
4.5 The Four Ps
Product, price, promotion, place



The First P: Product

▶ In the marketing mix, PRODUCT provides a solution to a customer problem.

▶ The same product could be a solution to different problems identified. 

▶ Examples?







Strategies

Price 
Reductions

Repackaging

New MarketsRedesign

Product 
Differentiation



Boston Consulting Group (BCG) matrix
▶ Designed to show companies the need for a balanced portfolio



Branding

▶ What are all of the elements that comprise a company’s brand?

▶ Name? Signs? Logos? Slogans? Color scheme? Fonts?

▶ Yes, it includes all of these, but is much more: 

▶ https://www.youtube.com/watch?v=5P05PTnOpww

▶ Aspects of branding – what are the following?

▶ Brand awareness

▶ Brand development

▶ What can happen if a brand is so popular that it is often confused for the whole category, like Kleenex?

▶ Brand Loyalty

▶ Why is this important?

▶ Brand Value

▶ The premium that a customer will pay for a brand over and above the product itself

https://www.youtube.com/watch?v=5P05PTnOpww


Packaging

▶ Impacts perceptions of a product – why?

▶ Differentiates from the competition

▶ Practical:

▶ Protects from damage

▶ Labels provide info

▶ Promotional tool

▶ Can be costly

















The Second P: Price

▶ Determining the right price is an essential marketing decision: why?

▶ What factors must be weighed when determining the price of a product?



Types of Pricing Strategies

▶ Cost-plus pricing

▶ What is it and what is good/bad about it?

▶ Penetration pricing

▶ Meant to get into a new market

▶ What are the 2 negatives could happen?

▶ Price skimming

▶ Setting a high initial price for a product

▶ How can companies get away with this?

▶ Psychological pricing

▶ What kind of companies would not want to use this?



More Pricing Strategies

▶ Loss leader

▶ Examples?

▶ Price discrimination

▶ When a product is sold at different prices to different customers

▶ Examples?

▶ Price leadership

▶ Just what it sounds like

▶ Must have a dominant market share (real or perceived)

▶ Predatory pricing

▶ Why is it called this?



The Third P: Promotion

▶ What is the main goal of promotion?

▶ What is in the promotional mix?

1. Advertising

2. Personal selling

3. Direct marketing

4. Sales promotion

5. Public relations

▶ Promotion can be informative, persuasive or meant as a reminder

▶ Which is the most common?

▶ Examples?

▶ Persuasive techniques…























Types of Promotion

▶ There are two main categories of promotion:

▶ Above the line (ATL)

▶ Below the line (BTL)

▶ What is the difference?



Above the Line Promotions

▶ Broadcast Media

▶ TV Ads

▶ Highest form of advertising – why?

▶ Advantages/Disadvantages?

▶ What has changed in recent years?

▶ Radio

▶ What are the positives with radio advertising?

▶ What are the negatives?



Above the Line Promotions

▶ Print Media

▶ Newspaper

▶ +/- ?

▶ Magazine 

▶ Why are they better/worse than newspaper ads?

▶ Outdoor

▶ +/- ?



Below the Line Promotions

▶ Branding – what are the top brands in the world?

▶ http://www.forbes.com/powerful-brands/list/#tab:rank

▶ Slogans

▶ Must be simple, catchy and should talk about the product’s benefits to the 
customer

▶ Logos

▶ http://www.adweek.com/adfreak/40-brand-logos-hidden-messages-starting-most-f
amous-one-160798

▶ Word-of-mouth

▶ Why is this such a powerful promotional tool?

http://www.forbes.com/powerful-brands/list/#tab:rank
http://www.adweek.com/adfreak/40-brand-logos-hidden-messages-starting-most-famous-one-160798
http://www.adweek.com/adfreak/40-brand-logos-hidden-messages-starting-most-famous-one-160798


Below the Line Promotions

▶ Direct marketing

▶ What are the two types?

▶ Sales promotions

▶ Meant to spur product sales

▶ Coupons, premiums, contests/sweepstakes, sponsorships, loyalty programs, etc.

▶ Point-of-purchase promotions

▶ What type of product is this meant to sell?

▶ Publicity

▶ What is the major positive of this and why?



Guerilla/Stealth/Ambush Marketing

▶ Promoting a product in an unconventional manner. 

▶ Most ambush marketing happens when the customer doesn’t know they are 
being promoted to.

▶ What is good/bad about this method?
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The Last P: Place (Distribution)

▶ Commonly called “channel management” now.

▶ Physically, how do the products get into a customer’s hands?

▶ How are services distributed?

▶ What is a channel of distribution?

▶ What are the different entities?

▶ Wholesalers

▶ Distributors

▶ Agents

▶ Retailers



Specialty Channels of Distribution

▶ Manufacturers may want an alternative form of distribution for the following 
reasons:

▶ Don’t have to share profits with intermediaries

▶ Companies have direct control over their products

▶ Customers trust online transactions

▶ Can reach customers that don’t have access to retail stores

▶ Types of specialty channels:

▶ Telemarketing

▶ E-Commerce

▶ Vending machines

▶ Mail order


