
Small Business Marketing Plan
 

How are your business New Year’s resolutions coming?  Many of the small business 
CEOs that I have talked to in the last few weeks, mention that they want to work on a 
new or revised marketing plan for their business in 2015.  That is an excellent goal and I 
commend those who take the time to sit down and think about and plan for their 
marketing efforts.

 

A well-designed marketing plan can help you raise awareness of your business, attract 
more customers and boost sales. In the next several columns (because I have space 
limitations) I will share with you a guide to develop a 12-month marketing plan and 
integrate it into your company’s business plan.  But between columns, I would suggest 
that you work on that part of your plan and then go to the next part as I address that in 
future columns.  Kind of an “assignment for the week”.  OK?  That is how I hope to help
you on your business New Year’s resolution.

Step 1: Review the Market
I suggest that you start with a description of where your business stands today and how 
you intend to put your marketing plans in place (or change them) and what this will 
mean to your business the next 12 months. 

 

Now remember what I have said about business “planning” before.  The process that it 
forces you to go through is as important as the actual plan itself.  So I will suggest some 
things that I trust will be helpful to you as you think about your company and as you 
plan for how you are going to market it.  Your introductory section should contain:

 

•        A description of your business - What products or services do you offer? 

•        A description of your market or business environment:
o   Are there sections of you target market that are underserved and will 

your product or service fill that void? If so, write a brief explanation 
of what this market is like and how your products are going to get the
attention of the consumer. 

o   Does the market want or value your service or product? Why?
o   Is there enough money to be made with your product or service in 

your target market?
o   How much of a profit will you need to make for your business to pay 

off?



•        Does your business benefit from any distinct marketing advantages?
o   Is your product or service already well known?
o   Do you have high customer loyalty?
o   Do the local trade organizations endorse your product?

•        The marketing challenges you face:
o   Do you lack brand recognition?
o   Do you face a limited budget?

•        The current location of your competition:
o   Does the competition within this market leave room for you to be 

competitive? 
o   Is your geographic location a positive or a negative?

•        What are your competition’s weaknesses? How can you use those weaknesses to 
your advantage?

o   Your competitor’s failure to provide flexible service may be an area 
you can exploit.

o   Does the competition ignore the local market?

•        Are there any foreseeable outside influences on your business?
o   Have laws or statutes related to your business been changed?
o   Will future area construction affect your current traffic patterns?

 
OK, now get to work and start the first part of your marketing plan by focusing on “your
market”.  Next week, I will ask you to think about who your target customer is.
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