
Marketing Planning
The Strategic Direction (top level thinking stuff)



SFA Matrix

Strategic Direction
(write the

most plausible 

strategies from

your TOWS here) ➜

Suitability (S)

Feasibility (F)

Acceptability (A)

TOTAL

1 3 3 3

4 3 3 3

5 3 3 3

10 9 9 9



Target Market – The questions you need to be asking

Visualisation
Are they male or female? What’s their name?
How old are they? Exactly

What is their job? For how long?

Do they enjoy it? Why / Why not?
Who do they work with?
Are they married?
How many children? How old?

Income?

Their partner?
Where do they live?
What is their house like?
What do they do for fun?

Where do they go on holiday?

What do they do with their mates?
Where do they eat out?
What do they drink?
What TV shows / films / box sets do they watch?

How is their relationship?

How long have they been together?
What do they fight about?
What do their circle of friends do?
Are they close to their families?

Where do they shop? For food / clothes?

What car do they drive?
Do they like material things or experiences?
What are their core values?
What's important to them?

What are the top 3 apps?

Any vices?
Any hobbies?
Play any sport?
Are they generally happy or not?

Why do they need you?
What problems do they have that you can help with?
How important to them are these issues?

Have they always been like this?

How do they feel about it?
What does it mean to them?
What are the consequences if they don't changes?
What are the benefits if they do?

Why are these important?

Have they done similar work before?
What stopped them making changes before?

What keeps them awake at night?

What do they lie awake thinking about?

How do they feel about their family?
How do they feel about their career?
How do they feel about their finances?
How do they feel about their health & fitness?

What's the worst thing that can happen to them?

Why is that?
What will happen then?
Then what will happen?

What makes them happy?

What brings them joy?
What are their secret desires?
What would they do if there were no limits?
What would that mean?

Why is that important?

Roadblocks
What's stopping them?
What are their top 3 BS excuses?

Why do they have them?

What do they gain from them?

Empathy Map
How do they feel?
How do they think?

What do they say?

What do they do?

How do you help?
How will your services/product help?

What’s different about your way?

Why do your products/services work better for them?
Why will your ICA benefit specifically?
How will they feel?
What will the impact be?

Why is this important?

What else will they gain?

Why You?
Why you specifically?

What have you got that no one else has got?

How are you specifically aligned with your ICA?
How will they know you are the one for them?

Why now?

Why is NOW the right time to take action?

What Next?
What next step do you need them to take?

All of these questions will help to build your 

customer persona on the next page (an 

image of your ideal client – the one you 

want to target)⬊



Target Market - Building a Customer Persona

In a couple of 
sentences, describe 

who your ideal 
client / customer 
persona is ➜



Positioning your product / service / brand / company 

Polarising elements you may want to consider:

Features

Product class

Price

Quality

Benefits
Culture

Brand

Heritage

Usage

Age
Size

Specific Features

Loyalty

Once you’ve created your positioning map, can you 
describe where you fit? And what your unique positioning is?



Bringing it all together

Marketing Plan Objective(s)

Strategic Direction

(write the

most plausible 

strategies here)

Target Market

Positioning

Use this document as a handy sheet to keep with you and remind yourself of what you are trying to achieve and how you will achieve it. This will help 
when you start to look at the tactics, actions and content you require to make sure you maintain focus.


	Session 5 - Strategic Direction..
	1Session 5 - Strategic Direction

	Session 5 - Strategic Direction..
	Session 5 - Strategic Direction 

	Session 5 - Strategic Direction...
	Session 5 - Strategic Direction..
	Session 5 - Strategic Direction 
	1Session 5 - Strategic Direction
	Session 5 - Strategic Direction
	1Session 5 - Strategic Direction
	Session 5 - Strategic Direction



