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Marketing Action Group

Marketing Action Plan Form
	Services Offered: Name of your Service or Program. 

	Marketing Strategy Employed: I.e., networking, speaking, publishing, etc.

	Target Market: Describe your ideal clients in detail. 

	Primary Marketing Objective: The one big result you want to produce. 

	Additional Results: Additional list of outcomes. (5 to 10) 

	Marketing Materials: What marketing materials will you need for this plan, including online, print, audio and video. 

	Resources: What time, money, people are required for success?

	Calls to Action:  What primary actions will you ask your prospects to take?

	Then fill out the step-by-step plan

	Action Step: This is one step you’ll take in your marketing plan. 

	Materials: These are any materials you need to create for this step. 

	Mindset: These are thoughts or feelings about this step that may be holding you back

	Turnaround: Turn the Mindset around to its opposite. 

	
	

	Date
	Action Step
	Materials
	Mindset
	Turnaround

	
	1. Be clear about the service/Program you're offering.
	Write Sales Letter 
	This has to be perfect
	I’ll do the best that I can. 

	
	2. Come up with idea for article/report
	Write Article 
	I don’t know what to say
	I’m sure I can come up with some ideas/

	
	3. Develop materials to send to meeting planner
	Write Speaker’s Kit with talk write-up and bio. 
	There’s too much to do
	I’ll do one small step at a time. 

	
	4. Develop a talk appropriate for your audience.
	Write Talk + handout and overheads
	I hate Powerpoint
	I’ll find a way to make Powerpoint fun

	
	5. Prepare to contact organizations/planners. 
	Write Phone Script
	This sounds too manipulative
	I’ll find my natural voice. 

	
	6. Start contacting organizations and booking talks.
	
	They might reject me
	They just might be interested. 

	
	7. Contact 16 organizations.
	
	It’s hard to reach people
	I’ll keep trying until I get a response. 

	
	8. Book 25% of calls to organizations into talks - 4 talks total in a year.
	
	Nobody will follow-up
	I’ll follow up with them.

	
	9. At the end of talk, make an offer for article and Strategy Session. Get 4 requests for Strategy Sessions per talk - 16 total.
	Script for pitch for both article and Strategy Session
	I don’t want to sound pushy
	I’ll make it inviting, interesting and fun. 

	
	10. Make follow up calls to those requesting Strategy Sessions and convert 50% into actual Strategy Sessions = 8 Strategy Sessions.
	Script for follow up calls
	Maybe they really aren’t interested
	There’s a good chance some will be interested. 

	
	11. Have 8 solid Strategy Sessions with qualified prospects, assuming a 50% close rate.
	Customize Strategy Session Outline
	I’m just not good at selling
	I can get better at selling with practice. 

	
	12. Sell four HEOB Programs at $50K each = $200K income/yr


	
	They’ll never pay that much
	Many can afford what I’m offering. 


Please use the blank chart below to create your own customized plan. Put in dates, activities, communication and mindsets. Really think this through in as much detail as possible. Perhaps some of these steps are already done. Focus on the next step you need to take and then do what you need to do to move that step forward. 

1. Fill in all steps in your plan in chronological order in the second column. Add your due date to the first column. 

2. In the third column write each step that involves any kind of marketing communication. 

3. In the fourth column write in any Negative Marketing thoughts that are likely to come up. You do not need to write something in each row, only the ones where you have some stuckness or stress. 

Fill out your own plan below:
	Services Offered: 

	Marketing Strategy Employed:

	Target Market:

	Primary Marketing Objective:

	Additional Results:

	Marketing Materials:

	Resources:

	Calls to Action: 

	Then fill out the step-by-step plan

	Action Step: This is one step you’ll take in your marketing plan.

	Materials: These are any materials you need to create for this step.

	Mindset: These are thoughts or feelings about this step that may be holding you back

	Turnaround: Turn the Mindset around to its opposite. 
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	Mindset
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