
_________________________________________________________________________________ 
The 10Ps of Internet Marketing  V1/June-2001 
Instant Knowledge from the Knowledge Connections Web site http://www.skyrme.com            © Copyright, 2001. 

1

 
The 10Ps of Internet Marketing 

An Executive Briefing and Assessment Tool 
 
Despite the problems of many dot.com companies, the Internet has established itself as a valuable tool for 
marketing and electronic commerce. However, many large corporations have an ineffective Internet 
presence and show a lack of understanding of how to use it effectively as a marketing tool.  This 
Executive Briefing starts by drawing comparisons between traditional marketing and Internet marketing 
(based around the so-called 3Cs and 4Ps). It then introduces the 10Ps of Internet marketing. These are ten 
factors that encapsulate the essential strategies for success. Each factor is described in a consistent format 
that describes its scope and aims, an overview of key strategies, some practical guidelines, some URLs 
that link to examples of best practice, and resources for further reading. A checklist is provided for you to 
evaluate your own website or those of your competitors against the 10Ps. 
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Other Briefings from David Skyrme Associates 

 
•  Making Sense of Knowledge Management  •   

•  Seven Ways to Create Value through Knowledge  •   
 

Details of these and a wide range of published material and articles, many of them free, 
can be found in the publications section of the Knowledge Connections website: 

 
http://www.skyrme.com/pubs/index.htm 
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