Week 1

Week 1
4 Ps Marketing mix

Product- creating value
meets wants needs of customers
size quality features packaging 
decisions to managing a brand over time
which product should be developed enhanced or stopped


Price- transacting value
choosing correct pricing strategy
discounts allowances 
nature of customer market quality of completion and company goals
customer has to decide if the product is worth is


Place- Delivering Value
marketing channels that are chosen to move the product from manufacture to consumer
supply chain logistics 
access convenience-


Promotion- Communicating Value 
IMC 
advertising


Target Market 
Direct marketing mix to meet unique needs of target market 
Identifiable group of customers




Business Problem 
External Macroenvironment
Internal Microenvironment 


Internal Micro 
Company has direct control or applies specifically to their situation 

Company 
Collaborators 
Customers 
Competitors 

Company- Goals, products, image, experience, culture, resources

Products - range of products 
evaluate the name of the brand 
coca cola, tide, etc

Image- 

Experience- given the edge

culture- productivity, unique work environment 
helps motivate worker to work 

Resources 
Financial- can they afford it?
Operational- have the facility workers wtc to put out this product


Collaborators
Distributors 
Suppliers 
Alliances 

Consumers
market size growth trends 
quantity 
decision process 
motivation 
frequency 

Analyzing Competitors 
Actual or Potential 
Direct or Indirect 
Products 
Positioning 
Market Share

Week 1

The environment for any business


Any Business- Money,  Laws, Technology, Trends

Business Lifecycle 

The Macraenvironment
external environment 

Political legal
Economic
Sociocultural 
Technological

Political- laws and regulations
type of political system 
bribes?
must be aware of political system in the country 
different impacts 

new product development
attractiveness to investors 
potential size of market 
positioning of product
pricing of product 


Economic Situation
Recession?
Inflation?

banks are less willing to lend money w recession 
Luxury or Necessity
when in doubt tighten your belt
no jobs? no $ 
steak —> kraft dinner

Impact of Economic Environment
Business 
access to capital 
choice of suppliers and buyers

Consumers 
Discretionary income
Appeal of luxury products 
Shopping habits 

Attitudes and beliefs 



Socio-cultural 
changes in society 
Gender
Ethnicity 

Demographic 
Green Environment 
Income 
Education 

Impact of Socio-cultural 

Businesses 
products and services
promotion

Consumers 
appeal 
features valued 


Technological 

Payment Options 
Operational Innovations 

Impact of Technology 

Barriers to market entry and or market growth 
patents 
old technology 
new technology 


sustainable competitive advantage


Economic->Political->Socio->Technological



Week 2

Ego Ansoff

Ansoffs Matrix

prof=ducts and Marktets


Current - Current
Market Penetration- purpose to maintain or increase current customers and competitors customers 
focusing on current customers is easier than getting new customers 
easier less costly

companies don’t have to do 1 strategy 
market penetration always one of them


Existing Product- New Market 
Market Development 
sell a product that already exists to new customer
opening new distribution 
used when current market is saturated 
when theres no additional revenue w current customers 


New Product- Existing Market
Product development 
purpose create new products or enhance current product 
better and preferred by the customers
different versions of the iPhone every year 
without continuous change product appears outdated 


New Product- New Market 
Diversification
the riskiest strategies 

Week 2 pt 2

Competitive Analysis & sustainable competitive advantage

Pure Monopoly
1 seller sets the price for its unique product
canada post 
no one delivers mail from door to door

Oligopoly 
Few sellers and try to be sensitive to each others prices
example - price of gas is all the same

Monopolistic Competition 
product offering w a range of prices 

Pure Competition 
Commodity goods
market sets the goods 
products are all the same
lumber wheat etc

Market share  
expresses  who owns most of the market


Herfindahl Score
higher index lesser competition 
below .18, the market is competitive. There are one or more market leaders with a dominant presence 

above .18 the market is concentrated in one or more market leaders who have a dominant presence 


Sustainable Competitive Advantage 
-> customer excellence 
better than the rest at providing customer service and maintaining current customers 

-> Operational excellence
better than the rest at managing supply chain 
quality products w quality components 
same quality food

Product Excellence 
->achieved effective branding
customer loyalty 
apple mercedes etc

Locational Excellence 
having product available everywhere 

Week 2 pt 3
watch again
SWOT

Strengths 
Weaknesses 
Opportunities 
Threats

controllables  - internal 
Strengths and Weaknesses 
comes from assessment of the microenvironment 

Macroenvironment 
Opportunities & Threats


Week 3 Pt 1

Ethics - culturally applicable 
bribes?

Philosophical Perspectives
Utilitarianism 
decision which provides the greatest good for the greatest number is the best decision 
democracy


Categorical Imperative
People acting for their own self interest 


Corporate Social Responsibility 
companies behaving legally and ethically 
nike changed when they found out their shoes were made from child laborers -> unethical 
how companies can contribute to society


Donors - Sponsors - Partners

Donors- companies that write cheques to support worthy causes 
unplanned, reactive to situation 

Sponsors- create good will and to link causes to own strategic goals 

Partners- full partners , working w organization 
making society better rather than selling a product 

ask company how CSR has been incorporated into their company when in an interview

Week 3 Pt 2

Marketing Research Process 
Why? 
Consumer insights learn about customer expectation use and values to create meaningful new products 

market insights- must understand the market in order to determine the next steps for the company as the market is continuously changing 

saves money- 


2 questions 

What should we do?
Future oriented
Exploratory

Did we do the right thing?
After the fact 
Evaluative 

Research Process 
Purpose - 
Sample
Research Design - quantitative or qualitative
Data Collection
Data Analysis 
Report 

Week 3 Pt 2

3 types of marketing research data to help w decision making
1- MIS (Management Information System)
internal information specific to the company 
sourced from its management information system 
sales, inventory, supply chain knowledge management 
very cost effective way 


2- Secondary Research 
data that were collected from another person for something else
census 
demographic, age, immigration status 

proprietary reasons 
made for the public 



3- Primary 
data collected specifically to provide info to company 
most expensive types
hiring an outside company to conduct surveys

Week 4 Pt 1

Social & Psychological influences on consumer behavior 

Psychological influences 
motivation 
personality 
perception 
learning 
values and beliefs 


Maslow Hierarchy of needs 

self actualization morality creativity  highest level/5
esteem self esteem, confidence, achievement 4th
love/ belonging- friendship, family 3rd
safety security of body, employment, resources 2nd
physiological breathing food water sex sleep  1st

Personality and self concept 
refers to how a person responds to a situation in relation to his/her personality 


Perception how we assess alternatives in a situation 
apply filters in situation 

Learning one learns as a result of an experience 
being satisfied w the product will result in customer loyalty 

Values, Beliefs & Attitudes 



Socio-cultural Influences 

Reference Groups: person among peers or family you turn to for advice celebrity etc. 

share their experience,will be valued by others 



Family Influence: represents households own purchases 



Social Class: combination of education occupation and surrounding

toronto sun- directed working class
toronto star - middle class 

different writing 


Culture: different cultures will lead to stock prices 


situational- the situation has an impact on buying mood also affects 

Week 4 Pt 2

consumer decision making process

problem identification- consumers recognize that they have an unmet need 
need for performance or social needs



information search/ search for alternatives
may start w brand because consumer is familiar w them 

if the consumer is pleased w the product he will always go back 

companies make sure


alternative evaluation 
set of criteria in which they will assess the product
compares 


purchase- done after the decision has been made
choice of who to purchase from where 
when where and how to buy


post-purchase anxiety
be content with what you get be happy w the color coat you get 


types of decision making 
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