Business and Entrepreneurship - Marketing
1 of 25 - Welcome
Welcome to this session on Marketing. 
In this session we will be covering:
· How Marketing Affects the Business, including:
· The Purpose of Marketing
· 7 P’s of Marketing
· Marketing Methods
2 of 25 – Introduction
Marketing is about trying to satisfy customers so that they will return and make more purchases. It is the management process which involves finding out what consumers want and satisfying consumer requirements profitably. 
This can be done in a number of ways, like carrying out research to find out what products customers want or researching and developing products for the market. It is also important for a company to decide on suitable packaging for the products, as well as deciding where to sell the products.
It is vitally important for the organisation to set a suitable price for the products so that a profit is made and that they are advertised, promoted and sold effectively.  
3 of 25 – The Marketing Mix
So what does an organisation focus on in terms of marketing?
7 P’s of Marketing Mix.
· Price
· Promotion
· Physical Environment
· People
· Product
· Process
· Place
4 of 25 – The Marketing Mix 4P’s
You may be familiar with the 4P’s of marketing:
· Product 
· Place 
· Price 
· Promotion
The 4P’s apply to organisations that provide a product.

Check out the following video:
https://www.youtube.com/watch?v=Mco8vBAwOmA 
For organisations that supply a service, the 7P’s apply.  The 4P’s PLUS:
· People
· Process
· Physical Environment
5 of 25 – The Marketing Mix -Product
PRODUCT
A product is “an article or substance that is manufactured or refined for sale”.  It can also be defined as “anything that is capable of satisfying customer needs”.  
The product should fit the task consumers want it for and should be fit for purpose. 
Customers make their own decisions regarding the products they buy; they will look at information on products and then decide what is best for them.  Companies take this into account when producing goods for sale, they need to, to remain competitive and make a profit.  
Think about the products that the Coca-Cola Company offers. How has this product portfolio changed since they were founded in 1886? What factors have affected their products over the years?
· Founded in 1886 by pharmacist Dr John S Pemberton in Atlanta, Georgia, The Coca-Cola Company is the world's leading manufacturer, marketer and distributor of non-alcoholic beverage concentrates and syrups, and produces nearly 400 brands.  
· Originally, they had just one brand: Coca-Cola. But over the last few decades, they have expanded their range of drinks to include much more than that. Today, they have a wide range of brands covering every occasion and taste from carbonated drinks such as Sprite and Fanta, to waters such as Schweppes Abbey Well Water, juice drinks such as 5 Alive, and sports drinks such as Powerade.
· Factors like lifestyle, health and fitness have affected their products.  

6 of 25 – The Marketing Mix – Place
PLACE
· The product should be available from where the target consumer finds it easiest to shop. 
· This may be High Street, Mail Order or the more current option via e-commerce or an online shop.
· The product or service should be available at a location that is convenient to the buyer.  This will add value to the product or service.
· As the product must be available when required by the customer, storage of the product may also need to be considered.
Think about the fruit that is available for sale in your community. How does it get to your community?
· Most fruit is grown in a warm country.
· It needs to be picked and packed.
· It may have to be transported in a refrigerated container. This would have to be done quickly to ensure that the fruit does not spoil.
· It would have to be transported carefully, to ensure it was not damaged.
· It may need to be displayed on refrigerated shelving in a retail outlet.  
· It would need to be sold by a certain date to ensure freshness.  
7 of 25 – The Marketing Mix - Price
PRICE
· A product should always be seen as representing good value for money. This does not necessarily mean it should be the cheapest available; customers are usually happy to pay a little more for something that works really well or is of excellent quality.
· Price is the amount of money expected, required, or given in payment for something.  
· Price represents the value of a good and service to the person buying it and to the dealer who sells it.
Many things can have an effect on the price of a product. It can also be affected by:
· The strength of competition, 
· Levels of demand,
· Changes to costs, 
· Increase in demand, 
· Changes to the tax system.  
Think back to the launch of the Sony PlayStation in 2013 and the price difference in 2016:
	Retailer
	2013 Launch
	2016 Current

	Amazon
	£349.00
	£239.99

	Argos
	£349.00
	£249.99

	PC World
	£349.00
	£249.99

	Game
	£349.00
	£249.99

	John Lewis
	£349.00
	£249.95



What factors might have affected the decision by the retailers in the examples above in setting their price?
· At launch, the retailers may have had a price given to them by Sony that they had to follow.
· They did not want to differentiate themselves initially.
· In 2016, the PS4 is becoming outdated, with new technology taking it’s place.
· Prices are falling as new games consoles are being launched.  

