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Abstract

Against the backdrop of consumption upgrading, the Chinese beauty market is exhibiting robust
growth momentum, presenting domestic beauty brands with significant development opportunities
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as well as market challenges. Based on the classic 4P marketing framework, this paper first under-
scores the necessity for marketing among domestic beauty brands. It then proceeds to systemati-
cally explore their marketing strategies from the four perspectives of product, price, place, and pro-
motion. The study argues that current domestic beauty brands can enhance their brand influence
and market competitiveness by focusing on four key areas: product differentiation, a scientific pric-
ing system, a multi-channel sales network, and diversified promotion strategies. Finally, by incor-
porating the successful marketing case of the domestic brand Proya, the paper aims to provide both
theoretical and practical references for its future development.

Keywords

4P Theory, Domestic Cosmetics, Marketing Strategies

Copyright © 2025 by author(s) and Hans Publishers Inc.
This work is licensed under the Creative Commons Attribution International License (CC BY 4.0).
http://creativecommons.org/licenses/by/4.0/

1. 5|8

AR, B E 25 I DU K AN SR a5 R, A d AT L3R 1 AT R AR A AR L&, T
B AL H W S A L TSR T KSR 9, 5 2 i EORS A2 T (7 3 oK . e e IR B
P B AR, 2 H A B St i R W K 3 (Rl Pk Rz — o I AR R S oHa it R PO Wi 2 2 1l g v L
el SI NIE H LGz — o [ T 930 B D St dh o i A S A O ESE DT T 3 H a3
e AT WK T HT TR A R LI . BAR 2024 SRR R BB AUA T alvE, (ETE AR R RS E
PR X RN, EITl s IR A R NLIE, £ E ORI -1 RT, FRAME. e T 5%
FEHIC FERBESE S R PG , A N T2 AR, SEIFAE A R i .

15 275 [ B it R DGR WS A, Aot 28 R0 ] 4672 41 5K _E 3T, UM O 4 dL g Y e,
Sh e LRI A By ST E A, HE S BERVE TS, A E B S R E A R AR .

2. ARMIRSEFHIEL
2.1. #FsIR

[E] P 2723 4 SRS 77 T O 70 Rt 2 o /N RN 4P BRSHR I T —A RGMERUHESE, H Bl 2R
EHRE s WA DRIEANHE ST, AT SE S 3t A2 T3 SROF SEBL Rk H AR [ 1] ARG MR
RIRBINT, DR BRI FUR AR R, AR VTR G M A, R G0 i [ B Stk i R
FRET I, DB SORER LB A8 B 1R O S B PR AR A S SERRBRAR 2] I 5 DL 4P BRIR NIRRT, REE
TP HTEASRAEAE 0117 WA R ARG, SR S i R RIEDUAN TS AT E Y, SR
BL 7B 5 SR i RN 4R TR (3] PRGE I SRERAE VY 7 AOTE B SN, 8T 0 M LR £ o R 57 B T 3
™ TFB, AESE WA S AT L A T (4]0 ZFEEMIBLSESE AL AR AN R, AT 2 RS
TrHTE B S SR AR < TR R R AR, R ARE . BREE . K LR TS EE2 M TRM
BRI, O [ DTSt ) B R AR SR 5]

HATILA T 78 2 DLAR SO S BIEAT 704, B B2 S0 it (K B ARV 5 A SRS IO BT FU e b, 4P 2R
TEOVE BRI GUE L, DUERE R M2 i B B IO OB BEE, AT 4P BISHIL A 2R Gt 0 i B S ™
b B 1R 0 B R B SRS

DOI: 10.12677/ecl.2025.14124631 6428 CIREE RN


https://doi.org/10.12677/ecl.2025.14124631
http://creativecommons.org/licenses/by/4.0/

2T

2.2. 4P IEIL A E A2

FEME « BHRFENE CEHEEL) — PR E e SOV AR GG JlAEEmE, I A H
Tam]l B 7 VS B P R AR — M H AT RN — B 6]. 4P BB &R E T
Hiedlf, Hadmdh. s fedl. U EZE AN SIS A, AR TR )
KFo Mo, 4p BISA G R LI AT OR, XU M. s 28, XA EZES, &2
D AR TSR TAAAER . (CREREE ) — 5, X 4P B4 A EZE DR R MR, &
MIHA R BMAELER, TR —/MEEBCRIVE . 4P EWHH A& BISIAmRIFIN, &N T2 mE )
FORM AT R ERTESN7]. I 4P HE I kA, B ™ R, KRERS, EdamnE. o
o BIa MSEEFAE, R R H RO IR A&7 P mhas B B AR P e e K B
ARH T EIE R SR B EE T ? i Bl AN R IR i I e B . I RS HR
RIE. PRS2 BIGE. & TRIESE, W LMEBUER A R 6. e iE B A 2 M e B
SEBLHL B (A AR A B . (e TR AL, 20 N OUHER . RAHERSSE, Bedh, ] DI
NIMKHAT A VAL T i B A, AE S BN, BAERU BRI 5
AN RAR AR, 2B RS e RUR IR R 2 —

BEANBCAACE AR, ERR MR BORBAL 1 4P B B Z ARG RIS 2R, A SE Dy
WBeit, RIESHEIMZ T, (A7 & AR HElL, MRS ALH R EInE ARG . BARRE,
4P FRAER AT S TSR EGRAE I, W vl ] 5 R G E B SR AR AR .

