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TONG QUAN
CHIEN LUGC

Muc tiéu cua Marketing Strategy

Marketing Strategy xdc dinh doanh nghiép muén tiép
cdn thi trudng nhu thé ndo, phuc vu nhém khdch
hang ndo va st dung nguén luc Marketing ra sao dé
dat muc tiéu kinh doanh.
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Thong tin can dién:
a Thai gian dp dung chién lugc
M San phdm / dich vu trong tdm
a Thi trudng trién khai
n Muc tiéu kinh doanh lién quan
B Ngudi chiu trach nhiém
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BUSINESS &
MARKETING OBJECTIVES

Doanh nghiép mudn dat diéu gi?

Xdc dinh nhitng muc tiéu Marketing cdn ho trg truc tiép
cho muc tiéu kinh doanh.

Vi du hhém muc tiéu:

Tdang nhan dién

Thu hut khdach hang méi
Tdang Lead

Tang doanh thu

Gilr chdn khach hang
Phdt trién thi trudng méi
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SITUATION
ANALYSIS

Doanh nghiép dang 6 dau?

Phdn tich tinh hinh hién tai trudc khi
quyét dinh hudng Marketing.

5Cs Analysis

Khung phén tich gitip nhin r& bbi cadnh
hién tai cua doanh nghiép.
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Company

Doanh nghiép dang c6 lgi thé
va han ché gi?

Customers

Khdch hang hién tai va
tiém nang la ai?

Competitors

D6 tht dang canh tranh
bdng yéu té ndo?

Collaborators

D6i tdc hodc kénh nao dang
ho trg doanh nghiép?

Context

Yéu t6 thi trudng ndo dang
anh hudng dén hoat dong?
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SWOT
ANALYSIS =

Tém tét nhiing yéu td dnh hudng L&n nhét
Strengths

Piém manh ndi bd ctia doanh nghiép.

Weaknesses
Piém han ché cén cdi thién. L

e,
Co hdi tif th trudng hodic hanh vi khdch hana. Ketluan chien luge

Piém ndio nén téin dung va van dé ndo céin uu tién xd Ly?
Threats

Rui ro va suc ép tu bén ngodi.
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Phan khuc thi truong theo:

T ARGH LY oo o2 R Lt

Doanh nghiép sé tap -
trung véo thj truong L 1 ving e L mic a8 sinsing mua
nao?

ti€p cin cung lWic. Phéin ndy xdc dinh
nhom thi truong co muc doé phu hgp cao
nhét véi muc tiéu hién tai.

Khéng phai moi khdch hang déu céin dugc

Ly do lva chon:
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Customer Profile

Nhu cau chinh

a Do tudi / nhém nghé nghiép

QR

TARGET »5....

Piéu ho quan tam khi lua chon

CUSTOMER _

Rao cai khién ho chua mua n Kénh thudng st dung

Khach hang muctiéulaaiz

M6 ta nhdm khach hang ma chién M Y&u t6 3nh huéng dén quyét dinh
luGgc can tap trung tiép can.

Customer Insight

Khach hang thuc su mudn dat dudc diéu gi phia sau nhu cau bé mat?

SANSAN

— ACADEMY ——

07 —



o, O @
Positioning
Thudng hiéu mudn dudc ghi nhé
nhu thé nao?

Positioning xdc dinh vi tri m& doanh nghiép mudn
chiém trong nhdn thuic cla khdch hang so vdi
cac lua chon khac.

@® Positioning cdn ré rang, don gidn va dé ghi nhd.
® Tdp trung vao mdt nhédm khdch hang cu thé.

® Thé hién su khdc biét so vai ddi thu.
@

Phu hop véi ndng luc va gid tri cot 16i clia doanh nghiép.
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Template Positioning

01

02

03

04

05

Danh cho:

Nhém khdch hang muc tiéu
la ai?

Thuong hiéu [/ san pham:

Ban dang cung cép sén pham
hodc dich vu gi?

Giup khach hang:
Gidi quyét van dé gi hodic
ddp Ung nhu cdu gi?

Khadc biét nho:
Yéu té ndo gitip ban khdc biét
so vGi doi thu?

Diém khdc biét chinh:

Mot cdu ngdn gon thé hién
vi tri mong muon trong tdm tri
khdch hang.

PIEN THONG TIN PHU HOP V&1 DOANH NGHIEP




Value Proposition

® Tap trung vao nhu cau thuc té ctia khach hang muc tiéu.

Lam rd van dé cda khach hang, giai phap cua thuang hiéu va gia tri khac biét mang lai. @® Giai phap va lgi ich can ré rang, cu thé va khac biét so véi doi tha.

Customer Problem Solution Benefit Reason to Believe
Van dé cta khach hang Giai phap cua thudng hiéu Lgi ich mang lai Ly do dé tin tudng
Khach hang dang gap Thuang hiéu cung cap Giai quyét van dé dé Diéu gi chiing minh thuang hiéu
van dé gi? 9 giai phap gi? 9 mang lai Lgi ich gi cho khach hang? 9 c6 thé mang lai Lgi ich nay?

v

V l Téng hdp thanh mot cau ngén gon thé hién gia tri khac biét ma thuang hiéu mang lai cho khach hang.
alue

Proposition
Statement
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Template Customer Insight

M P6i tugng khdch hang

CUSTOMER

INSIGHT

Khéch hang thuc su muén dat dudc
diéu gi?

