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I Hh Hh'F'Lh 
H fi RKET i N b P HIL U '6 U P H '• 

EHF'flTHV FOCUS IMF 

We nof'• i'i'ially th i nk of 01 arketin-3 in terms of f0recast1 n3* strate31 c anc 
product planning* sell ins# advertising* merchandising and the like. While 
these functions are indeed 1he kernei of marke11 n3 * fipp 1 e be 1 itvey there' 
are more fundamental concepts which determine the success with which they 
are performed. Everythins we do in the marketins department revolves 
a ro und one or more of thes e c onc ep ts. !he essence o t fipp1e • s marketin3 
P h i 1 o s o P h y i s c o n t a i n e d i n J u s t t h r e e w o r d s«. . e m P a t h y * f 0 c u s.« a n d 1 m p u t e = 

Empathy - Understanding so intimate that the feelings* thoughts* and 
motives of one are readily comprehended by another. If we have empathy for 
our customers and dealers*, we will truly understand their needs better than 
any other company. We will know how they feel about our products and about 
fippie* what thou3ht proc ess the y 3o throu3h before makin3 a decis1on to 
buy* and what motivates their actions. Just 'beins sensitive' is not 
enough to do an fipple marketing .job.... it takes intimate understanding of 

o u r c u s t o m e r s * f e 11 o w e- m P i o y e e s * c o m P e 111 o r s * a n d o u r dealers...... 

empathy. 

Focus - fi thorough and complete understanding of the marketplace 
always provides more opportunities than can or should be attacked. In 
order to do a good Job of those things that we decide to do* we must 
eliminate all of the unimportant opportunities* select from the remainder 
only those that we have the resources to do well* and concentrate our 

e f f o r t s o n t h e m. F h i s p r o c e s s r e -1 u 1 r e s- t h a t w e s e t p r i o r 11 i e s c r e t u 11 s * 
and that we discipline ourselves to religiously stick to our plans. 

Impute - the process by which an impression of a product* company or 

person is formed by mentally transferring the characteristics of the 
communicating media to the procuct* company or person. in uthtr wurdy* 
people DO Judge a book by its cover* a company by its representatives* a 
product's quality by the quality its collateral materials etc. Here are 
Ju'St a few examples of how fippie j- used this concept.... 

We created the 1 impress 1: ...at fipple was a successful company by 
advertising like a successful company. We created the impression that the 
fipple II was a high quality product by producing high quality ads* 

brochures* manuals* and other collateral materials. We created the 
impression that fipple was a highly solid company by making and publicizing 
contracts with large* high credibility organizations like Dow Jones* Bell * 
Howell* and ITT. We created the impression of being an ''industry leader'' 
by arranging for articles to be published on us in maJ or magazines such as 

Bus i ness Week * I i me * and For t une. 

The 3enera1 impression of fipp1e Computer Inc. (our ima3e) 1s the 

combined result of everything the customer sees* hears or feels from fippie* 
not necessarily what fipple actually is! We may have the best product* the 
highest quality* the most useful software etc* if we present them in a 
slipshod manner* they will be perceived as slipshod* if we present them in 

a creative* professional mar.ner* we will impute the desired qualities. 



THE APPLE 
MARKETING PHIlOSOPHV 

EHPATHV FOCUS IMPUTE 

He norma 11 y think of mark e11 ng i n terms of f orecasting* strateg i c anc 
proayct pianning* selling* adver11sing.• merchandxsing and the I ike = Mh11 e 
these func11ons are indeed the kerne 1 of marketing* App 1 e believes there 
are- more- fundamental concepts which determine the success with which they 
are performed. Everything we do in the marketing department revolves 
around one or more of these concepts. The essence of Apple's marketing 
philosophy is contained in Just three words... empathy * focus., and impute. 

Empathy - Understanding so intimate that the feelings* thoughts* and 
motives of one are readily comprehended by another. If we have empathy for 
our customers and dealers* we will truly understand their needs better than 
any other company. Me will know how they feel about our products and about 
Apple* what thought process they go through before making a decision to 
buy* and what motivates their actions. Just 'being sensitive"' is not-
enough to do an Apple marketing Job.... it takes intimate understanding of 
our customers* fellow employees* competitors* and our dealers...... 
empathy. 

Focus - A thorough and complete understanding of the marketplace 
always provides more opportunities than can or should be attacked. In 
order to do a good Job of those things that we decide to do* we must 
ei iminate al 1 of the unimportant opportunities* seIect from the i*• emainder 
only those that we have the resources to do well* and concentrate our 
e f f o r t s o n t h e m. T h i s P r o c e s s res u i r e s t h a t w e s e t P r i o r i t i e s c a r e f u 11 y * 
and that we discipline ourselves tu religiously stick to our plans. 

Impute - the process by an impression of a product* company or 
person is formed by mentally t ' ..ree-Herring the characteristics of the 
communicating media to the f . * company or person. In other words* 
people uu Judge a book by . . * g company by its representatives* a 
product"s quality by the sua... collateral materials etc. Here are 
Just a few examples of how APP sd this concept.... 

We created the imprest Apple was a successful company by 
advertising like a successful any. Me created the impression that the 
fipp 1 e 11 was a hish qua 1 its :d jct by producing hish quality ads* 
b r o c h u r e s * m a n u a 1 s * a n d o t h e t c o i 1 a t e r a 1 m a t e r i a 1 s. M e c r e a t e d t h e 
impression that Apple was a highly solid company by making and publicizing 
contracts with large* high credibility organizations like Dow Jones* Bell t. 
Howel1 * and ITT. Me created the impression of being an 'industry leader' 
by arranging for articles to be pub1ished on us in major magazines such as 
Business Meek* Time* and Fortune. 

1 he general impression of Apple Computer Inc. (our image) is the 
combined result of everything the customer sees* hears or feels from Apple* 
not necessarily what Apple actually is! Me may have the best product* the 
highest quality* the most useful software etc * if we present them in a 
slipshod manner* they will be perceived as slipshod* if we present them in 
a creative* professional manner* we will impute the desired qualities. 
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