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Marketing Mix: product 

Starter activity:
	Key terms
	Definition

	Marketing mix
	

	product
	

	brand
	

	Unique selling point/proposition
	



What are the four P’s of the marketing mix?
……………………………………………………………………………………………………………………………………………………………….
……………………………………………………………………………………………………………………………………………………………….
……………………………………………………………………………………………………………………………………………………………….
……………………………………………………………………………………………………………………………………………………………….
Describe what makes a successful product?
……………………………………………………………………………………………………………………………………………………………….
……………………………………………………………………………………………………………………………………………………………….
……………………………………………………………………………………………………………………………………………………………….
……………………………………………………………………………………………………………………………………………………………….








Support notes:
[image: ]


[image: ]
[image: ]
[image: ]







Development activity:
After watching the video, construct a flowchart outlining the main stages of product development. 











Extension task (optional): Make a written summary to explain what happens in each stage and why it is important.
……………………………………………………………………………………………………………………………………………………………….
……………………………………………………………………………………………………………………………………………………………….
……………………………………………………………………………………………………………………………………………………………….
……………………………………………………………………………………………………………………………………………………………….
……………………………………………………………………………………………………………………………………………………………….
……………………………………………………………………………………………………………………………………………………………….
……………………………………………………………………………………………………………………………………………………………….
……………………………………………………………………………………………………………………………………………………………….
……………………………………………………………………………………………………………………………………………………………….
……………………………………………………………………………………………………………………………………………………………….
……………………………………………………………………………………………………………………………………………………………….
Practice Activity: 
List the costs and benefits of new product development.
	Costs
	Benefits

	


	

	


	

	


	

	


	

	


	


 
                                                                                         OR
Extension task: Make a brief written report outlining the possible costs and benefits of developing a different new product.
……………………………………………………………………………………………………………………………………………………………….
……………………………………………………………………………………………………………………………………………………………….
……………………………………………………………………………………………………………………………………………………………….
……………………………………………………………………………………………………………………………………………………………….
……………………………………………………………………………………………………………………………………………………………….
……………………………………………………………………………………………………………………………………………………………….
……………………………………………………………………………………………………………………………………………………………….
……………………………………………………………………………………………………………………………………………………………….
……………………………………………………………………………………………………………………………………………………………….
……………………………………………………………………………………………………………………………………………………………….
……………………………………………………………………………………………………………………………………………………………….
……………………………………………………………………………………………………………………………………………………………….
……………………………………………………………………………………………………………………………………………………………….
……………………………………………………………………………………………………………………………………………………………….
……………………………………………………………………………………………………………………………………………………………….
……………………………………………………………………………………………………………………………………………………………….














Support notes:
Most businesses go through the following process of product development:
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Revision summary: the marketing mix
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The four Ps of the marketing mix

® Product. This applies to the product itself — its design and quality. How does the
product compare with its competitors” products? What is the packaging like?

® Price. This is the price at which the product is sold. A comparison must be made
with the prices of competitors’ products. Price should, in the long run, cover costs
(see Chapter 13).

® Place. This refers to the channels of distribution that are selected. That is, what
method of getting the product to the market is to be used? Will the manufacturer
sell their product to shops who sell to the public, or to wholesalers, or direct to the
customers? (See Chapter 15.)

® Promotion. This is how the product is advertised and promoted. What types of
advertising media will be used? It includes discounts that may be offered or any

other types of sales promotion, such as money-off vouchers or free gifts (see
Chapter 14).
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What makes a product successful?
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Need to decide which ideas to abandon and which to research futther. Some
produ:ts may be too expensive fo manufacture, other produ:ts would probdﬂy
not sell well.

The Markefing department now looks in detail at the remaining ideas. They assess
how large they think the sales would be and the likely size of the market share, A

breakeven analysis (see Chapter 18] is carried out to see how many sales would

be needed to cover costs. Development costs should also be included.

A protolype allows the Operations department to see how a product could be
manufactured. It also allows them to foresee any problems with the manufacturing
process. Many large companies use computer simulations for part of this process.

The product is launched on to one small part of the market. This allows the
company to see how well the product sells without committing large amounts of
money for a national launch. If the product does not sell well, it can be altered or
scrapped without too much harm o the company.

The product is launched on to the main market. This will probably be the national
market 1o begin with. Later it could be exported.
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