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Marketing Plan

Marketing plan and proposal 2022


Our Marketing Plan:
To hold events while distributing promotional material to raise the profile of the enterprise, this within communities and online, securing future business.


EXECUTIVE SUMMARY :
Being a small start-up business, we feel that this marketing plan is key to our entry into our local target area, thus producing the boost that the enterprise needs to establish itself as a business and create a local profile in which will help the business succeed.
Due to marketing being a complex and detailed subject it is possible to forget certain aspects, but we feel that after creating this report, it has clearly planned out the approach and implementation, of what we will be executing, when we will be implementing, who we are aiming our marketing at and also the financial and time costs of carrying out this plan.
We feel that with the correct measurement tools created and implemented, a clear image of what we have achieved and produced through our plan will help to build a visual infographic to use in future business marketing plans, and allow us also to read the market for the services we provide help us adapt and improve.
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INTRODUCTION :
As we enter a new year and the official promotional launch of Jungle Cubs, it has become clear that a strong marketing plan will be required to establish and raise the profile of the business in our target area. From previous research (SBM,2017) small business marketing is key for growth and can prove to be a key element to success which is sometimes forgotten., With an estimated 25% of new businesses failing in their first year and 20% only making it to year six (w.k,2011), it is overly important and a high priority for this marketing plan to prove to be successful and beneficial to the business while being implemented in a cost-effective and efficient manner.
Due to the nature of the children’s event hire business, there is strong market targeting to consider, with an expansive area to cover therefore deciding on efficient targeting methods will be a key factor to consider. With the nature of the business, it has become clear with some research that there is not a great deal of business competition offering the services and products our business covers. While other businesses rely on online marketing techniques, our proposed plan covers a more in-depth pro-active approach to reaching the target audience of children aged 4 to 10 years and their parents.
In this plan, we will cover many areas and important topics of marketing including the Products we intend to sell to our audience, the Places we intend to execute and apply, the Price of our suggested plan with the type of Promotion to be used. By implementing these 4 P’s of marketing into our plan, it will help to translate our marketing planning into practice allowing powerful and efficient processes and strategies (CLG, 2009).
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Marketing Strategy Details :

Goals and Objectives :
The main goal of this plan will be to give children a brief insight and experience into what we offer, by giving them the chance to get involved with one of our experience days through their schools or local community events. By pinpointing our target audience and taking a proactive physical approach to bringing the experience to them, we are hopeful that this will help to raise the profile of the business and produce booking of our services. The objective will work based on: Holding Public Events – Promoting and offering Incentives through Flyers – Obtaining traffic and bookings through online portals, for example, web site and social media. By using the SMART framework marketing goals we will be able to determine whether our goals are possible and when they will be accomplished. (CS.2018) Our goal of this marketing plan is to increase web traffic by 50% and event bookings by 30% for the first four months of the year.

Our current position and situation :
With the recent launch of the business, it is clear at this moment in time to produce a solid marketing plan to produce the growth and profile of the enterprise. By taking a proactive and direct marketing approach using practical face-to-face techniques, we are hopeful that this plan will be beneficial to increasing the business following and profile in our target local area. Not only will this be an efficient method of marketing, but also create a network of customers in the operational area, thus leading to a large volume of custom and turnover.

The Mission :
To create an immediate and expansive audience through the use of free experiences of what our business offers in our local target area.

Tactics and message :
The main tactic of this marketing approach is to give children an experience they enjoy and take home lasting memories about the business, thus telling their 
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parents and informing them of their experience excitement. Promoting our visual branding also with the younger age group will help to raise the profile and image of the business making it a more recognizable brand drawing in children’s attention at 

future events and to visual marketing material, for example, posters, flyers, stickers, and local Tv advertisement.

Target Area and Audience :
After researching the local catchment area website as seen below, there are over 25 primary schools in a 20-mile radius of our business, it is clear to see that our audience is expansive and in abundance. The main aim will be outreaching and access this audience in an efficient way. The main age group targeted will be 4 -10 years
With Carmarthen being our closest large town area with a higher population and popular shopping facilities, this will be our choice of area for holding a public event to raise the profile and outreach into our communities. Our current Insurance covers the business for public events and the local council has already expressed interest in the idea or the town’s festival week.
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20 Mile Business Catchment Area (Locrating. 2022)
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Performance Indicator :
Each of our proposed marketing areas and events will have a unique identification code, these codes receive discounts and incentives while using our online booking facility on our website. By promoting the codes verbally, electronically, and physically on environmentally friendly flyers and direct emails to parents will allow parents of children to obtain their discounts while booking, but also give a performance indicator of what events have been successful in producing revenue and traffic to our website.
Another performance indicator will be keeping track of Facebook page traffic and followers after specific events and activities. By spreading our marketing plan across several months we shall be able to keep an accurate account of how our marketing techniques and events are driving traffic of parents visiting our social media accounts.
A spreadsheet format will be used, updated daily to keep track and record of the performance from our website and social media sites with information input with regards to indicator type, source, and date.
By the end of the marketing campaign, it will be possible to construct a report covering the performance of each event or marketing approach summarising the efficiency and success of each area, thus providing a basis and idea for future business marketing plans and efficient implementations. This report will be used to summarise our marketing plan in detail and work out the characteristics and demands of our customers.