3. IFETEFIA 4P ERFIEEHRBAI L EM
3.1. BERBENBIEmED K

2003 FFIARHERLAL, EA5H ZAT iR, GRS, %, Off&Relax, fiE4E, Bk, INSBAHA
R, s, UV, Rk, BRI & IRIE R L DAL TR IRIE . HAERE . R, #1355
FEMA BTG, & T REAFLHEE. TEE. A% il 2R, DREER RS,
SEHL T MRARS IR BN Lot . A FERE SV B DR B, AT A 20 Sk B i) A 77 A v 2 ok A e WA 1o

Table 1. Proya brands and categories

3 1. IAZRAE AR R 4

oyl FE A ks 2
AR Eial i 69~670 CHERRER, BT RBEEEELTT, WURERSEZ &
T ot 29.9~418 CHRE, JRAESE” SRR “ULEONR AE—” &

OKEHAE, mREG. FERMRA LRI KE . K228

Off&Rel e rE i 39.5~600 N N . N N 5 P
elax W B3PI, TR IRk B R AR

eSS PR b 39~305 “CEREW DUBIE ) LR RIS IEE .
ol fpk PP i 99~800 “EERE, AT BOLAE— U R R WU o
Eﬁgﬁ KA 9.9~175 L Inside me JEIA ML L
) Bedr i 17~220 Bk BRI DR i
K Bedr ™ 11~173 “RIRUFFR FFRFEM
i Bedr i 79~470 AT E AU, SR AR R KT S

21 ByEoRIE . FSEMR 5 T MEAE B T MEEgiit, HATHERE, https:/www.proya-group.com/brand .

DOI: 10.12677/ecl.2025.14124631 6429 1T 5508


https://doi.org/10.12677/ecl.2025.14124631
https://www.proya-group.com/brand

3.2. 4 KeuhESNa 7

A 4P BARE AR YR MM B SR EDR . BEERE LT RAWTA TR, [H IR KPR &
T W RN, PR BT MU DRI T SR A R R AR 7 i B AR R . At
A T30S Had B, R 0 H 2 O S Ak R OGBE R 3R . RV I LA [ B Stk i T 3 4 A 4
Bk, SRR H AT TN, AU 4P B A SRS R — 2D BT [ B ) s R R AR UV . T
22 SR AR G, T LA B S R ST R T B S AR IR . FORHEE R 405 R A
PRI PPN, NS T R B R, GR T TARL. RN 2R
AR, A BTG 2 2 ROV SR, SRR 4 b2 R 2 RE A B R A, S T SR
ML HAMOHERIE. MW ZHRE, Mids BEsE, WENAE . A BE . MESEEHTEL 1
R E SRS R ST A AR R, A B TR IR S B, TR i .

3.3. EEREHMCHER

B [ ELIE X HR PR R A e, MTH R E AR, HIEW . TEYRE . R Bk
WO R R AR T B RIS . W RE AR MR T4 N IRIEMN K =0, X SHX 2 [ rE e k59
P () ) PR A IEAE B T R R SR T4 A . ¥ 9 AN 5 B — /M 5 5 B 31 5 — M B E A R
“PRIC=RT, AT INE A, ST SR e dTIE R . W ERE T SRR 2 L. M
1, BT S M i R FH I XK HE R 20 T 3 AN R P2 et 3l R AN RV 9 N BRI 9 i ok DL “AE
HIBE” N, FEHIBEE 2016 FEAIFMOE B3 M i, AT H e E ki, KRBT, ke
HORHE SRR, fEHAR. R WAEE K KEE—R, L “DZy” A% G, S0 MR 2 5 4
H T —RIVEG I AR B =0, BRI 5 i3 S T — 5 2 Hu[ 8],

FERIB AR, A 7= A A EE Sy i B i 5T (] SR BEMR 5 — BV 2, (ER a0 AN 4P E R R
AEHA, — DM BEE = SASCE = N T BRI IR TE . R AR aY . BB [ o 5
PR B RE H YK, B T Rk DA IRIE O oS, e IS, HISEME. TErE T
S GRS S AL T FE RN AL “FhE” , RIHMA L B te, SldEE T AEMmE, fTiE—1 2
JCHEH B IRIE
4. BT 4P BRI IRBEHREBEAS o
4.1. =REHEREE

