


& T

Ei} -

Socill V) | s
HFE%AHEH

PRoDUCT ASSE.SSMEﬁT ; f ;

'- L ol oRATE

MEDIA PRoMoTIoN i oRGANIZATloN

RoMoTloN

TREATMENT 12 PLAN 5 PRedecT = 2

.. SoLUTloN ﬁg NES
\5 HFSEAHE:IT :ﬂ ,.;,_ = :‘.'E%
ﬂHLIHE },g i ‘;é E
< &



M

Direct Marketing

V\”

o
\

Promotional Mix

Advertising g — e Ko P:aIES&
arketing

Promotions

Personal
Selling

Public
Relations







PRODUCT

THE PROMOTION MIX: TARGET

MARKET
MARKETING COMMUNICATION METHODS
PROMOTION

PUBLIC
RELATIONS

GUERRILLA W ¥  PERSONAL
MARKETING 4 - SELLING

DIRECT SALES
MARKETING PROMOTION

DIGITAL
MARKETING



Using the Internet to vary the marketing mix

¢ Availability
* Warranties

Promotion

* Marketing
communications

* Personal
promotion

e Sales
promotion

* PR

* Branding

¢ Direct
marketing

Price
* Positioning
* List
* Discounts

- * Credit
= Payment

methods
* Free or

value-

added

elements

Place

* Trade
channels

¢ Sales
support

e Channel
number

e Segmented
channels

People

¢ |ndividuals
on marketing
activities

¢ |Individuals
on customer
contact

* Recruitment

e Culture/
image

* Training
and skKills

* Remuneration

Process

o Customer

focus

¢ Business-led
* |T-supported
e Design

features

* Hesearch

and
development

Physical evidence

e Sales/staff
contact
experience
of brand

* Product
packaging

e Online
experience
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Limitations of Sales Promotions

1.

It typically cannot reverse a genuine declining sales
trend.

Marketers cannot reasonably expect sales promotion
to convert rejection of an inferior product into
acceptance.

. Sales promotion may even weaken the brand image.

Sales promotion has also been blamed for
encouraging competitive retaliation.

Short-term volume gain at the sacrifice of profits.



Connects with

Its audience,
their needs and
desires.

Doesn't
canfuse the
viewer.

“maesa W
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Prominently
features the
company logo,
contact information

including website.
- Has a clear CTA

or call-to-action
for example -
“To know more,
call...”



Benefits of effective advertisements

Standing out from
the Competition

& Increasing Brand
Products awareness ‘

Educating your

N\ “Businls: customers
irsssing sale‘

Volume & ROI

g7 Improving your
| Brand Image
Supporting other ‘
5

Business Operation
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