Hiéu séiu ddng ca, nhu cdu va hainh vi ctia khdch hang
dé tao ndi dung va chién lugc phi hop.

M Nhu céu / mong mudn thuc su

M N6i dau / véin dé dang gdp

m Hanh vi & thoéi quen

M Insight cot Loi
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Template ACtion Plan DIEN THONG TIN PHU HOP VG1 DOANH NGHIEP

ACTION @
I LAN a Chién lugc / hudng tiép can
Tu insight dén hanh déng

cu thé nhu thé nao?

Lap k& hoach trién khai dua trén it :
o . v . J Hoat dong trién khai
insight dé tao két qua thuc te.

m Nguon luc / phan cong
E Do luong & t6i uwu
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Template DIEN THONG TIN PHU HOP VOl DOANH NGHIEP

M EASU REM ENT m Chi s6 do Iudng chinh (KPI)
& OPTIMIZATION

Do ludng va toi uu nhu thé nao?

Theo ddi két qud va lién tuc tdi uu dé dat hiéu qud cao han.

Cong cu do lurong

Tan suat theo doi

Cach danh gia két qua

_—

—

Q8 R R

Hudng t6i uwu tiép theo
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CHANNEL
STRATEGY

Trién khai kénh phu hdp nhu thé nao?

Lua chon v phoi hap cdic kénh dé tiép céin ding
khdch hang, dung thdi diém.

J
c
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Template Channel Strategy

m Cdch phéi hop gitta cdc kénh

a Chi s6 ddnh gid hiéu quad

PIEN THONG TIN PHU HGP VGl DOANH NGHIEP




Template Content qun PIEN THONG TIN PHU HOP VGI DOANH NGHIEP

‘ o N I E N I m Muc tiéu nodi dung
I MN m Chu dé chinh (Content Pillar)

Lap ké& hoach ndi dung nhu thé
nao?

Xay dung k& hoach ndi dung cé hé thdng dé trién
khai consistent va hiéu qua.

m Chu dé chi tiét (Topic Cluster)
m DPinh dang ndi dung
a Kénh trién khai & tén sudt
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CAMPAIN
PLAN

Lap k& hoach chién dich nhu
thé nao?

TU muyc tiéu dén trién khai, do luGng va toi uu
dé dat két qué mong muén.
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Template Campaign Plan

M Muc tiéu chién dich

a Dai tugng muc tiéu

m Thong diép chinh

m Kénh trién khai
a K& hoach do ludng & tdi uu

PIEN THONG TIN PHU HOP VGl DOANH NGHIEP




Template BUdget qun PIEN THONG TIN PHU HGP VGI DOANH NGHIEP

BUDGET
PLAN

Léap ké hoach ngén sdch
nhu thé nao?

Phén b6 va qudn g ngéin sdch hop Y
dé toi uu hiéu qud_ chién dich.
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PERFORMANCE
TRACKING

Theo do6i va ddnh gid nhu thé nao?

Strdung cdc chi s6 va cong cu do ludng dé theo dai tién do
va hiéu qua chién dich.
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Template Performance TrQCking PIEN THONG TIN PHU HOP V&I DOANH NGHIEP




Template RjSk quqgement PIEN THONG TIN PHU HOP VGl DOANH NGHIEP

ms K m Nhéan dién riiro

MANAGEMENT

Quan tri rui ro nhu thé nao? a Ddinh gid muic d6 anh hudng

Nhén dién, ddnh gid v xay dung phuong én xt lJ dé han ché Sl s s e e e

rdi ro trong chién dich Marketing.
m Nguyén nhan & kich ban

m Phuong an xu ly
a Theo dbi & ti uu
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Templqte CriSiS quagement PIEN THONG TIN PHU HOP V&I DOANH NGHIEP

M Nhan dién khung hodng

CRISIS

MANAGEMENT

Qudn tri khiing hodng nhu thé
nao?
Chu déng xtr Ly khiing hodng dé bédo vé —_— 3 BN

thuong hiéu va duy tri niém tin khdch hang.
E Nguyén nhan & kich ban xt ly

m K& hoach truyén théng

a Ra soat & phong ngua

m Pdnh gid muic d6 anh huéng
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SMAR I Template SMART ObjeCti\[e PIEN THONG TIN PHU HGP V&I DOANH NGHIEP
a Specific (Cu thé)

Dq’t muc tle’\y Marketlng h'?” " Measurable (Do luong dugc)
qua nhu thé nao? 5
Unhg dung nguyén tdc SMART dé xdy dung —

muc tiéu ro rang, do ludng dugc va kha thi.
n Achievable (Kha thi)

ﬂ Relevant (Phit hap)
ﬂ Time-bound (C6 thai han)
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