P E IS BB N R, R E MR R NI S B BE L P T B AZ B
2. Wit SHEMVRNAF L. Bi1dS5RH SR EEE R M, A RS RE .
PR R, L B LA™ i, SRR AR N SR0E I T T B iU St W R o E
PR TR R A Th R ERIR RS, LR 9 SN TR S AR MR SEE R, BRI S A
AR, SRTHREIE R . 2870 R 2 I — KU R S BT & 7, s Alb ™ i 59 935 2 1A (14
BRE, EIE ORRT TR WAL, HXIE R AR RRY I, AR a ARRID I, RATEIER
RS AT RNy AN U AR VAL e MY B AU SN TR S LI AN B R DA ) AV R o L1 B
TR OVER, BN O T BEAL R ST, g B a0, ETRIEE & IR R AT
Aoy, AL e, SEEURHEE . =, PREHAENEERZHIE NI 4R R E N
K, ZFARTRLE A TR R R PR . AR SR IR AT A, RRIEKEA
FEVH B R, X ANV AETT A I SR A R AL B, FESRE N AR oA O B
WERE “RPERCTT” , WOLRRSIRE, HIRHL. TR REIT RO ™, NH EANTE T, T8 A

DOI: 10.12677/ecl.2025.14124631 6430 1T 5508


https://doi.org/10.12677/ecl.2025.14124631

SR TS

SEAE “ARIR” IS
4.2. MIRILERRE

PR A DO AR Al s, MRTTHENPEE TR, ERSERAE T A LT FER «E
TRW” B2 K B R T HE I b ISR E B S0k b, A TROASUEEABL . HoAi%
SRR 25 5 AT i e, SEUEN. 5, RN ERE BRI E AR AR, P dh AR AL
NEERRHARS, EMTIE SRR, TR EAE 30~200 JTZ IR, HEBUH 2% UHELR A P . [H BTt
FERENYIS TR 70 5 FE 7 b R 77 s ALy 7 i FARSE N ER, RN X L i B e S t™ i M i e i,
il 5 — A BEME A AV A, SURET 2 P T B RE ST o PRGRAAE PY 17 il i B S P SR B E Y 1
PER— DR E SR A, K HOER B i AL, RN ELE 60~200 2 18], FEHEE (LIX N 9%
DT AT (4]0 FEHEFI 2020 58 AL RERS IR 51 AT SR IXTRI A 243, 9 Kb B TRz —

FEN, BURHEX AT I AT S T 2R E S R . r OB & T A B ik,
HALSEE, P25 I, 4R RMRMIEIRE. 28—l 2 E S 4E R AL —,
AT A — B RE L T, REAE GBI e B TER SN KIILE, WRUEE A R
T, X dh e SR AR B T

&, AL 256 5KEs), EHS TSR TR, W5, #95. 3R, I 2H0E
T -6 #RHE R AL S . 25T GF4E “618 P RfL” “XA—7 SFWPy, #ile &2 it
G, FEVEBIIE], WTRARIE “i 500 9K 507 MIALEIESN, T E SR e, RN SE A 3R
W, U, XEEE T HEHUETE AT )\ EULIT LT, WS SR . Xt T, AT DR AT
A A HE N 2 kAR, BlintE Q2 RAWYIE, ATCLRINIAYIEA, B 15 K-t
BIR, TSR T R . S RS DL S, AURER SR 2, IR =
PR EH, AT 3E 5 AT H .

4.3. ZRIEHERME

P-Kotler CEFFE L) —Foif3) « 775 55 (W L8885 A 5l i 45 (il 7% 3 B0 s 2EAT 8 B I H L
FEASH BB A T AR A KA 75 30 42 Rl AU SRV BN T e HL H 28 R 2R K SRIE R g A iE
WIZ%[6]o 7 HIKMUAGE MBI, FASRAHER. ST 2 £ L bl 7 1 5 i

LM IREUR AR THIE . S, W AE AT LR BTSSR R RIE
AN, 20T RIE L 9238 T B SZIRAE dh BB AP Zhl BRSSP R4, MRS HT
W, HRERSNEEGT. B, FEIAL T RERBAT DRI, Bhllmames, &
R AR . HRE M B IRIE R SRS . B8 D3R Pt R i 9 ATV 2 R R R
PRl E AL A, T DU B D I, B STV E B =, BRI EA
O, MR, BN SO S A R BTN B, U P R RO G TR G
Frm, [FNE S8 O LEBOVRE NI R, &S REHT =8, XME s ARt edtire & i
HAERE.

