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How to use this Marketing Plan: ACSF have outlined and explained the categories and sections to be included in a marketing plan. Underneath the explanations are boxes to complete this according to your own business. Feel free to delete any text that is in grey as this is only to help you complete the plan. [Please delete this once you have read]
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MARKETING PLAN
Prepared by: [Your Name] 
ABN: [Resgistered Australian Business Number]
Location registered: [Do you work from any premises]
Business Structure: [Sole trader, partnership etc]
Licences & permits: [Any registered licences or permits for your business]
Table of Contents 
Executive Summary
2
Market Overview and Situational Analysis
2
Target Markets (Customer Information)
2
Market Information
3
Product/Service Information
3
Objectives
3
Strategy and the Marketing Mix
3
Product (Service)
4
Place
4
Price
4
Promotion
4
Action program
5
Budgets, Controls and Accountability
6


Executive Summary 
This is a overview of the marketing plan providing an overall summary. This element of the plan is written last one all the following areas have been covered.
	Your market info…..



Market Overview and Situational Analysis
The market overview and situational anaylsis examines the business position within the current environment, this takes into consideration interal factors of the business as well as external aspects of the environment and competition. 
A method used to easily assess the Situational Analysis is the SWOT Analysis, which considers Strengths, Weaknesses, Opportunities and Threats.
	Your market info…..



SWOT Analysis
	STRENGTH
	WEAKNESS

	Internal strengths of your business

	Internal weaknesses of your business


	OPPORTUNITIES
	THREATS

	External opportunities for your business 

	External threats to your business/clients



Target Markets (Customer Information)
Target market should identify the demographics of the clients you aim to target your (personal training/fitness instructing) service towards I.e young female mums, or individuals who require posture correction. Evaluate why these are the best individuals to target (in relation to the SWOT analysis completed in the previous section) according with your expertise, location of providing the service etc. 
Future target markets can be considered too, with an explanation of how you plan on targeting this group. Ensure that this goal is realistic and achievable.
	 Your market info…..



Market Information 
This section should evaluate the opportunities and threats, giving a clear picture of the external aspects which may influence the your business and overall market.  Things that could be considered:
· The demand for your specific service
· Past and future predicted trends 
Competitors or alternative providers (how they differ, are they better or worse)
	Your market info…..



Service Information 
Describes the specific (personal training/fitness instructing) service that you are offeringand the major selling points that set you apart from some of your competition. What are the outgoings for providing your serviceand how your price compares to your competitors.
	Your sales Information…….



Objectives 
Within this sectionthe business should identify what objectives they want to achieve in the short and long term. This should be based the analysis of the strengths and weaknesses of the business and the environment you operate in. These objectives should be relevant to the individuals budget resources abilities and be realistic and achievable.  Remember to make your objectives specific measurable attainable realistic and tangible.
	Your objectives….



Strategy and the Marketing Mix
The strategy looks at specific ways in which the objective can be achieved. A strategy uses and optimises 4 key areas these includes product, place, price and promotion. It is important to make sure all strategies can be measured to identify beneficial or inaffective approaches
	Your Strategy and marketing mix…….



Product (Service) 
Here you must describe your short and long term product/service strategy, this should include:
· What is the unique selling point (what makes your productservice attractive ot people)
· Product/service development or potential spin-off products/services
	Your product information…..


Place
The place, looks at where you plan to provide the service. Why this is a good place to provide your service here, other possible location that you may consider.
	Your information here……….


Price
Details of your pricing structure, and an explanation of how you reach that price for your product/service. Four factors that should be considered when setting the price of your product/service these are: 
· outgoing costs
· demand for your service/product
· competition and image or reputation. 
The price should considered in great depth as it is hard to increase the price of your service one you have it establish.
	Your information here…….


Promotion
Promotion should identify the way in which you plan to promote and market your business. You can identify and compare the ways in which your competitors promote their business, and whether it is successful or not. 
This section expands on more than just how you plan on advertising your business but looks at specifics, like how you plan to address your selected target audience. They may be achieve via:
· Internet
· Public relations
· Advertising
· Promotion
· Branding
· Direct marketing 
· Personal selling
	Your information here……


Action Plan 
The action plan identifies the tasks which are to be completed and the timeframe they should be completed within. This encourages the tasks to get completed but make sure the action plan is not too detailed it may become to complicated.
Your Action Plan to be completed below delete example:

	Who
	Action
	Aug
	Sept
	Oct
	Nov

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	EXAMPLE:

	Paul
	Design business card and leaflet 
	15th 
	
	
	

	Paul 
	Print business card and leaflets
	20th
	
	
	

	IT dev
	Create website 
	
	3rd
	
	

	Paul 
	Place advert in paper
	10th 
	10th 
	10th 
	10th 

	Paul 
	Visit local Allied Health Proessional  
	
	18th 
	
	

	IT dev
	Add deal to website. 
	
	
	18th 
	


Budgets, Controls and Accountability 
Here you must identify the budget that you have to allocate to each element within this marketing plan. It is very important to control and measure the success of each marketing action to identify whether it is successful or not and worth repeating.
Your budget to be completed below (delete example):
	Item
	Cost 
	Completion date
	Measure of  success 

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	EXAMPLE:

	Business card and leaflet
	$300 
	1st Sept 
	Enquire during screening how they found your info

	Newspaper advert
	$1000
	Ongoing for 4 months. End Nov. 
	Include a code to quote when signing up

	Network with Allied Health Practioners
	Free service 
	Ongoing 
	Record referrals from Allied Health Professionals 

	Website 
	$2000 
	End of Sept 
	Record hits to website. 
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