Marketing Assessment and Plan Outline
Prepared by Wakerly Partners, Inc.
Step 1: Assess your current overall firm situation. Note: if the answer is unclear or unknown, then it suggests an area for further investigation.
1. What are the firm’s measurable business goals?

a. Growth rate/revenue targets?

b. Market share?

c. Profitability?

d. Customer satisfaction?

e. Employee retention?

2. What is the firm’s business strategy?

a. Growth avenues
b. Target market segments (services and client types)

c. Brand positioning
d. Distribution strategy

e. Pricing strategy

f. Keys to success

3. What are the firm’s key strengths, weaknesses, opportunities and threats (SWOT)?

4. How would you characterize your current brand position?

a. Market awareness among key constituents?

b. Key associations with your brand?
c. Position vis a vis competition?

d. Where are the gaps if any?

5. Who are my key competitors and how do they compare to us? What are their strategies and positioning?

6. What are the key trends affecting your clients? What are their key business problems and how can your capabilities help them?

7. What are the key buying practices/behaviors of your target market? Do you know them from empirical research? How reliable is your information?
8. Which market segments (client types, service types, geographies) are the most attractive based on demand, profitability, your ability to secure a differentiated market position, or other factors?

9. What are the top 3-5 revenue sources by client types and/or service areas for you now and in future? 

10. How effective is your relationship management? What areas might need improvement?

11. Which aspects of marketing communications do you employ? Which ones should you consider that you don’t presently employ?

12. How do you allocate your marketing budget? What metrics do you use to gauge the value of these investments? 

13. How well are your marketing investments aligned with the firm’s overall strategies?

Step 2: Develop your brand positioning and marketing strategy
1. What marketing intelligence do you lack? How can you obtain it?

2. Based on your unique attributes and associations, what might be the most effective brand positioning for your firm?

3. What is (and what should be) your value positioning?

4. Where are the biggest gaps in your brand position in terms of awareness or perception vs. your desired position? How can you overcome them?

5. Which market segments (client types, service types, geographies) need more attention in terms of building awareness and market share?

6. With which decision makers or industry influencers do you need to build more mindshare?

7. How can you enhance your relationship management to retain and attract more clients?
8. How can you enhance your marketing communications?
9. How might you consider applying new measurement metrics and reallocating your marketing budget?

10. How can you better align your marketing investments with firm strategies? With key revenue sources?
Step 3: Develop effective marketing tactical plans (take home work)
Identify specific marketing action plans in each area, based on all of the above:

1. Strategic planning and alignment

2. Marketing research

3. Packaging

4. Pricing and value proposition

5. Relationship management

6. Marketing communications

7. Service offering development and management

8. Alliance marketing

9. Sales support

10. Marketing management and tracking

