McDonald’s Marketing Mix 1




McDonald’s Marketing Mix 
By Name:




Course:
Instructor’s Name:
Institution’s Name:
City/State
Date


Introduction
Market mix entails a policy that a  business employs to get in touch with target customers locally and internationally. Therefore, a company may decide on its target group of customers to serve, and once the target group is determined, the product is positioned in the market by providing the right product, price, distribution and promotional efforts (Jobber and Ellis-Chadwick, 2016).
Product
McDonalds’ company provides beverage and food products that covers a variety of outputs that targets different consumers. The company has a variety of product mix mainly salads, burgers and beverages on the other hand (Mcdonalds.com, 2017). The company expands its product mix according to the expectations of the customers. Currently, customers can obtain other popular products like snacks, shakes, and chicken (Mcdonalds.com, 2017). This aspect of McDonald's marketing mix indicates that the firm invests in developing innovative products in the market to attract more customers thus promoting their market share. Developing new products involves market research that ensures the products meet customer’s needs and wants (Jobber and Ellis-Chadwick, 2016).
Pricing
McDonald's pricing plan involves price bundling pooled together with emotional pricing. In price bundling, the company provides meals and other product varieties for a discount while in emotional pricing, McDonald's uses prices that appear to be extensively more reasonable (Mcdonalds.com, 2017). This element of McDonald's marketing mix shows the importance of price bundling to encourage consumers to purchase more products at a given time. Thus, pricing must be prioritized since its crucial segment that affects demand for a product and also determines the sales made by a company in a given period.
Place
 	McDonald's provides goods that must be made readily to consumers regardless of their time constraints. Therefore, the firm's products are made available to the market at a place where they are accessible at any given time at customers' convenience. McDonald’s company joints are strategically placed and easily accessible. This constituent of the marketing mix indicates the locations where the organization products offered are readily available at any given time (Jobber and Ellis-Chadwick, 2016). McDonald's also has mobile applications where customers can place their orders through their mobile phones. This platform facilitates customers to claim unique deals and find McDonald's restaurant locations easily (Mcdonalds.com, 2017). This component of the marketing mix ropes McDonald’s rigorous growth strategies, especially market access hence overriding their competitors.
Promotion
Promotion is essential to the company to communicate to the potential customers the products they provide in the market (Jobber and Ellis-Chadwick, 2016). This element entails influencing, persuading and informing the customer about the given product and influencing purchase decisions. McDonald's uses the following plans in its promotional mix, direct selling, advertising, sales promotions and public relations. The company employs direct selling, such as for local government, corporate consumers, parties and during community events (Mcdonalds.com, 2017). Advertisements are the most prominent among its promotion devices. The company uses other media such as radio, Televisions, online media and print media for its ads. 
McDonalds’ also uses sales promotions to attract more customers to its joints and restaurants. This is done through, the company offering freebies and discount coupons for certain products (Mcdonalds.com, 2017). The last promotion strategy, McDonald's’ uses public relations activities to help them advance their business to the target market. For example, the McDonalds’ Global Best of Green environmental and the Ronald McDonald House Charities programs support communities while boosting the value of the corporate trademark. In this element of promotion, McDonald's emphasizes advertising as its central approach to promote its products to it consumers..
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