8 of 25 – The Marketing Mix – Promotion
PROMOTION
· Advertising, Public Relations, Sales Promotions, Personal Selling and Social Media are all key communication tools for an organisation. 
· These tools should be used to put across the organisation’s message to the correct audiences in the manner they would most like to hear, whether it be informative or appealing to their emotions.
· Promotion of products is important to companies to help them to sell. Promotion is about informing and persuading the customer to buy.  It is about communicating with customers and markets.  Promotion is not limited to advertising.  
Promotion is used to stimulate demand, create awareness, provide information and build company image.  It will hopefully encourage customers to try a product and then retain customer loyalty by encouraging customers to buy again.  It should indicate new uses for existing products and support new product launches as well as announcing special offers.  
9 of 25 – People
All companies are reliant on the people who run them from front line Sales staff to the Managing Director. Having the right people is essential because they are as much a part of the business offering as the products/services being offered.
When a service is being delivered, the person delivering it is not unique from the service itself. When dining at a restaurant, if a rude waiter is encountered, the entire experience will be labelled as bad service. Therefore, many businesses invest in defining the right kind of person to fill their service roles and then making efforts to find or train people to fit this definition.
10 of 25 – Process
The delivery of a service is usually done with the customer present so how the service is delivered is once again part of what the consumer is paying for.
A process needs to be clearly defined for the service provider. This basic process should ensure the same level of service delivery to every customer, at any time of day, on any day. Within this process, there should be defined areas where a customer preference can be accommodated to provide an unique experience.  
11 of 25 – Physical Environment
Almost all services include some physical elements even if the bulk of what the consumer is paying for is intangible. For example, a hair salon would provide their client with a completed hairdo and an insurance company would give their customers some form of printed material. Even if the material is not physically printed (in the case of PDF’s) they are still not receiving a “physical product” by this definition.  
The location of the service delivery also takes on significance. The level of comfort and attractiveness of a service location may make a lot of difference to the user experience. A calm and soothing environment with thoughtful comfort measures may provide a sense of security to a new customer which will make them return.
Check out the following video:
https://www.youtube.com/watch?v=oMZMrnNWY-A 
12 of 25 – Marketing Communication
Once you start your business, you need to make sure that potential customers and clients are aware of your product or service. You need to market your product to the right audience using the right method.
First, you need to decide on the message that you want communicated, then you need to decide on where to communicate that message.
It is essential to understand the wants and needs of your customer, so that you can provide the ideal product or service.  
13 of 25 – Market Research
Initially, it is about knowing what your customer wants and being able to provide it. To find out what they want, you may have to do some market research. Market research is the process of gathering and interpreting data about customers and competitors within a firm’s target market.
There are lots of ways to carry out market research, you need to decide which is the best method for your product or service. 
Examples of market research that organisations use to find out what their customers want, and need could include: 
· Asking customers to complete a review after you have purchased something online
· Stopping customers or potential customers in the street and asked to complete a questionnaire
· Called on the telephone and asked about how your last visit to the bank was?
Primary research or primary data involves finding out new, first-hand information.  
Secondary research or secondary data involves gathering existing information.
14 of 25 – Different Types of Market Research
	Primary Research
	Example
	Secondary Research
	Example

	Questionnaires
	How was our service?
	Loyalty cards
	Tesco, Superdrug, coffee shops

	Focus groups
	Groups discuss new products being launched
	Market research reports
	Marketresearch.com

	Observations
	Count number of customers in shop
	Government statistics
	Trade records

	Customer reviews
	Complete review following online purchase
	Sales and customer records
	Customer receipts and complaints

	Satisfaction survey
	
	Trade journals
	



15 of 25 – Advertising and slogans
As an entrepreneur, you understand the product or service that you are going to provide to customers. You have carried out the market research to pinpoint exactly what the customer wants.
You now need to advertise your product in the best way to reach your target customer.
For some entrepreneurs, word of mouth is enough, for example; builders and cleaners.
For some entrepreneurs, advertising is required – how do you target the advertising to ensure it reaches your potential customer?
It is important for your product or service to be recognised by customers, whether that is a recognisable name, logo or packaging.  
Customers should know what your particular brand looks like to allow them to locate your product/service easily and differentiate from competitors.
The most successful organisations have a recognisable logo and/or slogan to allow the customer to identify them.
16 of 25 - Question 1
Considering what you might already know about brands and slogans, write out these brands into the correct box to match the slogans, in the table below:
· 
· M&S
· Heinz
· Nike
· Nokia
· Tesco
· Cadbury’s Crème Egg
· PlayStation
· Pampers
· Motorola
· L’Oréal

	[bookmark: _Hlk55986014]Have a break, have….
	Kit Kat

	Every little helps
	

	Not just food this is BLANK food
	

	How do you eat yours
	

	Beans means BLANK
	

	Hello Moto
	

	Just do it
	

	Because I’m worth it
	

	Connecting people
	

	Inspired by babies 
	

	Live in your world play in ours
	




	Have a break, have….
	Kit Kat

	Every little helps
	Tesco

	Not just food this is BLANK food
	M&S

	How do you eat yours
	Cadbury’s Crème Egg

	Beans means BLANK
	Heinz

	Hello Moto
	Motorola

	Just do it
	Nike

	Because I’m worth it
	L’Oréal

	Connecting people
	Nokia

	Inspired by babies 
	Pampers

	Live in your world play in ours
	PlayStation


The correct answers are:


