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Developing An 
Effective Marketing Plan 

Managing Excellence in Agriculture
Marketing Workshop for CFBMC

Jerry Bouma
Toma & Bouma 

Management Consultants

Workshop Outline

1. Introduction to Marketing
2. Self Assessment
3. Strategies and Tactics
4. A Commodity Marketing Case
5. A Services Marketing Case
6. Developing Your Marketing Plan
7. Concluding Remarks
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The Big Question:

What does ‘Marketing’ Really 
Mean?

Some say:

“ Marketing is advertising!!!”

“ Marketing is selling.”

“Marketing is developing your own brand or 
label!”

“ Marketing is hedging on the futures 
market.”
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Marketing – A Definition

“ Establishing and building

long term commercial relationships”

Four key stages

1. Developing your product/service offering

2. Identifying your target customer

3. Establishing the relationship

4. Building (and maintaining) the relationship
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Developing your 
product/service 

offering
Identifying your
target customer

Establishing the
relationship

Building (&maintaining)
the relationship

Four key stages
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The Self Assessment
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Low Score (below 60%)

Your score suggests that you are not ready to 
proceed. Clearly you need to re-assess your 
commitment, capability and experience to 
proceed with your marketing idea. Examine 
those statements where you scored 3 or less 
and consider what is required for you to obtain a 
higher score. 

We highly recommend you check the resources 
available on this section

Middle Score (Btwn 60 and 80 %)

You and your associates appear to have a firm 
understanding of the new venture you are 
considering. However, your score suggests that 
there are a number of uncertainties or unanswered 
questions that you need to address before you 
proceed further. Examine those statements where 
you scored 3 or less and consider what is required 
for you to obtain a higher score. 

We recommend you check the resources available 
on this section
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High Score (over 80%)

You and your associated are strongly committed to 
your new business venture. You appear to have a 
thorough understanding of the challenges involved 
and have the management team with the 
experience to move ahead.

If you wish further information, you can check the 
resources available on this section.

Strategies and Tactics 
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The Product / Market Matrix

New
Product

Existing

New
Market

Existing

Market
Creation

Market
Development

Market
Penetration

Market
Differentiation

Product/Market Strategy

Product Market Strategy
Existing Existing ==> Penetration
Existing New ==> Development
New Existing ==> Differentiation
New New ==> Creation
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Existing Product: Existing 
Market

Market Penetration: Essential Elements
� Must be low cost producer
� High volume / low margin distribution
� Attract customers from competitors
� Target non-users or increase rate of use of 

current customers
� Increase distribution reach
� Assess impact of international factors

Existing Product: New Market

Market Development: Essential Elements
� Expand reach of existing products

� New uses
� New outlets
� New geographic areas
� New distribution channels
� New target audience
� Combine with complementary products

� New relationships
� High marketing intensity
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New Product: Existing Market

Market Differentiation – Essential Elements

� High understanding of existing client needs and wan ts
� Add features, sizes or quality to better match custo mer 

demand
� Niche market
� First-in is very important
� Strong existing contacts in industry and sector
� Ideally complements company’s existing products

New Product: New Market

Market Creation – Essential Elements

� Have identified a customer profile and understand i ts 
buying behavior

� Identified a demand for a product / service that is  
currently not available 

� Understand the price points at which such a product  
will be purchased

� Can develop and product the product within a cost 
range that is economically feasible

� Understand the distribution channel capable of 
reaching the target client
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A Commodity Case

Hart Acre Farms
Napanee, Ont

Overview

� Cash crop operation – 3,000 acres

� Crops – a mix soybeans, corn, wheat and 
white beans

� Operated by Herb Hart – an individual 
driven by a thirst for information, profitability 
and flexibility
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The Marketing Strategy

� Know your costs!

� Study the markets! Know everything you 
can!!

� Lock in profits when you can!

“You will never go broke

If you lock in a profit!”

Herb Hart
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Key Lessons

1. Know your business inside and out.
2. Know your costs!
3. Know your markets!
4. Lock in returns when your margins are 

positive!
5. Never stop learning!!

A Services Marketing 
Case

T. J. Livestock
Oakview, Manitoba
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Overview

� Specialized cattle order buying business

� Matching and pooling many suppliers with 
select buyers in North America

� Increasing income may not necessarily 
mean increasing production

The Marketing Strategy

� Extensive personal network

� Geographically diverse customer base

� Built on trust and reliability

� Addendum to cattle feeding business
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“If you don’t know something,

find the information you need!”

Thor Jonsson

“ Never be afraid to ask 
questions…don’t assume the expert 

has the best advice…..
Listen to many points of view and make 

up your own mind!”

Thor Jonsson
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Key Lessons

1. Look beyond ‘production’ for new 
opportunities

2. Evaluate your willingness to serve 
customers

3. Trust and patience is key!
4. When in doubt ask questions!
5. Adjust to market conditions

Developing Your 
Marketing Plan

What Do I Need To 
Address?
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Developing Your Plan

1. Defining the essence of your product or 
service

2. Your readiness and commitment
3. Market Research
4. Strategies and Tactics
5. Marketing and Financial Objectives
6. Making Adjustments

“ Everything I need to know I learned 
on my parents dairy farm.”
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So what did I learn on my 
parents dairy farm?

� There is no substitute for hard work!
� You only get out what you put in.
� The more you look after your most productive 

assets, the more you get back!
� Don’t be something you're not!

“ Have you ever failed? Try again! Fail 
again. Try again. Fail better.”

Samuel Becket
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Thank you!

Jerry Bouma
Toma & Bouma Management Consultants

jbouma@tomaandbouma.com
www.tomaandbouma.com

780-433-5666


