Work on Group Business Plan
A marketing plan is a highly comprehensive and a researched report required by an organization to make tactical decisions when introducing new products to its portfolio or to make full use of the opportunities available when making investments in the organization’s current portfolio. A marketing plan is developed strategically when introducing a new product to the market, entering new markets or applying a new tactic to get rid of an existing problem. This plan could also be a part of organization’s yearly planning process. A good marketing plan is undoubtedly a very important document for companies making a start up, as well as large well developed businesses already influencing the market. In fact in our case which is a start up of a new business, a good marketing plan holds great value in analysing the target market. Since we need a well developed and detailed market plan for our new business, it should be built on appropriate information collected from the market as well as other resources. A comprehensive plan would enable us to achieve the organization’s objectives by working in the best possible market scenarios, chalking out the available opportunities for the application of proper safeguards and precautionary measures.

A good marketing plan required proper and comprehensive planning. The first and the most important part of the marketing plan is the mission statement. The mission statement and the vision of the organization have been clearly laid out in our marketing plan. The mission is to be amongst the leading cinemas in the region by providing extra ordinary services and through the state of the art multiplex cinema. The direct aim was to attract more customers by providing better services and a great entertainment experience.

Another important part of the marketing plan is situational analysis. Our situational analysis involved presentation of the current market scenario when the plan was developed and presented. Situational analysis gathered the primary data that was available in the market regarding the market itself and the available related products at the time. This analysis is essential but time consuming for the businesses working on entering the market such as us.

Situational analysis included research on the current products which enabled us to analyse the variety of products that were already available in the market, and what was required of our product to achieve recognition in the target market. Target market implies the customers we aim to sell our product to. In our case we selected and scrutinized the consumer trends and behaviour to analyse the quality of entertainment that was required and to evaluate as to how the market would behave towards the opening of a new multiplex cinema. This data enabled us to determine as to what age group was interested in what kind of cinema, what was the percentage of population interested in going to the cinemas, what age group visited more, so we could plan out our advertisement strategy accordingly.

The data that we gathered educated us about the current competitors, their marketing strategy, their share in the market, the kind of audience they were attracting. We outlined in our report, a few cinemas and identified the strategies that they were following and the diversity in the products they were providing. Knowing the current competitors allowed us to assess and identify their weaknesses and shortcomings and gain competitive advantage hence increasing our customer base through satisfying them.

The Financial analysis recorded the data from the market that exhibited the past and future trends of the market that are expected by the industry professionals. It included a current Sales Analysis, overall industry sales and market share (for at least the last year) ,total market sales ,total for company’s product(s) ,total for competition, by segments/product categories , total for segments/product categories , total for company’s product(s) , total for competition , profitability Analysis , revenues in the past and the future trends also.

We also carried out the analysis of this data which allowed us to know that this market is recession proof and has grown by over 5% in the last 5 years. This trend of the yester years helps in the estimates of the expenditures that we will require, in other words the capital requirements, for entering the business.

We identified the external forces such as the environment, regulations, social and cultural factors and the political scenario that our plan was facing. Consumer behaviour and trends helped us to identify the need for social entertainment. We identified if there were any restrictions or certain groups which were against the movie going experience in Cardiff.

Marketing strategy and its objectives is considered the back bone for a Marketing plan. This needed to be formulated in such a way that it shows a clear picture of the marketing plan and what it contains and should be able to make an impact on the reader to get gauged to the plan.

Marketing strategy lays out the plan of how to enter and sustain in the market. It depends on what the organization’s goals and objectives are for e.g a plan to sell an existing product to new customers or to launch a new product in the market. Market research and the situational analysis of the data gathered can be of great assistance in formulating this strategy. The strategy devised for the marketing plan should be in line with the mission and the vision of the organization.

In our case marketing strategy was to find new markets. We used the data from our situational analysis, and developed a marketing strategy based on the data gathered. For example we identified the increase in the number of students in the Cardiff area, which led us to devise a strategy which would suffice the entertainment requirements of the young students, ranging from 16-34 years old. Additionally we aligned our marketing strategy with our vision to achieve the competitive edge from the other competitors. We identified the target segments which happened to be the residents of Cardiff and the students of the nearby universities. The data gathered in situational analysis helped us to recognize the factors that would lead us to gain the competitive edge from our competitors.

We carried out a SWOT analysis. We highlighted the strengths that we have and we identified the weakness on which we could work and improve upon. We also identified the opportunities that we could exploit and make use of and recognized the threats that existed in the market to our business plan which would enable us to devise proper safeguards.

The next step was to devise a marketing strategy in which we identified how and where to access the targeted market. We used proper means of advertising and reaching the maximum number of customers. The data gathered from situational analysis proved very helpful and we used it to base our strategy on its findings.

This area also evolved a pricing strategy. Pricing strategy falls in place after the consideration of the market trends and the goals set by the organization. We used the combination of Market oriented pricing and Psychological pricing. We being a new venture, try to match our price only with marginal differences to that of our competitors by using the Market oriented pricing. In terms of Psychological pricing we will set our prices so that they make a positive psychological impact on consumers by keeping the prices odd. The pricing can only be determined once the budgets and forecasts are available for the product. Recent pricing trends in the industry were analysed and were put in tables charts and diagrams to reach a reasonable pricing strategy.

In the pricing strategy we evaluated the reasonable revenue assumptions based on the past trends and also estimated the costs that we would incur in bringing the cinema to work as a business unit. We considered the need of employees and prescribed the job descriptions and the requirement of the skills and competence possessed by the employees that will be required for the cinemas to be run effectively. We identified the fixed costs and the variable costs in the plan to be able to monitor the costs according to different requirements.

The pricing plan also considered factors such as market elasticity, product life cycle and economic conditions in the market.

Budgeting, performance and implementation was the most important part of the whole plan. This area had all the financial details related to the product i.e the revenue, costs, assets, liabilities and a projection of business for at least the next 5 years. It contained various performance metrics including the financial implications of the plan in terms of contributions to the company’s bottom line.

The process of devising a business marketing plan for a multiplex cinema in Cardiff helped me in actually applying all the theories that we have been taught so far relating to marketing. It was a great experience for me and i learned how organizations think and how they formulate policies regarding improving on the quality of the services and increasing their customer base by satisfying them.
