approved on Better.com takes just a few minutes thanks to a largely automated process. The company, which lent more than $4 billion to homebuyers in 2019, announced a $160 million funding round in August that brought its total funding to $254 million. Now approved in 44 states, it launches in the New York market in 2020 and expects to be in all 50 states by March.
f. Afresh – U.S. retailers throw out $18 billion worth of spoiled food every year, which is bad for both the bottom line and the environment. San Francisco startup Afresh creates software that uses algorithms and artificial intelligence to help stores optimize their fresh food inventories and cut back on waste. Founded in 2016, the company says it has secured partnerships with several billion-dollar grocery chains and is in talks with more. Some partner stores have reported that adopting the tablet-based app has helped them cut their food waste in half.
g. Understory – Madison, Wisconsin-based Understory builds weather sensors that collect 125,000 data points per second, tracking things like precipitation, wind, temperature, air pressure, and humidity. In 2019, the company partnered with insurance firm MSI GuaranteedWeather. The data it collects will help determine payouts for hail-related auto insurance claims--a new approach to insurance that could make payouts faster and more accurate. Next, the startup is looking to move into structural and agricultural insurance.
h. Movandi – The rollout of 5G, the fifth-generation wireless network, began in 2019 and will ramp up in 2020. But some experts worry that the technology, which has huge potential thanks to its ability to transfer large amounts of data quickly, won't be as accessible to those outside of high-density areas. Movandi, based in Irvine, California, aims to remedy that. The startup creates technology that broadens the reach of 5G spectrum bands. And while the wireless signal loses much of its potency if not in the recipient's line-of-sight, Movandi's tech can bend the signal around buildings and other obstacles. The startup, which has $30 million in funding, says it is in talks with major wireless providers about potential partnerships.
i. Petal – Forget credit scores: Petal determines whether you're eligible for a credit card using factors like your income and bank statements. Geared toward younger people who have not yet established a solid line of credit, the company doesn't charge fees--including for missed payments--and offers cash-back rewards. The New York City-based company will expand its operations in a big way in 2020 thanks to a recent $30 million VC funding round, plus another $300 million in debt financing.
Information about the above companies was taken from Inc. Magazine, 7 Innovative Startups to Watch in 2020, January 6, 2020 
