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‘ ries of seven key
lables — Product,

tion, People,
nysical

are varied
part of
offering.
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Using the Internet to vary the marketing mix

Product
* Quality
* Image
¢ Branding
¢ Features
* Variants
* Mix
e Support
e Customer
service
* Use
occasion
¢ Availability
e Warranties

Promotion

* Marketing
communications

* Personal
promotion

e Sales
promotion

e PR

¢ Branding

¢ Direct
marketing

Price
* Positioning
e List
* Discounts
* Credit
* Payment
methods
* Free or
value-
added
elements

Place

* Trade
channels

e Sales
support

¢ Channel
number

¢ Segmented
channels

People

* Individuals
on marketing
activities

¢ |Individuals
on customer
contact

* Recruitment

¢ Culture/
image

* Training
and skills

* Remuneration

Process

e Customer
focus

e Business-led

* [T-supported

* Design
features

* Research
and
development

Physical evidence

e Sales/staff
contact
experience
of brand

* Product
packaging

¢ Online
experience

Figure 5.1

The elements of the marketing mix




for not being customer-centric.
(1990) suggested the 4Cs
- which considers the 4Ps from a
- perspective. In brief, the 4Cs are:

stomer needs and wants (from the

product); _
St to the er (price);
onvenier ative to place);

Inication (promotion)



b
Digital media and technology provides many new
ox):r')()rtunities for the marketer:
_* tovary the application of marketing mix;
-+ to develop new routes to delivering competitive
‘advantage,
* to create new market positions;
» to build and service relationships in increasing
Innovative ways;
~ * to cut through the barriers of time and space and
- offer continuous and instantaneous

cCess to 'Er_oducts and services.
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es for varying the core product
N information-based services
t¢ended product should be
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Internet leads to price
y and commoditisation and

ability  tc 5t prices or to offer

erential g ifferent segments or

Spons riations in demand. New

q - as auctions are
-
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Ucture on the Internet. There are

| main locations for e-commerce
ansactions: seller site, buyer site and
 intermediary. New channel structures are
~ available throl sales and linking to

| interm eps must be taken to
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discussion questions
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THANK YOU

Any Question ??