17 of 25 – Logos and slogans
If you have a strong product/service identity, this helps customers to identify your organisation.
It also helps to advertise your product, if the logo is clean, sharp and recognisable.
Even if you do have a logo or slogan, you may also need to advertise your product/service.  
There are many different ways to advertise; you need to ensure you pick the correct method that will reach your potential customers.
18 of 25 – Advertising methods
TV and Cinema – traditional advertisements can be used as well as product placement, targeted at a wide range of viewers.
For example: 
· American Idol gives each judge a Coca Cola cup to use throughout the season. This cup is then displayed on the judging panel every episode. 
· In the film Wayne’s World, Wayne orders a pizza and the pizza comes from Pizza Hut and the box is shown directly to the camera. 
· In Lady Gaga’s music video for Telephone, she has Diet Coke cans in her hair as pretend hair curlers.


Outdoor – billboard and bus stop advertising are popular, we are also seeing video billboards. 
For example: 
· Times Square is full of video billboards that have and can show a range of advertising materials.
· Piccadilly Lights was used by Universal to show the release of the trailer for the new James Bond film, No Time to Die.
Transport – public transport is used to reach a wide audience.
For example:
· Taxi’s and buses in London have been used to support different advertising campaigns. 
Press/Magazines – target age range and income of readers specifically.
For example: 
· GQ magazine will advertise products specific for men, as GQ is a men’s magazine.
Internet/Web – advertisements on sites we use every day.
For example:
· Companies hire space/banners on websites in order to advertise products and other websites you’ve previously visited. 
Social Media and SMS – targeted at products we have browsed online.
For example:
· Facebook uses banners to advertise products and companies alongside your own social media account.
Direct E-Mail – from companies we have bought from already.   
For example: 
· Review emails, that lead onto latest offers/new item emails. 
Radio – wide ranging, wide audience advertisements.
Listen to the following radio advertisement:
https://www.youtube.com/watch?v=N1CRJAySsqA&list=PLRCIt_SvDhCvsTw_OONkumdbXcUpe2GvR&index=5 
All of these advertisements are targeted to reach or appeal to different audiences.
Most internet sites use ‘cookies’ to build up a picture of the products/services we are browsing and use our history to send pop up adverts to our pc’s.
As an entrepreneur, you will need to decide on the ideal advertisement type and where you should advertise. Your advertisements should appeal to your ideal customer, based on the information that you gained from market research.
[bookmark: _GoBack]
19 of 25 – Question 2
Pick all the correct answers from the list below. 
Which of the following are physical evidence of marketing:
· Uniform
· Brochures
· Vehicle Signage
· Packaging
· Customer Service
The correct answers are Brochures, Packaging, Vehicle signage, and Uniform are all examples of physical evidence of marketing. Customer service is not as these are people rather than physical evidence.
20 of 25 – Question 3
Read the following statement and decide whether it is true or false.
The marketing mix helps you with your strategic planning.
The correct answer is true. 
21 of 25 – Question 4
Read the following statement and decide whether it is true or false.
The marketing mix helps you with gap analysis to see where a product is failing.
The correct answer is true.
22 of 25 – Question 5
Pick all the correct answers from the list below.
What are the 7 P’s of marketing?
· Price
· Public
· Product
· Place
· Practice
· Place
· People
· Procedure
· Process
· Physical Environment
The correct answers are: 
· Place
· People
· Price
· Promotion
· Process
· Product
· Physical Environment
23 of 25 – Question 6
Considering what you have just learned about market research, write out these primary and secondary research examples into the correct box, in the table below:
· 
· Focus groups
· Loyalty cards
· Questionnaires
· Market research reports
· Observation
· Customer reviews
· Government statistics
· Satisfaction survey
· Trade journals
· Sales and customer records


	Primary Research
	Secondary Research

	
	

	
	

	
	

	
	

	
	



The correct answers are: 

Primary research
Questionnaires 
Focus groups
Observation
Customer reviews
Satisfaction survey

Secondary Research
Loyalty cards
Market research reports
Government statistics
Sales and customer records
Trade journals

24 of 25 – Question 7
Pick all the correct answers from the list below.
Which are advertising methods you could use?
· Direct/targeted email
· Flyers through letterboxes
· Billboards
· Newspapers
· Social Media
They were all correct methods of advertising.
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Well done. You have completed this session on Marketing.
In this session, we have covered: 
•	How Marketing Affects the Business, including:
· The purpose of marketing
· 7 P’s of marketing
•	Marketing methods
If you have any questions about the topics covered, please make a note and discuss these further with your tutor.
