
The Secret of All Successful 

Business Owners

A Great Business Plan
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Your Coaches' Background
Å CEO/Chairman ïMcKim Nonprofit Consulting, last year successfully completed three 

nonprofit mergers

Å CEO/Chairman ïMSDBM Nationally recognized company who fashioned Customer 

Relationship Marketing won 22 national and international awards for database marketing and 

direct mail

Å CEO/CFO ïRobert McKim Advertising ïBuilt a ten million dollar advertising agency servicing 

large consumer and business to business account in Southern California

Å Director of Marketing and Sales for Bushnell Optical Company, responsible for marketing, new 

products and sales

Å Director of Advertising and Sales Promotion - Schick Electric - implemented a seventeen 

million dollar advertising and sales promotion budget

Å Brand Manager ïlaunched many brands for Gillette

Å Education:

Å Master Public AdministrationïWalden University

Å Two degrees: Northeastern University, Leadership and Bachelor of Administration
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[Your Company]

Bike Marketing Plan

SCORE

15 June 2010
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Mission Statement

ÅClearly state your companyôs long-

term mission.

ÅTry to use words that will help direct 

the growth of your company, but be as 

concise as possible.
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Market Summary

ÅMarket: past, present, & future

ïReview changes in market share, leadership, 

players, market shifts, costs, pricing, 

competition

Early Adopters/

Pioneers

Mass Market/

Followers

End of Life

Time

Number

of

customers
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Product Definition

ÅDescribe product/service being 

marketed
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Sales by Product Type

MOUNTAIN BIKES

CHILDREN'S BIKES

ROAD BIKES

RACE BIKES

OTHER
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Pricing

ÅPricing

ïSummarize specific pricing or pricing 

strategies

ïCompare to similar products

ÅPolicies

ïSummarize policy relevant to 

understanding key pricing issues
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What is Your Margin
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Competition

ÅThe competitive 

landscape

ïProvide an overview 

of product 

competitors, their 

strengths and 

weaknesses

ïPosition each 

competitorôs product 

against new product
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Positioning

ÅPositioning of product or service

ïStatement that distinctly defines the 

product in its market and against its 

competition over time

ÅConsumer promise

ïStatement summarizing the benefit of 

the product or service to the consumer
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Communication Strategies

ÅMessaging by audience

ÅTarget consumer demographics

All rights reserved 2010



Know Your Customer

ÅHow well do you know the audience(s) most 

critical to your success?

ÅWhat are the triggersðemotional and otherðthat 

make them most likely to act in the manner you 

desire? Having a firm grasp on your audience 

allows you to target your brand for maximum 

effect. Research and outreach efforts yield big 

returns if done properly.
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Know Your Customer
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Packaging & Fulfillment

ÅProduct packaging

ïDiscuss form-factor, pricing, look, 

strategy

ïDiscuss fulfillment issues for items not 

shipped directly with product

ÅCOGs 

ïSummarize Cost of Goods and high-

level Bill of Materials
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Launch Strategies

ÅLaunch plan

ïIf product is being announced

ÅPromotion budget

ïSupply back up material with detailed 

budget information for review

Jan Feb Mar Apr May Jun July Sep Oct Nov Dec

Phase 1

Phase 2

Phase 3
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Public Relations

ÅStrategy & execution

ïPR strategies

ïPR plan highlights

ïHave backup PR plan including editorial 

calendars, speaking engagements, 

conference schedules, etc.
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