Writing a Simple Marketing Plan

Step 1 - Understand Your Audience and Competition

A common mistake is to latch on to an idea without first understanding your prospective audience and what
they want. If you try to sell something that people don’t want, they won't bay it.

Ask yourself questons like:
Are there mrerests that are not being served?
Is there competition in this area?
What can we offer that our conmpetifion doesn’'t?
What makes my event diffsrent or more exciting than others?

Step 2 — Understand Your Audience

Enowing your audience is very important. Until you know who your audience is, what they want and what
mativaies them o bay you won™t have an effective marketing plan. List demographics age, gender,
lifestyle, location, preferences, inerests, etc.

Ask yourself questions swch as:
How does my potential audience pomally buy simdlar services?
Who is the primary buyer or the primary buying influsnce of this service?
My andience has what kind of habits”™ Where do they pet their information? (1.2 television,
newspapers, magazines. ) What do they read, listen to, watch?
What is my audience’s primary motivation for huying this service?

Step 3 - Pick a Miche

Dot try to inchade everyone in your market. Yoo will never be able to offer a service which appeals to
everyone. Carve out 2 specific niche and dominate it. Specialiring in one area will allow you to relate mare
closaly to a specific farget proup.

Step 4 — Develop Your Marketing Message

Your marketing message will tell your prospects what you do and persuade them to become your customer.
Your markefing message shoald be compelling and persuasive. Focus on the benefits. Concentrate on
what's in o for them_ It should inchude the following:

A suggestion that you understand your their wantneed
A reason that the problem should be sobved.
An explanation about why you are the only one that can satisfy your their want'need.



