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Marketing - Plan e

* What is your Customer Value Proposition (CVP)?
* The reason(s) you give target markets to prefer your product and/or service.

* |In encapsulates,
» What is your product and/or service.
* Who should use your product and/or service.
* What are the primary benefits of your product and/or service.
* What is the relative price of your product and/or service.
» Overall, how does your product and/or service compare with competitors.

 Remember, market demand is not usually latent, and there are often
several ways to solve an identified customer pain.
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Sales - Plan o))

 Sales planning is not the same as salesmanship. Salesmanship is
about closing the sale, and subject of another workshop.

 Sales funnel (sample will be handed out during workshop)

Leads/Information Awareness/Awareness
Suspects/Qualify Interest/Consideration
Prospects/Sales Presentation  Desire/Preference

Customer/Closing Action/Purchase
Loyalty
Advocacy
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