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Lesson 01: The marketing mix 1 
The Ps 
The marketing mix is the combination of techniques used to market a brand. The techniques are often called the Ps. Originally there were four Ps: 
*Product (or service): what you sell, and the variety or range of products you sell. This includes the quality (how good it is), branding (see Units 16–18), and reputation (the opinion the consumers have) of the product. For a service, support for the client after the purchase is important. For example, travel insurance is often sold with access to a telephone helpline in case of emergency. 
*Price: how much the product or service costs. 
*Place: where you sell the product or service. This means the location of your shop, or outlet, or the accessibility of your service – how easy it is to access. 
*Promotion: how you tell consumers about the product or service. The promotional mix is a blend of the promotional tools used to communicate about the product or service – for example, TV advertising. 
Today some marketers talk about an additional four Ps: 
People: how your staff (or employees), are different from those in a competitor’s organization, and how your clients are different from your competitor’s clients. Physical presence: how your shop or website looks. 
Process: how your product is built and delivered, or how your service is sold, delivered and accessed. 
Physical evidence: how your service becomes tangible. For example, tickets, policies and brochures create something the customers can touch and hold. 
Marketing a new product 
A small educational games company is launching a new game to teach English vocabulary to beginner learners. The marketing manager, Dominic Dangerfi eld, is making a presentation  using PowerPoint slides.
	 The Turnover Game 
PRODUCT: 
• Innovative way to learn new vocabulary 
• Launch: how we are planning to introduce the product onto the market 
PLACE 
• Distribution: high street retailers and mail order via website and catalogues 
• Delivery: fi ve days by mail order or straightaway in shops 
PROMOTION 
• Advertising: in children’s magazines 
• Direct marketing: insert catalogue in Parent magazine 
PEOPLE 
• Customers: educated, city-dwellers with pre-teen children, school teachers 
• Competitors: they have a larger sales force to sell their products 
PRICE 
• Premium pricing: 20% above market average for a CD-ROM 
• Special deals: 15% discount for schools




Task 1: A marketing manager is talking about the marketing mix for a brand of cleaning  products. Choose the correct words from the brackets to complete the text. 
1. Our (staff / reputation / competitors) are highly motivated. We really believe in our brand.  For 
example, our (consumers / employees / customers) are always trying to improve what we do. 2. Our (tools / range / support) includes detergent, toilet cleaner and sponges. 3. We use a lot of (advertising / presence / promotional), usually in women’s magazines. 4. You can find the brand in supermarkets and local shops. The (tangible / accessibility /  process) of our (staff / mix / outlets) is important. We need to be in a lot of (locations /  supports /distributions) so that we are easy to find. 
5. We are more (accessibility / reputation / expensive) than our (competitors / staff / sales) but we offer good credit terms and we sometimes run special (deals / processes / support). 
Task 2: Complete the text using words from the box. 
	 Advertising mix price products promotional




Marie Curie Cancer Care is reviewing its marketing strategy in an attempt to attract a wider audience. It will stop using (1)………………… techniques, such as mailings and  events. 
Television (2)………………… and face-to-face marketing are both being tested in a bid to supplement the charity’s typical over-60s donor base with younger supporters. If tests prove successful, they will become part of Marie Curie’s marketing (3)………………….. . In addition, Marie Curie Cancer Care is expanding its online shop. Stylish handbags at a (4)………………….. of £10 are attractive to younger customers. Marie Curie Cancer Care says it is responding to customers’ needs and wants by selling elegant fashion wear (5)……………………. . 
Task 3 : Do the following words and expressions refer to product, price, place, promotion,  or people? 
	Accessibility customers discounts location sales force Branding delivery distribution quality special deals Competitors direct marketing launch reputation support




	product 
	price 
	place 
	promotion 
	people

	Branding 
Launch 
Quality 
Reputation 
support
	Discounts 
Special deals
	Accessibility 
Delivery 
Distribution 
location
	Direct  
marketing
	Competitors 
Customers 
Sales force




Answer Key: 
Task1: 
1. Staff, employees 
2. Range 
3. Advertising 
4. Accessibility, outlets, locations 
5. Expensive, competitors, deals 
Task2: 
1. Promotional 2. Advertising 3. Mix 4. Price 5. Products
