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Mass Marketing

Mass marketing is one of the suc-
cess stories of the 20th century. g/;’“i{"tf
_ arke
We are surrouqdec! by mass mar- oo R&D Research Increased
ket firms, multinationals aiming to . Costs s
. . Marketing competition
maximize profits, market share

and economies of scale by pro- 1 t

ducing and selling huge quantities.
These mass market firms provide
Mass Marketing

the bulk of the goods and services
that we consume.

Companies like Ford, Microsofft,
Proctor and Gamble (soap pow-
ders), Cadburys, produce ranges of
products aimed at targeting as
large a proportion of the ftotal
market as possible. They achieve
this market saturation, by using

two m.e‘rhod& _ Economies Spreading Brand
The first method used is develop- of Scale of Awareness
ing product width. This means sell- Risk and Value

ing a range of similar but differen-

tiated products. So Proctor and

Gamble will market several brands

of soap powder, each targeted at a different

segment of the mass market. By doing this Disadvantages of Mass Marketing.

they cut costs, though economies of scale, and

mainly Thr‘ough the use of advertising, estab- ¢  Heavy advertising costs, to establish
. lish a range of brands each brands and keep them in public eye.

with different values in ¢  High development costs of products.

We are surrounded by the mind of the consumer. e CompeTiTion is often fierce.

mass market firms, o Companies must be market orientated -
multinationals aiming to 1 N& Second method of ap- this brings high innovation and market re-
maximize economies of P€aling to as much of the search costs.
scale .... provide the bulk market as p055|b|e, Is to

add product depth to each Advantages of Mass Marketing.

of the products produced.

Adding product depth ¢  Maximizes income

means making each product available inarange ¢«  If one sector declines this is likely to be

of the goods and services

that we consume.

of sizes, packs etc. So we have 3 sizes of soap compensated for by growth in other sec-
powder pack, targeting for example, singles, tors.

couples and large families. Mars will sell Mars «  Allows reduction in average costs through
Bars as a single bar, king size bars, 5 packs, economies of scale.

snack size packs etc., again covering a wide as ,  Allows Brands to be used to their full
possible market spread with little extra cost. value



