

Marketing/ Communication/ Positioning

1. What should be my message to the market? (The reason to discriminate in my favour)
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________

2. You must make a proposition to the consumer. Not just words, not just product, not just advertising. Each message MUST say to each reader, “Buy this product and you will get this specific benefit/value.” What is that message?
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________

3. The proposition MUST  be one that the competition either can not or does not offer. It MUST be unique. What is Unique about your proposition?
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
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4. The proposition MUST be so strong it can move people to take action.... which means pull new customers away from the competition to your product. Where is the pull andhow do you remove the risk of the customer switching to you?
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________


5. What are the best forms of communication with the marketplace? (Sales people/direct mail/advertising/publicity/etc.)
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________

6. How frequently should this message be sent?
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________

7. What has worked in the past?
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________

8. What are 5 things you could do (which cost less than $1000) to spread the word about your business?
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________

9. What strategic or “tie in” relationships could you form with other businesses?
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________


10. If marketing is anything that touches or impacts a customer in any way, what needs to change?
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
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