UNIT 11 - PROMOTION METHODS
Promotion is the communication of information between the seller and the buyer in order to influence attitudes. The promotion job of the marketing manager is to tell customers that the right Product is available at the right Place, at the right Price.
What the marketing manager communicates is determined when the needs and attitudes of the customers are known. The messages he delivers to them depend on the promotion methods the marketing manager chooses.
There are several promotion methods such as personal selling, mass selling and sales promotion.

Personal selling is direct face-to-face communication between sellers and customers.

But personal selling can be very expensive, so it is better to be combined with mass selling and selling promotion.
Mass selling is the communication with great numbers of customers at the same time. If the target market is large, mass selling can be less expensive. The main forms of mass selling are advertising and publicity.
Advertising is always a paid form of presenting goods, services or ideas through such media as TV, radio, magazines, newspapers, signs and direct mail. Publicity is always an unpaid form of presentation of goods, services or ideas.
Publicity people, who are paid, try to draw attention to the firm’s products without having to pay media costs. For example, some companies make videotapes for TV shows which give free publicity to the firm’s product. In the same way, book publishers try to take authors on TV talk shows, which increases the number of book sales, at no cost to the publisher.
Sales promotion is a series of activities aimed at consumers or even at a firm’s own employees in order to create interest, trial or purchase using gifts, coupons, samples of consumer products, banners, calendars, catalogues, contest, Trade Shows, meetings, bonuses, training material etc. 
All these promotion methods aim at four jobs – 1) to attain Attention, 2) to hold Interest, 3) to arouse Desire and 4) to obtain Action.

Promotion is an important part of marketing. Most customers and consumers have to choose from among many products.
To be successful, a producer must offer a good product at a reasonable price, but also inform the wholesalers and the retailers about their product and where they can buy it. These middlemen, in turn, must use promotion to reach their own customers.

The overall promotion objective is affecting the buying behaviour but the basic promotion objectives are informing, reminding and persuading.

GLOSSARY
Promotion 
Promotion

a ticket, label or other slip of paper that can be used by a consumer to 
obtain something either free or at a reduced price

Publicity

influence
Sales promotion
to cause

Coupon

purpose

Bonus


flag making known slogan, principles etc.
Banner

activities aimed to increase the demand for a product

Contest

the business of attracting and encouraging general feelings of 




goodwill towards a product or service in order to sell it 
To arouse

the work of selling a product by all useful methods such as: powerful 
advertising, personal persuasion of possible customers by visit, phone or letter, exhibitions, free samples, etc.
To obtain

an extra allowance, a special payment to employees over and above what 
is regularly due, to encourage better work or as reward for dangerous or unpleasant work.
Objective

Objective 

to get
Effect

Effect 


competition, trying to win 
to
To
READING COMPREHENSION

1. What is promotion?

2. What is the promotion job of the marketing manager?

3. Name the three promotion methods that are available to the marketing manager.

4. Which are the two main reasons of mass selling? Explain.

5. What is meant by sales promotion?

6. What is the overall promotion objective?

B. Choose the best answer from the choices given.
1. The promotion job of the marketing manager is

a. to tell the producers that the right Product is available at the right Place at the right Price.

b. to inform buyers that the right Product is available at the right Price at the right Place.

c. to tell customers that the right Product is available at the right Place at the right Time.

2. There are three main promotion methods
a. personnel selling, mass selling, sales promotion

b. personal buying, mass selling, sales promotion.

c. personal selling, mass selling, sales promotion.

3. If the target market is large, mass selling

a. can be more expensive.

b. has to be less expensive.

c. can be less expensive.

4. To be successful, a producer must offer

a. a good product at a low price.

b. a good product at a reasonable price.

c. a good product at a high price.

5. The overall promotion objective is
a. affecting the selling behaviour.

b. influencing the purchasing behaviour.

c. affecting the consuming behaviour.

7. The basic promotion objectives are

a. giving information, reminding and persuading.

b. selling, demanding and persuading.

c. drawing attention, informing and persuading.
     TERMINOLOGY PRACTICE

A. Put one of the words or phrases in the space left in each sentence.
Personal selling – mass selling – publicity – promotion job – promotion methods – 
sales promotion

1. The …………………. of the marketing manager is to tell customers that the Product is available at the right Place at the right Price.

2. There are several ……………………. such as personal selling, mass selling and sales promotion.

3. ……………………….. is better to be combined with mass selling and sales promotion.

4. …………………………. is the communication with great numbers of customers at the same time.

5. ………………………….. is always an unpaid form of presentation of goods, services or ideas.

6. ………………………… is a series of activities using gifts, coupons, samples, banners, calendars, bonuses, etc.

IDIOMS.

1. The marketing manager told the customer something about the right product which was strictly …………………….

a. from scratch   

b. off the record   

c. in deep water
2. Our plans for launching the new product are still very much ……………………….

a. up in the air   

 b. down in the dumps  
c. full swing

3. The advertising manager of the company I am working at, is constantly ………………..
a. in hot water  

b. in the limelight 

c. in a jiffy

4. These two new salesmen are ………………..

a. as green as grass  
b. in a nutshell  

c. in the flesh

5. The Board of Directors meeting will start at eleven …………..

a. on the dot   

b. on form   


c. on a par with
Match the idioms with their meaning.

1. in deep water  

a. in a fully active state
2. down in the dumps 

b. in a second

3. full swing 


c. irritable

4. in a jiffy 


d. in a lot of trouble

5. in a nutshell 


e. from the beginning

6. on edge 


f. equal in quality to 

7. from scratch 


g. in a bad mood

8. on a par with 

h. very briefly

