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 Marketing Plans 101     
A marketing plan is an essential marketing tool for every small business. Answer these 

10 questions to help you develop your marketing plan: 
1. Marketing Strategy: How will your marketing plan support your business goals? 

Before you start developing your marketing plan, you need to have a very clear idea  
of what you want to accomplish. This is your marketing strategy, and it is directly  
related to your business goals and objectives. Your marketing strategy outlines what  
you want to do, and the rest of this marketing plan will provide details on how you will 
do it. 

2. Mission Statement: What are you trying to accomplish, and why? 
In your marketing plan, your mission statement is the foundation. Although it may not 
play a direct role in your marketing activities, your mission statement focuses on your 
business goals and helps you make sure that the marketing activities you conduct  
support the business's overall objectives. It's an effective tool to refer back to  
whenever you start to question if you are still on the right track. 

3. Target Market: Who are you trying to reach with your marketing activities? 
Take time to conduct market research so you can identify:  Who your target audience is, Where you can find them, What 
they value as important, What they are worried about and What they need right now 
4. Competitive Analysis: Who are you up against, and where do you rank? 
One of the best ways to research your target market and prepare your own marketing activities is by looking at your  

competition. You should know who is out there selling something similar to what you are selling, especially if they are selling 
it to consumers that fit your ideal customer profile. Take a hard look at what they are doing right, and what they may be  

doing wrong. 
5. Unique Selling Proposition: What makes your business unique?   
Once you know what you're up against in the market, you need to identify the approach that will set you apart from 
everyone else. What makes your business, products and services unique and desirable to your target market? 

6. 6.  Pricing Strategy: What will you charge, and why? 
7. If you have a traditional business plan, then you have already spent a great deal of time researching the best price point for  
8. your products and services. Now, it's time to relate that pricing information to your marketing activities. 

7.   Promotional Plan: How will you reach your target market? 
Your promotional plan should combine a variety of marketing activities and may include: Advertising, Packaging, Public 
relations, Direct sales, Internet marketing, Sales promotions, Marketing materials, Other publicity efforts  
8. Marketing Budget: How much money will you spend, and on what? 
As you outline a promotional plan, you will need to have a budget in place so you can determine which activities you can 
afford while staying within your budget. Unfortunately, most new small businesses have a limited budget when it comes to 

marketing, so creating a promotional plan that works with the funds you have available is vital. 

9. Action List: What tasks do you need to complete to reach your marketing goals? 
Outlining exactly what you need to do and when you need to do it is an important part of your marketing plan. This will   
become your task list that guides you through every one of your promotional activities. Your action steps will help you stay 
on track so you can make consistent progress, without having to regroup and recreate the wheel every time you're ready to 
take a step. 
To create your marketing plan action list, you will follow the same process you use when you manage your regular daily 

tasks: You will take the end goal, and break it down into a series of single-step tasks that will lead you to achieving your 
goal. 
10.  Metrics: How are you implementing, and where can you improve?  
All of this work you've put into creating a marketing plan for your small business will go out the window if you can't track 
and measure the results of your activities. This step will allow you to take your marketing plan from a one-time, static 
document and turn it into a breathing blueprint that will grow and develop with your business. 

 

Once you have completed each step, you will have a marketing plan that you are ready to use as a blueprint for your 
marketing activities in your small business. 

 

From:  About.com 

 

http://sbinformation.about.com/od/marketingsales/tp/marketing-guide-for-small-business-startups.htm


 
 
 

  MONTANA DEPARTMENT OF TRANSPORTATION  
      MDT holds two bid lettings each month. 
      Proposed for letting August 2012: 
     
    UPN/UNIT   PROJECT ID FINANCIAL       PROJECT DESIGNATION TYPE OF CONSTRUTION LENGTH 
       DISTRICT       MILES 
 

CBI-NHTSA-MT 1-1(79)45 1 LIBBY CREEK – SOUTH RECONSTRUCTION – WITHOUT 3.7 
    ADDED CAPACITY 
 
IM 94-5(36)178 4 TERRY-EAST (WB) RESURFACING – ASPHALT  6.6 
    (THIN LIFT<=60.00MM)(INC 
    SAF IMP)(PAVE PRES) 
 
IM-ER 94-6(56)228 4 SLD RPR-13M E GLENDIVE ROADWAY & ROADSIDE  
    SAFETY IMPROVEMENTS 
 
NH 60-2(96)71 3 ARMINGTON JCT – BELT HILL RESURFACING-ASPHALT 4.0 
    (THIN LIFT<=60.00MM)(INC 
    SAF IMP)(PAVE PRES) 
 
