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Marketing Check List 

What is your marketing strategy?   

You should be aware of the four basic principles of marketing - the 4 P’s.  Product, Price, Place (or 

distribution) and Promotion.  

 

Here is a basic checklist for you and your business to keep you on track.    

  

1. PRODUCT 

Your product or service needs to be saleable.   

 Core Product This is your strength and the reason 
you got into business 

 Seasonal Products Consider other opportunities in your 
downtime to turn revenue. 

 New Product Lines Do you spend time on innovation 
within your business?  Do you 
network and collaborate to improve 
your position? 

 Market Opportunity Are there any gaps in the market?  Are 
there needs not being met? 

 Unique Selling Proposition What makes you stand out from the 
others? 

 Market Research Do you know who’s who in the zoo?  
Have you visited or tried your 
competition’s products/services? 

 Where do you excel What do you do better than your 
competition? 

 Product Life Cycle Where does your product sit on the 
progress arc?  Introduction, growth, 
maturity or decline? 

 

Target Demographic 

 Target Market Who are your clients and/or 
customers? 

 Needs and Wants You should know what your 
customers want or need.   

 Scalability How can you scale your business to 
sell more? 

 Market Scope Are there targets you have 
overlooked? 
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2. PRICE 

The price of your product or service needs to be both profitable and competitive.  If you can’t read your 

financials, you need to have a good accountant.  Cash flow is key in business. 

 Pricing Strategy Have you developed a pricing 
strategy?   

 Accountant Do you have a good accountant that 
can assist in knowing your margins? 

 Price Point The retail price of your 
product/service needs to be both 
competitive and profitable 

 Selling Strategy As well as competitive pricing and 
knowing your target customer, you 
need to know your product and make 
them accessible    

 Market Research That zoo thing again.    

 

3. PLACE  

Distribution Channels are very important on the scale of things.   Getting your product from producer to 

the customer is key.    

 Distribution Strategy Have you developed a distribution 
strategy? 

 Direct VS Indirect 
OR Dual  

Are you creator to customer OR are 
you multi-tiered? 

 Business Shop Front Having a shop front for products and 
services can be vital depending on 
your product or service.  What 
benefits does a shopfront mean for 
your business?  Do your customers 
like to look at and feel their product? 

 Digital Sales  The world of online sales continues to 
grow each year.  Are you able to scale 
your business to include online sales 
and increase profits? 

 Deliveries   Being able to distribute your product 
effectively and timely is essential in 
our modern age.  What avenues have 
you researched and priced?   

 Other Distribution 
opportunities  

Knowing your market, product and 
customer needs will assist in 
identifying other potential distribution 
channels.  Market Research is key 
here. 

 Payment Options The easier it is to purchase the better 
sales will be. 
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4. PROMOTION 

Your product or service and your brand need to be identifiable.  Building awareness, creating interest 

and providing information to stimulate demand and reinforce your brand is crucial.  

The five elements of the Promotional Mix are Advertising, Sales Promotion, PR & Sponsorship, Direct 

Marketing and Personal Selling.  

 Advertising Mass media such as TV, radio & print 
media. Also, billboards, posters, flyers, 
websites and even direct mail.   

 Sales Promotion Short term strategic ways to value 
add.  Have you worked to package 
deals or workshop ways to value add 
to your product or services? Eg ‘buy 
one get one free’, samples or even 
special coupons. 

 PR & Sponsorship Reaffirming your brand or product 
through positive PR and publicity can 
work a treat.  Print media and TV 
shows as well as social networks and 
blogs. 

 Direct Marketing  Getting straight to the source through 
telemarketing, spec letters, email and 
text messages.      

 Personal Selling This is your business representative 
selling direct to the customer. 
Relationship building either in person, 
over the phone, email or chat.    

 

 Promotional Strategy How are you going to get more 
customers?  What are your key 
strategies in your particular business? 

 Budget How much money have you set aside 
to spend on marketing? 

 Do or Delegate Who is managing your promotional 
strategies?  Have you sought 
assistance or are you going to manage 
it internally? 

 Customer Feedback What do they think of you and your 
product or service?  Do you want to 
know? 

 Buying Behaviour  Do you know what your customers are 
buying?  Are they repeat custom?  Are 
you losing customers? 

 Measuring ROI Is it measurable?  Can you quantify 
your return on spend? 

 


