
S E C T I O N  4 - 3

P R O M O T I O N

Promotion
Chapter 4-3



PROMOTION

 Selling

 The exchange of a product or service for another item of 
equal or greater value.

 Physical Item

 Soccer Ball

 Service

 Valet Parking

 Selling can involve determining the needs of 
customers and responding to those needs.  Selling is 
also concerned with enhancing future business
opportunities.



PROMOTION

 Promotion

 Publicizing or advertising a product, service, or event with 
the goal of selling it.

 Promotion is information about the 

product, service, or event that is given to the 

consumer.  The purpose of the information is to 

make the consumer want the product.

 The primary goal of promotion is to increase
sales or attendance, either by finding new customers 

or persuading regular consumers to buy more.



PROMOTION

Promotional Objectives

First – the target market must 
be decided.  

The company should choose 
the target market then 
research the 5 elements of 
market segmentation.



PROMOTION

Next – the company must decide on the 
message it wants to send with its 
campaign.

Does the company want to persuade the 
customers to try a new product

Inform the customers about new or special 
features of an existing product

Create a new attitude about an existing 
product

Broaden awareness of a product



PROMOTION

Finally – the company must 
determine what it wants consumers 
to do.

Trying a new product

Coming to a certain store or event

Buying more of something they 
already buy



PROMOTION

5 Elements of Market Segmentation

Geographic (physical locations)

Demographic (information that can be 
measured--income)

Psychographic (characteristics that 
cannot be measured-- lifestyle)

Product Usage (how used)

Benefits Derived (value received from 
product)



4 Elements of a Promotional Plan
(Sometimes called the “Promotion Mix”)

1.  Personal Selling
An in-person, face-to-face 

communication between a seller and 
a customer

Examples:  
Door to door salesmen
Telemarketing
Retail store clerk and a customer



4 Elements of a Promotional Plan

Advertising

Paid communication between the 
product maker or seller and the 
audience or customer.  This 
should clearly explain the benefits 
of the product.



4 Elements of a Promotional Plan

Publicity

Any free notice about a product, 
service, or event.

Examples:  

Information seen on the news

Articles in newspapers or magazines

“Sound bites” on television or radio



4 Elements of a Promotional Plan

 Sales Promotion

 Includes any action of communication that will 
encourage a consumer to buy a product.

Examples: 

Coupons, giveaways, magnets, samples



Section 4-3 Activity

 Imagine you’re a company that wants to provide a 
giveaway to fans at an upcoming Chicago Bulls game.
 Explain which company you chose and why.

 Explain what your giveaway is going to be (ex: magnet 
schedule, rally towel, foam fingers, etc.), and why you 
chose that item.

 Then design a layout/logo for your giveaway item.  Be 
sure to include your company’s logo on the item.
 This can be done using Microsoft Word, Publisher, or PowerPoint

 This will be due at the end of the period.


