Chapter 17 Promotional Concepts and Strategies
Section 17.1
Promotion and Promotional MixName:  				
Class ID:  				
Class Hour:  				

What might happen if business did not promote their products?




Review Terms: 

Market:



Target Market:



Two Types of Markets:



The marketing mix is the four basic marketing strategies of a business, called the 			 .  It is used to 				  the buying decision of a target market.  These 4 things are?  						, 			, 				.

What is Promotion:

Promotion Definition:


Promotion is 					 Communication: Define in your words what this means:

																														

The Goal of promotional activities are summarized by the phrase AIDA:


Why do Companies use Promotion?  Four Reasons to use promotion:

·  
·  
·  
·  

Think About it Video:

a. Write a quick summary of what is being promoted in the video ad?




b. This was launched when the service provided was first announced.  What was the purpose of the commercial?



c. What are they using to “Attract” your attention?  List at least 3 things



d. Who is the commercial Directed at?


Four Key Elements of Promotion: Four things that should be considered in every promotion. 
title

definition





Two Things a Business Can Promote:  

	1.
	Definition:

Product Promotion Includes:
·  
·  
·  
·  
· 


	2,
	Definition:

Institutional Promotion Includes:
·  
·  
·  
· 




Promotional Mix:  

Promotional Mix Definition: 



Five Types of promotion in the promotional mix

	1.
	Definition:

Forms of Personal Selling






	2.
	Definition:

Forms of Advertising






	3.
	Definition:

Forms of Direct Marketing







	4.
	Definition:

Forms of Sales Promotion


Objectives of Sales Promotion:







	5.
	Definition:

Goal of Public Relations


Types of Public Relations






Publicity:


News Release:


Types of News Release:
















Section 17.2
Types of Promotion

Sales Promotions


	They can be used to:


Two types of sales promotions and their definitions:

1.


2.



Trade Promotions



1. Promotional Allowances


Explain an example:


2. Cooperative Advertising


Explain an example:


3. Slotting Allowances


Explain an example:


4. Sales Force Promotions: must include it is offered to the salesperson


is money or some other type of reward offered to salespeople for selling a particular amount of goods or services. ...

5. Trade Shows and conventions:   must say specific industry and only for retailers.

An exhibition organized so that companies in a specific industry can showcase and demonstrate their latest product and services to only retailers. It is directed at the industrial market.



Consumers Promotions


1. Coupons – must include that it is a voucher that must be cut out and turned in 


A coupon is a physical voucher with a barcode that can be redeemed for a discount after purchasing a product.  The voucher must be turned in to get the promotion


2. Premiums  - must include that must purchase something to get a free items of low cost value (like a free gift in a cereal box)




3. Product Samples –  a booth for giving away something to taste like food 

a sample of a consumer product that is given to the consumer free of cost so that he or she may try a product before committing to a purchase.

4. Deals – You must include that you must buy two items. It is not a buy one get one free.  

When you purchase more than one item, you get it for less.  It must be two items packaged together and bound together.   

Example:  If you buy one toothpaste it is $3.00 but if you buy package deal you get 2 for $5.00.  Saving $1.00

5. Incentives  - must in clude high cost items that you have to win

A chance at winning a high cost item through a contest or sweepstakes by purchasing a business’ products or signing up through a business


6. Sponsorships – 

a business pays money or trades or gives their product to use during the event in exchange for advertising - the act of supporting an event, activity, or organization financially or through the provision of products or services.


7. Promotional Tie ins – when two business promote together in one ad

promotion in which two or more brands or companies agree to participate in a joint advertisement to increase value for both brands regarding exposure or sales



8. Discounts:  percentages or $$ off – everyone that goes to the store gets its and don’t need to give a voucher or anything to get it.  Everyone gets its


A discount is a percentage/dollar reduction made off of the normal price for goods and services for a short time.  This week only, today only etc.


9. Loyalty marketing programs - Loyalty programs encourage shoppers to return to stores where they frequently make purchases.

When a company focuses on growing and retaining existing customers through creating programs where returning customers earn free items, dollars off, or incentives

10. Point of purchase displays –  must say that they are in high traffic areas

Point of purchase displays- Manufacturer built displays given to retailers for free to put specific products into a high traffic area, like aisles or checkout areas.

 
11. Discount codes for online shopping  - must include a code online to get the discount.

Discount codes are personalized or publicly-released codes offered to customers as a purchasing incentive that reduces the price when shopping online. 
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