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Developing a Marketing Plan
	ASSESSMENT # 1
	
	Total Marks: 30


Answer the following questions:
1. Short Questions: 
	7 
i. What are the four Ps of marketing? 
The marketing mix is most commonly executed through the 4 P's of marketing: Price, Product, Promotion, and Place. The marketing mix is a crucial tool to help understand what the product or service can offer and how to plan for a successful product offering.

ii. Describe the essential elements of a marketing plan. 
The marketing plan sets out clear marketing objectives, strategies, and activities that you will undertake in a defined time period (such as six months or a year). A budget is also required, along with the tools you will use to measure your impact and success of your marketing campaigns. Every marketing plan must take four things into consideration: 
 Your personality 
 Your budget 
 Your business 
 Your time

iii. Identify key marketing strategies for a small business. 
Know yourself – Be very clear and honest about your strengths and weaknesses, as well as those of your company and your staff. Be aware of things that make you distinct and the influences of your remit.
Develop several income streams - Have multiple revenue generating places that you can charge for your time and services so that if one area is ineffective, you have options. 
Don’t compete against yourself within the same market segment - Be specific and clear on what you offer to each segment. Define what you do and don’t do. Avoid competing against yourself. Be clear on what differentiates you, and the value you are offering to your customers. 
Aim high - Raise a high level of trust for your customers and advocates that keeps them close and deters your competition. 
Be a collaborator - Consider partnerships and collaborations to market with other businesses that you are not competing with but that offer complementary services. Make sure that any agreements you take part in protect your interests, including intellectual property and liabilities.
[bookmark: _GoBack]2. Explain the following marketing techniques:	7 
a) Loss Leaders 
A loss leader (also leader) is a pricing strategy where a product is sold at a price below its market cost to stimulate other sales of more profitable goods or services. With this sales promotion/marketing strategy, a "leader" is used as a related term and can mean any popular article, i.e., one sold at a normal price.
b) BOGO 
BOGO stands for “Buy One Get One”. While not often presented to customers in acronym form, this marketing technique is universally known in the marketing industry by the acronyms BOGO, BOGOF, and BOGOHO (Buy one get one half off).

3. Outline some marketing strategies for a small budget. 	8 
 Free e-mail and a free website 
 A series of press releases faxed, e-mailed, or hand-delivered 
 Appearances as a talk or radio show guest 
 A flier posted on bulletin boards (including the electronic ones) 
 Free classified ads on sites like Craigslist, Kijiji, Facebook, etc. The small marketing budget: 
 Internet domain and a newsletter 
 A wider geographic reach for press releases and articles 
 Conducting a small local seminar 
 Walking the floor at one or more trade shows 
 Ad swaps with other newsletters

4. What is a marketing budget? Outline key rules for establishing a marketing budget. 	8
A marketing budget is a plan of exactly what you plan to spend throughout a year. When you set a budget, the marketing department is able to conduct the business they need to within the limits you set. Having a budget dedicated to marketing also means you should be able to track and measure the results and return on investment ROI of your marketing efforts more easily.
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