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What we will cover

1 What marketing does

Product
what
we sell

2 Market segmentation

3 | Market research

Promotior Price
how we tell how much

4 | The marketing mix (4 Ps)

5  Product life cycle

o the four Ps
6  Place & distribution
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What marketing does

the role markets

satisfy customers, grow
sales $HE%0 & mar-

ket share 1730,
build loyalty Hif &

a niche market & 1%
is small & special; a mass

market K237 is large

Advertising

Market research

Market segmentation

the business can design a product
to fit each group,

the whole
market

split into segments (here, by age)

it can aim its advertising at the
right people,

it can spot gaps in the market.

Market research w37 i#F
informs decisions:

m primary —FiF#ff — new data

primary (new data: surveys) (surveys); fits, but costly

market research

m secondary — FiFHf —
existing data; cheap, but may
be old

A good sample 775 must be
typical.

secondary (existing data)
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LThe mix

The marketing mix: the four Ps

Product
what
we sell

The mix

The marketing mix Z44404:

m Product — what we sell

marketing
mix (4Ps)

Promotion Price .
how we tell ey migel u Price — how much

u Place — where to buy

u Promotion - how we tell

Marketing [ra—
L The mix LThe mix

Product life cycle Place and distribution
A distribution channel 434{2Ei& is the path from producer to customer.
m short channel — more control
intrp- growth maturity decline
duction | RO m long channel — wider reach
-~ Sales over four stages:
introduction, growth, maturity,
8 decline. Extension short channel (more control)
©
@ ifrt:tgsg‘;’” strategies i< 5% (a new use,
new design or lower price) keep I maker l—-|customer|
sales going.
Time long channel (reaches more buyers)
I maker HwholesalH retailer I—-Icustomerl

Worked example — the marketing mix

A firm launches an energy drink aimed at
students. Suggest its four Ps.

m Product: a drink and can designed for
students — caffeine, bold branding.

The four Ps must be con-
sistent: a premium price
with cheap packaging

fails. Always tie every P
m Place: campus shops, vending machines, back to the target market

online — where students already are. in the question.

m Price: penetration pricing — low, to win
share in a market full of rivals.

m Promotion: social media and campus
events = all four must fit each other and
the customer.
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L Recap

Topic 3 — key takeaways

° Segmentation

split a market into similar groups

o Four Ps

product, price, place, promotion

o Research

primary (new) vs secondary
(existing)

o Life cycle

introduction, growth, maturity,
decline

Check yourself

What is a niche market?
Which research collects brand-new data?

)

Name the four Ps.

What is the first stage of the product life
cycle?

Answers 1. a small market with special needs 2. primary research 3. product, price,
place, promotion 4. introduction




