Assignment 8: Design A Marketing Plan.

Hooray! Here we are, almost at the finishing line, great job my hero!

I know that it's annoying to hear me repeat it over and over again but here it's: As a
quick reminder, It's necessary to download the pdf file first and go through it, if
you already did so then let's go.

Assignment 8

Study competitors marketing strategy.

® Pick three direct competitors

® Research their marketing strategy | Follow their marketing funnel from
products reviews on social media and email newsletter.

® How do they communicate with customers? (Content strategy, images style)

® How do they reach clients and make sales? Do they work with influencer?
Retail stores or sell directly from their website (direct marketing)

® Study their business positioning & different pricing strategy.

® What are their revenue stream activities.

® Use that information to build your marketing and sales plan.
Example of revenue stream:

® Revenue stream 1: Free blog content + Affiliate marketing

® Revenue stream 2: Ebook $15

® Revenue stream 3: Mini video course $49

® Revenue stream 4: In-depth online course $199

® Revenue stream 5: Business consulting $500/hour

Example 2:
® Revenue stream 1: Direct marketing - 100% Profit margin



® Revenue stream 2: Affiliates salesforce - 80% Profit margin
® Revenue stream 3: Wholesale retailers - 50% Profit margin

® Revenue stream 4: Product Licensing - 10% Profit margin

Optional Assignment (Highly Recommended): Start Selling Your Product

| don't believe in friends and surveys feedbacks to validate my ideas; instead,
| would prefer to list my product and start selling, collect feedbacks from buyers
then take my product to the next level.

let's take it easy, by now you should almost have a bright idea about your product,
market, and competition, why not be serious and take it to the next step which
starts selling.

Don't worry right now about forming a company or website design and branding,
let's validate your idea first and find some buyers, here is how to do it:

1. Find a marketplace that fits your niche:

| Different types of products marketplace

| Creative kinds of products marketplace

| Educational content marketplace

It costs you close to nothing to list your product on such platforms.
2. Start promoting your product:
Collect a list of influencers and contact them, you may need to pay a small fee for
a shoutout such $20~$50 or they might accept to work with you in exchange for a

free product.

If you feel that you are under pressure, consider it as a test, offer your product at a
lower price so that you won't feel overwhelmed or scared of people feedback.

Your goal should be focused on putting your product on the market and collecting
feedbacks and not growing your sales yet.

OPTIONAL PAID TOOLS:


http://ebay.com/
http://etsy.com/
http://udemy.com/

If you want to save your self all the hard work of collecting and verifying
influencers, you can connect through a third party platforms where influencers
can work you, mostly agree to a social post in exchange for a product, keep in
mind that such platforms do charge a one time or monthly subscription fees
ranging between $50~$100.

Examples: (Non-Affiliate links)

https://thisishey.com

https://trendship.com

3. Collect feedback and adjust your products accordingly:

When you start selling your product, a paying customer will give you much
valuable advice than a friend or an observer.

Consider this step as a space to mess up and make mistakes at a low cost; your
job is to find the right formula for your marketing.

4. Scale and build a system:

Now that you found your customers, refined your products and offering, you can
take care and invest in your visuals, website, design, and marketing system.

Free resources to study beyond this course scope:
® E-commerce platforms comparison
® 2017 E-Commerce Promotional Calendar: Holidays and Key Sales Dates
® 35 Beautiful landing page design examples
® Facebook Business | Facebook Advertising Tutorials
® Pat Flynn | How to start an email list

® Neil Patel | Content Marketing Made Simple: A Step-by-Step Guide

And last but not least you | will leave you with the strategyzer.com business model
canvas, by now you should be very familiar and have a clear idea of how to fill the
blanks, click here to download your free version.


https://thisishey.com/
https://trendship.com/
https://ecommerceguide.com/ecommerce-platforms/
https://blog.justuno.com/2017-e-commerce-promotional-calendar-holidays-and-key-sales-dates
https://unbounce.com/landing-page-examples/built-using-unbounce/beautiful-landing-page-design-examples/
https://www.youtube.com/playlist?list=PL1DCB23F4A6FB9619
https://www.youtube.com/watch?v=csnQ9uBUVug&list=PLzJ1r4EGn-elEJK8QBKF3yZ4xs39IMG68
https://neilpatel.com/what-is-content-marketing/
https://strategyzer.com/
https://upload.wikimedia.org/wikipedia/commons/1/10/Business_Model_Canvas.png
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