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Marketing Plan Template

Hey there! 
Here’s your Marketing Plan Template to help you to take the first steps to ‘Mend Your Marketing’.
Please fill out as much detail as you can, but it doesn’t need to be war and peace. Don't be scared, there are no wrong answers! 
All the answers will help you create your Marketing & Action Plan!
Leanne
AKA Bossy Britches


Your Business

What is your business name and strapline if you have one?


All About Your Business
Write down as much information as possible. We're about talking things like the products or services you sell, who's in the business, when you started, the story of how you've got to where you are now and anything else you think would be useful to write down. What makes you stand out from the crowd? What problems does your product or service solve? 
You may wonder the reason for writing this down, but you will remember lots of valuable information that will help you to create your marketing plan.









What is your Unique Magic?
Why do people love what you do? What’s something your customers always rave about? What is your business superpower?
Example - People love working with me because I help them to get their marketing back on track. 
My customers rave about how I make sure that their marketing doesn’t end up at the bottom of their To Do List.
My superpower is helping busy small business to sort their marketing out, find their dream customers and create messaging that converts.



What’s your Elevator Pitch? 
An elevator pitch is a brief, persuasive speech designed to spark interest in what you or your business offers. It’s called an elevator pitch because it should be short enough to deliver during a quick elevator ride...typically 30 to 60 seconds. 
Example - “I help busy small businesses to sort their marketing out, find their dream customers, create messaging that converts then mentor them to keep them on-track and accountable...and finally stop winging their marketing!”





The Big Picture 
What’s the dream? Where do you want your business to be in 3, 6 or 12 months, a year, or even 5 years? What are the top 3 things you want to achieve with your marketing? 









What are the objectives of your marketing activity? 
What do you want to get out of any marketing activity? For example - brand awareness, more sales, more social media followers, more sign-ups etc. 




Do you have a website? If so, what's the address? 

Does your existing website reflect your business as it is now? 


Do you get enquiries/calls/emails/business from your website? 

Do you have a lead magnet? 
A freebie you offer in exchange for an email address, designed to attract the right people and start a relationship with them


Your Marketing

Where is your business at right now? Have you been actively marketing your business? 
Outline what marketing you have been doing in the last year and what you think you need to do in the coming year. 



Do you have an existing Marketing Plan? If so, have you been following it? If you’ve not been following it why not? 

What marketing have you done in the past and what has worked and hasn't worked? 
Think about how you got to where you are now, look at your existing customers and see where you found them or they found you! What have you spent money on that you haven't seen the return on and vice versa? 



How did you find your existing customers and best past customers? 
Let’s play detective. Where did your best customers come from? 
Was it: 
Word of mouth or referrals? 
Social media? If so, which channels?
Google/search? 
Networking or events? 
Local advertising? 
Repeat business? 
Pure luck and a prayer? 
Something else?
Knowing where your good eggs came from helps us double down on what’s working (and stop wasting time on stuff that’s not). Don’t just think about where they found you…think about what made them say yes too. If you're not sure, take a guess or ask them if that’s possible.


Could you sell more to your existing customers? 
Selling more to your existing customers is often easier and more cost-effective than finding new ones. So many businesses run off looking for new customers without checking if they’ve made the most of the ones who already know, like and trust them! Are there extra things they need that you could be offering?



What challenges does your business face from a marketing or business perspective? 
What’s winding you up? What keeps getting pushed to the bottom of the to-do list? Maybe you’re overwhelmed, winging it, or feel like your marketing’s all over the shop. Tell me the truth…I’m here to help you fix it, not judge you! 



What problems does your product or service solve? 
Think about the challenges, frustrations or needs your dream customer has before they come to you. What issues have they got? What do they wish they could fix? Try to describe the problems from their point of view…in their words, not yours. This will help us understand how your offering makes their life easier, better, faster or more enjoyable.  


Dream Customers

Who are the people you’d absolutely love to work with or sell to? Who are the ones who just get your business, rave about what you do, and keep coming back for more? Thinking about this will help us understand what makes them tick, why they buy, and how we can grab their attention.
Remember, while you might be able to sell to everyone, your marketing works best when it’s aimed straight at your dream customers. By tailoring your messaging to them, you’ll attract more of the right people...making your marketing super effective (and way more fun)! 
First, let’s talk about your existing customers. This will help to build picture of who your dream customers are too. 
Demographics refer to the factual characteristics of a target audience, such as age, gender, location, income, education, and occupation. These are measurable traits that help define who your customers are. 
Psychographics go deeper, focusing on behaviours, values, interests, and lifestyles. They explain why customers make decisions, including their motivations, pain points, and buying habits. 
Together, demographics and psychographics help businesses better understand and connect with their dream customers. 

