
WRITE A MARKETING PROPOSAL

Every day you prepare marketing promotion proposals, and every day it seems you get one 'no' after another. Even if
you win a client.

A STEEPLE analysis helps you to identify the main opportunities and threats in your market: Social factors
such as changing attitudes and lifestyles, and the ageing population Technological factors such as new
materials and growing use of the Internet Economic factors such as interest rates, exchange rates and
consumer confidence Environmental factors such as changing expectations of customers, regulators and
employees on sustainable development Political factors such as changes to taxation, trading relationships or
grant support for businesses Legal factors such as changes to employment law, or to the way your sector is
regulated Ethical factors such as ethical and moral standards governing policies and practices You also need to
understand your own internal strengths and weaknesses. You might decide to look at ways of using the
Internet to reach customers. Advertise in print media or directories, often with a specific offer to reap the
benefit of an immediate response or sales. Be OK with that and learn from your failures. If a prospect is
willing to share comments, however, you can work to do better in the future. It should therefore be a practical
reflection of your strategy. Step 7: Timing In step seven, you estimate how long it will take for you to plan,
execute and provide proper analysis of the idea s and when you can start on the project. As you get to know
your repeat clients better, meet with them for detailed feedback and ask them for ideas and suggestions about
how you can introduce your products and services to more prospects who are just like them. If you authored a
relevant or trending business book or if you're just starting now, after writing a book proposal , share that.
Often, the most promising segments are those where you have existing customers. For example, suppose your
business objectives include increasing sales by 10 per cent over the next year. You might have to choose either
to make relatively few high margin sales, or sell more but with lower unit profits. For each segment, you need
to look at what customers want, what you can offer and what the competition is like. External and internal
analysis for your marketing plan Understanding the environment your business operates in is a key part of
planning and will allow you to discern the threats and opportunities associated with your area of business. The
persuasion process is always the same. The ability to develop and implement each of the strategies above
requires learning and honing new skills. Business strategy It's a good idea to introduce the main body of the
plan with a reminder of your overall business strategy, including: what your business is about your business
mission your key business objectives your broad strategy for achieving those objectives This helps to ensure
that your marketing plan, your marketing strategy and your overall business strategy all work together. A
marketing plan is an important tool for making your library victorious in this age of change, where working
smarter is necessary to achieve your desired results. For segmenting the consumer market, consider age
groups. For example, you might use advertising, PR, direct mail and personal selling. A good schedule and
budget should make it easy to monitor progress. Computers in Libraries, September , Vol. Within a target
market of attorneys, for instance, there may be niche groups such as trial or malpractice attorneys. Basic
marketing strategies include the following: Network, either in person or electronically, by participating in
discussion groups online where your target markets congregate. Measurable - whatever your objective is, you
need to be able to check whether you have reached it or not when you review your plan. Smith, Duncan.
Including a regular reporting element in your services can help persuade clients to give you a chance. Realistic
- targets should stretch you, not demotivate you because they are unreasonable. Leaving an open offer Time is
money, and the professional marketing needs to have a steady flow of clients to keep their business running.
You need an individual who takes responsibility for pushing things along.


