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Artisan’s Cheese 4P’s 

In 2015, Artisan’s Cheese founder and CEO, Miss Tahira Saeed thought to produce all natural 

and preservative-free artisanal cheeses in Pakistan. Almost 5 year later, the self-taught cheese 

maker had turned her passion into a full-blown business. 

Marketing Mix of Artisan’s Cheese Factory 

• Product 

They have a variety of products to meet their customer demand. Consumers crave a different thing 

every day hence they have a wide range of cheese like mozzarella, cheddar, soft cheese, hard 

cheese etc . As well as making the cheese herself, she also produces different flavors on her own 

to spice up the taste of the product. At the start, she manufactured cheese inculcating pure Italian 

style and flavors in it. With the passage of time, she started studying her customers, who mostly 

belonged to Lahore, and reduced the flavor of the cheese to a mild level according to the developed 

taste of her audience. She also diminished the amount of salt in her product to match the taste buds 

of her customers. In short, she adjusted the taste according to consumer demand. If she hadn’t done 

so, her sale would have declined gradually. A unique selling point of her company is that all her 

cheese is organic whereas all other companies in Pakistan sell processed cheese. Along with 

cheese, sauces are also available in her online shop that are complimentary products. These sauces 

were produced to match customer demand. She also offers butter and desi ghee as they are the by-

products of her cheese. There is a demand of these by-products because again, no company sells 

100 percent pure butter and desi ghee in Pakistan. Most of them have fats in them. The smallest 

size of a packed cheese is 150 grams. There are a few reasons as to why the size starts from 150 

grams. Firstly, 150 grams cheese is suitable for a customer who wants to try it. Secondly, the shelf 

life of the product is only 3 to 4 days so if the product could not be used due to some reason, the 

customer would not mourn as much because it was a small quantity. Thirdly, the price of a 150 

grams packet is affordable so everyone can have taste of it. She makes innovations in her products 

according to consumer demand. 

 

 



• Promotion 

In the initial stage of her venture, she provided people with sample cheese to taste in public places 

like Mall of Lahore etc. When people tasted her samples, she would explain and educate them on 

the process of manufacturing organic cheese, an activity not common in Pakistan. In an interview, 

she revealed that her biggest source of promotion was word of mouth. She promotes her business 

through social media platforms as well. Testimonials, reviews and ratings on her website have a 

huge contribution in the promotion of her business. The photography of her products is up to the 

mark and aesthetically pleasing hence playing a vital role in the growth of her company.  

Moreover, they have posted recipes on their website in which their cheese have been used. Its 

another way to cater customers. 

• Price 

The prices of her products are similar to that of cheese sold in the international market because all 

her ingredients are imported. She explained that the main ingredient of her product is cow milk 

and the fodder of cows is soy bean. Therefore, if the price of soybean will increase, the cost of her 

cheese would also increase proportionately. The rates of her imported ingredients are in dollars 

hence if dollar becomes expensive in Pakistan, the cost of ingredients will automatically increase. 

Utility bills are also included in the final price of the cheese. If her prices will keep fluctuating, 

her consumers will get disturbed. So, she has set her prices while considering all these factors. She 

is a direct seller so when people buy from her, they often ask for discounts. However, when her 

cheese is displayed on the shelves of a retailer, customers do not question the fixed prices. The 

prices for her by-products, butter and desi ghee, are also relatively high because of its purity. Local 

companies do not produce organic dairy products because the prices will increase significantly and 

will not be in the customer’s budget. In her interview, she explained that prior to covid-19, her 

main focus was to sell to restaurants. However, during coronavirus, her business was surprisingly 

sustained through online sales.  

• Place 

She has an online business that includes both social media pages and an organized website. She 

mostly conducts her business through direct selling and the rest through retailers and distributors. 

Different restaurants, hotels and brands serve keto meals and use the artisan’s cheese. Her delivery 

system consists of her own riders because there are chances of damage to the product if she opts 

for courier companies or any other road runners. She has a defined set of rules for her riders that 

they should not call the customers for location until unless they fail to find the address because 

riders of courier companies call customers many times for one delivery and it often annoys the 

buyer.  


