Marketing Planning
SnapShot

A PRACTICAL COMPRESSED GUIDE TO MARKETING YOUR SME

Every business should have a marketing plan to ensure that you can reach a
steady stream of potential customers.
Many businesses open and expect clients to start walking through the door. In today’s
competitive and crowded marketplace, you cannot simply sit back and expect customers to
start beating a path down to your door.

Cut through
all the jargon
An easy guide to
marketing your business.

Marketing doesn’t have to be complicated or require massive advertising campaigns. It is
about planning to be different and better than your competitors. That is to deliver your
products and or services so your customers will appreciate the points of difference. The
differences will separate you from the rest of the pack, and your customers will thank you
and be your best advocates.
This guide will take you through a series of steps to follow, which will get you thinking about
how your business is positioned in the marketplace against what your competitors are doing
and how they offer their services compared to you. Understanding your market position will
allow you to follow the steps in driving customers to your business.
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Unpacking my business and its Customers
Let’s first look at your business’s position, what’s working, and what can be improved. Then, follow this simple
exercise to unpack where your business sits in the marketplace.

Mission Statement
Write a clear mission statement representing your

What is my business and how do I service my customers, and what systems are currently in place.

business; how do you characterise as a business? Then,
highlight the why, goals, core values, and how you would

W
 hat is working well in your business from the perspective of your customers? Many business owners make the

like it to be viewed. Finally, formulate a paragraph that

mistake that things are working well, and customers appreciate how you offer your goods and services when in

describes the aspirational essence of your business.

reality, they are putting up with it. Try to understand your customer experiences, ask them for feedback or even
do a small survey in return for a discount or giveaway. The critical point is to get honest feedback.

Company History

W
 hat requires review, understanding how your customers interact with your business will set the foundation to

Detail your business history or, if a new business, an

build in a set of strategies to gain more customers and serve those customers better than your competitors.

overview of the products and services you deliver to

Mission Statement
example
numberwise, wise with numbers,
strives to serve business and
deliver the best accounting
solutions through innovation
and knowledge. Giving informed
answers to questions by providing
resources for business owners
to operate at their optimum for
success. Helping businesses to
succeed, we all grow wise together.

the marketplace. This step is designed to open your
H
 ow to Improve, identify the weaknesses in your business, formulate and set series of strategies to mark your

perspective on how you view your business.

business for success.
The next part of the marketing guide is to break down the elements of your business so you can set for success.
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Situation Analysis
The definition of a situation analysis refers to a set of methods that marketing practitioners use to analyse a
business’s internal - external environment and to understand the marketplace capabilities, customers, and business
environment.
This process requires you to gather information on what is happening inside your business, how it functions
and operates. This also includes evaluating the external environment like your customers, competitors, and how
customers are accessing your products and services.

Break the Situation Analysis into the following components
W
 hat is the marketplace landscape, and how do customers best access
your products and services
What does a typical customer look like
W
 hat are your competitors doing, and what are you doing that is
different and better than your competitors
W
 here does your brand sit in the market, are you known?
This doesn’t mean you have to be known to the broader community like
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a major brand, more focused on your customer base
What is your current financial standing

Go through and
answer each of these
questions; this will set
the platform for your
Marketing Plan and the
strategies required for
growth.
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Markets and Customers

Distribution Channels

Understanding Marketplace and Customer groups will

Key Factors Leading to
Business Growth

allow you to determine where to focus your advertising

For existing businesses, It is essential to understand

you reach your customers to generate sales: The

and lead generation programs. This can also identify
new markets and customers that you may not have
previously considered. Armed with this information
allows you to execute targeted advertising campaigns
to generate more business.
Gathering data about your market and customers
allows you to understand common traits unique to your
business. How customers search for your product and or
service offerings, what information they collect before
making a buying decision. Understanding this critical
information positions the business owner to target and

what strategies have contributed to successful business
growth. This requires reflection an inward look at the
business. Identifying the critical success factors will help
form part of the continued business growth strategies
and makeup part of the marketing objectives and the
strategies used to execute desired outcomes.

Retail

Distribution channels refer to the methods of how
Wholesale

distribution channel represents a chain of businesses or

Retail

intermediaries through which the final buyer purchases
a good or service.

Distribution flow of a manufacturing
business to customers

Distributor

Business
Manufacturing

Direct

Customer

Promotional
& Advertising
Campaigns to
drive demand

direct resources, so your goods and services are directly
in line with your potential customers.
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SWOT Analysis
SWOT Analysis is a simple but useful framework for analysing your business’s strengths, weaknesses,

The following table illustrates a distribution
flow of a Trades business to customers

The main understanding is to tailor

opportunities, and threats. It helps you build on what you do well, address what you lack, minimise risks,

your business distribution flow with

and set a pathway for success.

a set of strategies that allow you to
target your clients. For example, in
manufacturing distribution flow,

Tradie Business
Lead Generation Activities

Raw Materials Required

Retail Clients

10

W

O

T

decisions can be made on selecting
Referrals
Google Ads
Social Media
SEO
Lead gen
websites

suitable companies to act as your
intermediaries for distribution to reach
the end customer. Likewise, with a
trades business, your lead generation
plays a significant role in reaching your
potential client base, and the strategies

Commercial Clients

S

will determine the best solutions to
reach your clients.

Strengths

Weaknesses

Opportunities

Threats

(Competitive Advantage)
What makes your
business different
and better than your
competitors. A significant
advantage your business
has in affecting the
buying decision process
in your favour. (Note
many businesses think
they are different when in
reality, they are not.) This
requires an honest look at
the business to identify
your strengths.

How does my business
compare with other
like businesses, what
are competitive
disadvantages. Are there
industry disrupters that
change the way people
consume your goods and
services?

