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Worksheet 1. Marketing environment analysis (Topics 2,3)
A. Environmental analysis
A1. Identify your industry and the other industries to which it is linked.__________________ 

_________________________________________________________________________________________________________________________________________________________________________________________________________________________________

What are the most important macro-marketing/PEST (Political, Economic, Social, Technology) trends for your entrepreneurial idea? ___________________________________
__________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

What are the most important micro-marketing/industry trends for your entrepreneurial idea? ___________________________________________________________________________
____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

B. Customer needs
What customer need do you wish to satisfy?_______________________________________
 __________________________________________________________________________

___________________________________________________________________________

What customer benefits should be addressed? _____________________________________
 __________________________________________________________________________

___________________________________________________________________________
___________________________________________________________________________

How are the targeted customer needs being satisfied and which benefits are being addrssed by the existing products/services? _______________________________________________
___________________________________________________________________________

___________________________________________________________________________

What is the biggest problem with the existing products/services? ______________________
 ___________________________________________________________________________

___________________________________________________________________________
___________________________________________________________________________

Based on your assessment of the customer situation, what kind of value do you plan to offer? ___________________________________________________________________________

___________________________________________________________________________

___________________________________________________________________________

Worksheet 2. Marketing segmentation, targeting and positioning (Topic 4)

A. Customer segmentation

Who are your:
a) Individual (B2C) customers:______________________________________________ _____________________________________________________________________
b) Organizational (B2B) customers: __________________________________________
_____________________________________________________________________
Name and describe the existing market segments. 

Segment 1: __________________________________________________________

What are the segmentation criteria?

What is customer behavior like? (What needs are to be satisfied? What are the patterns of current consumption – who makes the purchasing decision; which product is puchased; what quantities are purchased?)

Segment 2: __________________________________________________________

What are the segmentation criteria?

What is customer behavior like? (What needs are to be satisfied? What are the patterns of current consumption – who makes the purchasing decision; which product is puchased; what quantities are purchased?)


Segment 3: __________________________________________________________

What are the segmentation criteria?

What is customer behavior like? (What needs are to be satisfied? What are the patterns of current consumption – who makes the purchasing decision; which product is puchased; what quantities are purchased?)

B. Analysis of competitors

Who are your:
· Direct competitors (those manufacturing/offering products and services, belonging to your industry and competing against your product/service):

· Indirect competitors (those manufacturing/offering products and services, which can be regarded as substitutes):
Try to obtain as much data as possible (from public sources, such as the Internet, business press, etc.) about your competitors. Write down their profiles (What are their products/services? How successful are they? What kind of market share do they take? How successful is the company? What about key staff and managers?)
Competitor A.

Competitor B.

Competitor C.

Competitor D.

Competitor E.

C. Marketing strategy

Out of segments (from part A of this worksheet), select those you would like to target:

1. _________________________________________________________

2. _________________________________________________________

3. _________________________________________________________

How do you plan to position yourself toward competitors (possible separate statement for each segment)?
1. __________________________________________________________________

__________________________________________________________________

2. __________________________________________________________________

__________________________________________________________________

3. __________________________________________________________________

__________________________________________________________________

What marketing indicator/metrics are you going to use to measure your success and what would be its future value (possible separate statement for each segment)?

1. __________________________________________________________________

__________________________________________________________________

2. __________________________________________________________________

__________________________________________________________________

3. __________________________________________________________________

__________________________________________________________________

Worksheet 3. SWOT analysis (Synthesis of topics 2-4)
· Identify your Strengths and Weaknesses, relevant for realization of your entrepreneurial idea.

· Use the SWOT table to summarize the Opportunities and Threats in the environment,  which have been identified in previous worksheets.

	Strengths
	Weaknesses

	
	

	Opportunities
	Threats

	
	


Worksheet 4. Marketing mix (Topics 5-7)
A. Describe your Product (service):
______________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
B. Describe your Price (pricing):

_____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
C. Describe the Place (distribution and marketing channels):
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
D. Describe the Promotion (marketing communications): 

___________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
Worksheet 5. Marketing costs and sales estimate
A. Marketing costs. Try to think about the costs you need to incur, in order to design and market your product. Differentiate the one-time investments from annual expenses. Find out the approximate prices.

	Item (marketing cost)
	Volume
	Price
	Total cost

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	Total one-time (initial) investments – at the  end of year 0
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	Total annual marketing costs (recurring each year) 
	


B. Sales estimate. Look at the first year, in which you can consider your business to be mature (usually, this is the third, or the fourth year of your operations) and estimate the monthly sales volume and the revenue.
Your sales volume (pieces, kilograms, etc.)
	Sales estimate (monthly)
	Year of operations: ______

	
	1
	2
	3
	4
	5
	6
	7
	8
	9
	10
	11
	12
	TOTAL

	Product:

	Pcs/Kg/Lit…
	
	
	
	
	
	
	
	
	
	
	
	
	

	Product:

	Pcs/Kg/Lit…
	
	
	
	
	
	
	
	
	
	
	
	
	

	Product:

	Pcs/Kg/Lit…
	
	
	
	
	
	
	
	
	
	
	
	
	

	Product:

	Pcs/Kg/Lit…
	
	
	
	
	
	
	
	
	
	
	
	
	


Your revenues (sales x sales price)
	Revenue estimate (monthly)
	Year of operations: ______

	
	1
	2
	3
	4
	5
	6
	7
	8
	9
	10
	11
	12
	TOTAL

	Product:

	Sales price (w/o VAT):

	
	
	
	
	
	
	
	
	
	
	
	
	

	Product:

	Sales price (w/o VAT):
	
	
	
	
	
	
	
	
	
	
	
	
	

	Product:

	Sales price (w/o VAT):
	
	
	
	
	
	
	
	
	
	
	
	
	

	Product:

	Sales price (w/o VAT):
	
	
	
	
	
	
	
	
	
	
	
	
	

	TOTAL
	
	
	
	
	
	
	
	
	
	
	
	
	


Additional comments (as related to your forecast of sales, prices and revenue): ______________________________________________________ 
_________________________________________________________________________________________________________________________ 
Final comment related to the potential success of the entrepreneurial idea:__________________________________________________________
_________________________________________________________________________________________________________________________
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