THE THIRD of FOUR P’s: PROMOTION

PROMOTION – communication between the seller and the buyer of a product.

There are 3 ways to promote and advertise products if you are planning to sell internationally.  

a. USING EXISTING ADS

The main advantage to using existing ads is that is saves money because there are no alterations to the promotional strategy.  One disadvantage to this strategy is that cultures may not get the intended message.

b. TRANSLATING ADS


This involves just translating your existing ads into the target country’s language.  One main disadvantage to this strategy is that the settings and situations in the spots may appear slightly foreign to many audiences.  Also it is difficult to say exactly the same thing in another language by just translating the words.  A mis-translation can lead to embarrassing mistakes- Remember the examples we have discussed in class- be careful!!!

c. CREATING NEW ADS


The main advantage to this is you capture the message in the proper language and cultural meanings- NO CONFUSION with the message for the audience.  The introduction of the Internet has made customizing advertising campaigns much easier and more affordable.

A.I.D.A.

Every advertisement strives to follow a four step process.

1. Grab the audiences ATTENTION: your ad must be noticed.

2. Create INTEREST in your product: after grabbing the attention your audience’s interest must be created.

3. After gaining the audiences interest you must sustain it by building DESIRE to do something.

4. The final thing you want your ad to do is to motivate the audience to ACTION.  For them to phone, email, visit a website, talk about the ad or even purchase the product.

THE IMPORTANCE OF A STRONG PROMOTIONAL PLAN

STEP 1: THE INTENT-Why do we advertise

The Goals of Advertising include:

1. To increase your products brand awareness and positioning.

2. To get people to try your product- BRAND TRIAL

3. To create customers to use your product over competition- BRAND PREFERENCE.

4. To remind customers about your product- BRAND REMINDER

5. To change your product’s image in the mind of your customer- BRAND REPOSITIONING.

 STEP 2: THE MESSAGE- The translation of the intent into the message

1. Select an appeal that you will communicate the idea to the market AND then create the message.  Appeals can consist of:

i. Biological- basic needs for the product

ii. Emotional- feelings, be it positive or negative you will receive from using or not using your product.

iii. Rational- includes the convenience, cost savings or safety you receive from using your product.

iv. Social- products coming to the rescue, beer ads, etc.

STEP 3: THE MEDIA- WHAT TYPE ARE YOU GOING TO USE?

There are 8 Factors that will determine which type of media you want to use:

a) Reach- the number of people you want your ad getting too.

b) FREQUENCY- the number of times potential customers will see your ad.

c) SELECTIVITY- How well will you reach your target market.

d) LEAD TIME- The time required to prepare the advertisement and get it too print.

e) DURABILTIY- The length of time the advertisement lasts.

f) MECHANICAL REQUIREMENTS- how complex it is to create the ad.

g) CLUTTER- the amount of competition for the audience’s attention.

h) COSTS- The amount of money it costs to make the ad.

TYPES OF MEDIA:

1. MAGAZINES and NEWSPAPERS

2. SOCIAL NETWORKS- Facebook, Twitter etc.

3. TELEVISION

4. RADIO

5. OUT OF HOME- billboards, bus & subway ads

6. DIRECT TO HOME- mailing lists, flyers

7. THE INTERNET- popups, Email, company Websites, Banner Ads

8. SPECIALITY ADS- clothing, incentive marketing etc

STEP 4: RECEPTION AND ACTION

1. How well is the advertisement received?  i.e. does it increase sales?  Can you expand the area you are advertising in?

2. If the advertisement is not effective, you must revisit the intent, message, media

