
YOUR JAM 
MARKETING 
WORKBOOK
A place where your business dreams can come together



WELCOME 
TO JAM
We are looking forward to working with you to help you achieve your business

goals through marketing and advertising. But before we can begin we need 

to get a few details from you to help us prepare the best strategic marketing 

plan personalised for you.
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This book belongs to:



WHAT IS 
MARKETING?
At a basic level, marketing is all about the 4Ps - Product, Price, Place and 
Promotion. So, what are your 4Ps?

Product: What do you do?

Price: Where do you see your product or service? eg. competitively 
priced or high end?

Place: Where can people find it?

Promotion: How do you spread the word about your products and 
services.



YOUR TOP 
SELLERS?
What are your top three products and services? And why do customers 
keep coming back?

1.

2.

3.



WHO ARE 
YOUR 
CUSTOMERS?

Do you 
have a,.,

I need 
a...

Your customers are the most important part of your business, learning 
about your customers will help us to market your products and services 
more effectively. So, tell us about your customers.

Who are they?         Where do they live?     What do they do?

How do you currently communicate with them?

Why do they love your products and services?

If you could pick your three ideal customers, who would they be?



WHO ARE 
YOU UP 
AGAINST
Just as it’s important to know your customers, it’s also important to 
know your competitors. Just ask any elite athlete or sporting team. Now, 
tell us about your competition.

Who are your competitors?

List some of the things you like about your competitors. What are 
what are they doing well?

List some of the things you dislike about your competitors.



What marketing efforts worked great for your business last year?

What marketing efforts only worked well?

What didn’t work at all?

If you had all the money in the world, what would your dream 
marketing plan look like? Have you explored these on a smaller scale?
What new marketing tools would you like to include in your strategy?

PROMOTING 
YOUR 
PROMOTIONS

Have your 
promotions been working 

for you? Sometimes what you are 
doing is working well, but with an ever 
changing market, it might be time to work on 
adding new marketing tools to the mix.



Let’s look at your strengths, weaknesses, opportunities and threats. 
Remember, your strengths and weakness are internal factors and your 
opportunities and threats are factors external of your business that 
could impact on your operations - both positively and negatively.

Overall what do you see as your biggest challenge for your business?

What are your strengths?

What are your weaknesses?

What are your opportunities?

What are your threats?

SWOT
ANALYSIS



Goals are incredibly important. They help shape your marketing plan and 
are used to measure the success of your marketing tools. But all too often 
goals aren’t achieved for the following three reasons:

• No goals have been set

• The goals set were not realistic or able to be measured

• The set goals were not modified through the plan when new 
    information is received

Stating a goal that isn’t SMART isn’t useful.

A SMART goal is Specific, Measurable, Achievable, Realistic and 
Time-bound. 

For example: 

I want to increase awareness of product X among new mums in location X 
from 20% awareness to 80% awareness by the end of the year.

I want to increase sales of product from X to X by the end of the year

I want to increase the current database of clients from 400 to 800 by the 
end of the year.

So, what are your business goals?

TIME TO 
SET SOME 
GOALS

SUCCESS



1

2

TIME TO SET 
SOME GOALS

I want to - 

for (what group of customers) 

from (what is your current position and where do you want to end up)

by (ultimate goal date)

I want to - 

for (what group of customers) 

from (what is your current position and where do you want to end up)

by (ultimate goal date)



TIME TO SET 
SOME GOALS

3

4

I want to - 

for (what group of customers) 

from (what is your current position and where do you want to end up)

by (ultimate goal date)

I want to - 

for (what group of customers) 

from (what is your current position and where do you want to end up)

by (ultimate goal date)



Once upon a time

Once upon a time

Once upon a time

Last, but not least.  Tell us your story!

How did your business come into being?  Is there a special story for how 
you started?  When did your business first start operating? Where was 
your first office?  What were your initial product/service offerings?  Who 
were your first clients? 

WHAT’S
YOUR STORY



Now it’s time to 
sit back and relax 
while JAM Media 
use this information 
to develop a 
personalised strategic 
marketing plan just 
for you! 
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