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starbucks coffee's marketing mix (4ps) analysis starbucks coffee company's At present, the following are the main.
categories of Starbucks products: 1. Coffee.

As the company is successful within this position, it can be concluded that customers are willing to pay a
premium price in order to receive a superior level of quality and service. While Starbucks creates a uniform
international appearance by recreating the business model it follows in its home market, the company also
adapts to specific local requirements. Price is the amount of money customers have to pay to obtain the
product Kotler and Armstrong,  Starbucks Company Profile. Starbucks also serves oatmeal, juice, ready-to-eat
pastries, salads and sandwiches, muffins, and cakes to satisfy more customer needs Coursework. It targets the
customers from the premium segment mainly. However, Starbucks customers have a strong loyalty. As the
menu is designed to cater to different preferences, Starbucks does not only appeal to coffee lovers. Nero on the
other hand, represents a high value position, as it provides a good service at slightly lower prices, which
appeals to price-sensitive customers. As a supplier of high-quality coffee, Starbucks has become one of the
most recognised brands worldwide Interbrand,  Welcome to Starbucks Malaysia. Moreover, Starbucks
customers are apparently impervious to the price difference between its products and the competing ones.
Market Mix Marketing mix is the set of controllable, tactical marketing tools that the firm blends to produce
the response it wants in the market Kotler and Armstrong,  Starbucks itself claims that there are more than a
million places where you can find its products. Starbucks can easily collect the consumers responses via the
website; it is the biggest marketing sources for Starbucks ZhiJing,  It has crafted an exclusive and
extraordinary experience for its loved customers. It has more than 22, of its stores running worldwide.
International Business. Promotion means activities that communicate the merits of the product and persuade
target customers to buy it Kotler and Armstrong,  Question and Answer. At present, Starbucks is the largest
coffeehouse in the world. Starbucks launch the new product VIA Ready Brew directly through the retail shops
only whereas trains and flights and is one of the channels ZhiJing,  UW Business School,  Starbucks has made
sure to keep the experiential aspect of the brand consistent in all their stores across the world. Starbucks
provides great product quality as well as superb customer service and so its customers do not mind paying a
bit higher prices.


