Marketing and Sales Plan

The 4 P’s

· An examination of place, price, promotion and product. It provides an opportunity to identify, improve and initiate marketing strategies.

Product

· It is important to outline the unique ability of your company’s product/service, which will satisfy the needs of the marketplace

· Specific benefits of the product/service

· Ability to meet needs

· Competitive advantages

· Description of product/service and its current position within the product life cycle

· Introduction

· Growth

· Maturity

· Decline

· Existing or pending copyrights, trademarks or patents

· This section is an in-depth look at all the products or services you offer

Product

Answer the following questions:
(What features of your product/service will you emphasize? 

(Is it something customers will want or need? (Be realistic.)

( Will it be of benefit to them?

( How do you plan to make your product/service different or better than that of your competitors?

· Create and Mold a prototype of your product using classroom supplies

