DIRECTIONS TO THE INSTRUCTOR FOR GROUP ACTIVITY 1



Preparation: Make copies of the handout entitled Beat This! Blending a Better Marketing Mix on page 2 for each small group. Write the following list on the board:


A.
Lower prices throughout the store


B.
Offer some products exclusive to the store


C.
Develop business relationships with more vendors


D.
Mail flyers to every household in the neighborhood



Process: Divide the students into small groups of three or four. Distribute the handout with the four scenarios to each group. Give the groups a few minutes to read and discuss the first scenario. Then, ask them to determine their recommended response from the list on the board. Ask each group to share its selection and why the group thinks it is the best answer.  Though one answer is prominent for each scenario, discuss the rationale for any other answers given. Repeat the process for the other three scenarios. Discuss how making adjustments to the marketing mix is related to the marketing strategies of each firm. Answers: Scenario #1: C, Scenario #2: A, Scenario #3: D, Scenario #4: B.
BEAT THIS!—BLENDING A BETTER MARKETING MIX

Scenario #1:
A discount clothing store knows that, although its racks are often bare, it has the lowest prices in town. But more customers are buying from its competitor because the racks there are stocked with clothes. Select the response you feel would help the discount-clothing store correct its problem.

Scenario #2:
A grocery store sees that it needs to adjust its marketing mix in order to keep up with the competitor that moved into the neighborhood. The competitor’s strategy is to offer the lowest prices around. Select the response you feel would put the grocery store on a level playing field with the competitor.
Scenario #3:
A pet store has just moved into the community. Although there are several pet stores in the area, this pet store offers goods and services that can’t be found anywhere else.  Select the response you think would help the new pet store communicate its benefits to the pet owners in the neighborhood.

Scenario #4:
A small computer business realizes that it needs to improve something to gain more customers. The large competitor in town is able to offer a variety of products and lower prices, too. Select the response you feel would help the small computer business distinguish itself from its competitor. 
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