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The Four Ps
As a natural extension of Porter’s competitive strategies, the tool ‘The Four Ps’ 
can be used to determine how to actually compete. The Four Ps stand for:

• Product (product or service)
• Price
• Promotion
• Place (Distribution)

The Four Ps was introduced In 1960 (McCarthy, 1960) by the American Profes-
sor, Edmund Jerome McCarthy (1928), and is also called the “marketing mix” 
because it is a tool to identify what “mix” of marketing efforts are required to 
sell the product.

The checklist shows examples of questions you might ask to identify the correct 
marketing mix.
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FIGURE 10.40
The Four Ps – the marketing mix.
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