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Digital Marketing Plan
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1. Executive Summary
Business Description
Provide a brief history of your company and explain what your business does.
The Opportunity
Briefly describe the digital marketing problem in order to establish a potential solution.
The Solution
Describe how you will solve this problem through digital marketing efforts.
The Market
Provide a brief description of the market you will be competing in. Here you will define your market, how large it is, and how much of the market share you expect to capture.
Competition
Identify the direct and indirect competitors, with analysis of their digital marketing strategies, as well as an assessment of their competitive advantage.
Main Competitors
	Name
	Sales
	Market Share
	Nature/Type

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	


Capital Requirements
Clearly state the capital needed to execute your digital marketing plan. Summarize how much money has been invested in digital marketing to date and how it is being used.
Source of Funds:
	Sources
	Amount
	Percentage

	
	
	

	
	
	

	
	
	

	
	
	

	Total
	
	


Use of Funds:
	Category
	Amount
	Percentage

	
	
	

	
	
	

	
	
	

	
	
	

	Total
	
	


2. Situation Analysis
Our Company
Provide a brief history of the company; describe the business, tell the length of time in operation; explain where you are in your business cycle; the location of your company.
Product/Service
Describe the product / service you are selling/marketing; the benefits of your product over your competition; tell where you compete (local, national, etc.)
	Product / Service Name
	Description
	Price

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	


3. Digital Marketing Goals and Objectives
Our Goal
List your goals (Short, medium, and long term). Make them measurable.
Objectives
Describe the objectives that you want to reach. Use the SMART acronym (Specific, Measurable, Agree, Realistic, Time Based) to be sure that they are realistic.
	Goal / Objective
	Description
	Due Date

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	


4. Industry and Market Analysis
The Industry 
Describe your industry like the current situation (growing, maturing, declining), the size, the level of competition; trends and drivers; PESTLE etc. Be concise then fill the chart below.
	Factor
	Description

	Political
	

	Economical
	

	Social
	

	Technological
	

	Environmental
	


The Market
Describe your market; name the competitors; explain their market share and their positioning; their digital marketing strategies; the segmentation of your market, etc.
Digital Marketing SWOT Analysis
What are you really good at (Strengths)? In which areas your business has a disadvantage versus competitors (weaknesses)? What situations in your marketplace could you exploit to your advantage (opportunities)? What conditions or situations in the marketplace could work against you (threats)?
Competitors Analysis
	
	Competitor 1
	Competitor 1
	Competitor 3

	Location
	
	
	

	Time in business
	
	
	

	Target market
	
	
	

	Uniqueness factor
	
	
	

	SWOT
	
	
	

	Website
	
	
	

	Social media accounts
	
	
	


5. Target Customers
Our Customers
Explain who your target customers are and how they behave?
Describe them: their age, gender, education, income level, social status, location, etc.
What is their lifestyle, activities, values, interests, or opinions?
What are their needs, buying patterns and motivations for buying?
Why would they buy your product/services over others?
Are they active on social media? What social media channels do they tend to use? What is their behavior on these channels like? 

6. The Brand
Unique Sales Proposition (USP)
Write your USP (Unique Selling Proposition). Your USP must articulate a compelling and decisive advantage you have over the competition.
Market Need Served
Need gap that your products or services fills for your customers.
Differentiation Factor
Explain what differentiates your products/services from others in the market.
Our Edge 
Explain what gives your products and/or services an edge.
Why We Stand Out
Explain what makes your business stand out or distinct from your competitors.
7. Digital Marketing Strategies and Tactics
Strategies and activities 
Describe the digital marketing strategies that you will use to solve your current marketing pains; explain the digital marketing activities that you will do the sell your product / service to differentiate yourself from your competitors and encourage customers to choose your business.
Products / services
What do customers want from your product/service? Does it satisfy their needs? What features of your product or service work to meet your customers needs? How and where will customers use and experience it? 
Price
Describe the value of the product or service to the buyer. How will your price compare with your competitors? Is the customer price sensitive?
Place
Where are target customers shopping? Are they using desktops or mobile devices?

 Are they shopping for similar products online, or in brick-and-mortar stores? Where are they engaging on social media?
Promotion
How will you reach your target audience?  Where will you send your marketing messages to your target audience? How does your competition promote their product? Does that influence your own promotional activity? When is the best time to promote? 
People
How will you use your team to execute your digital marketing plan?
Processes
What are the processes involved in executing the digital marketing plan?  
8. Implementation
What is going to be done? 
Explain how you will use digital marketing operations to add value for customers in your target market.
How is it going to be done? 
Explain what you will do in-house and what you will purchase (make vs. buy).
Who is going to do it? 
List who in your company will be responsible to execute each aspect of the digital marketing plan.
When is it going to be done?
Describe time of production. 
The Budget
How much you expect to spend this year on digital marketing? Explain how the money will be spent.

9. Evaluation and Monitoring
Evaluation of digital marketing efforts
Explain the current efforts being put into executing your digital marketing plan. Are your communications efforts effective? Is your team efficient? 
Evaluation of the plan
Do you believe your original digital marketing plan is successful? 
Lesson and adjustments
What have you learnt? What must be improved? What corrective actions will be done? In which timeframe?
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