Describe your current customers 
Your current customers might not be your dream customers. Explain more about who you're currently selling your products or services to. What are their demographics & psychographics? Be honest…are they your dream customers? 
Think about things like: 
What kind of people or businesses are they?
Where do they find you? 
What do they usually buy from you? 
Do they value what you offer or try to haggle all the time?
Are they loyal? 
Do they “get” you…or do they drive you up the wall? 
This isn’t about being polite...it’s about getting clear on where you’re at now so we can figure out how to attract more of the right people…and fewer of the ones who give you a headache!

Why do your existing customers buy from you? 
You might not even know the answer to this, but you should! It could be because of the quality of your product or the price of your service, but it is very important to understand to get your marketing activities right. 


Are your existing customers your dream customers? 
Let’s not sugar-coat it…are you actually working with the kind of people you want to be working with? 
Think about: 
Do they value what you do? 
Do they pay on time, without quibbling? 
Are they easy to communicate with? 
Do they come back or refer others? 
Do they “get” you and how you work? 
Or… are they draining your time, energy, or patience? 
Your dream customers light you up and make your work feel worth it. If the people you're serving right now aren’t quite hitting that mark, that’s OK .it just means we’ve got work to do in your marketing to start attracting more of the right ones (and filtering out the wrong ‘uns). 



Thinking about your dream customer, could you describe who you think they are? 
Write down any relevant demographics or psychographics. Eg are they male or female, age, interests, hobbies, income, job title, values, interests, opinions etc. What are their pain points and what behaviours do they have around purchasing and decision making? The more information you know about your dream customers, the easier it will be to market to them. 




What problems do you your dream customers have that your business solves? 
What are their day to day and longer term 'pain points'? Pain points are the specific problems, frustrations, worries or challenges that your customers face and need solutions for. Such as like feeling overwhelmed, having a small budget, not having the right skills, not getting results, wasting money on marketing, or not knowing what to focus on next. Understanding your customers’ pain points helps you position your product or service as the solution they need, making your marketing more effective.




What are their dreams, challenges and desires? 
Example - My ideal customer dreams of growing their small business without the stress of marketing. Their challenge is feeling overwhelmed by where to start and not having enough time. They desire clear, simple strategies that help them attract more customers without the headache." 


What motivates them to buy your product or services? 
Example - "My customers buy because they feel stuck with their marketing and need clear guidance. They’re motivated by the desire to grow their business without the stress, and they take action when they realise they’re wasting time and money on ineffective efforts." 



Where do you think your dream customers hang out? 
Online and offline. Personally and professionally. So for instance, are they likely to be gathering in local coffee shops, are they active and at the gym regularly? Will they be at business networking events? Are they online? What social media are they using and which ones won’t they be using. 



What floats their boat? 
What are they into .at work and in real life? What do they talk about, scroll through, moan about or obsess over? List as many as you can .no detail too random! It all helps when we’re trying to catch their eye and speak their language.



If you are targeting businesses, what type of businesses do you think you want to market to? 
For example, hairdressers, IT company, restaurants, manufacturers



If relevant, what size businesses are you targeting? 
Number of staff, Turnover etc. 

What messaging and tone will resonate with your audience? 
Your messaging and tone should match your audience’s expectations and preferences. Whether it's fun and friendly, professional but approachable, or corporate and formal, the key is to communicate in a way that resonates. Focus on what makes them feel understood...clear guidance, motivation, or a problem-solving approach.


Key Questions

What are your unique selling points? (USP's) 
A USP is the thing that makes your business different from everyone else offering something similar.
It’s your “why should someone choose you?”
Your USP’s explain:
· What you do 
· Who you help 
· What makes you different 
· Why people should trust or choose you over someone else 
It’s not just what you sell… it’s the special thing about how you do it, the experience you give, or the result you help people get.



