Key Business Plan & Marketing Plan Elements

Business Plan

Business

*Define Vision& = Market
Mission segmentation
* Businessmodel = ldentificationof
S target
=Acguistions,
licenses & iﬁgtg ::-::3&
partnerships
needed = Confirnationof
= Market entry cus?n mer needs
strategy (Voice ofthe
Customer)
—Major barriers
to entry
—Alternative
strategies

Strategic Marketing Plan

Market Research

Campetitive
Environment

* |dentify and
profile

=Lrimary
competitors
(SWOT)

—secondary
competitors
(SWOT)

Tactical Marketing

Marketing and Product
Selling Model Launch
* Prioritize customer = SWOT * Sales and * Time-frame &
needs « Unigue Selling channel strategy milestones
* Descriptionof Propostion(USP) = Sales force = Potential
offering « Market entry organization riskshottlenecks
= Pricing strategy strategy *Salesmetrics& = Keysuccess
» Validationftesting —Major barriers L it factors
_ Sl raiive *Brand strateqy = Marketing Action
strategies = Advertising & Plan (MAP)
Tk promotion
—Ohjectives strategy
= Critical success
factors

Operations &
Organization

* Organizational * Financial model

Mnacuae —Cost structure
- Eiﬁ ;nd Operations —Projected
revenues &
-Degree ofvertica profitshy
integration segment
—In-house vs. * Investment
outsource requirements &
- Human resources  Tnancing strategy
= Culture &
management style
* Businesssystems &
processes
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