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[bookmark: _Toc143514629]Situation Analysis
[bookmark: _Toc143514630]Company
Briefly describe the company and its core offerings.
Identify the company's mission, vision, and values.
Assess the company's current market position and reputation.
[bookmark: _Toc143514631]Customers
Define the target audience for the company's products or services.
Analyze customer demographics, psychographics, and behaviors. 
Identify customer needs, preferences, and pain points related to the industry or product category.
[bookmark: _Toc143514632]Competitors
List key competitors in the industry or market segment.
Analyze competitors' strengths, weaknesses, pricing strategies, and unique selling propositions (USPs).
Evaluate the market share and positioning of each competitor (if known)
[bookmark: _Toc143514633]Collaborators
Identify potential partners and collaborators for cross-promotion or joint ventures.
Assess relationships with suppliers, vendors, and relevant stakeholders.
Evaluate partnerships that can enhance the company's visibility and reach.
[bookmark: _Toc143514634]Climate
Analyze the external factors impacting the company:
Economic trends and consumer spending patterns.
Legal and regulatory environment affecting the industry.
Cultural and social factors influencing consumer behavior.
Technological advancements and their impact on the market.
Seasonal trends and holidays affecting demand.
[bookmark: _Toc143514635]Key Findings and Implications
Summarize the main insights from the analysis of each of the 5 Cs.
Highlight opportunities, threats, and challenges that emerge from the analysis.
Identify areas where the company can leverage strengths and address weaknesses.
[bookmark: _Toc143514636]Conclusion

Provide an overall assessment of the current situation of the company within the context of the 5 Cs.
Summarize the main strategic implications and recommendations based on the analysis.

[bookmark: _Toc143514637]Audience
[bookmark: _Toc143514638]Customer Avatars
Define the target audience, including age groups, interests, geographic location, and psychographic characteristics. You may want to present this as one or more “Customer Avatars.”
[bookmark: _Toc143514639]Segments
Segment the audience into primary and secondary groups based on their likelihood to visit and engage with the attraction.
[bookmark: _Toc143514640]Audience Pains & Gains
Include the results of an “Empathy Map” exercise if you do one.

[bookmark: _Toc143514641]Marketing Budget
[bookmark: _Toc143514642]Budget Philosophy
Share the way in which you determined your overall marketing budget. Common methods include basing it on how much you can afford to spend, how much it will take to implement the tactics required to achieve your marketing objectives, a specific percentage of your sales, or what your competitors are typically spending on marketing.
[bookmark: _Toc143514643]Budget Details
Present a list of estimated monthly and one-time marketing costs. Summarize by sharing your overall monthly or annual marketing budget.

[bookmark: _Toc143514644]Goals, Objectives, & KPIs
Share your company’s over-arching marketing goals and include the objectives and KPIs that fall under each of those goals, using a format such as this:
Goal 1
	Objective 1.1
		KPI 1.1.1
		KPI 1.1.2
	Objective 1.2
		KPI 1.2.1
Goal 2
	Objective 2.1
		KPI 2.1.1
		KPI 2.1.2                                                   

[bookmark: _Toc143514645]Strategies
[bookmark: _Toc143514646]Unique Value Proposition
Based on what you know about your customers, your competitors, and your own strengths and weaknesses, share what things differentiate your company. What makes you better or different from the competitors who are trying to address the same “pains” and “gains” your customers have.
[bookmark: _Toc143514647]Marketing Mix
[bookmark: _Toc143514648]Solution 
Describe the core product or service being offered.
Highlight its features, benefits, and unique selling points (USPs).
Explain how the product or service addresses customer needs and solves their problems.
[bookmark: _Toc143514649]Information
Provide comprehensive and engaging information about the offering:
· Website: Create an informative and user-friendly website.
· Social Media: Utilize various platforms to share content, engage users, and create a community.
· Content Marketing: Develop blogs, articles, videos, and other content to educate and inform customers.
[bookmark: _Toc143514650]Value
Communicate the value proposition of the offering:
· Quality: Emphasize the high quality and standards of the product or service.
· Uniqueness: Highlight what sets the offering apart from competitors.
· Price-Value Ratio: Demonstrate how the benefits outweigh the cost for customers.
[bookmark: _Toc143514651]Access
Ensure easy access for customers to acquire the product or service:
· Distribution Channels: Identify the various channels through which customers can purchase.
· Availability: Ensure that the offering is readily available and accessible.
· Convenience: Provide multiple options for customers to purchase, such as online and offline.
[bookmark: _Toc143514652]The Customer Journey
[bookmark: _Toc143514653]Marketing
Describe your strategy to raise initial awareness of your solutions and generate traffic.
Describe your strategy to convert traffic into “marketing qualified leads.”
[bookmark: _Toc143514654]Sales
Describe your strategy to convert leads into sales prospects.
Describe your strategy to convert prospects into customers.
[bookmark: _Toc143514655]Customer Service
Describe your strategy to ensure that customers are appropriately using (adopting) your solution.
Describe your strategy to maximize lifetime value and create brand loyalty.
Describe your strategy to increase word-of-mouth referrals and user-generated content.
Describe your strategy to cultivate champions who promote your brand to their followers.
[bookmark: _Toc143514656]Objectives & Strategies
List the strategies you plan to deploy in an effort to achieve each of the objectives you’ve developed. You can use this format:
Objective 1.1
	Strategy 1.1.1
	Strategy 1.1.2
Objective 1.2
	Strategy 1.2.1
	Strategy 1.2.2
[bookmark: _Toc143514657]Tactics, Implementation, and Control
Create Implementation and Control Plans for each of your objectives using the following format:
	Goal 1 - 

	Objective 1.1 - 

	Strategies
	Tactics
	Metrics

	1.1.1 - 
	1.1.1.1 – 
1.1.1.2 – 
1.1.1.3 - 
	·  
·  
·  

	1.1.2 - 
	1.1.2.1 – 
1.1.2.2 – 
1.1.2.3 -
	· 
·  
· 

	1.1.3 - 
	1.1.3.1 – 
1.1.3.2 – 
1.1.3.3 -
	· 
·  
· 

	1.1.4 - 
	1.1.4.1 – 
1.1.4.2 – 
1.1.4.3 -
	· 
·  
· 
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