Competitors :
After extensive research, it has become evident that there are not a lot of businesses that offer a varied business package like ourselves. Many independent entertainers offer one type of entertainment, but unlike ourselves who offer an expansive selection of entertainment prove to have the more varied availability of revenue streams offering face-to-face, dry hire packages, and services. This allows us to cater to a more vast age group, different types of events, and also more targeted marketing to chosen areas. After investigating other marketing techniques used locally by other entertainment companies it is clear that this method has not been used or exploited to gain access into our local community children groups.
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Differentiation :
Our main aim with this plan is to set ourselves apart from the competitors in our industry by creating a differentiation of ourselves with our customers and distinguishing ourselves as the go-to popular event hire company for children.  

Costings :
In comparison to some avenues of business marketing, we feel that the biggest investment into our proposed plan will be our time.  Our proposal includes 6 events, four of which in schools themselves and then a further two within our local communities. Valuing this time at £200 per day in an indirect cost to the business accumulates to the sum of £1200 in time, but not a direct financial outgoing.
There will be a small cost of flyer production, this being in the region of £200 for 2500 recycled flyers, along with travel costs amounting to £100.
Not only will the events we hold produce a new following, but will also give us a feel for the market itself and how to deliver our proposed services to the public. Obtaining feedback from children, parents, and teachers will be key also the success of the business allowing us to expand and grow our products and services adapting to the ever-changing market.
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CONCLUSION :
By extensively researching our target area and customers, it has become clear that the methods discussed and plan proposed, will provide an efficient and direct approach to reaching our targeted customers in a way that none of our business competitors have attempted.
Not only will our approach benefit the business profile greatly, along with producing revenue through bookings, it will also bring enjoyment into many children’s lives while having the chance to experience and actively engage with what we offer as a business for free, this specifically through our community promotional events and school activities. We feel that this approach allows us to stand out from other providers and offers a unique service that allows us to accelerate forward beyond our rivals, using these different marketing techniques. By creating our Unique Selling Proposition we will be laying the foundations for effective marketing allowing more effective communication and improved customer relation and referrals. (Singtel,2021)
The overall costs of implementing this marketing plan will not be extremely high in comparison to other marketing methods such as tv advertisements and magazine/newspaper articles, which can prove to be an expensive avenue of marketing while not reaching the target audience directly and efficiently in the way our business requires. Therefore by creating this plan and measuring closely its efficiency will allow us to raise the profile of the business, thus being a great advantage to the future positive growth along with implementations of future marketing tactics.
From research, there will always be a demand for our products that our business supplies and is mostly a case of establishing our business in a position where we are the go-to enterprise for children’s entertainment.
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MARKETING ACTION PLAN :
After discussing the marketing plan details it is clear that to deliver and achieve success it will be key to form a seamless implementation, taking into consideration our aims and goals while keeping track efficiently our performance indicators.
On the next page of this report, we have created a visual representation of our proposed plan and the key elements involved in the process of carrying out the tasks with more in-depth details included. This visual plan will be kept close to hand during this implementation to ensure we are staying on track and close to the proposed plan.
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JUNGLE CUBS MARKETING PLAN

THE PROCESS

MARKETING

PLAN GOAL

To raise public awareness and the
profile of our business. Increasing
traffic to our digital and online portals
by 50% in the first 4 months of 2020,
and increasing bookings by 25%

TARGET
ARER

All events will last a period of
3 hours.

Our proposed target area
includes the primary schools:
Cenarth Primary
Llandysul - Bro Teifi
Richmond Park Primary
Ysgol Gynradd Aberteifi

And Community events to be
held in
Carmarthen Town Centre
Cardigan Town Centre

COSTINGS

Flyer Production : £200
Fuel Transport : £100
Event Time : 18 Hours

Preparation Time : 12 Hours

Performance Monitoring
Time : 6 Hours

One of our main business aims and goals
is to provide and create the image that
we are different from our competitor
entertainment providers. By creating and
offering a service that no other business
can offer we will in hand produce a
customer base loyal and happy to
recommend us to other parents and
members of the public proving key for
future business profile and custom.

DIFFERENTIATION

APPROACH

To take a direct marketing
f-s  approach technique , with face to
face experiences for our target
age group of 4 - 10 years of age
Thus leading to parents visiting
and booking through online
portals using booking incentives of
20% discount codes supplied and
tailored to various events.

TIMELINE OF
EVENTS

Our Timeline of events will be
|, spread across a 12 week period at
the beginning of 2022, with a new

event every two weeks. Each

discount code incentive will have a
two week booking period helping

Us to track the efficiency of our

marketing events and how they

have performed.

PERFORMANCE
MONITORING

A closely monitored and updated
spreadsheet of booking and website
| traffic, will be created over the 14
week period of events and booking
incentives opportunities. The
percentage and volume of traffic
and bookings will then be entered
into a graph format to summaries
and conclude whether the plan was
successful and could be
implemented once again in other
areas or future times.

=TI=IN
SUMMARY

An important factor will be our
after action reviews. This process
will help to asses where our plan
went wrong and where we can
improve in the future taking into
consideration the SMART
framework and marketing goals
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