Section Three : Marketing Strategy And Plan


Why does having a Marketing Strategy matter? Having a marketing strategy matters because it helps a business define its target audience, identify the most effective channels and tactics for reaching that audience, and align marketing efforts with the overall business goals. Without a clear marketing strategy, a business may struggle to effectively reach its target audience, allocate resources effectively, and achieve its desired results.
A marketing plan is a blueprint that outlines your strategies to attract and convert your ideal customers as a part of your customer acquisition strategy. It’s a comprehensive document that details your:
· Target audience: Who you’re trying to reach
· Marketing goals: What you want to achieve
· Strategies and tactics: How you’ll reach your goals
· Budget: Resources you’ll allocate
· Metrics: How you’ll measure success
How to write a marketing plan 
As mentioned above, the scope of your marketing plan varies depending on its purpose or the type of organization it’s for.
For example, you could look for performance marketing agency to create a marketing plan that provides an overview of a company’s entire marketing strategy:
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	A typical outline of a marketing plan includes:
· Executive summary
· Goals and objectives
· User personas
· Competitor analysis/SWOT analysis
· Baseline metrics
· Marketing strategy
· Tracking guidelines
Below you will see in details how to write each section as well as some examples of how you can design each section in a marketing plan.
Let’s look at how to create a successful marketing plan (click to jump ahead):
1. Write a simple executive summary
2. Set metric-driven marketing goals
3. Outline your user personas
4. Research all of your competitors
5. Set accurate key baselines & metrics
6. Create an actionable marketing strategy
7. Set tracking or reporting guidelines
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Enigma Development Company
30 60 90 Day Plan

Hieveryone, we are excited to share our plan for the next three months. This may differ from department to department, but this

is the generalstructure to achieve our end goals. For questions or concerns on the plan, email HRstaff@enigmadev.com
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First 30 days

« Identify the sales pipeline
« Strong communication skills and
attention to detail

First 60 days

« Increasing the visibility of
company's brand
« Identifying market trends.
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First 90 days

Create a plan forfinding new.
products and services
Strategy for reaching out to new
customers and clients

« Increase traffic by 10%
« Getthe word out about your
product/service

« Have better sales flows
« Improve the site's conversion rate

bys%

Generate leads and close deals
Expand business by developing new.
products

« Marketing activities are aligned
with the company's strategy and
goals

« Marketing strategies are being
implemented correctly.

« Createa strong brand identity and
messaging

« Marketing efforts are being
measured effectively

Communicate with existing.
customers and prospects
Increase your sales team's.
profitability by 10%

« Create aMarketing Strategy
« Create a customer-centric

marketing trategy

« Build a successful sales team
« Increase your sales team's
productivity by 20%

Measure results and analyze the
performance of all marketing efforts
Grow the company's customer base

« Increased in number of leads
generated by the marketing

‘manager per week.
« Increased in number of new

customers acquired per month

« Customers who become repeat
buyers
+ Customer satisfaction

Monthly Revenue increased to 10X
Profitincreased by 70% compared
last year





