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e tour Ps and the four Cs

susznna Chang is markering manager at the Vermilion mobile

DO company:
. . % 3
T course. marketing 1s otten dxﬁhnc‘Li im terms ol

® product: deciding what products andfor
services 1o sell. The word “product’ for us can
refer to a product or a service, or a
combinarion of these
B price: serting prices thar are attractive to
; customers and that are proftable tor the
campany
® place: finding suitable distribution channels
. and outlets o reach rhese customer gronps

= prumminn: all the activities, not just

advertising, used to support the product -
evervthing from pre-sales mformation to after-sales service.

These arc the four Ps of the marketing mix, the factors that we use in difterent

combinations for different products and ditferent potennial buvers.

So my job is much more than organizing adverrising campaigns. | work with engmeers.

tinance people and other senior managers ro find offerings — producrs, services and

combinations of these = thar will appeal ro customers.”

‘But I find it helps us more ro look at the marketing effort from the point of view of
customers, rather than the company. when we consider the four Cs:

E customer solution: we aim ro find a solution 1o a
customer ‘problem’ by offering the right
combinarion of products and services to satistv
particular customer needs. Pav-as-vou-go was a
dream solurion for parents worried abour children
running up hg phone bills

®m customer cost: the price paid by the customer for
the product. It includes the *price” related to not
buving anocher product of the same or another
rvpe. For example. someone who buys a
sophisticated mobile may nor then have the money
to buy a laprop compurer thart they wanred

B convenence: distributing our products in the way
] that 1s most convenient tor each rvpe of customer. We have ro decide, tor mstance,how
many new shaps to open and where they should be

m communication with the customer: customers are informed about products through
advertising and so on, bur the communication is rwo-way because customers also
communicate with us, for example through relephone helplines. This is a good way tor us
to find out more abour whar our customers want, and to change or improve our offering,
and to get ideas for new offerings.

Thinking of the marketing mix in these rerms helps us mamtain a true customer
orientation or customer focus.”



Susanna Chang continues to talk about her organization, Tind which ‘P of the murketing mixin
A opposite she is referring to m gach at her statements.
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We want to offer calls ar a ‘ 7 W don't put vur own brand on mobile |
L lower cost than our comperitors. | | phones, hut we sell phones for use on {
- 7 e = e differcut T‘;ﬂl plans: both pre-paid and
P . monthly-billed customers. .
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{ We adverrise heavily on welevision | o We have our own high-strect outlets,
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and in the national press. ! - and we also sell through the big
o i g L clestrical gonds stores.
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[ We phone existing customers 1o ) fOWe sponser assieal musie concerts. ,
try to persuade them to buy more Tm—— -
sophisticated phones which have | Vg
a higher profit margin. J
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A mobile phone customer 1s talking about a recent mohile phone purchase. Find which "C7m B
apposite he is referring to in cach of his statements.
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( Twas looking for a phone that % © Twanrted the phone to be e
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L alves me Interner access. (SN . delivered to my door.
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7 1 had some questions about how to w7 * 7 My budgers limited - | had the
use the phone. so T phoned the [ money to buy a phone or a
customer helpline. They were ~ computer, bur not both,
very helpful. | he -
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I love the modern design of the O [ like the 'V advertisements = T only |-
I phone. 1 was looking for noticed them atter 1 houghe the phone, -7
something that looks fashionable L7 but they persuaded me that I'd made {
. and up-to-dare. | the right choree.
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Look at the expressions in A and B opposite and <ay if these statements are true or false.

1 Another word tor a shop s a “let-out’,

2 Disrribution channels are used 1o got goods from producers to consumers,

3 A producr or service, or a combination of these sold rogether, is an offermg.

4 The four Ps are also referred to as the marketing mixture.

5 Sellers with a customet focus are ouly concerned with the technical excellence of their
products as an end in irsclf.,
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