UNIT 5: MARKETING PLANNING
What is Market Planning?
Market planning is the process of organizing and defining the marketing aims of a company and gathering strategies and tactics to achieve them. A solid marketing plan should consist of the company’s value proposition, information regarding its target market or customers, a comparative positioning of its competitors in the market, promotion strategies, distribution channels, and budget allocated for the plan. All relevant teams in the organization should refer to the marketing plan.
[bookmark: bookmark33]Definition of Marketing Planning:
The American Marketing Association has defined the marketing planning as – “Marketing planning is the work of setting up objectives for marketing activity and of determining and scheduling the steps necessary to achieve such objectives”. Thus, under marketing planning first of all marketing objectives are set-up and then marketing activities like – purchase-sale, product planning and development, advertisement, sales-promotion and scheduled policies and programme to carry out these activities are prepared.

The major steps involved in the planning process
1. Assessing opportunities  and threats 
2. Establishing  marketing objectives 
3. Framing marketing strategies and policies 
4. programming  operations
5. developing marketing mix
6. designing resource mobilisation plan
7. monitoring the operations 

Significance of Marketing planning
1. Helps to foresee the future development 
2. Makes possible knowing opportunities and threats
3. It makes management by objectives 
4. It  makes management by exception 
5. Possibility of optimum use of resource 
6. It infuses co-ordination
7. It acts as basis for control

Essential of effective planning
1. It is simple 
2. It is practical
3. It is selective and adaptive
4. It is flexible
5. It is precise
6. It has reliable information
7. It is synthesizing and synchronising
8. It is motivating
9. It has minimum paper work
10. It has a direction
Types of Marketing planning 
