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stUDent nAMe: ________________________________________________________       DAte ______________

it is a good idea to have an idea of the business and industry in which you are interested in working.
this will provide a context in which to apply the lesson materials as you progress. Doing so will help you
add relevance to your studies, and help you become more expert in your field of interest. this expertise
will be invaluable at job interviews, seeking promotions, starting your own business, and/or seeking
investment for your business venture. 

in the space below write down now your chosen business of interest (target business) and the industry
in which they operate (you may change your target company & industry as your learning progresses).

for example: 
ProDUCt / CoMPAnY - iPhone / Apple
inDUstrY - technology (Computer hardware, software, electronics, Artifical intelligence)

MY ProDUCt / CoMPAnY oF interest: ________________________________________________________

MY inDUstrY oF interest: ____________________________________________________________________

With the printed version of the workbook it’s suggested
that you use pencil to complete the workbook as you will
want to add / change / modify what you write as you
progress through the subjects and keep learning more. 
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INSTRUCTIONS
COMpLEtE WOrKbOOKS aS yOu gO thrOugh thE ONLINE CONtENt
these lessons and workbooks have been designed to guide you progressively
through the acquisition of many inter-related concepts. its strongly suggested 
you do not progress until each subsequent lesson has been learned. 

prINtINg yOur WOrKbOOKS
Your workbook can be printed as single or double sided. We recommend you
complete the workbook with pencil - this will allow you to erase, amend and
update as you learn more and have new ideas. remember, marketing is highly
iterative (we keep making new iterations). 

COMpLEtE a SECtION Of yOur MarKEtINg pLaN
once you have completed the workbook exercises go to the Marketing Plan
template and complete that section of your plan. refer to the Marketing Plan
guide for examples and suggestions on how to complete the plan.

aDDItIONaL rEaDINg tO aN ExtErNaL SOurCE
You view these additional readings you will need access to the internet and, 
in some cases, Adobe Acrobat reader installed on the device you are using. 

a vIDEO rESOurCE tO vIEW
in some exercises there are external links to Youtube videos from industry experts.
to view these videos you will need access to the internet.

MP

(Not applicable for sample lessons)
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LESSON 1
KEY CONCEPTS IN MARKETING

ExErciSE 1A: OrgANiSAtiONAL OriENtAtiONS
aCtIvIty:  Briefly describe the 4 organisational concepts that are adopted by different types of firms.
Also, try to think of examples from your own experiences of organisations that use different
orientations. 

tHe seLLinG ConCePt
(Hard selling)

eXAMPLes
e.g. Used Car Dealership

eXAMPLes
e.g. Louis Vuitton

eXAMPLes
e.g. Microchip Processors

eXAMPLes
e.g. Beaumont College

tHe ProDUCt ConCePt
(superior Product)

tHe ProDUCtion ConCePt
(efficient Production & supply Chain)

tHe MArKetinG ConCePt
(Focus on Customer needs & Wants)
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ExErciSE 1c: OrgANiSAtiONAL BENEFitS
INStruCtIONS:  Based on the online lesson, and what you wrote in exercise 1b, describe 3 ways in
which your business of inrerest can most benefit from marketing.

ExErciSE 1B: WhAt iS MArkEtiNg?
INStruCtIONS:  Marketing is a lot more than selling or advertising. it is a range of interconnected
activities that combine to help ensure the growth and survival of a business. in the space below list and
describe the 4 remaining marketing functions outlined in the online lesson. the first is done for you. 

1: MarKEt rESEarCh & aNaLySIS

We perform market research to gauge consumer interest, refine product ideas, determine pricing and

so forth. We also research competitors and consider political and legal factors that may affect our

business.

2: 3:

1: 2: 3:

4: 5:
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Understanding consumer needs, wants and demands is at the very foundation of all marketing. it is
from understanding these differences that much marketing activity and strategy is developed.

CoMPAnY: ________________________________________________

neeDs

WAnts

DeMAnDs

aCtIvIty: think of your target company (that you selected on the inside
cover of this workbook) and identify differences in what needs, wants and
demands may exist in this company. 

rEMEMbEr: Different
consumers will have

different needs, wants and
demands (nWD). 

