Monthly Marketing Plan At A Glance

	Q1

	January
	February
	March

	Considerations: 

· Property specific celebrations:

· Season:

· Holiday:

· Regional specifics:

· World events:

Promotions from Vendor Partner #1:

· Expectations to assure mutual success:

· New product launches:

· GWP/PWP:

· Support Materials:

Promotions from Vendor Partner #2:

· Expectations to assure mutual success:

· New product launches:

· GWP/PWP:

· Support Materials:

Preparations:

· Training:

· Merchandising/Displays:

· Soft Sell Opportunities:

· Cross Sell Opportunities:

· Special Events:

· Goals and Incentives 

· Individual:

· Group:

· Prize:

· PR Outreach:

· Advertising:
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