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1. Aims and goals
In this section, outline the primary purpose of your marketing plan and the specific results you aim 
to achieve. Consider both financial objectives and other targets, such as increased brand awareness. 
Ensure your goals are SMART: Specific, Measurable, Achievable, Relevant, and Time-Bound. This will 
set a clear direction for your marketing strategies.

2. Target audience and behaviours
In this part, define and prioritise your key customer segments. Detail your ideal target customers, 
focusing on those segments that offer the highest potential for growth. Consider aspects like 
demographics, behaviours, and preferences to craft a comprehensive profile for each customer group.

Segment 1 Segment 2 Segment 3 Segment 4

Who are they? i.e. age, 
lifestyle, disposable 
income, location, job title 

Which media channels do 
they use?

Why do they buy this 
product/service?

When do the use this 
product/service?

How often do they buy 
this product/service? In 
what quantity?

Are they brand loyal?

Do they use any of your 
other products/services?
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3. Competition
In this section, identify your main competitors and explain the reasons customers might opt for 
their offerings over yours. This analysis should include insights into their strengths, unique selling 
propositions, and market positioning. Understanding these factors is crucial for developing strategies 
to differentiate your business and capture your target market.

Competitor Reason to choose them

4. Unique selling proposition 
Define why customer would choose your business, what makes your business and products/services 
unique.

5. SWOT analysis

Strengths
Identify the things your business or products/
services do well, and what sets your business 
apart from the competition. These will help you 
when writing marketing messaging.

Weaknesses
What areas could be improved within your busi-
ness or products/services? What is holding you 
back? You should try to address these before 
starting any marketing campaigns.

Opportunities
Identify any key trends or gaps in your market. 
Think about potential alternative markets or new 
for your products/services.

Threats
What external factors could cause harm to your 
business?
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6. Marketing channels
In this segment, pinpoint the various marketing channels available to you and consider which are 
most suitable for reaching your target audience. It’s important to understand how the success of 
each channel can be measured and to consider the associated costs. Following this analysis, compile 
a shortlist of your top four preferred channels to initially focus on. This approach will help streamline 
your marketing efforts and ensure they are targeted and effective.

Marketing 
channel

Pros Cons Appropriate 
target 
audience

Measurement Cost

		

Shortlisted marketing channels

1.	

2.	

3.	

4.	

7. Messaging
With the insights gathered from the previous sections, you’re now equipped to craft the desired 
messaging and calls to action for your campaigns. Consider the tone, style, and key messages that will 
resonate with your target audience. Also, think about the imagery and content that will best convey 
your message, ensuring it aligns with your brand and marketing objectives. This step is crucial in 
creating impactful and engaging marketing communications.
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8. Collaboration
For the effective execution of your campaigns, it’s essential to enlist the support of various internal 
departments. In this section, compile a list of all the departments you need to collaborate with, such 
as sales, operations, and digital. Detail the role each department will play and how their contribution 
will be integral to the success of your marketing campaigns.

9. Budget
Identify how much is available to spend on your campaigns.

10. Responsibility and timescales
In this section, outline the roles and responsibilities within your team and across other departments 
involved in your marketing campaigns. Clearly define who is accountable for each aspect of the 
project. Additionally, establish specific deadlines for different activities, ensuring they are realistic and 
achievable. It’s also important to schedule regular intervals for reviewing and assessing the progress 
of your activities, allowing for timely adjustments if needed. This structured approach will help 
maintain focus and ensure timely delivery of your marketing objectives.
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