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Marketing strategy template
Plan your goals, customers, messages, channels and budget for the next 12 months.
How to use this template: replace the grey italic guidance with your own words, then delete the guidance. Keep it short; a plan you read is better than a long one you do not.
1. Where we are now
Summarise last year’s marketing: what you spent, what brought in customers, what did not. Pull numbers from your website analytics, CRM and accounting software.
	Channel
	Spend last 12 months
	Leads
	Customers won
	Cost per customer

	Website and search
	
	
	
	

	Social media
	
	
	
	

	Email
	
	
	
	

	Referrals and word of mouth
	
	
	
	

	Paid advertising
	
	
	
	

	Events and partners
	
	
	
	


2. Marketing goals
Link marketing goals to business goals. Make them measurable: "50 qualified leads a month by March", not "more awareness".
	Business goal
	Marketing goal
	Measure (KPI)
	Target
	By when

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	


3. Target customers
Describe one to three customer groups. For each, what they need, what triggers them to buy, where they look for information and what stops them buying.
	
	Customer group 1
	Customer group 2

	Who they are
	
	

	Problem or goal
	
	

	Buying trigger
	
	

	Where they look for help
	
	

	Objections
	
	

	What success looks like for them
	
	


4. Positioning and key messages
Positioning statement
For [target customer] who [need], [business name] is the [category] that [key benefit]. Unlike [alternative], we [main difference].
 
 
Key messages and proof
	Message
	Proof (result, review, guarantee, credential)

	
	

	
	

	
	


5. Channels and tactics
Pick two or three channels you can do well rather than six you do badly. For each, the objective, what you will do, the budget and how you will measure it.
	Channel
	Objective
	Tactics
	Monthly budget
	KPI
	Owner

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	


6. Content plan
	Month
	Theme
	Content pieces
	Channels
	Owner

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	


7. Budget
Many small businesses spend a few per cent of revenue on marketing; set yours from your goals and what a customer is worth to you. Amounts ex GST.
	Item
	Q1
	Q2
	Q3
	Q4
	Total

	Advertising
	
	
	
	
	

	Content and design
	
	
	
	
	

	Software and tools
	
	
	
	
	

	Events and sponsorship
	
	
	
	
	

	Agency or contractor
	
	
	
	
	

	Total
	
	
	
	
	


8. Measurement and review
1. Track leads, conversion rate, customer acquisition cost and return on marketing spend each month.
1. Use UTM links and a "How did you hear about us?" question so you know where customers come from.
1. Review the plan quarterly: stop what is not working, double down on what is.
Compliance checklist
1. Marketing emails and SMS go only to people who consented, identify your business and include an unsubscribe (Spam Act 2003).
1. Claims about price, results and reviews are accurate and not misleading (Australian Consumer Law).
1. Personal information is collected and used in line with your privacy policy.
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