MARKETING


4P’s of Marketing




Name     
Directions:  In the blank provided, write the marketing mix element that is illustrated by each statement.  What are the four elements? 

     ,      ,      ,       
1. An article in a newspaper explains that a new business is about to open.      
2. A business analyzes what competitors are charging for products.       
3. A consumer answers survey questions after tasting a new food item.       
4. Sleds are stored in a warehouse until a toy store is ready to sell them.      
5. A quick-serve restaurant adds salads and fruit selections to its menu.      
6. A salesperson explains to a customer how to operate the Ipod Nano.      
7. A department store marks up cookware by 20% over cost.      
8. A retail store provides customers with a variety of products they want.      
9. A business decides to use billboards rather tan radio commercials.      
10. A company ships finished products to retailers by truck.      
11. A clothing store marks down items that are out of season to reduce inventory.      
12. A sport goods store decides to carry a line of tennis racquets.      
13. Businesses find out what type of products the competition is offering.      
14. A business offers the first ten customers free product samples.      
15. A bookstore develops an online catalog and ordering system.      
16. A business tracks the number of products in inventory.      
17. A granola cereal offers strawberry and blueberry granola cereal as an option.      
18. A customer buys a magazine while waiting in the checkout aisle.      
19. An Internet site asks site visitors whether they are satisfied.      
20. A firm runs an advertisement in the newspaper.      
Case Study Question:  

21. A small computer business realizes that it needs to offer something unique to its customers since its large competitor offers a variety of products and lower prices.  What can the small business do to compete?  What aspect of the marketing mix should be addressed?
The popularity of the home theater system is increasing greatly.  Today, many households are buying home theatre systems.  This has resulted in those households wanting theater seating for their homes.

Ray Wilson, a furniture manufacturer, hired a research firm to determine how many consumers were purchasing theater systems for their homes.   The firm surveyed a sample of consumers as well as retailers to obtain the information.  The firm also conducted research to find out what type of furniture consumers were using for seating.  The firm was able to tell Ray that there was a significant market for seating designed specifically for home theater systems.  

Ray asked his design department to design a new type of seating that would be attractive to customers as well as comfortable.  Then, the newly designed theater seats were made according to specifications.  Ray calculated how much each seat cost to manufacture and set a wholesale price that covered expenses and earned a reasonable profit.  The finished theater seats were transported by railroad car and common carrier to the whole sales who had ordered them.  

Upon receiving the seats, the wholesalers shipped some to retailers and warehoused the remainder to cover future orders.  One retailer who purchased the theater seats put one on display with a plasma TV and accessories to show how it would look in a home.  A salesperson pointed out to customers the features and quality construction of the theater seat.  

Questions:

1.  How did Ray conduct marketing-information management or marketing research?       
2.  Which element of the marketing mix includes market research?       
3. What type of product planning did Ray do?      
4.  Who do you think is the typical customer (target market) of a home theater system?       
5.  What activities were involved in the pricing function?      
6.  How did Ray use the distribution or place function? Consider both manufacturer, wholesaler and retailers.      
7.  What activity is an example of the promotion function? Remember to consider mass communication and one-to-one communication.       
8. How do you think Ray should promote his theater seating?       
