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BUSINESS PLAN WORKSHEET

Marketing Plan Worksheet

Name: 



Your Business Venture: 

Please use the following worksheet to help “extract” information for your Marketing Plan portion of your business plan.  You will use this information soon to help write that portion of the plan.  Fill out the following sheet (using point form).
Customers
1. Use the chart below to help discover who your main customers are (just fill in the first two columns for now).  Remember, we always try NOT to use the term “everyone”.
	Customer Group

(think of a term to generalize) ie: “seniors”
	Characteristics/Demographics (think about location, age, income, lifestyle phase, etc).
	Local Customer Estimate (StatsCan)

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	TOTAL
	


2. Using the table above, for each target group, go back and estimate the number of customers that you think exist in the target area (Dryden and Area).  Use secondary data sources such as StatsCan to help you with this.  Hint:  save these websites that you use as Favourites.
3. Customer Service Strategy:  Using point form below, list as many words, phrases, or sentences that you would use to describe how you wish to treat your customers. 
4. Briefly describe the marketing research that you could/will conduct.  In addition, explain (very specifically):
· who you will get this information from
· why you picked them
· how you will get it from them.  
Remember some of the terminology that we have learned about marketing research such as primary and secondary data and the methods of collection for each of these types of data.
Costs and Prices
5. Costs are what you pay for the items you sell.  Prices are the retail price that you charge.
· Costs:
i. You must consider ALL of the costs of the item, taxes, shipping, etc. 

ii. You cannot just guess.  You must do some significant research for this – some documentation should be provided.
· Prices:
i. You must consider a number of things such as labour, rent, travel and other expenses – they need to be built into the prices of your products.  You must also consider what your competitors are selling similar products for.  You must also consider the product/price/value/benefit strategy.  Is your product low-end, mid range or high-end?

Complete the following table, determine all the products (goods and/or services) that you will sell (enlarge and add rows if necessary)
	Product (Good or Service)

(add more rows if necessary)
	Possible Suppliers (list three if possible)
	Cost/(include applicable size, volume, amount)
	Your Selling Price

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	


6. In general, explain how you calculated your prices?  Ensure that you factor in other costs such as your labour, rent, travel, and other expenses.  Consider “industry margins” for your industry.
Competitors
There is a saying “keep your friends close, and your enemies even closer”.  This definitely applies to business.  Use this section to help you get a better understanding of your competition.

7. List who you feel your main competitors are:

8. SWOT Analysis of the competition – use the following chart. (enlarge and add rows if necessary)

	Competitor
	Strengths 

of your competition
(internal)
	Weaknesses of your competition
(internal)
	Opportunities
to your competition
(external)
	Threats 

to your competition
(external)

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	


9. Then, explain the “Unique Competitive Advantages” that your business, good, service, and/or idea has over its competitors.  (This question requires a LOT of thought as it is one of the most important reasons for your success).  In other words, what do you do that your competitors don’t that will attract and retain customers?
10. We now need to look at the Marketing Mix of your competition.  Complete the table below to help you with this.  Use descriptive terms, exact terms, etc to help you explain.
**(enlarge and add rows if necessary
	
	Competitor 1
	Competitor 2
	Competitor 3



	Products

	
	
	

	Price

	
	
	

	Place

	
	
	

	Promotion

	
	
	


Advertising and Promotion
11. Use the following chart to help identify means by which you can generate awareness about your product or idea.  Try to be creative when doing this.  YOU MUST ALSO REMEMBER THAT TYPICALLY WHEN YOU START A BUSINESS, YOU HAVE VERY LITTLE MONEY.
	Method to Advertise/Promote

(Discuss idea itself and any required media, etc).
	Target Audience
	Costs (ensure that you provide units – ie for a 30 second commercial, for 50 flyers, etc.)
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