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Marketing Part 1: Developing Your Marketing Plan Worksheet
[bookmark: Text48]NOte this is a fillable form.  Use the tab key to move forward or place your cursor directly in the section box.     
Describe Your Target Customer and Value Proposition
If you attended the SBE Creating a Quick Business webinar, transfer this information from your Lean Canvas worksheet, and update / enhance as appropriate based on further analysis of your target market and unique value.  
	My Product/Service Is:

	     





	TArget Customer Definition Method
	My Target Customer is:

	[bookmark: Check22]|_| Are your best potential customers alike in a shared problem, behavior or preference? 
Behavioral segmentation:  use their behavior, likes, past actions, hobbies, past purchases, activities and opinions to identify and group similar customers.  
Behavioral segmentation for Business Customers:  use their purchase history, frequency, average $ value and strategy (e.g. price focused vs service/quality focused) to identify and group similar customers.
	     




















	

	[bookmark: Check23]|_| Are your best potential customers alike in age, marital status, income, occupation, etc.?  
Demographic segmentation:  use age, gender, family status, income, education, occupation to identify and group similar customers.
	

	|_| Are your best potential customers alike in company size, industry vertical, etc.?  
Firmographic segmentation:  use revenue, # employees, industry vertical, legal structure (public/private), job position / title to identify and group similar customers.
	

	[bookmark: Check24]|_| Are your best potential customers in the same location?
Geographical segmentation:  use their location to identify and group similar customers.
	

	[bookmark: Text57]|_| Other      

	



	My product/service provides the value of:

	     




Research Your Competitors and Summarize Results
	Comparison Chart 
	My Company
	Competitor:
     
	Competitor: 
      
	Competitor: 
     

	Targeted Customers
	[bookmark: Text58]     
	
	
	

	Value Proposition
	
	
	
	

	What Image do they Project?
	
	
	
	

	Targeted Customers
	
	
	
	

	Service/ Products
	
	
	
	

	Pricing
-Strategy
	
	
	
	

	Pricing
-Prices
	
	
	
	

	Differentiator
	
	
	
	

	Promotional channels
	
	
	
	

	Strengths
	
	
	
	

	Weaknesses
	
	
	
	



	Primary Competitors
	Competitor Analysis – Summary Notes

	[bookmark: Text49]      
	     

	      
	     

	      
	     

	      
	     

	Other Potential Competitors:      
	     


Attach additional research notes / comparison charts in a separate document.



Describe your pricing strategy
	Competitor Price Reference POints 
	Notes

	      
	     

	      
	     

	      
	     



	My General Pricing Strategy Is
	Why
	Risks

	|_| Premium Pricing  
	[bookmark: Text51]     
	[bookmark: Text52]     

	|_| Market Pricing  
	     
	     

	|_| Low Pricing  
	     
	     

	|_| Value Pricing  
	     
	     



	I plan to use Other Pricing Strategies 
	Notes

	|_| Cost Plus/Markup Pricing
[bookmark: Check31]|_| Product Line Pricing
|_| Bundling
|_| Add-Ons
[bookmark: Text53]|_| Other      

	     






Messaging and Business/Product/Service Testing 
	My Elevator Pitch:

	     






I plan to (and/or have completed) testing of my product / service. 
	PRoduct/Service Testing MEthods
	 comments / notes

	[bookmark: Check26]|_| Informal Methods  
· Conversations with friends, family and/or suppliers, distributors, etc.
· Demonstrations, private viewings
	     


	[bookmark: Check25]|_| Formal Methods
· Surveys, interviews or focus groups
· Product testing
· Piloting
	[bookmark: Text50]     


Attach additional product/service testing plans and results in a separate document.



***BONUS HOMEWORK – DISCUSS WITH YOUR MENTor

Develop Your Customer JOurney
Where will I interact with my Targeted Customers?
	Where Will You … 
	Describe How You Will Interact

	Educate them?
	[bookmark: Check32]|_|Website & Landing Pages
[bookmark: Check33]|_|Physical Location(s)
[bookmark: Check34]|_|Virtual Location(s)
[bookmark: Check35]|_|Distribution Channel(s)
[bookmark: Check36]|_|Other _________
	     

	Sell to them?
	|_|Website & Landing Pages
|_|Physical Location(s)
|_|Virtual Location(s)
|_|Distribution Channel(s)
|_|Other _________
	     

	Deliver your product and/or service?
	|_|Website & Landing Pages
|_|Physical Location(s)
|_|Virtual Location(s)
|_|Distribution Channel(s)
|_|Other _________
	     

	Address their post-sale needs?
	|_|Website & Landing Pages
|_|Physical Location(s)
|_|Virtual Location(s)
|_|Distribution Channel(s)
|_|Other _________
	     

	Keep in touch with them?
	|_|Website & Landing Pages
|_|Physical Location(s)
|_|Virtual Location(s)
|_|Distribution Channel(s)
|_|Other _________
	     



	Refine Your Customers’ Journey

	What can I do that my customers will perceive to be of high value? 
	     

	What might annoy my customers or be perceived of low value?      
	     

	How can I implement my customers’ journey in a way that is friendly to my wallet? 
	     



My Customers’ Journey:
	Stage
	MY PROCESS IS:

	Capturing customers’ initial interest – phone, email, website
	     

	Providing information – quote, demo, proposal

	     

	Taking orders – e-commerce platform, contract

	     

	Providing product/service – packaging, shipping, delivery

	     

	Billing – payment systems, terms, cash collection

	     

	Post-Sale follow up – feedback, request for reference, request for referrals
	     

	[bookmark: Text54]     
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