NH 57-1(7)0 3 ARMINGTON JCT – EAST RESURFACING – SEAL &  6.9 
    COVER 
 
STPP 60-2(98)60 3 RICEVILLE HILL-ARMINGTON RESURFACING-SEAL &  10.9 
   JCT COVER 
 
STPS 540-1(14)0 2 EAST RIVER ROAD-S OF  RECONSTRUCTION –W/O 0.1 
   EMIGRANT ADDED CAPACITY 
 
STPS 238-2(4)61 5 4 KM NORTH OF RYEGATE- RECONSTRUCTION-W/O 3.9 
   NORTH ADDED CAPACITY 
 
HSIP 340-1(4)4 4 SF 099 SIGNING, SLOPE SIGNING, PAVEMENT MARKINGS, 
   FLATTEN CHEVRONS, ETC. 
 
BR 11-1(48)56 2 YELLOWSTONE R – NE OF BRIDGE REPLACEMENT WITH 0.7 
   LIVINGSTON NO ADDED CAPACITY 
 
CBI 1-3(68)256 3 CUT BANK – SHELBY RESURFACING-SEAL & COVER 22.2 
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Welcome, 
Recently 

Certified DBEs! 

 
Paint-All Inc 

Kristen Grimsrud 
Commercial and institutional 
painting, sandblasting, 
resurfacing water tanks 
 
Omni Elevator Company 
Inc 
Margaret Bess 
Elevation installation, 
elevator repair, maintenance 
and inspection 
 

DBE Project Specific Goals 
Project Specific Goals are HERE!  What does that mean to the DBE Community? 
Project Specific goals do not mean that DBE contractors will automatically be  
awarded contracts, DBEs will need to remain or become more competitive to  
make this program work.  If you need assistance from the DBE program to make  
that happen, please contact us and we can give you the assistance that you need.  
 
It also means that it is the DBE’s responsibility to ensure their contact information  
is correct including phone number and fax numbers, that the work codes and  
NAICS codes in the DBE Directory are correct.  We want to ensure that all the  
Information we provide to the prime contractors is the most current information available.  
Contact the DBE office immediately anytime changes need to be made. 
 
To check on your information in the directory, you can click here:  
http://www3.mdt.mt.gov:7782/mttplc/mttplc.tplk0002.contractor_init  
 
We also need to know if you are currently not bidding or do not want to be contacted, and you will be removed from the 
contact list. 
 
Please also give consideration to primes when they contact you for a bid, ensure that you are reading the DBE Quote 
Request and make note of the date and time that the bid is needed, and make sure you respond ever if you are not 
submitting a bid.  In order to get Good Faith Effort credit, we require the Prime to submit the quote request at least 5 
business days before they want the bid back. 
 
And, finally, keep track of any contact you have with primes when there is a project specific goal, we will be contacting you 
to verify that you were contacted as the prime stated. 
 

   

       For the first       

     ever…DBE                                 

Summit/ 

    Networking  

Event 

                     

   01/09/13 

  In Helena 

 

http://www3.mdt.mt.gov:7782/mttplc/mttplc.tplk0002.contractor_init
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DBE participation for MDT Awarded Contracts for April and May: 
 

Prime   Location    Project    DBE 
DBE                      Participation 

 
Asphalt Surface Technologies Corp  North of Roundup – N  NH 61-1(16)7    6.93% 
 Arrow Striping 
 
Helena Sand and Gravel Inc  Bell Crossing- North & South STPS 269-1(37)12 &    0.00% 
     Stevensville – South  STPS 269-1(39)17 
 
Highway Technologies Inc – Msla  SF 099 E of Idaho Border  HSIP 93-1(17)10    0.00% 
 
Highway Technologies Inc – Msla  SF089 Skyline S Pablo Canal HSIP 24(36)    0.00% 
 
Knife River – Belgrade   Livingston – S   UPP 7406(9) & STPP-NH 11-1(69)53 13.66% 
 Arrow Striping 
 
Knife River – Missoula   South Ave – Bow to S Higgins UPP 8120(7), UPP 8199(100)  15.6% 
 Arrow Striping       UPP 8108(2), UPP 8121(4) 

 
Montana Lines Inc   10

th
 Ave S &  2

nd
 St – GTF  NH 60-2(83)95    11.92% 

 Highway Specialties 
 

Mungas Company Inc   Skalkaho Road/MT 11-1  ER 81024(9)    0.00% 
 
Nelcon Inc    Stanford – East & West  NH 57-2(28)34    4.40% 
 Arrow Striping 
 
Prince Inc    South of Bloomfield – South STPS 254-1(26)9    4.51% 
 Arrow Striping 
 

