MARKETING PLAN FOR BROMOTION promotion company 

(Including SWOT & Porter’s 5 Forces Analysis, and Pricing Strategy)
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1. MARKET RESEARCH
My business is a promotion company that will help young bands and venues to build their networks and fan bases. We will be operating in the south wales music scene working with younger bands to help them establish themselves. To start out I will offer packages to help bands with different budgets, with a £100 base package where we will offer basic management a promotion for these bands, then for extra services we can then charge more for different packages. During set up the company will only need advertising budget and then also budget for travel, so in the first year I aim to make only a profit. In south wales there is a new band coming out each week so this is my target demographic.
	Political 
	Economic 
	Social
	Technological
	Environmental 
	Legal 

	Finding funding for a small promotion company might be hard to get from the local government

 But is acquirable via help musicians and the national lottery fund. 

Support for young musicians can also be found at musician unions 

Music funding is already spread thin across south wales so I would first start out small and self-funded 
	Promotion companies can make different amounts depending on location and also depending on how established they are 

Prices for our services would start at £100 for a basic package, of that £100 I would then give my service and then use the money to cover costs and then any money left over would then be moved in to a business account 
	Our target demographic would be bands that have been together for less then three years or bands that feel like they have hit a wall. 

Wed also like to work with venues that are either wanting to start events or their events aren’t being organised to their full potential

In time wed want to build towards working with bigger names and then in time possibly working towards becoming a record label 
	We would need to capitalise on all the social media that s available, using face book boosts to announce new partners ( bands, venues, solo acts ) and then building a following on social media that want to attend events.

Working photoshop to make even posters, album art and other visuals that might aid in my promotion of events and bands.
	We would tailor each package to work for each band, therefore both band and ourselves would get the best outcome.

Also then as a company the only time wed be creating a carbon footprint would be when we are traveling to shows other then that wed have clients coming to our office
	Driving would aid in if I needed to travel to a show or to meet venue owners. 

Id have business ID made so that when at meetings and events I can show prof of who I am.

Registering as self employed would be needed as I would need a business account for any money and also to pay tax 

Also a portfolio of prior work would aid in showing clients what I have done 



1.1 CUSTOMER RESEARCH
Our first target demographic would be young bands that are in the infancy of their bands lives, these young bands would then buy a package of their choosing and then I would in turn depending on package help them with promotion, id help them with their image and show them ways of marketing themselves to create a brand, id then build them a press kit to then hand to venues all over the U.K, id start out by trying to get them on shows by putting them forward for opening slots, wed then limit their home town playing to help them pull bigger numbers when they do then play a home town show.
1.2 Consumer Group 2
Our second target demographic would be venues that haven’t put on shows before, wed offer them advice on what gear they’d need to run shows, with our tailored packages we offer them advice on where to advertise these new shows and also help them book bands, using contacts that we have build over five years of working in the music scene. Starting only in wales wed offer these venues discounted rates on bands that we also work with and then wed also give guidance when I comes to moving up and booking higher paid artists. 
1.3
The third demographic would be solo artists, wed work with solo artist in a very similar way wed work with young bands, building their brand to a point where they can be marketed, our aim would be to take singer song writers and other solo artists and give them platforms at venues we work with and then in time via networking wed put them out there for bigger shows using our website artist list and also using social media.
2. PRODUCT/SERVICE DESCRIPTION
The goal of my idea is to make management and advice as accessible to younger bands and business as possible, to not only help them grow at a faster rate but also then in turn to help us grow faster. Offering packages allows us to tailor each part of the working relation ship to help the band and ourselves to get the best out of the work. The thing that separates us from our nearest competitor is that I have experience in dealing with other promotion and management companies from the point of Vue of the artist, this allows me to be open with venues and artists as to what each party needs. 
	[bookmark: _Hlk5360702]Strengths 
	Weaknesses
	Opportunity’s
	Threats

	· Knowledge of the music scene in south wales 
· Confident 
· Driven to grow a company 
· Motivated to innovate in my field 
· Ideas ( package deals ) that I haven’t seen any of my competitors use 
	· No office 

