Company Name:

Company Profile
 (
Briefly describe the nature of company’s business
, 
revenues and profits,
 target markets, 
products and services
, operating
 locations
, number of employees and reference customers.
>
)

	BUSINESS GOALS



Highlight the company’s top three business goals (examples: to increase revenues by 15% per annum and profits by 20%, to acquire and maintain a 15% market share, to introduce new product x, to find a major business partner, to breakeven within 12 months).


	



	



	






	FINANCIAL PLAN




Establish a 5-year view of revenues and expenses, prior two years, current year and next two years detailing, licence revenues (initial, annual & recurring), implementation services associated with licence delivery, support & maintenance fees and other service line revenues. Detail cost of sales, development expenses, overheads & administrative expenses to provide a bottom line PBT (you can use the InitioStar Revenue Model as basis for presenting income from sales.  
	PRODUCTS & SERVICES



The InitioStar Sales Value Audit (1) provides a checklist for many of the topics which should be addressed within the marketing plan. In the products and services strategy the following areas should be covered:

Key Products and Services
Define the current key products and services offered by the company.

Statement of Features, Advantages and Benefits
List the key features, advantages and benefits of the current products and services. Where there are multiple products this should be done for each one.

Product & Services Strategy
What is your current product strategy in terms of? 
· Product and Services direction
· Core modules and their functionality
· Product Packaging
· Pricing (licenses implementation, support and post implementation) 

To what extend is the product customisable and how are these enhancements priced and subsequently treated (incorporated into core product, created as reusable modules for resale, or retained as customer enhancements.  What APIs exist for integration with other systems? 

Product Line Extensions
If, how and when will the current products be extended and what will be the benefits?

Additional and Complementary Products 
Are there add-on products including third party products that are marketed separately? How are they packaged?

New Products and Successors
Are there new or replacement products planned and in the case of replacement what is the migration strategy?

Technology Platform
What is the current technology platform? Is it web-enabled? What plans exist for using new technologies? 

Services and Post Sales Support
Outline the strategy for implementation services, who does what and how is it priced and delivered? What post sales, post implementation services are available and how they packaged and priced?

Unique Value Proposition
Define what is unique about the product or service and how this is encapsulated in a value proposition.

Brand Value Statement & Attributes
Define the brand values in terms of how and what is does the product and service stand for and what does it say about the company. How is this measured?
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	MARKETS & STRATEGY



Markets Analysis
Outlines the markets in which you currently operate by geography and functional segment, including market sizes and market shares, who are the major players and what are the primary requirements of each market.

Competitive Position
You need to genuinely evaluate your competitive position (SWOT analysis) and to ensure that you understand your competitor’s market strategy. Who are they targeting and with what messages? This is information that can be obtained through web site, promotional literature and through sales calls.

Target Markets
What are the target markets, sectors and geographies) and why have they been selected?

Market Strategy
What is currently planned and being done today? (This is your current action plan). What is being planned for the future and how do you plan to address your target markets? How do you intent to position your products and services? Define how you intent to promote your products and services (PR, Web Site, Advertising and Direct Mail).



	SALES STRATEGY & PLAN




Sales Objectives
Outline the overall sales and service values and how they will be achieved (this should relate to the 5-year revenue analysis in the Financial Plan). What are the dependencies and constraints and how will they be managed?

Sales Strategy 
How do the sales responsibilities match the marketing strategy? What is the spilt between new business and account management, or is it by market segment? Is this a distinction between major accounts and other customers and prospects and how are they handled? What accounts are considered major and how are they managed? Who are the reference customers and how can they be used?

Sales Plan
Outline the key sales activities by market segment and by named prospect, identifying who is primarily responsible for the customer or prospect. This should form part of an overall sales forecast where prospects are properly qualified with close dates and values. The InitioStar Sales Account Plan ([footnoteRef:1]) can be used for both major accounts and significant new business campaigns. [1:  The InitioStar Account Plan can be downloaded from the InitioStar web site] 


Distribution Channels
Are there any distribution agreements and how are they constructed? Is there a plan to introduce distributors and what are the objectives?

Alliances & Partnerships
Identify current and potential alliances and partnerships, their purpose and objectives. Identify how they are managed and what commercial arrangements are in place. Where there is a potential composite value proposition this should be clear as should the roles and responsibilities of all parties. Define objectives and plans for alliances, partnerships and influencers

	MARKETING CHECKLIST




· Make sure you have determined the key strengths and features of the product or service

· Include both funded and unfunded recommendations for any improvements that might increase generic appeal of your offer (for example, ease of use, look and feel and navigation) or that might provide a valuable functional enhancement.

· Ensure you have defined and agreed the target markets and any target named prospects

· Benchmark your competition’s strengths and weaknesses with your own
· Ensure your value proposition is unique – it will be tested frequently by your competitors
· Validate your value proposition with customers and prospects before going public
· Make sure your sales and marketing plans are in sync and each supports the other
· Qualify your sales pipeline – is it real? And does it match your financial forecasts
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