Who are your competitors? 
Who else is offering something similar to you? Locally or online? You don’t need to name and shame...just jot down a few businesses, brands or people who your customers might compare you to. This helps us spot what makes you stand out and how we can position you differently (and better!). 


Why are you different from your competitors? 
Loads of businesses might do what you do… but they don’t do it your way. So what sets you apart? Is it how you deliver your service? Your experience? Your values? The way you treat your customers? Maybe you’re faster, friendlier, more flexible, or just easier to deal with. Maybe you go the extra mile, or offer something others don’t. This is your chance to spell out what makes you the no-brainer choice...even if you sell the same thing as everyone else. 


Where are you positioned in the market? 
Where are you positioned in the market? Are you budget-friendly, mid-range, or more high-end and premium? This can be a tricky one, but it’s important to know where you sit so your marketing matches. You don’t have to be the cheapest (and you probably shouldn’t be!) but you do need to know how your customers see you. 



If people were searching on Google for a business, product or service like yours, what would they search for? 
Really think about this, put yourself in your potential customers shoes.


Key Marketing Messages

What do you think your 10 key marketing messages are? 
This is all about the stuff you want people to know, feel or remember about your business. 
Key marketing messages are the clear, consistent statements that communicate who you help, what problem you solve, and why someone should choose you, in a way that speaks directly to your dream customer. 
They are the core things you want to be known for .the repeatable, powerful statements that make your dream customer think, “This is exactly what I need.” 
What should people instantly 'get' when they see your content, hear your name, or land on your website? 
Here's a few examples: 
· I help Small Businesses create an actionable Marketing Plan and work with them to execute it. 
· The Mend Your Marketing Programme gives you a clear, personalised plan and ongoing support so you stop winging it and finally start seeing results
· I help small businesses to create actionable marketing plans..get focused..attract your dream customers…define your messaging and Mend Your Marketing once and for all! 
· Overwhelmed with marketing? I can help you cut through the noise and focus on what works! 
· A clear marketing plan saves time, money, and effort…let’s get you on the right track.


Write down as many as you can for your business…
1.
2.
3. 
4. 
5. 
6. 
7. 
8.
9. 
10.


Budget & Resources

What is your marketing budget? 
You don’t need a massive budget to achieve great things but if you do have a specific budget it’s worth writing it down.

What tools and platforms will you need to bring your plan to life? 
There are countless resources available to support your marketing efforts, from email platforms like Mailchimp to organisational tools like Trello. These tools can help streamline your workflow, improve efficiency, and keep your marketing activities on track. 

Who is responsible for executing the plan? 
Define who will be responsible for implementing each part of the plan. Whether it’s you, a team member, or an external expert, assigning clear roles ensures accountability and keeps everything on track. 

Do you need to employ someone internally or maybe outsource some of the work ? 
Consider whether you need to hire an internal team member or work with a Marketing Company. Choosing the right support can help you execute your plan effectively and efficiently and remember you have to speculate to accumulate!




My Marketing Plan & Actions
By completing this information you’ve taken huge steps to enable you to Mend Your Marketing and create a clear, actionable plan for your business. Now, it’s time to pull everything together and turn insights and learnings into actions and finalise your plan! 
Create Your Plan! 
Using all the information you’ve scribbled down, use the headings below to complete the information and create your Marketing Plan! 

Marketing Plan Main Headings 
Business Overview 
Core Products & Services 
USP’s 
Elevator Pitch 
Goals, Objectives & Challenges 
Competitor Summary 
Dream Customers 
Pain Points 
Key Marketing Messages 
Marketing Challenges 
Marketing Activities & Channels Decided Upon To Reach Dream Customers 
Budget 
Action Plan 
First Next Steps
What Tools & Platforms You Need 
Who Is Responsible For Executing The Plan/Actions
What Time Will Be Allocated To Marketing Each Week 
KPI’s & How You Will Measure What’s Working/Not Working 
Review Dates 

Voila...you’ve got your plan!


Need Help?

Want help fine-tuning your plan? Need a bit of expert Marketing advice? Want someone to hold you accountable and bounce ideas off? 
📞 Book a "Mend Your Marketing" call….I’d love to chat…there’s lots more ways that I can help you to achieve your goals and stay on track! 
If you would like to find out more about how I can help you further…visit my website see all the options for working with me.
Happy Marketing!
Leanne
AKA Bossy Britches!
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