· Lack of money 

· Networking 

· Venues

· New business so some might doubt how well we might do 
	· when it comes to promotions company’s there isn’t a lot of companies that can help younger bands 
· packages that aid younger bands 
· payment can be split to help bands and venues 
· consultation 
· different approach to each setting 
	· other companies might have more founding and also they might have more scope 
· I don’t drive so I cant get to venues last minute
· Lack of experience promoting shows when starting out 
· Some bands might not trust me straight away 
· Other companies might see what im doing and copy my package idea  


2.1 SWOT ANALYSIS
From doing my swot analysis I have found that my idea of tailoring packages to suit my clients will be my current highest strength, this will allow me to give my clients what they need from the start, this in turn will set me apart from my nearest competitors. I will try and work with other promotors and see how I can then make my business different to theirs.

3. ADVERTISING & PROMOTION
The key to my promotion company will be networking, I will start a Facebook group/ page where I can build a following that in turn I can post content to that is in relation to the promotion of bands and shows. Using things like twitter and Instagram to post about shows for venues and post about new songs and tours for bands, I will also have a web site that has a artist page for all the bands and artist I work with which will include their press kits and also where they will be playing in the coming weeks and months. 
I will tailor each marketing campaign to each artist or venue, and in turn make sure that each one is unique and innovative, this will help me then try and sell the band to venues and also help me sell venues to more established bands to then build bigger events 
Using an email address and contact list that will be available from our social media pages and also on our web page artists and venues will be able to contact us about anything the need to know and to then set up meetings.
In time we will work with bands to us PR companies to get their music in to media outlets like kerrang magazine and Rock sound online, this will help the band and then also in turn help us build more contacts to use in the future 
4. COMPETITOR STRATEGY
Our biggest competitor would be high tide promotions based in Swansea, they have a roster of over ten bands based all over the U.K. high tide is a one man business so they share similar business goals as I do.
GOOD = high tide offer bands the chance to move from local act to touring band, they work with bands of all sizes to try and improve all aspects 
BAD = high tide haven’t grown, a company that has ten years of experience I feel that they should and could bring on more staff to build the company in to a UK based promotion company that deals with larger acts and events but they currently only work from south wales with bands from the wider U.K
The goal would be for my company to evolve in to working with international artist and events, helping bands play festivals and tours all over the world.
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· High tide promotion 
· Imperial music wales 


· Id offer package deals to help younger bands
· Id also offer payment plans to help younger bands that might not be able to cover bigger costs upfront 
Buyers power 
· Venues that are looking to hold events for the first time would be my first target, offering package deals and advice
· Bands that want to move up from local gigs to larger shows all over the uk.
· Working on bigger discounted package deals 
Competitive rivalry 
· There are other promotion companies in south wales so this would be my main rivalry.
· Some of these have been running for over ten years 
· Some have worked on big shows and with big artists
· Main competitor would be hightide promotions and imperial music 

Thread of new entry 
· New entrants would have to have knowledge and training in the field of artist management and event promotion.
· Any competitors would be against ourselves, with five years of original music experience, along with dealing with promoters in our local and wider music scenes

Supplier power
· Other company’s may have more resources, and then in turn will be able to possibly hire more staff and also put more money in to promotion of shows.
· Also other companies might have been trading longer then us there for having more contacts then  us 


















PRICING STRATEGY
The way I will price my service will be package based, working at a starting package rate of £100, this base package will be monthly and include booking shows, running social media and promoting the band via the company social media outlets, other packages will then increase in price depending on what the service then entails. I will also look at serviced that competitors are offering and at what price point and adjust my pricing to be competitive and fare. 
                      SELLING METHODS
The way I will offer sale of my product will be via my web page, with a contact list and then also a package list with payment links linking all payments to our PayPal, once contact is made and we have agreed after consultation I will look at my schedule and see when I can book the customer in and then they can place payment to secure their meeting.
	      CRITICAL TASKS
1). Advertisements  
2) . going to events and talking to bands 
3). Keeping an eye on face book for bands that are just starting out 
4). Offer discounted packages to build following 
5). Work with other local companies to get discounted rates on venue hire, recording, merchandise 
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