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Section One: Your Business

Exercise: You are on a plane. The plane is landing in five minutes. The
person sitting next to you says, “What does your agency do?”
You have five minutes to explain:

What did you include?

What did you leave out?
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Section Two: Your Product (USP)

Unique Selling Proposition

Product Features Benefits
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Section Three: Customer Needs

Make a list of all conceivable needs that your business and product can
satisfy.
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Section Four; Examine Your Business

Maximize your ability to respond to customers — S.W.O.T.

Strengths

(WEEUGQEREES

Opportunities

Threats

Remember to ask: HOW DO WE SELL/DELIVER OUR PRODUCT ?
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Section Five: Your Customers

A. Describe Your Potential Customers

Demographic (gender, age, income, family size, occupation, salary, etc.)

Psychographic (behaviors, attitudes, expectations)

Geographic (where people live, work)

Sociocultural (national origin, social class, race, religion)

B. What Do Your Customers Want From You?

C. How Do You Know What Your Customers Want From Yo  u?
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Section Six: Promotion

Make a list of ten descriptions you would like your business to have.
What will you do? What will you tell your customers?

Description What will you do?
i What will you tell your customers?
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Section Seven: Competition

Who are our competitors?

What do they do better than us?

What do we do better than them?
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Section Eight: Prospects

How will we reach our customers to tell them about

Target Audience

Objective

Benefit

Supporting reasons

Time frame

Budget

Media

Remember to ask:

What will happen once they get he
Why will they come back?

our business?

re?
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Section Nine: A Marketing Plan

What do you need to put together a plan? How will you get it?

What do | need? How will | get it?
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Section Ten: Measuring Outcomes & Evaluating

What should you look for?

How should you measure your outcome?
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