
                                                                                            
 

BUS 3.3:  The Four P’s (Product, Placement, Price, Promotion) 

All right! We have developed goals for our Marketing Plan. 

We have identified our target market.  Having identified our customers, we have analyzed our competition. 

Now, we will expand on our Marketing Strategy by coming up with our Marketing Mix (The Four P’s): 

 PRODUCT –  The product to satisfy the customer’s needs 

 PRICE –  The cost to the customer 

 PROMOTION –   The means of communication between you and the customer 

 PLACE –  The means of getting the product into the customer’s hands 

Some consider a fifth ‘P:’  

 PEOPLE –  The individuals who make it happen   

The following are a list of questions to help guide you through this process (not limited to these):  

PRODUCT   

 What does the customer want from the product? 

 

___________________________________________________________________ 

 

 What features does it have to meet their needs? 

 ___________________________________________________________________ 

 

 How and where will the customer use it? 

 

__________________________________________________________________ 

 

 What does it look like? 

 

___________________________________________________________________ 

 

 Does it need to be offered in different sizes, colors, customized? 

 ___________________________________________________________________ 

 



                                                                                            
 

*BUS 3.3:  The Four P’s- Product] 

 What is the name of the product? 

 

___________________________________________________________________ 

 

 How is it uniquely identified (branded)? 

 ___________________________________________________________________ 

 

 How is it different from what your competition offers? 

 ___________________________________________________________________ 

 

PRICE   

 What is the value of this product or service to the buyer? 

 

___________________________________________________________________ 

 

 Are there already established price points? 

 ___________________________________________________________________ 

 

 Is the customer price sensitive? 

 

___________________________________________________________________ 

 

 What promotional discounts or special pricing do you plan to offer? 

 

___________________________________________________________________ 

 

 How does your price compare to your competition? 

 ___________________________________________________________________ 

 
 



                                                                                            
 

*BUS 3.3:  The Four P’s- Promotion] 

PROMOTION 

 Where will you get your marketing messages to your target market? 

 

___________________________________________________________________ 

 

 How will you reach your audience (networking, website, social media)? 

 ___________________________________________________________________ 

 

 When is the best time to promote? 

 

___________________________________________________________________ 

 

 How do your competitors promote?  Will you be just like them, or different? 

 

___________________________________________________________________ 

 

PLACE   

 Where do buyers look for your product or service? 

 

___________________________________________________________________ 

 

 What method of distribution will you choose? 

 ___________________________________________________________________ 

 

 Do you need to hire a sales force? 

 

___________________________________________________________________ 

 

 What do your competitors do to distribute their product? 

 

___________________________________________________________________ 


