How to structure your Marketing Proposal
Well, this is it – the moment you have all been waiting for. So let those creative juices start and begin marketing…..

Firstly, you need to think very carefully about what you have found out from your primary and secondary analysis (see grid P3).  This should be the only source of all the decisions you make!

Secondly, you may decide to start making or designing possible looks for your product or service – this is not mandatory for your coursework but it might give you a better focus when devising your 4P’s. 

Thirdly, think about the following when devising your strategy:

Product

1. What products line do you intend to market? Why? How has your research led you to this decision (market growth, consumer demand, competitors)

2. What sizes, quantities or dimensions will your product come in?

3. Differentiation for different consumers i.e. male/female, married/single, age?

4. What will the features be of the product i.e. toppings, flavours, style, colour, type, 
5. Packaging

6. Warranties/guarantees? 

7. Branding

Promotion

1. How will you utilise the existing shops, internet sites etc for the business you are integrating into? Posters, displays, models?

2. Where will you be targeting (think small first i.e. Launceston). Think about where the customers come from (research)

3. What local media might you use i.e. radio, TV (expensive), papers, magazines, PR events.  

4. Advertising? Internet, website, google adwords, leaflets, trade?
5. Sales promotions – BOGOF’s, vouchers, coupons, 
Place

1. Which shop might you trial this at? Local? Regional?

2. Obtain map

3. Explain why this suitable – parking, access, pedestrians, exposure, shop fronts, 

4. Explain local population figures, transport links, shopping malls/streets nearby

5. Channel of distribution – do you intend to sell direct? Manufacture (Asia?), Retailer?

Price

1. Which pricing strategy? Why? 

2. How does this fit in with your company’s image?

3. Exactly how much you intend to charge (each product line)

What your research tells you……
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