ExaMpLES: For example,
the nWDs of a teenager

when buying  a cell phone
might include, a

fashionable brand, plenty of
storage space for photos,

fast processor.

the nWD of a business
person when buying a cell

phone may include
reliability, extended

warranties, and compact
design.

try to list as many nWDs as
you can think of for your

chosen industry for
different types of

consumers. 

ExErciSE 1D: NEEDS WANtS & DEMANDS (NWD)



ExErciSE 1E: cONSuMEr gOODS

INStruCtIONS: list 5 examples of each type of consumer good that
are commonly found in your country. refer to the online lesson for
definitions of each category.

CONvENIENCE
gOODS

eXAMPLes (e.g. sugar)

1:

2:

3:

4:

5:

ShOppINg
gOODS

eXAMPLes (e.g. Washing Machine)

1:

2:

3:

4:

5:

SpECIaLIty
gOODS

eXAMPLes (e.g. Apple iPhone)

1:

2:

3:

4:

5:

uNSOught
gOODS

eXAMPLes (e.g. Life insurance)

1:

2:

3:

4:

5:
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ExErciSE 1F: PrODuct LiFEcycLE (PLc)

INStruCtIONS: redraw the product lifecycle with all correct labels in the space below. note, we will be
referring to these labels and concepts in all other subjects so it’s a good idea to become familiar with
them now. 

introduction
When a product is new the organizations
objective will be to inform the target audience of
its upcoming arrival. Heavy promotions and
advertising may be used to drive up awareness
and interest.  

Growth
As the product becomes accepted by the market
the organization will start to focus on increasing
brand and product preference, to encourage
loyalty and, if appropriate, repeat purchases. 

Maturity
At this stage with increased competition and
greater market saturation, the organization may
start to reduce their advertising and promotional
costs as they start to prepare the launch of their
next products.  sales promotions and price
discounting can be useful at this stage. 

Decline
At the decline stage less money and time are
spent marketing the product. it is now time to
either make improvements to the product (see
next lesson), or to phase the product out. 

new products are typically introduced to the
market at the decline stage 
of the existing product 

NOtE: every product will be at different stages of the lifecycle. For example when Apple brings out their latest
iPhone they will start to phase out their earlier iPhone models, and will have already started development on
even newer (unreleased) iPhone models.  

Beaumont Business Publishing
© Copyright 2021
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THE MARKETING MIX
the traditional marketing mix (Product, Price, Place, Promotion) was first developed in the 1950s. in the

1980s the third Ps were added (People, Processes, and Physical evidence) to include service based

industries. Combined all 7Ps are referred to as the extended Marketing Mix. 

DIMENSION DESCrIptION

prODuCt the product is what the company provides to satisfy consumer’s
needs wants and demands. these products may be tangible (goods)
or intangible services and ideas (MKtg1010).

prICE the Price refers to the amount a customer pays for a product. the
concept of whether the price represents good or bad value depends
on the consumer’s expectations and the costs associated with
buying and using the product (MKtg1010).

pLaCE Place refers to the supply channels we use and includes where the
customer can access the product. this may be online from a
website, or in a physical location like a shop (MKtg1010).

prOMOtION Promotions refer to all the marketing communication tools used to
inform potential customers of the firm’s product and persuade them
to investigate further, or make a purchase. examples of promotions
includes activities such as advertisements, public relations (Pr), and
sales promotions (MKtg1040).

pEOpLE People refers to the personnel who engage with consumers on
behalf of the firm. For physical goods this may refer to sales people,
people in accounts and so forth. in services the people may be the
representatives who deliver the service (MKtg1020).

prOCESSES Processes are all the activities used in supply and delivery of the
product.  For example, a restaurant may use multiple processes for
taking bookings, where &  how customers park their cars, how to
greet and seat customers, food preparation & delivery, and payment
processing (MKtg1020).

phySICaL
EvIDENCE

these are the non-human elements of the product and brand. this
can include equipment, furniture & facilities, lighting, aromas,
landscaping and décor, branding. Physical evidence can also include
augmented products such as mementos and souvenirs (MKtg1020).

p
r

O
D

u
C

tS
SE

r
v

IC
ES



Beaumont Business Publishing
© Copyright 2022

11Beaumont Business Publishing
© Copyright 2021

11

LESSON 1
STUDENT NOTES
students are encouraged to use this area to write down any notes or add information for the industry or business of
their choice and how the lesson may apply to their area of interest.
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ExErciSE 2A
3 LEvELS OF A PrODuct 

understanding the different levels of a product
helps develop ways to add greater value to our
consumers. 

