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SMARTER

Budget
Paid Ads, Content Production, Software, Staff Time

Marketing always starts with:
• Market

• Message

• Media

• Measure

Marketing Planning



Who is your target market?

Persona’s

Where do they hang out?
Existing Customer Data

Competitors

Market Research

Surveys

Bought Data

Industry Data

Census

ONS

Analyse Product or Service

Market



Demographics

Age

Location

Gender

Income level

Education level

Marital or family status

Occupation

Ethnic background

Psychographics

Personality

Attitudes

Values

Interests/hobbies

Lifestyles

Behaviour



https://blog.alexa.com/10-buyer-persona-examples-help-create/

https://blog.alexa.com/10-buyer-persona-examples-help-create/


What do you need to say to your target market to 
get them to take action?

Long or Short?

Written, Visual, Audible? 

Consistent

On Brand

Positioning

What’s the right media to use to deliver that 
message to that market?

Based on the message and the target market, 
different media will be appropriate for different 
campaigns.

Message and Media



Which Social Media Platform?



Once you've decided on a target market, be sure to 
consider these questions:

Are there enough people who fit my criteria?

Will my target really benefit from my 
product/service?

Will they see a need for it?

Do I understand what drives my target to make 
decisions?

Can they afford my product/service?

Can I reach them with my message?

Are they easily accessible?

Evaluate Your Decision



Data





Data is King
GDPR

PECR

Consent for Marketing

Data Storage
CRM

Integration / API

“If you’re gathering, storing or using information 
about customers or potential customers, you must 
also protect their data.”
https://www.gov.uk/marketing-advertising-law

All marketing and advertising must be:
an accurate description of the product or service

legal

decent

truthful

honest

socially responsible (not encouraging illegal, unsafe 
or anti-social behaviour)

There are also specific requirements that apply to 
certain sectors, such as:

food

alcohol

beauty products

environmentally friendly products

medicines

tobacco

Legalities

https://www.gov.uk/data-protection-your-business
https://www.gov.uk/marketing-advertising-law
https://www.gov.uk/marketing-advertising-law/describing-your-product


Are you acquiring or retaining?

It’s a lot more expensive to acquire a new customer 
than it is to sell more to an existing customer.

Do they know who you are?

Know Your Budget

Return on Investment

Importance of Measuring

Social Media can help build Relationships and 
increase Loyalty

Acquire and Retain



Schedule your plan

Implement your plan

Review your plan

Evaluate your plan

Don’t be afraid to modify and pivot

Make sure you have your policies in place if things 
go wrong!

Scheduling & Evaluating