Riverside Contracting Inc – Msla  Loma – Box Elder   NH 10-2(34)52    10.06% 
 Highway Specialties 
 
Riverside Contracting – Msla  Laurel – South   NH 4-2(37)53    0.00% 
     North of Billings – N  NH 16-1(52)12   
 
Sandry Construction Co Inc  Dena Mora Rest Area  IM 90-1(188)5    0.30% 
 Kootenai Surveyors 
 
Schellinger Const Co Inc   Deep Creek Canyon – East STPP 14-1(26)23    4.59% 
 Highway Specialties  SF 099 S of White Sulpher Springs HSIP 14-2(31)28 
 
Schellinger Const Co Inc   N of Three Forks – North  NH 8-4(46)105    0.00% 
 
United Materials of Great Falls Inc  River Dr – 25

th
 to 38

th
  NH 102-1(8)4    5.38% 

 
United Materials of Great Falls Inc  Smelter Ave – 3

rd
 St – Div Rd STPU-CM 5201(19)   1.51% 

 

 

Average Participation            2.83% 

This is where the DBE Program has been in the month of July: 
 

     

 

Senator Jon Tester’s Small 

Business Opportunity Workshop 

in Bozeman 

Tour of the Bakken oil 

fields in Eastern Montana 

Native American 

Development Corporation 

Bidding and Estimating 

workshop in Great Falls 



 
 

 
 
 
 
 
 
       
 

 

MDT Civil Rights Bureau Directory 

Wendy Stewart  westewart@mt.gov  (406)444-6337 
DBE Program Manager/Certifications 
 
Shannon Hahn  shahn@mt.gov   (406)444-7287 
DBE Supportive Services Coordinator 
 
Andy Hyatt-Marcucci ahyattmarcucci@mt.gov  (406)444-6331 
Compliance Technician 
 
Alice Flesch  aflesch@mt.gov   (406)444-9229 
ADA Coordinator 
 

Bill Anderson  bianderson@mt.gov  (406)444-6334 
Title VI & EEO Compliance Specialist 
 
Kathy Terrio  kterrio@mt.gov   (406)444-9270 
EEO & Labor Compliance Specialist 
 
Patti McCubbins  pmccubbins@mt.gov  (406)444-6042 
Civil Rights Bureau Chief 
 
Montana Department of Transportation 

2701 Prospect Avenue 
P.O. Box 201001 
Helena, MT  59620-1001 
Phone:  (406)444-6331 
Toll Free:  (800)883-5811 
Fax:  (406)444-7243 

TTY:  (800)335-7592 
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Take a class anywhere, anytime with the Small 
Business Training Network (SBTN).   The SBTN is 
a virtual campus offering online courses, 
publications, and other forms of technical 
assistance.  Courses are self-paced and take 
about 30 minutes to complete. 
Available classes include:   
 Strategies for Growth 

Construction Safety & OSHA 
Compliance  
IRS Resources for Small Business 
Owners 
Recordkeeping 

Access the full listing at:  
http://www.sba.gov/category/navigation-
structure/counseling-training   

 

August  
 

8/1 Montana Women Business Owners: Get 
Plugged in and powered up for growth 
8:30 am – 3 pm, 855 Front Street, Helena 
For more information:  
http://mtaug12012.eventbrite.com/  

 Cost:  $25 
 
8/1 Innovation Initiative Roundtable:  Funding 

Employee Training 
5 pm, MonTEC, 1121 East Broadway, 
Missoula 
For more information: 
Contact:  Brigitta Freer 541-6461 

 
8/2 Innovation Roundtable, Educational 

Resources For Business 
9 am, MonTEC, 1121 East Broadway, 
Missoula 
For more information: 
Contact:  Brigitta Freer 541-64-61 

 

8/8 Innovation Initiative Preparing 
for Angel Investors 
5 pm, MonTEC, 1121 East 
Broadway, Missoula 
For more information: 
Contact:  Brigitta Freer 541-6461 
 

8/9 Innovation Initiative Expert On 
Site 

 9 am, MonTEC, 1121 East 
Broadway, Missoula 
For more information: 
Contact:  Brigitta Freer 541-6461 
 

8/28 Governor’s Innovation Day and 
Innovative Business Awards 

 10 am, MSU, Bozeman 
 For more information: 

Contact:  Tina Volpe at 651-964-
3334 
Cost:  $40-$75 
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