For example, if a cafe near a university campus may
offer the same coffee sizes, menu items, and
atmosphere as all other cafes - they are
undifferentiated. But if a cafe decided to focus on the
augmented product (e.g. later hours during exam
times, quiet zones for study) instead of focusing on the
actual product (coffee and muffins) they are able to
differentiate their cafe from their competitors.

thinking in this way will become especially useful
when we look at competitor analysis in future lessons. 

1: CafES

COrE ProDUCt

aCtuaL ProDUCt

augMENtED ProDUCt

2: yOur prODuCt ChOICE

COrE ProDUCt

aCtuaL ProDUCt

augMENtED ProDUCt

appLE CELL phONE

COrE prODuCt
instant and mobile communications via
voice, text and online.

aCtuaL prODuCt
the physical phone with camera, durable
case, storage capacity, reliable WiFi
connectivity, the operating system and clear
screen. 

augMENtED prODuCt
Apple 12 month guarantee, Apple service
centers, online support, access to the Apple
App istore, iPhone App store, itunes and
assorted other peripheral products & services
that enhance the iPhone experience.

ExAMPLE
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ExErciSE 2c
PrODuct POrtFOLiOS

ExErciSE 2B: PrODuct FEAturES & BENEFitS

INStruCtIONS: With your company of interest
fill in the tables below with products from their
range. Do they demonstrate strong consistency?

INStruCtIONS: select a product from your own business or company of interest and in the space
below list all the product features, and then try and list what the benefit is. Can you think of any
product innovation that would enhance the benefit (like the coffee cup example above).

fEaturES
seCUre FittinG LiD

seALABLe DrinK HoLe
CorK strAP

tHiCKer GLAss

thinking in terms of bENEfItS can stimulate innovation. thicker glass (the feature)
is just thicker glass and no ideas flow from that. But thinking in terms of the benefit
(durability and insulation) could lead to product innovation ideas such as using a more
durable material (aluminium), or extending the cork sleeve for protection as well as
insulation) and so forth. 

bENEfItS
Won’t spill, making it good for travel.
Keeps drink warm when not drinking. easy to drink from.
Cork protects fingers from being burned by hot drink. 
insulates the beverage,  and makes the cup more durable. 

pOrtfOLIO (ProDUCt CAteGorY)
e.g. Home entertainment / Cold Beverages

fEaturES

1:

2:

3:

4:

5:

6:

7:

bENEfItS

1:

2:

3:

4:

5:

6:

7:

ProDUCt Line WIDth

ProDUCt Line DEpth

ProDUCt Line WIDth



ExErciSE 2D: Bcg MAtrix
the BCG Matrix is a simple and easy to use matrix to help organizations develop a strong portfolio of
products and sBUs. remember, it can be used within a single business to determine the strengths and
weaknesses of single product lines, as well as across more complex organizational structures (like Coco
Cola Worldwide) to determine the strength of entire sBUs. 

INStruCtIONS: In the space below
1) redraw the BCG Matrix & insert the correct labels for the X and Y axis
2) name the 4 quadrants of the BCG Matrix & briefly describe each quadrant in the right hand table.
3) Draw the arrows indicating the flow of income, investment & divestment shown in the online lesson.  
4) List the Cash Cows, stars, Question Marks, & Dogs in your company / company you want to work for. 

