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Marketing Value Approach Versus 4ps Approach 
Introduction
Marketing is commonly defined in the perspective of four Ps and the value approach. However, many scholars assume that the four Ps is the same thing as the Value marketing approach. In this essay, a comparison and contrast of both the two elements of marketing will be discussed and analysis of the company’s expectations and differences based on the application of one or the other approach.
Comparing And Contrasting.
The critical elements in the four Ps of the marketing mix include the product, price, place, and promotion. On the other hand value, approach marketing involves factors such as value creating, communicating, and delivering. The four Ps focus on the products alone while value approach concentrates on the customers (Perreault et al., 2011).  The difference between four Ps and the value approach is that, as the former elevate the products in the entire marketing plan to create product visibility, value approach focuses on designing, communicating, delivering as well as exchanging the offerings. Value approach ensures customers are satisfied and they are getting value for their money. The four Ps ensure the creation of place utility by taking product close to the consumer, setting the appropriate and affordable price as well as using promotion strategies to create product awareness and promote sales.
Company’s Expectations and Differences Based on Application of One or the Other Approach.
Both companies using either of the approaches expect to meet customer’s satisfaction and promote their sales (Wood, 2012). However, the four Ps approach will only satisfy the customer based on the product features and the price. Value approach is more beneficial since it works to create value for the same products, communicate that value to consumers and deliver that value in exchange to the offerings- in terms of price. Value approach is driven by a desire to meet customer satisfaction in terms of product and services as opposed to Four Ps which focus on product alone.
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