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Use the '7 Ps of marketing' Identify your tactical marketing mix using the 7 Ps of marketing. Market
challenger: The market challenger holds the second highest market share in the category, following closely
behind the dominant player. According to Lieberman and Montgomery, every entrant into a market â€”
whether it is new or not â€” is classified under a Market Pioneer, Close Follower or a Late follower [93]
Pioneers[ edit ] Market pioneers are known to often open a new market to consumers based off a major
innovation. The last benefit is more opportunities for deviation to occur in merged businesses rather than
independent businesses. For example, you can break the business market down into businesses of the same
sector and of a similar size. This is where a new product is sold to a new market. These goals will motivate
you and your team and help you benchmark your success. The "marketing objectives" state just where the
company intends to be; at some specific time in the future. Their market posture is generally offensive because
they have less to lose and more to gain by taking risks. Profile your competitors Similarly, as part of your
marketing strategy you should develop a profile of your competitors by identifying their products, supply
chains, pricing and marketing tactics. Include industry reports, competitor ads, and comparisons that show the
research you conducted and how to came to the conclusion that you are pricing your product or service
correctly. Marketing strategy for your marketing plan Your marketing plan is how you put your marketing
strategy into practice. Writing the summary is a good opportunity to check that your plan makes sense and that
you haven't missed any important points. The idea precedes the deed. You need to gather information about
your market , such as its size, growth, social trends and demographics population statistics such as age, gender
and family type. The last step in the process is the marketing controlling. See what you can do to expand sales
to these customers. Timing is, therefore, an essential part of any plan; and should normally appear as a
schedule of planned activities. They will compete head to head with the market leader in an effort to grow
market share. Examples are a well-trained sales team, low staff turnover, high consumer retention or low
production costs due to superior technology. Do a situation analysis Many companies start with a SWOT
analysis , looking at their firm's strengths, weaknesses, opportunities and threats. You may get to your
destinationâ€”eventuallyâ€”but you risk making time-consuming and costly errors along the way. You may
also want to identify the strengths and weaknesses of your own internal processes to help improve your
performance compared with your competition. Realistic - They should be achievable. In addition to this,
markets evolve, leading to consumers wanting improvements and advancements on products. Occasionally, a
few organizations may look at a practical plan which stretches three or more years ahead. A good marketing
strategy will not be changed every year, but revised when your strategies have been achieved or your
marketing goals have been met. Tips for writing a marketing plan It is important for a marketing plan to: set
clear, realistic and measurable targets - for example, increasing sales by 10 per cent include deadlines for
meeting targets provide a budget for each marketing activity specify who is responsible for each activity Make
sure you think through each of your objectives logically. Or you could be venturing into a market that is
impenetrable because of regulatory restrictions. Marketing Plan The marketing strategy informs the marketing
plan , which is a document that details the specific types of marketing activities a company conducts and
contains timetables for rolling out various marketing initiatives. A good schedule and budget should make it
easy to monitor progress. Place - how and where you sell. Contact us! It needs to concentrate on the 20 per
cent of products or services, and on the 20 per cent of customers, which will account for 80 per cent of the
volume and 80 per cent of the profit. Market follower: Followers are generally content to play second fiddle.
These plans should therefore be: Clear - They should be an unambiguous statement of 'exactly' what is to be
done. It should therefore be a practical reflection of your strategy. Measurable - whatever your objective is,
you need to be able to check whether you have reached it or not when you review your plan. The key
resources are usually people and money. Business strategy It's a good idea to introduce the main body of the
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plan with a reminder of your overall business strategy, including: what your business is about your business
mission your key business objectives your broad strategy for achieving those objectives This helps to ensure
that your marketing plan, your marketing strategy and your overall business strategy all work together. Here
are a few tips to keep in mind as you write your marketing strategy section so you can make it as effective and
relevant as possible. Whatever your strategy, you need to differentiate yourself from the competition to
encourage customers to choose your business first. You need to make someone responsible for monitoring
progress and chasing up overdue activities. For example, Late Entrants have the ability to learn from those
who are already in the market or have previously entered. Even the quality of paperwork, such as invoices,
makes a difference.


