UNIT 10 – MARKETING – WHAT IS IT ALL ABOUT?

Trying to define marketing, most people, including business managers, say that marketing means ‘’selling’’ or ‘’advertising’’.

But these are just parts of marketing; marketing is much more than selling and advertising.

There are also other important things that are included in marketing. The following list shows some of the many things a firm should take into consideration and do before and after it decides to produce a certain product. 

1. Analyse the needs of the people who use the product and decide if consumers need more or different sorts of this product
2. Predict what types of the product different consumers will want and decide which of these people the firm will try to satisfy

3. Estimate how many of these people will need and buy the product over the next several years

4. Predict exactly when these people will want to buy the product

5. Determine where these people will be and how to get the firm’s product to them

6. Estimate what price they would like to pay for it and if the firm can make a profit selling at that price
7. Decide which kinds of promotion they should use in order to tell the customers about the firm’s product
8. Estimate how many other companies will produce the same product, what sort and at what prices. All these activities are not part of production but they are part of a larger process – called marketing-that helps so that the right products are produced and find their way to consumers.

The four major parts of marketing are the so called ‘’four Ps’’ which are shown in the diagram below: The C stands for some specific customers and, since the customer should be target of all marketing efforts, it is placed in the centre of the diagram.

4Ps = Product – Place – Price – Promotion

1. The Product area is concerned with developing the right product for the target market.
2. Place is concerned with getting the right product to the target market’s Place.

3. Promotion is concerned with telling the target market about the right product.

4. Marketing managers must also decide the right Price of the product. In setting the rice, they must consider the competition in the target market and the customers’ reaction to possible prices. 

	PRODUCT
	
	PLACE

	
	   CUSTOMER
	

	PRICE
	
	PROMOTION


GLOSSARY
Marketing 

printed notice or advertisement sent to a wide circle 

of people.
to predict 

activity in which persons compete (take par in … for                          

                                      the first place etc.).
to estimate 

graph.   
promotion 

calculate the cost, value, size etc. of sth.
diagram 


voucher given with a purpose to be exchanged for 

                                      goods.
coupon 


activities aimed to increase the demand of a product.
circular 


activities intended to make and attract a profitable demand 

for a product by means such as advertising, sales promotion, pricing, carrying out market research and developing and testing new products. 

competition 

to say, tell in advance. 
READING COMPREHENSION

A. Questions:
1. What do most people say than marketing is?

2. What are selling and advertising?

3. What things a firm should think about before and after producing a certain product?

4. Which are the four major parts of marketing?

5. What is ‘place’ concerned with?

6. What is ‘promotion’ concerned with?

7. What is ‘product area’ concerned with?

8. What must marketing managers consider in order to set the price of a product?
B. Matching - Connect the two halves of the sentences below to make true 
     statements:

1. The following list shows some things 

a. who use the product

     a firm should consider and do
2. Analyze the needs of people


b. will want.
3. Decide if consumers



c. need more or other kinds of 
    this product.
4. Predict what types of the product 

d. will need and buy the product over
    different consumers 



    the next several years.
5. Estimate how many of these people

e. will produce the same product.
6. Predict exactly when these people

f. will be and how to get the firm’s 
7. Determine where these people


   product to them.
8. Estimate what price



g. before and after it decides to 
    produce a product.
9. Decide which kinds of promotion

h. they would like to pay for it.    
10. Estimate how many other companies          i. they should use.
                                                                           j. will want to buy the product. 

C. For each of the following questions, choose the best answer a, b or c.

1. The four major parts of marketing are

a. the 3 Ps. 


b. the 4 Cs.



c. the 4 Ps.
2. The C stands for
a. carriage.


b. clients.



c. customers.
3. Place aims at getting the right product to

a. the centre market’s Place.


c. the corner market’s Place

                               b. the target market’s Place.
4. Promotion aims at

a. offering the target market the right product.

b. informing the target market about the right product.

c. selling the target matter the right product.

5. The only promotion activities are

a. advertising and publicity.

b. testing the new products.

c. none of the above.

6. Setting the price, the managers must take into consideration
a. the quality of the manufactured product.

b. the competition in the target market.

c. the quantity of the required product.

II. TERMINOLOGY PRACTICE
A. Fill the gaps in the following sentences with the right word or phrase from the list below.

advertisements – marketing – promotion activities – circular – four Ps – target – misleading – sale – guarantee – in commercials

1. Manufacturers can inform the public about a new product in advertisements, 
      on posters and ………………………. .

2. You can get something fixed, free of charge if it is still under …………………...

3. …………………………… helps so that the right products are produced and find their way to consumers.
4. Sometimes ……………………………. distort the truth.
5. Some ……………………….. are advertising, personal selling, use of coupons, brochures, leaflets, posters, samples and signs.

6. A ………………………….. is a letter sent to a wide circle of people.

7. The …………………………… are Product – Place – Price – Promotion.
8. The customer is the ……………………………..of all marketing effort.

9. There is an electronic cash register in every store, which keeps a record of every ………………………....

10. If members of the public complain about ……………………….  advertisements, the Advertising Standards Authorities asks the advertisers to change the ads or withdraw them. 

B. In the next sentences, two of the alternatives given are correct and 
      the other two are wrong. Decide which two seem best in each case.
1. Marketing managers must decide the ……………….. of the product.

. a. bargain

b. price

c. deal


d. cost
2. People who buy goods these days are known as ………………….
a. customers

b. manufacturers
c. creators

d. consumers

3. New products are announced to the public ……………….….
a. in debt


b. on posters

c. in commercials
d. by mail order

4. This store stocks a wide range of ………………. intended for people 
setting up home on a limited budget.
a. goods


b. cider

c. lager

d. articles
5. The ………………………. in this shop is imported from Pakistan.
a. articles


b. units

c. merchandise
d. stock

6. Mr Trader set up a successful ……………………….. importing goods from Middle East.
a. business   
b. establishment

c. enterprise

d. settlement

7. There are consumer protection laws which affect every …………………

a. civil servant

b. retailer

c. trader

d. teacher

8. The spending power of pensioners increased so much in the last few 
    years that this group is now being …………………….. by advertisers.
a. purchased

b. targeted

c. aimed

b. brided
9. The board of directors are answerable to the firm’s ………………
a. partners

b. staff

c. shareholders
d. employees

10. The co-ordination of production, publicity and ……………. is carried 
out by the Marketing department.

a. advertising

b. sales

c. research

d. survey 
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