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MARKETING MANAGEMENT 

UNIT-4 PART- II 

 

PROMOTIONAL METHODS 

The common methods of promotion are: 

Advertising 

An advert is a paid-for message designed to influence consumer purchases. Adverts do this 

using emotive language, which is designed to make people feel a certain emotion, including 

excitement, sadness or fear. For example, ‘buy it now before it’s too late’ creates a fear of 

missing out. 

Types of media for advertising include: 

• television 

• radio 

• print, eg local and national newspapers 

• leaflets and flyers 

• social media 

• blogs 

• banner and pop-up adverts 

• websites 

• billboards and posters, eg on buses and trains 

• broadcast, e.g. radio, television, cinema, point of sale, online 

The types of media used for advertising a business or product are extremely important. For 

example, a small local business would be wasting money advertising in a national newspaper, 

they would benefit from advertising in a local newspaper. A business may also choose to select 

social media, rather than traditional advertising, as this allows them to target specific 

customers. 
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Sales Promotion 

Special offers are a type of sales promotion. They offer incentives to persuade consumers to 

make a purchase. Examples include: 

• discounts 

• competitions 

• buy-one-get-one-free offers 

• free gifts 

• money-off vouchers 

• loyalty cards 

Direct marketing 

Direct marketing is the process of marketing and selling products and services directly to 

customers. Direct marketing can often be an effective way of increasing customers numbers, 

however it often takes a lot of marketing to create a sale. Businesses often use a range of 

different direct marketing approaches, including: 

• junk mail 

• spam emails 

• catalogues 

• phone calls 

• text messages 

Branding 

A brand image can be used as promotion, so businesses often want to establish a positive brand 

image. When a new product is launched under an established brand name, consumers may be 

more likely to purchase it because of their knowledge of the existing brand. 

Building a promotional strategy 

A promotional strategy combines some or all of the above promotional methods to reach 

the target audience. 
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The promotional strategy will depend on the size of the business, how much the business has 

to spend on promotion, and the market segments that it is aiming to reach. 

A good promotional strategy for a small local gardening business might involve advertising 

using printed leaflets combined with an introductory discount for new customers. This strategy 

would target people living in the local area, who would be the most likely to become customers. 

A poor promotional strategy for a small local gardening business might involve advertising on 

national TV combined with sponsorship of a local gardening competition. TV advertising is 

very expensive so it is rarely used by small businesses, and there would be little point in a small 

local business advertising nationally. 

Using media to advertise 

Type of media 

There are many types of media available to businesses when advertising products and services. 

The choice of media type is extremely important to ensure a business is accessing their 

customers correctly. If a business is using the wrong type of media, it could send a negative 

message or not be seen by the target market. 

Types of media include: 

• Local and national press (newspapers, magazines and journals). These are very popular 

for advertisements, newspapers often have many loyal and regular readers. It is likely 

that lots of people will see a newspaper advertisement, however these advertisements 

cannot be targeted specifically at the target market of a business. 

• Online is a very popular method of advertising. Business often use online methods such 

as email, social media, website banners, videos. Online advertising has huge benefits, 

it is often cheaper than traditional advertising methods and gives businesses the ability 

to target adverts at specific groups of people. 

• Radio advertisements are popular with businesses. Smaller businesses may focus more 

on local radio stations, whilst larger business may advertise through national radio 

stations to reach a larger number of people. Radio advertisements are a great way for a 

business to get a message across to many people. 

• Television adverts are one of the main methods of advertising for many businesses. 

Traditionally, TV adverts have been the most appropriate method for reaching a large 
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amount of customers. TV adverts between the most popular programmes and at key 

times of the day can be very expensive. Most of the time, these adverts aren’t 

appropriate for a small business. 

• Cinemas offer a great way to advertise to potential customers. Cinemas often show 

adverts before a film begins, making it difficult for adverts to be ignored or missed. 

Advertisers may also target their advertisements, for example if a toy business wants to 

use a cinema to advertise, they may have their adverts before a children’s film rather 

than an adults action film. 

• Point of sale are very popular in retail shops, for both large and small businesses. Often 

businesses put displays at the point of sale, with the intention that customers will make 

impulse purchases at the till. These displays can be adapted quickly and regularly, 

however only a small number of items can be displayed at any one time. 

• Leaflets are used by both large and small businesses. Leaflets are an easy way to create 

a strong, colourful message to customers to help persuade them to make purchases. 

Leaflets can either be given out by hand to people in a shop or in the street, or delivered 

to homes and other businesses. 

• Directory listings are usually in the form of a book or magazine that provides a list of 

contact details for businesses. These are often created for local areas, and are often 

either cheap to advertise in or free to display details about the business. 

The type of media used could also be impacted by the budget of the business, some types of 

media, such as television advertisements are very expensive, whereas leaflets are cheap in 

comparison. A small hair salon may benefit from leaflets, social media adverts, or advertising 

in the local newspaper. Whereas a large national restaurant chain may benefit from national 

newspapers, television advertising and social media adverts. 

 


