Assignment4

[bookmark: _GoBack]The three Broad objectives of an advertising campaign are to inform, persuade and remind customers. Informative advertising communicates to create brand awareness with the aim of moving the consumer to the buying cycle to purchase.  Such advertising helps determine some important early stages of a product lifecyle (PLC). Retailers often use informative advertising to tell their customers about an upcoming sales event or the arrival of a new product. 
Persuasive advertising when a product has gained a certain level of brand awareness, firms use persuasive advertising to motivate consumers to take actions..  This occurs usually in the growth and maturity stages of the PLC when competition is most intense and attempts to accelerate the market's acceptance of the product.    For example:   Leon's advertising campaign for the spectacular 1/2 price event on sofas, mattresses and Flat Screen,  persuade consumers about this special sales event and entices them to take action by going to the store for a  purchase their products.  Reminder advertising is  communication used to remind consumers of as product or prompt repurchase, especially for products that have gained market acceptance and are in the maturity stage of their lifecycle. 
For example: Kruger, the company that produces Cashmere toilette paper,  needed to remind its consumers about its toilette paper in a way that stood out to challenge its competitor Kimberly-Clark. It featured a model wearing a dress made out of toilette paper. This ad campaign helped to remind its target consumers (primary females) to take better care of themselves. 

2. List 10 brands that might benefit from focusing on informative, persuasive and reminder advertising.
Zales, Swarovski, KitKat, Christian Louboutin, Christian Dior, Air Canada, Hewlett Packard, Caterpillar, Fiat, Dell.  
3. The top brands that enjoy top of the mind-awareness: 1. Starbuck, Apple, Samsung, Danone, Kellogg’s, Molson Canadian, Tommy Hilfiger, BMW, Lululemon, Cuisinart. 
5.  The types of sales promotion that I feel are most effective are the loyalty programs, even though it represents a high cost to the firm it creates loyalty between the firm and the customer and a valuable link that keeps the customer coming back to repurchase products. For example: Sobeys points card allows me to collect points on every purchase and redeem them when I have collected enough points to reduce the price of my total purchase. This encourages me to keep returning to purchase my groceries from any their stores as opposed to other Sobeys competitors such as Loblaws, Farm Boy, Metro and a number of other stores. 
Deals are another effective type of sales promotion I find effective because it reduces the price of an item, product or service. A lower price is encouraging to the consumer and entices them to purchase the item for trial while reducing the cost of the product or service. For example: Aldo often has deals such as buy one pair of shoes and get the second at half the price. 
Samples are one of my favourite types of sales promotion because the consumer gets the chance to taste or experience exactly what the product or item is truly like or what to expect from that item or product which helps the customer make a better buying decision. For instance: Costco often offers its customers a chance to sample all sorts of delicious food items that give the customer more food ideas and excites them to buy on the spot the sampled food after knowing what it tastes like. 
6. To achieve a successful cross-promotion the two products must appeal to the target market and together create value to consumers. 
7. Pop up stores can be effective for a new or limited group of products offered by a retailer, manufacturer or service provider to build brand awareness and give consumers the chance to interact with the brand. Thus, it can build up interest by consumer exposure.  However, Pop up stores are not effective for every product and are normally shortly lived. For example: Target, the US-based discount-chic franchise that works with fashion designer Isaac Mizrahi, opened up a temporary 1500 sq. feet store in Rockefeller Center to celebrate Mizrahi's stylish yet affordable new women's clothing line. The classy store was open from 4 September to 15 October 2010 only.
8. The sales force creates value for the firm through relationship selling by educating and providing advice to the customer and by saving time and simplifying things for them. For example: Buying a suit for a wedding can be a challenging task without the knowledge and advice of the sales person who understands the product and can recommend the right fit for the price range the customer is prepared to pay for. In relationship selling the salespeople work with their customer to find mutually beneficial solutions to their wants and needs. To help build relationships, many firms use CRM programs to identify and build loyalty with the customer’s most valued customers. 

 
















