
Assignment #5: Sales and Marketing section

Due: At the beginning of class Monday, October 31st, 2005

This section describes how the sales projections will be attained.  The marketing plan needs to detail the overall marketing strategy that will exploit the opportunity and your competitive advantages.  In this section, please include a discussion of sales and service policies, pricing, distribution, promotion, and advertising strategies; and sales projections.

Overall marketing strategy:

· Describe the specific marketing philosophy ad strategy of the company, given the value chain and channels of distribution in the market niches you are pursuing.

· Describe which geographic areas will your initially target, how will you expand geographically, and why this makes sense.

· Describe any seasonality to your business and what can be done to promote sales off-season.

Pricing:

· Discuss pricing strategy vs. competition.

· Analyze gross margin per product sale and show that you can cover other expenses to reach your desired profit margin on a cost accounting basis.

· Justify the difference in price between you and the competition.

· Describe discounts for early payment.

Sales tactics:

· Described the method (direct, distributors, sales representatives, etc.) that will be used to make sales and distribute the product or service and both the initial plans and longer range plans for the sales force.  Include any special requirements (e.g. refrigeration).

· Discuss the value chain and resulting margins to be given to retailers, distributors, wholesalers, and sales people.  Describe special policies, e.g. discounts, regional exclusivity, etc.

· Describe how your sales force and sales efforts will grow and scale over time and how you will shape its growth.

Include a sales schedule with a budget including sales, advertising, and service expenses.  Include what you expect the volume of each sales person/distributor to be and how that will grow.

Advertising and promotion:

· Describe appropriate methods you will employ to drive customers towards your product.  Consider different tactics depending on whether you are selling through channels, direct sales, OEMs.

Distribution:

· Describe methods and channels of distribution you will use.

· Describe shipping costs if applicable.
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