MARKETING PLAN FOR HAYLEIGH SMITH SINGER-SONGWRITER
(Including SWOT & Porter’s 5 Forces Analysis, and Pricing Strategy)
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1. MARKET RESEARCH
I’m a singer-songwriter from South Wales performing my own original songs and cover material if requested. As an upcoming musician in the music industry I can play all events and occasions. A career as a musician can differ salary wise depending how much effort you put in, how well known you are and whether you are with an agency or not that can help promote your services and get you gigs. As a musician you can go into a number of fields with the right qualifications such as music therapy and music teaching which may be a future option alongside my singer-songwriter freelance business as I can choose to take on as much work as I want. Although, as a musician you can earn royalties when your music gets listened to or played on a streaming app or website which means I will continue to earn money even after I start creating new songs. 
The market for musicians is still very much active and in demand globally, but in terms of local businesses, budget cuts for music in education and a decreasing “music scene” means it’s getting increasingly difficult to get funding for any music related businesses if you are not at the top of your profession. However looking at this as an opportunity to be the best you can be to get the funding I don’t believe this to be a bad thing.
Music has an overwhelming presence in the media all over the world and through streaming apps and websites you can listen to it anywhere. With new technologies advancing all the time music is everywhere. In your car, on your phone, on your iPad it’s getting increasingly accessible. This is great news as a musician as you can earn royalties whenever your music gets listened to or played on these streaming apps or websites.



1.1 CUSTOMER RESEARCH
As a singer-songwriter my business is me and my songs. So my customer market is based off of people who are most likely to listen and buy these songs. By sticking to popular genres such as pop and ballad type writing styles I can make sure that my music will be enjoyed by the majority currently listening to the popular music of this generation. 
Consumer Group 1 –Loyal Consumers
This type of consumer is loyal to whatever product or service they have set their sights on. They will find a product they like and remain using this product because of their loyalty. To appeal to this type of group there isn’t much I can do as a music based business because music is based on personal preference. However, I will make sure to have a good social media presence to interact with the followers to keep them interested and keep them updated on what I’m up to and where upcoming events will be. I believe this type of consumer will benefit from a reward for their loyalty by allowing followers that share the most of my event post will win an early preview to one song yet to be released.
1.2 Consumer Group 2 – Discount Consumers
This type of consumer is always looking for the cheaper option and would rather stream music for free than pay for any CD’s. Therefore I will need to have competition giveaways to keep them interested.
1.3 Consumer Group 3 – Impulsive Consumers
This type of consumer doesn’t set out to get your product or service but does so on impulse mostly because of its appearance. Therefore my advertisements and promotions will have to be bright and colourful to standout. Maybe even have my music playing in networking events to interest this type of consumer into hearing something different away from songs everyone already know.
2. PRODUCT/SERVICE DESCRIPTION
Playing my own original material and some covers I can play for all events and occasions. Teamed with my acoustic guitar or piano I need very minimal in terms of a PA system. I'm also happy to travel to events with my own transport to get me there. For example in a wedding scenario, I can play a requested first dance song if required. 
A typical event can include:
· Private Parties
· Cafe acoustic gigs
· Weddings
· And more!
As an upcoming singer-songwriter I'm not afraid to do a free gig once in a while as I know it can only help increase my following. I have my own transportation and I'm willing to travel for events. My tattoos and big curly hair mean that I'll be memorable. And finally, my style of writing is different to the mainstream pop music of today which will give my followers a chance to hear something different.
2.1 SWOT ANALYSIS
[image: ]

By creating a S.W.O.T Analysis for my business I can identify my threats and weaknesses and prepare for them. Where I have written that funding is my weakness I have already established a company and a backup company that offer grants to new and upcoming musicians that have talent and because it is a grant it means that I won’t have to worry about paying it back later. Where I have no equipment of my own, I have a lot of musician friends and family that have spare equipment that they no longer use that I can borrow until I get the grant and can buy equipment of my own. In terms of lack of attention I can easily rectify this through promotion of my music, website and social media page and inviting local music review to come to gigs and possibly write about me on their page or blog. 
Though there are quite a few weaknesses and threats to my business in the early stage I believe by staying focussed on my goals, using hard work and determination I can make them work to my advantage. Such as because I am a new singer on the music scene people will be curious about me and want to know more about me straight away.







