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Developing Your
Marketing Strategy

Module Objectives and Learning Outcomes

v" Understand the importance of brand and image, and the 6 main areas of branding

v" Understand how to create a professional image and build trust in business
relationships

v" Understand the difference between strategy and planning, and how both are
essential for marketing success

Explore the key areas of campaign planning and target setting

Identify the different marketing methods and their advantages and disadvantages
Explore how a company does business, impacts on customer perceptions
Understand the importance of research in marketing

Identify key areas for business improvements and development of feedback
Understand the combined effect of marketing, and utilising tools to support
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Identify how to develop a marketing activity plan for 12 months



LearningPlus Enterprise

Unlock your potential with Learning Plus, our flexible remote access platform designed
to support your entrepreneurial journey. Whether you're starting a new venture,
scaling up, or simply refining your business skills, Learning Plus offers:

* 24/7 Remote Access: Learn at your own pace, with access to an extensive range of
courses, resources, and tools.

* Interactive Modules: Engage with dynamic, interactive content that brings business
concepts to life.

* Personalised Learning Paths: Tailor your learning experience to match your specific
goals and interests.

* Accredited and Non-Accredited Courses: Choose from a wide variety of courses,
whether you’re looking for formal certification or practical skills development.

With Learning Plus Enterprise, business success is just a click away. Start learning today
and gain the knowledge and confidence to drive your enterprise forward!

Partners: enterprise@peopleplus.co.uk

Individuals: learn.enterprise@peopleplus.co.uk
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