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17.1 – Promotion any form of communication a business or organization uses to inform, persuade, or remind people about its products. It is also used to improve the public image of an organization. 
· Promotional mix is a combination of the different types of promotion.
· Product promotion

· Institutional promotion

Promotional Mix

· Personal selling 
· Advertising

· Sales promotion—all other marketing acitivities used to stimulate consumer purchaseing and sales effectiveness.
· Public relations

· Publicity

· Coordination of promotional mix

· Promotional budget—planning, allocating resources, coordinationg campaigns, determining the right mix.
· Push-Pull concept—pushing retailers to carry a product or stimulating customers to pull retailers into carrying a product they have been convinced they want.
17.2—Sales Promotion—a short-term incentive offered to encourage buying a good or service to increase demand or stimulate sales. They can be directed towards four different business areas. _________________, _________________, _________________ or _________________.
· Trade promotions

· Slotting allowances—a cash premium to place a new product on retailers’ shelves
· Buying allowances—discounts. 
· Trade shows and conventions—for _________________ and _________________.
· Sales incentives—given to _________________ or _________________ who successfully meet or exceed sales quotas.
· Consumer Sales promotions
· Premiums—low-cost items given to consumers at a discount or free
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· Incentives—generally higher-priced items earned and given through contests, sweepstakes, and rebates (usually ______-sensitive).
· Product samples—free trial-size samples.
· Promotional tie-ins— 
· Product placement—
· Visual merchandising and displays

· Coordinating all physical elements in a place of business so that it projects the right image to its customers. 

· The visual and artistic aspects of presenting a product to a target group of customers.

· Loyalty marketing programs—(frequent-buyer programs) reward 