X Axis ________________________________

Y 
A

xi
s 

__
__

__
__

__
__

__
__

__
__

__
__

__
__

__
__

cASh cOW

StAr

QuEStiON MArk

DOg

in my business / target company the cash cows,
Dogs, Question Marks, and Stars are: 
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get supper on the table faster and bring big,
bold grilled flavour to indoor meals with this
Ninja foodi indoor grill. the Foodi does it all—it
air fries, roasts, bakes, dehydrates and grills, all in
one compact machine that fits nicely on your
countertop without taking up too much square
footage. Whether you're in the mood for steak,
chicken or roasted veggies, the ninja Foodi indoor
grill makes mealtimes simple, fast and fun.

grilled food anytime
every season is grilling season when you bring
home the ninja Foodi grill. this virtually smoke-
free indoor grill is optimized for low-fat grilling.
Fire it up year-round for delicious food done to
perfection and seared on all sides, thanks to a 500
degrees F heating element on top and fan that
circulates air to all sides of your food.

air fry Crisp
enjoy your favourite fried foods without the oil
with the ninja Foodi grill. Pop in those French fries
from frozen state and watch them crisp up in
minutes inside the Foodi. the PtFe-PFoA-free
interior grate and included crisper basket are
ceramic coated and nonstick, so food releases
easily and quickly, minus the grease and oil.

roast and bake
Forego heating up your traditional oven. the Foodi
Grill's 6-quart cooking pot can accommodate a
whole chicken or roast. Add the included steel
roasting rack to keep the food inside slightly
elevated while basking in its own juices. Count on
the integrated smart temperature probe to let you
know when your food reaches its ideal internal
cooking temperature.

Dehydrate
Make your own healthier versions of your favourite
snack foods, from beef jerky to banana chips, all in
the ninja Foodi grill. A drying rack keeps foods
separated for optimal drying.

Easy to Clean
the ninja Foodi grill gets you out of the kitchen
fast once the meal is over. the Foodi disassembles
easily and its components are all dishwasher safe.

Source: https://www.semrush.com

PrODuct DEScriPtiON ExAMPLE
Many firms will assist with copy writing, such as product descriptions as well as many other marketing
activities (these can be added to your list of collaborators). 
Below is an example from seMrUsH (www.semrush.com)

Ninja Foodi indoor grill with crisper Basket

LiSt thE 5 StAgES OF
thE PrODuct

DEvELOPMENt
PrOcESS?

1:

2:

3:

4:

5:

Beaumont Business Publishing
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ExErciSE 2E
NEW PrODuct DEvELOPMENt

INStruCtIONS: try developing your own new
product idea in your area of interest. Write a brief
product description that covers stages 1-3 of the idea
screening process in the online lesson. in the areas
below jot down any ideas you have, and in the space
on the next page have a go at sketching out some
ideas. it’s ok if it’s not perfect, the exercise is to help
get you thinking about product benefits, attributes,
and how consumers use our products. 

NOtE: try to think in terms of a
consumer’s needs, Wants, Demands,
the Core, Actual, and Augmented
product.  if you can’t think of a
product at the moment you can
return to this activity later. 
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Play around with some product design ideas in the space below. As you do so try and write down
product attributes or benefits that you feel may add to the consumer experience.



ExErciSE 2F
PrODuct PAckAgiNg & LABELLiNg

INStruCtIONS: in the space below list the 
4 main functions of packaging, and labeling.

iMPrOvEMENtS 
the image above illustrates
clever packaging that allows
users to easily and cleanly dip
their french fries into their
sauce. Can you think of any
improvements to products
you found at home?

18 Beaumont Business Publishing
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4 MaIN fuNCtIONS Of paCKagINg

1:

2:

3:

4:

4 MaIN fuNCtIONS Of LabELINg

1:

2:

3:

4:

LooK At soMe ProDUCts in
YoUr HoMe AnD AnALYse
tHe PACKAGinG & LABeLinG. 

Do they meet all the criteria above?
Could they be improved? 
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MarKEtINg pLaN guIDE: PAGe 5MP read page 5 of your Marketing plan guide, and then fill in the product description and overview
table for your company of choice in your Marketing Plan template. 

LESSON 2
STUDENT NOTES

Marketing 
Plan guides 

only available 
to enrolled 
students
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this completes the Beaumont sample Lessons. We hope that you found the
exercises informative, fun and thought provoking. 

We look forward to seeing you back again. 
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