Marketing Plan Components

I. Executive Summary (On a page by itself.)

II. Current Marketing Situation
a. Market Needs
b. The Market
i. Market Demographics
ii. Market Growth Trends
c. The Company
i. Mission
ii. Product Offering
iii. Positioning
d. Competition
i. Direct Competition
ii. Indirect Competition

III. Threats and Opportunities Analysis
a. Strengths
b. Weaknesses
c. Opportunities
d. Threats

IV. Objectives and Issues
a. Increase Sales
b. Build Brand Awareness
c. Grow Market Share
d. Launch New Products or Services
e. Target New Customers
f. Enter New Markets Internationally or Locally
g. Improve Stakeholder Relations
h. Enhance Customer Relationships

V. Marketing Strategy
a. Value Proposition
b. Critical Issues
c. Financial Objectives
d. Marketing Objectives
e. Target Market Strategy
f. Branding
g. Marketing Mix
i. Product 
ii. Pricing
iii. Place/Distribution
iv. Promotion
1. Advertising
2. Public Relations
3. Direct Marketing
v. Web Plan
1. Website/Internet Sales Goals
2. Website/Internet Marketing Strategy
vi. Service
vii. Sales Plan
1. Sales Strategy
2. Sales Process

VI. Action Programs (How you will accomplish the details of your Marketing Strategy.)
VII. Budgets
a. National Marketing
i. Banner Ads
b. Local Marketing
i. In-store Marketing
ii. Point of Purchase Marketing
c. Public Relations
i. Public Events
ii. Sponsorships
iii. Press Releases
iv. Webinars
v. Conferences
vi. Client Events
d. Social Media 
i. Twitter
ii. Facebook
iii. Pinterest
iv. Google+
v. LinkedIn
e. Online Marketing
i. Blog
ii. Website 
iii. E-mail Marketing
f. Traditional Advertising
i. Online
ii. Print
iii. Outdoor
iv. TV
v. Radio
g. Web Marketing
i. Pay Per Click
ii. Search Engine Optimization
h. Market Research
i. Surveys/Questionnaires
ii. Observations
i. Sales Campaigns
i. Coupons
ii. Discounts
iii. Loyalty Programs
iv. Product Giveaways/Branded Gifts
v. Contests
vi. Games
vii. Price Match Guarantees
viii. Holiday Promotions
j. Other Marketing
i. Business Cards
ii. Signage

VIII. Controls (How you will measure results.)