3 ADVERTISING & PROMOTION
Looking at my probable target market, based on my freelance singer-songwriter business, I will be applying a heavy social media presence.  Using social media marketing I can reduce my marketing costs while increasing my audience through shares of videos and events. Leading me to my next marketing method, earned media and PR. This means my business thrives on word of mouth, social media and recommendations which results in free advertising based on my efforts to get the word out. However, to have extra security in getting my business into the public eye I will be enforcing a paid media strategy on Facebook and Instagram as well. So the higher price I pay the more people it is guaranteed to attract to my page to hear about my business.  My last market strategy will be going to networking events where I will have business cards and music available to give perspective clients a chance to listen to my music and possibly hire me in future. I will also be using a teaser approach to keep followers interested and wanting more by putting up a snippet of one of my songs before an EP Release and then allowing customers the opportunity to purchase a pre-sale CD before it’s distributed but allow them access to the full song.
2 COMPETITOR STRATEGY
There is a constant threat of new entrants as a musician with music being such a passionate subject it’s easy for other people to want to also pursue it as a career. This is why so many kids always say they want to be a “rock star” when they grow up. The main threat being musicians that have a better budget that I do so therefore will be able to afford better record producers to make higher quality recordings and have a team just for brand marketing. Looking at competitors locally, there are a variety of musicians doing original songs in different genres that already have an established following. They have a website for merchandise and event dates to make it easy for followers to find. Therefore I will have to apply marketing tactics of my own to stay in the competition as a new musician. 
4.1 PORTERS 5 FORCES ANALYSIS[image: ]

The Five Forces Analysis allows me to have an insight and research into the competitive side within the music industry. It demonstrates how people will always prefer the cheaper option such as streaming music for free rather than buying an album or getting another musician in when you don’t perform to a standard that the client requires. I can attempt to tackle the free streaming by paying a company to distribute my songs onto the streaming websites that will entitle me to 100% of my royalties even without them buying an album. My attributes and style will stand out from the “norm” of my genre and so this will attract attention and have people talk about me, which will lead them to music.

4.2  PRICING STRATEGY
To decide how to go about putting a price on my services such as Merchandise and events I first established how much it was going to cost to make. I then looked at how much it would cost for postage and finally I looked at my competitors prices. Obviously I want to keep my prices low in order to compete with competition in my local area, however I also want to make sure my business stays profitable. So therefore I have decided that I will be focussing on mainly promoting my business to build my followers. As my following grows my sales will also go up which will allow me to keep my prices low but I’ll be selling more of them.
[bookmark: _GoBack]5. SELLING METHODS
As I will be running my business on my own I will be running my website, merchandise sales, gig/event booking, promotion and social interaction with followers. At gigs and events I will be bringing along my merchandise with me and selling it before and after I perform. Therefore I will be having both online and offline sales. To make a sale online you will either be able to go to the website and purchase a CD there which will give me a notification that a sale has been requested where I will then post the CD second class which will arrive within 3 business days. Alternatively you can request a CD by messaging my social media page where I promise to respond within an hour and again arrange for the CD to be sent out to the customer in the post which costs £1.32 per CD and £5 for the CD itself.

6. CRITICAL TASKS
	ACTIVITY
(e.g. website live, contract signed, offer letters sent, pre-launch teaser, event, etc.)
	TIMESCALE/DEADLINE
(either how long it’ll take or when it needs to be done by – e.g. 4 months lead time, 1 month prior to launch, 31st Apr, etc)
	ASSIGNED TO
(who’s going to do it. You or another Director or employee. Friend or outsourced)
	BUDGET
(Rough idea of cost)

	Pre-Launch Teaser
	One month prior to launch
	Recorded by me.

Managed by Social Media Experts Ltd.
	£1 per day 
(£20 boost)

	Facebook Advertising
	Two months prior to launch


	Designed by me 

Managed by Social Media Experts Ltd.
	£1 per day reaching 100-800 people

	
EP Pre-Launch Event

	Day before event
	Organised by me.

Managed by me.
	£300

	
Networking Events

	Four months prior to launch
	Business cards and music samples by me.
Managed by me.
	£100

	
Flyers and Posters

	Two months prior to launch
	Designed by a friend.

Managed by me.
	£20 per 100
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