Assignment 7
Marketing Strategy
                        Rev.    3/20/19
This assignment builds on your Industry/Market Analysis assignment and applies what you learned about customers and competitors to create a positioning and marketing strategy. This assignment can also serve as an important component of your business plan and will be a heavily weighted section. 
Target Market   4 pts.
Briefly restate your target market and value proposition (from IMA). The activities below should follow the logic of reaching that market, of course. 
Branding   7 pts.
What’s your company/product brand name? Is it trademark-able? What kinds of qualities do you want your brand image to project?   
Competition  3 pts. 
How will you position your product or service relative to the competition? Briefly describe your major competitors’ strengths and weaknesses (from IMA), then describe your proposed advantage. Do you expect a reaction to your entry? What? How might you counteract them?

Marketing Mix Strategy
Communication   20 pts. 
What are the different ways you will create awareness of your product or service? 

While maintaining a focus, describe how you might use some or all of the following: publicity, advertising, social media/the web, personal selling, customer referrals, strategic partners, so on….Be as specific as possible. The creative possibilities are endless, but rather than list possibilities, thoroughly describe in detail how you might focus on a few initiatives and who (e.g., what other specific organizations) would need to be involved.

Research and critical thinking is important.
Distribution  30 pts.
How will you distribute your product/service? In other words, describe how you will create access—could be many ways. Be as specific as possible. (E.g., will you need strategic partners? Who? How will you convince them to be a part of distribution?) Research and critical thinking is important. 
Pricing  30 pts. 
How will you price your product/service? Wholesale? Retail? How does this fit with your positioning strategy?  Competitor approaches?  

Goals/Timeline:   5 pts. 
What are the major milestones for the activities above? When do you expect sales to start and how will they grow? Create a simple timeline of marketing and development activities and corresponding sales forecasts, thinking in monthly terms for the first year, then in quarterly terms for the two years after that. (See “broad” example on p. 185 of your text—you don’t need a fancy graph, but a detailed table or Excel spreadsheet will be helpful.) This will be immensely useful when you start to put together your financial statements.