2 LA 2o I FEHTEMES) . EHE T EE. P, 2. RR%ERE, HE
WAL MIERIER AT E . AR GEsREME B, b RE AT RN RIE R
I X it R A AR AR IR, 50 S B RIS AR, BRI 2 R AR

4.4. ZLAIREREE
AR TH AR, (EH AR Z L T e, OESMEHES . Wimsh. UErindg. v

DOI: 10.12677/ecl.2025.14124631 6431 N e


https://doi.org/10.12677/ecl.2025.14124631

LRHRIEDR, MAERRMZTTORIE, CEREM) —Bhies TR R R E8, SR —
FREIE 2 T MR B VBRI BT, IF FLIX S SO0 s 2 L RATA AT AT6]. R
“HE V) (TP REEE R T AR B AT AU RS AT, LGS — B 2 . BT
MR LRI, BB, AR, (i, BAERIASOER, BULER6)
B TP O A R, oK 1 1 S St R B S N2 T, FELVEES 25 ZELR AR B0 e
NSRRI T FE A RO AR B . NS, BET G, RIS 1E
RS PR AR o AT SN R IR A . T AN BT AR, “618”
RN S REGFEIIN, B SRR PR % AT ER S SRR
BTN, MR L. SO, FURAEACHUAT AT (A, DALY SR St S 47
AL, NS e BB A 5 SR U, LK S R BSEF= . 3=, SRR E1E “ 807
FOfR RSN o I E R, 4 T A T BEREI S 3 9 478 Sl — e Rk 77 3L,
(RAER R, S RE R (A A

5. @A

FESE SR AT ACT AWHR T f i b, 26T 4P PRIRH A E 4 S B BRI BLSEE
3o BT RAE WA R RN S FE AL, W SKAT A PSR a I R 7 S o, 170 A2 (RN 32 24 4
AR IRGE A DL S TR R SE DRI SR G 50, SRR 3B O Al 58 4 0 i B BRI . Tl
Aok SIS A7 ot SRS TR SR T AT F1 v R E 7, L B St o R R 6 16 1 2 [ IS AL A T 3 A B v i S
PR, RN ARIEE BN A R I 2 RSB R R Y K iisp B m Vi il IF i BB 5 A A8 AR 3 17 14
et 77 SR AL i M S 8 2 IR B KR AR, AR T 9 & Rk

CAHSRHEN B, 2558 “ By ik ” B, R s ks il sE . DRI BNV A5 15 3055 77 T
RG] 4P Big, fE7 f R R B DIRelE SRR YE, R 2 T HEE FRiE SRR ST RE 1 ST
SEARIL, ERIE R MESNZ L2 T — AR TR, IR B S SR I . B 5T B,
BTN B E R R R . IR HTR I, 4P BUIRAE B8 5t MY R A BGRIE A, woyE TR
Mt R SEEL A SR T 5 T 40 IR 2%

SEEk

[1] /NER. H 4P EURICE B[], J6#, 2024(10): 40-41.

(2] ARfEME. FE BTSN R AR B SRS 2 BT [D]: (26085, dbat: AERTAE G K, 2025.
[3] HEZ. ET 4P BRI N 11 EHRIE[]. 275 mEES, 2025(3): 94-96.

[4]  BRGE T8 T4l i 77 B S B4 SRS BT 7C[T]. P BARAL, 2024(23): 60-62.

[5] ZEE. EBCIAEE T [ 07 580 i i A0 s 4 SR s it 7t —— LA se 3 Hid 7 o Bil[I]. WS R 5405, 2022(22):
80-81, 86.

(6] SEFIE- RS, PUCHKE-SE, WHLRPURAR. EREEM]. 55 16 IR BERESC, %5 =, B, 1RME,

[71 MP%, WD., K48, EE. JAERFEEAER) M) M558, B2, % B B AR, 2001.
[8] AWl fiFREER DLy, LRI BCE#EEAM? [1]. EERMEMER, 2024(9): 20-23.

DOI: 10.12677/ecl.2025.14124631 6432 N e


https://doi.org/10.12677/ecl.2025.14124631

	4P理论下国货美妆品牌营销策略的思考
	——以珀莱雅为例
	摘  要
	关键词
	Reflections on the Marketing Strategies of Domestic Cosmetics Brands under the 4P Theory
	—A Case Study of Proya
	Abstract
	Keywords
	1. 引言
	2. 研究现状与基础理论
	2.1. 研究现状
	2.2. 4P理论的基础概念

	3. 珀莱雅利用4P理论制定营销策略的必要性
	3.1. 珀莱雅介绍现有品牌分类
	3.2. 扩大品牌影响力
	3.3. 互联网时代的要求

	4. 基于4P理论的珀莱雅营销策略解构与分析
	4.1. 产品营销策略
	4.2. 价格优惠策略
	4.3. 多渠道销售策略
	4.4. 多元化促销策略

	5. 结语
	参考文献

