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The Marketing Mix: The Four Ps

Marketing can be divided into two major concepts, the four Ps of marketing – the marketing mix and the two Cs of marketing.

The four Ps:
1. _________________________
2. _________________________
3. _________________________
4. _________________________

1. PRODUCT: must be considered in terms of quality, design, features and benefits.

	Characteristics
	Description
	Examples

	Quality



	
	

	Design



	
	

	Features



	
	

	Benefits



	
	



Product service mix: a retail store provides services and a service business sells a product.  The resulting product/service mix can increase sales to existing customers and attract new ones. 

Examples:

2. PRICE: must be set to ensure their success.

Price sensitivity: __________________________________________________________________________________
__________________________________________________________________________________________________
Provide an example of a product you like but that you don’t buy because it’s too expensive. Does price sensitivity relate more with supply or demand? Explain why.
____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

3. PLACE: refers to channels of distribution.

Channels of distribution:_______________________________________________________________________________
______________________________________________________________________________________________________

There are three types of channels of distribution that a marketer can use: direct, indirect and specialty.

	Channels
	Description
	Examples

	Direct 


	
	

	Indirect (importers, wholesalers and retail)

	
	

	Specialty


	
	



The Two Cs of Marketing 
In order to put together a marketing mix, the marketing department must consider two major external factors, the competition and the consumer.

The Competitive Market
The competitive market is all sellers of a specific product, often expressed in terms of the total dollars spent annually on the product. 

Market Share: ________________________________________________________________________________________
Market Segment: _____________________________________________________________________________________
Examples of market segments in the soft drink market – flavoured, diet and energy drinks.
Can you think of two ways that a company can increase market share?
1. ___________________________________________________________________________________________
2. ___________________________________________________________________________________________
Direct Competition: ___________________________________________________________________________________
Examples:  Google and Yahoo.  Can you think of another?_____________________________________________
Indirect competition: _________________________________________________________________________________
Examples: Pizza Pizza and Pita Pit.  Can you think of another?___________________________________________

The Consumer Market
Companies study the consumer market in hopes of creating a marketing mix that appeals to their ideal target market. These consumers can be identified in many ways, including demographics and lifestyle.

Demographic:______________________________________________________________________________________
1._____________________________  2.________________________________  3._____________________________
4._____________________________  5.________________________________

Lifestyle: the way people live, including their values, beliefs, and motivations.
Lifestyle can cross all demographic boundaries. Unless companies consider lifestyle marketing, the potential consumers in these groups will miss their message.

Family Life Cycle: 
1.______________________________  2.________________________________  3._____________________________
4.______________________________  5.________________________________  6.______________________________




