Agricultural Marketing Plan

Introduction:  

Over the last few weeks, we have gone over the basics and importance of marketing your business.  In order for any business to survive, they need to have an idea of how they plan to get their product to consumers.  In this project, you will be working in groups of 3 or 4 to create a marketing plan for a local agricultural product or service.  Ultimately, you will be presenting this plan to the person who owns or runs the business selling your selected product or service. The focus of the presentation should be to the top management of an agribusiness or farm. The team should assume the role of a marketing consultant, as found in industry.

Therefore, the two major parts to this project are: 

1) A Written Marketing Plan

2) A Live Presentation of the plan.
Task:
I. Written Plan 

a. Select a local community agricultural business that serves the community, and

decide on the product or service for the marketing plan. Work with either existing or start-up situations. Plan to work with an off-campus organization. Do not use your chapter as a client.

b. A marketing plan deals with the future. A plan presented in the current year

should be developed for the following year. Marketing plans may vary from one to ten years depending on your client and the type of product or service.
c. Procedures: The document will not exceed eight pages and must be ten point or larger type size. The 8 pages are calculated on an 8 ½ x 11” basis. 

i. Title page- project title, team name, class and date (1 page)

ii. Text- marketing plan (5 pages)

iii. Appendices- surveys, graphs, promotional pieces, etc (2 pages)

d. The project outline should include the following aspects of the marketing process:

1. Analysis of Market – “Where are we now?”; “Why were we hired?”
-Industry Trends

-Buyer profile and behavior

-Competitions strengths and weaknesses

-Your product’s/firm’s strengths and weakness

-Original research results

2. Business Proposition - “Where do we want to be?”
-Key planning assumptions

-Measurable and attainable goals

-Target market

3. Strategies and Action Plan – “How and when will we get there?” 

-Product attributes

-How will you distribute and sell?

-What will be the price structure?

-How will you promote the products?

-Develop a mission statement
4. Projected Budget – “How much will it cost to get there?”
-What will these strategies cost?

-Pro forma income statement which highlights cost of the strategies on an incremental or start-up basis
-Calculate the financial return of the plan (How much more money will you make as a result of investing in this marketing plan?)
5. Evaluation – “Did we get there?”
-Specific measurement tools to measure the accomplishments of

the goals at the end of the time period

-Recommendations for future action
II. Live Presentation 

a. A live presentation of at least 10, but not exceeding 15 minutes duration should be planned and given. The presentation will be followed by five minutes maximum of “clarifying” questions. Judges will ask at least one question for each member of the team.

b. The focus of the presentation should be to the top management of an

agribusiness or farm. The team should assume the role of a marketing consultant, as

found in industry.

c. Visual aids are welcome! Scoring will be based on how effectively visual aids

are used, not how elaborate they are. Visual aids should enhance and clarify what the

speakers are saying; not replace them.

d. Scoring break down:

1. Marketing Process (25 points)

-Demonstrate understanding of the five parts of the marketing plan

2. Original Research (15 points)

-Evidence of meaningful original market research

3. Effectiveness of the Presentation (10 points)

-Organization, professionalism, effectiveness of visuals, etc.

4. Questions and Answers (15 points)
Procedure:

1. Select a local agricultural product/service that interests you and your group that you will create your marketing plan about.

2. Learn every aspect about your product!  This might involve asking the business owner lots of questions about where they are currently at with their product/service and where they want to be in the future.  Remember, you are creating a marketing plan that you will be presenting to that business owner, so you need to completely educate yourselves about this product!  You don’t want to look like you don’t know what you’re talking about when presenting information back to the owner.  This will probably require outside time from class to talk to these owners and gather information, so picking a product that you can easily schedule time to go talk to them may behoove the progress of your project.

3. Once you know your product’s current status in the market, you should research similar products and buyer trends as it relates to that product.  This is what is called a SWOT analysis: Strengths, Weaknesses, Opportunities, and Threats.  What are strengths and weaknesses of your product?  What market opportunities exist?  What competition (threats) exists and how can you overcome them?

4. Follow the outline of the written plan to guide your study of your particular product.  Make sure to keep good notes throughout your project!  At the end of your study, you will have an 8 page write up to submit in conjunction with your oral presentation.  
5. Use your sample written marketing plans and your Marketing packet from the University of Missouri to help guide the format of your project.

6. Each time you turn in a section of the project, it should BE TYPED AND PRINTED.
Checklist to Guide the Process:
	Section of Project
	Due Date
	Group members 

responsible
	Completed? 

(Check off when done)

	Product Selection


	3/31/11
	
	

	Analysis of Market


	4/12/11
	
	

	Business Proposition


	Friday 4/15/11

************
	
	

	Strategies and

Action Plan


	Monday 4/25/11
	
	

	Evaluation


	4/27/11
	
	

	Complete Written

Plan


	5/3/11
	
	

	Oral Presentation

	May 5, 9, 11
(Random order)
	
	


Rubrics:
I will be using the following rubrics to grade your project:


-Collaboration Rubric (how well your group works together)


-Problem Solving Rubric (how you approached the task of the marketing plan)

-Marketing Plan Score sheet (the quality of your actual presentation)


-Effective Oral Communication Rubric (your ability to present the information)