What are the potential
opportunities in your
business for growth,
e.g., new markets, new
products.

Identify potential threats
and risk outcomes and
how they may impact
your business and set
contingency plans to
avoid any threats to your
business.
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Marketing Objectives
Marketing objectives are the business goals and

See Examples of Marketing Objectives

describe the defined intentions to provide clear
directions for the business. The marketing objectives
should clearly state what the business wants to
achieve based on the research and what’s realistic.
Therefore, marketing objectives are a pivotal part of
a marketing strategy. Although, when defining your
Marketing objectives, many businesses will set 20
different objectives, it is more realistic to set around
five clear objectives that fit the business profile and
consider budget, resources and can be executed within a
reasonable timeframe.
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Increase the number of leads coming into the business
Improve awareness and demand for the business
products and services.
Increase positive customer reviews.
L
 aunch product or service to market.
Increase profitability and Return on Investment.
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Marketing Strategies

Marketing Strategy Chart

Once you have detailed your Marketing

Target
Market
Segments

Objectives, the Marketing Strategies are the
how in achieving the objectives. Go through

Promotional strategy is a method used by
Promotional
Strategies

each objective and clearly spell out how you
will accomplish each of the objectives. This
represents a critical part of the marketing

Promotional Strategies
companies to advertise, promote & sell their

Financial
Budget
Planning

process.

target audience, etc. The primary purpose of
promotional strategies is to create awareness for
your products and services using cut-through
mediums that are measurable, realistic, and results-

A marketing strategy refers to the executable
tactical goal of a business’s overall game plan to
reach prospective consumers and turn them into

driven. Using promotional mediums, potential
consumers come to know about the products

Distribution
Channels

Review
and Pivot

customers of their products and services. The
marketing strategy represents the business value

PULL

goods. Choosing promotional strategies is based
on product and or service type, marketing budget,

Advertising
Strategies

There are two types of promotional
strategies push and pull

Marketing Driven

PUSH

O
 ffline Advertising, TV,
Print, Radio
O
 nline Advertising,
Google, Facebook,
Linkedin
Email Marketing

Sales Driven
Sales
Trade Shows
Point of Sale
CRM, Webinars,
Videos

and services on offer. Only after potential clients
become aware of the products and services can the
consumer then consider purchasing.

proposition and the methods to achieving the
marketing objectives.

Set Tailored strategies for the business that also
considers budget, timing and expected results.

14

MARKETING
STRATEGY

PROMOTIONAL
STRATEGY
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Public Relations Strategies
Position your business how you want your customers

Budget and Financial
implications

to view your brand, service, and products. The public

A budget is an estimation of revenue and expenses over

relations campaigns should enhance how you would
like potential and existing clients to view you as a
business. If you would like to be regarded and known
as an expert in your field, then you would need to
support that with evidence.
For example, a carpenter could put together a
portfolio of work demonstrating all the projects
completed. A lawyer may write several articles
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a specified future period of time. By creating a budget
will significantly enhance the success of any financial
undertaking. It’s an estimate of how much money

Example of a basic marketing budget plan

PLANNED EXPENSES
Employee Costs
Wages

JAN

FEB

Jan

Feb

$0.00

$0.00

Benefits

$0.00

$0.00

Subtotal

$0.00

$0.00

Jan

Feb

Office lease

$0.00

$0.00

Gas

$0.00

$0.00

considers all of the marketing factors and how much

Electric

$0.00

$0.00

Water

$0.00

$0.00

money is required to execute your objectives.

Telephone

$0.00

$0.00

Internet access

$0.00

$0.00

Office supplies

$0.00

$0.00

Insurances

$0.00

$0.00

Subtotal

$0.00

$0.00

you’ll make and spend over a certain period of time. It

Office Costs

Marketing Costs

Jan

Feb

and guides in the field of their expertise. The main

Google AdWords

$0.00

$0.00

Facebook Ads

$0.00

$0.00

purpose is to create the image you want rather than

LinkedIn Ads

$0.00

$0.00

SEO

$0.00

$0.00

allowing the market to.

Events & Trade Shows

$0.00

$0.00

Radio

$0.00

$0.00

Lead Gen Web Sites

$0.00

$0.00

Web Site Development

$0.00

$0.00

Brochures & Guides

$0.00

$0.00

Print Advertising

$0.00

$0.00

Miscellaneous expenses

$0.00

$0.00

Subtotal

$0.00

$0.00
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Implementation

Conclusion

Implement the marketing plan and the strategies

Working through each step in a marketing plan is a

to achieve your desired business outcomes.

worthwhile exercise for any business. It provides a

Sometimes this is referred to as Tactical and

window into operations, service levels, product quality,

Go To Marketing Plans. Unfortunately, many

customers, competitors, pricing, branding, plus many

businesses fail to implement their marketing

more components you are likely to uncover. One of

strategies. Successful businesses take the time to

the most important factors is finding a pathway that

implement the marketing plan to get a strategic

differentiates you from your competitors, or you will

advantage in the marketplace.

focus on price. Take a coffee shop; if you make all of
your patisseries, cakes and use only the finest coffee
beans, this will be appreciated and highly regarded by
your customers. Compare this to a coffee shop that
brings in mass-produced products full of preservatives;
the consumer will choose the love, care, and attention
of a homemade coffee shop over mass-produced and
tasteless. And yet we see it everywhere people fall into
mediocrity because it seems easy. Dare to be different,
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better, and your customers will love you for it.

The information provided in this article is general in nature
and does not constitute personal financial advice. The
information has been prepared without taking into account
your personal objectives, financial situation or needs.
Before acting on any information you should consider the
appropriateness of the information with regard to your
objectives, financial situation and needs.
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