® marketing mix y-uncount
A company’s marketing mix is the combination of marketing
activites it uses in order to promate a particutar product or
service. A typical marketing mix is a combination of product,
place, promotion and price.
The product is the mast fmpartant element of the marketing mix
sivice it hoids tagether premation, distribution and pricing
poiicies,
The key focus of the marketing mix wili be on price.

® market conditions n-pura,

The market conditions are the state of a particular market at
a particular time, for example whether there is a lot of demand
for a product or little demand for it.
In current market conditions fundraising for bivtechnalogy
camparies is difficult.
The dot-com boam marked sne of the mast significant pericds of
change in recent times and highiighted the need for business

schools to be responsive to marker conditions.

& direct marketing n-uncoust

Direct marketing is a method of marketing which invetves
tompanies sending advertising material directly to people who
they think may be interested in their products,
The direct marketing industry has pecome adept at packaging
speciai offers,
Rirect marketin
particuiar care,

on the Internet needs to pe conducted with

® marketing strategy n-vs

A marketing strategy is a general plan or set of plans
intended to organize the sale of & product, for example,
deciding on its price, and how it should be advertised, aspecially
over a long period.
But the customer database must be undgted, nor only with g full
shopping history, bt keeping an eve on their iifestyles is vital to
O marketing strategy, For example, if a customer is no forger
single and has stareed o family, we need to know. it wi affect
faw he or she chooses to holiday.

® launch strategy (launch strategies) N-uncount

A launch strategy is a general plan or set of plans intended to
organize the faunch of a product, for example, deciding on how
it should be advertised, especially over a long period.
Could you design a cockiait that would help make the brand
mare appealing to 18-24 year-olds? Or devise o launch strateqy
for o news chain of student pubs?
These develapments are fong term and invoive high risks.
Established new product development, test and lqunch strategies
will need to be re-examined. :

*

% customize (customizes, customizing,
customized) vers

If you customize a product, you change its appearance ¢
features to suit your tastes or needs.
To accommodate the prefererices of homeowners, most
manufacturers will customize their products, evert ihe sian
models.,
The company makes portable electronic typewriters ang py
wordprocessors and merkets office supplies, including fie ]

and cystornized printed products.

& country-specific an)

Something that is country-specific relates to a particyly
eountry,
These pragrams are to be coutn-specific
- dosses due to country-specific economic, political and i
avgnts,

# customer profile (custormer profilesy n-cous

A customer profile s 5 description of the typical sort o

customer who is regarded as likely to buy a particular ol
Irs stores, between 60% and 7066 of all men’s underveg
purchases are made by women for their men, but on the i
the customer profife is 90% male.
Each day of the week has its own particular custamer prgi
Mandavs and Tuesdays bring in the older, retired customg
whille Thursday is mainly dominated by housewives,

< target market: Topic 3.4; standardize: Topic 3.4
product differentiation:Topic 3.4; merchandisiy
Topic 6.4



Global Trading - The International Marketing Mix

PRACTISE YOUR VOCABULARY

0 Your company is preparing to launch a new product in several different markets. In each pair underline the
marketing strategy which shows that you plan to differentiate the product.

a one product at the same price in all countries one product with a different price for each market
b standardized product for all markets products customized to each market

¢ direct marketing campaign customized marketing campaign

d country-specific advertisements standardized advert made for all markets

A Henry Ford once said that his customers could buy one of his cars in any colour they liked as long as they liked
black. Did his company sell standardized or customized products?

B A company which produces a magazine about motorbikes plans to use direct marketing to improve sales. Which of
the following activities would they use? Tick all the possible options.

a Send advertising material to selected social/economic groups.
b Put leaflets through the doors of everyoane in their local area.
¢ Target certain age groups.

d Advertise on national television.

e Subscribe to databases about people’s leisure activities.

f Send advertising material to local motorbike retail outlets.

H Match the two parts of the extracts.

a Some businesses are moving away from undifferentiated | is professional males, aged 30-35.
marketing strategies

b Market conditions in the oil industry ii as they attempt to target customer needs,

¢ The typical customer profile for our products iii can be quite variable.

H Write product, place, promotion or price in each gap to show the efements of the marketing mix.

a making sure that it satisfies custormner needs

b making it affordable to the target market

c making sure it's available and convenient for the customer ta find it
d mal;ing sure that the custormer knows about it

@ Look at the four lists of examples of each of the ‘4 Ps’ in the table below and give each list one of the headings
from Exercise 5. Then write two more examples of each element in the final column.

element of the marketing mix examples | more examples

a . icoffee_, cars, beer, clothes _ |
b | leafiets, TV advertisements, direct mail i ‘
c £300, §40 |

d | high street stores, specialist retail outlets |

e



