Activity: Developing a Marketing Mix for a new Product (1 hour)

Step 1 – Choose a Brand and Identify a Gap (5 - 10 minutes)
· In pairs, select an existing brand you both know well (e.g., Nike, Starbucks, Apple, or Zara).
· Discuss and identify a gap or opportunity in their current product or service line (e.g., a sustainable eco-friendly product/service).
· Output: Agree on a new product or service idea to add to the brand’s portfolio.

Step 2 – Define the Customer Segments of the New Product or Service (5 - 10 minutes)
· Briefly outline what the new product or service is, who it is for (consider the demographic, geographic, psychographic, and behavioural aspects), and why it’s needed (problem it resolves). 
· Tip: Think about consumer pain points or trends (e.g., eco-friendliness, convenience).

Step 3 – Apply the 4Ps Marketing Mix (40 minutes)
Using your new idea, develop the 4Ps (Product, Price, Place, Promotion):
1. Product: Key features, design, benefits, and differentiation.
Product Strategies:
· Core Customer Value
· Actual Product
· Augmented product

2. Price: Pricing strategy 
Pricing strategies (Choose one from each and explain why did you choose that strategy – you can choose multiple choices):
General Pricing Strategies:
1. Value-based pricing
1. Cost-based pricing
New Product Pricing Strategies:
1. Market skimming pricing
1. Market penetration pricing
Segmented Pricing:
1. Customer-segment pricing
1. Product form pricing
1. Location-based pricing
1. Time-based pricing
Promotional Pricing:
1. Loss leaders
1. Special event pricing
1. Cash rebates
1. Low-interest financing
1. Psychological pricing



3. Place: How and where it will be distributed.
Place strategies to choose from:
· Direct marketing channels
· Indirect marketing channels
· Multi-channel marketing

4. Promotion: Marketing and communication channels.
Explain how is the company going to promote through public relations and digital marketing
5. Output: Summarize each “P” with clear bullet points and brief justification.
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