
MARKETING MIX 

The marketing mix is a combination of price, product, place and promotional strategies that a business sets to pursue its 

marketing objectives, also known as the 4Ps. 

 

 

 

 

 

 

 

 

 

 

 

 

 

Promotion 

How the product will be made known to the target market. Promotion is 

about creating awareness. This includes advertising, word of mouth, press 

reports, offers etc. It is important that the promotion designed persuades and 

informs potential consumers. Promotional activities can be expensive so it is 

important that a business considers the promotional activities (promotional 

mix) carefully.  

Sales promotion – a short term tactic used to persuade the buyer to purchase 

e.g. Buy one get one free, Coupons, competitions, giveaways, 3 for 2. 

Advertising – communicating a message to as many people who are likely to 

purchase the product. This form of promotion usually incurs a cost. E.g. Tv 

adverts, newspapers, direct mail, radio 

Product 

Refers to the item being sold. The product must deliver a minimum level of 

performance and meet the needs/wants of the target audience otherwise 

the product will not be a success. 

When considering the product a business should consider: 

 The size, weight 

 Level of quality 

 Packaging 

 Function 

 Design 

Price 

The value that is given to a product. The price set depends on the cost to 

produce the good, the target audience, the price of similar products on the 

market. The price charged by a business can also help to differentiae a product 

and create the image of a product 

Pricing strategies: 

Price skimming – setting price high and reduce over time as demand for first 

initial customers is satisfied and need to attract the next income level.  

Price penetration – setting the initial price low and then increasing over time. 

Expectation is that customers will switch to new brand due to low price. 

 

Place 

Place refers to how the product is made available (distributed) to the 

consumer, making it easy for them to buy. Retailers pay a premium for the 

right location. 

A business must consider how widely they will make their product available. 

Will they use retailers and or wholesalers to stock their goods to sell? 

Direct: the company sells directly to the selected consumers. 

Retailers: A business that sells goods to the public for consumption in small 

quantities e.g. your local newsagents 

Wholesalers: A company that purchases great quantities from 

manufactures. They then sell these goods in large qualities to other retailers 

e.g. Cash & Carry 



Extension Students’ information: 

 

 

 

 

 

 

 

 

 

 

 

 



 

 

 

 

 

TASKS 

1. Define the following terms: Marketing mix, product, price, place, promotion, price skimming, price penetration, 

direct distribution, retailer, wholesaler, sales promotion, advertising 

2. Design the marketing mix for your product. You could do this using a grid like the one above. Remember to write up 

your justifications to your decisions e.g. what are the advantages of your chosen strategies for your product idea, 

why not the other strategies? 

3. Design a TV advert using the storyboard worksheet and following the guidance provided. 

4. Design the packaging for your product, using the guidance sheet provided. 


