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Assignment 7: Advertising, Personal Selling and Publicity
1. Identify two strengths and two weaknesses of each major advertising medium: newspapers, television, direct mail, radio, magazines, and outdoor display.
One strength of a newspaper is that it is more appealing to the upscale audience. Most of the people who purchase newspapers have considerable high income, are more educated and are older. For that reason, a company is more advantageous to post using a newspaper if their target market is high-income people, more educated and older people. The second strength of newspapers is that a company can be able to attach a coupon to customers in the newspaper ad (Moriarty et al., 2014). This comes from the fact that the newspaper is portable and hence attaching a coupon before using it is an easy task. On the other hand, the first weakness of newspapers is less circulation due to the availability of the internet hence making it impossible for people to see the ad attached to the newspaper. Secondly, newspapers have a short-life as people read and throw them away.
The first strength of television is the wide range of audience in a short period. Secondly, ads that are on TV have both motion and sound compared to the ads in newspapers (Andrews & Shimp, 2017). Thus, the audience can see the ads in three-dimension. One weakness of television is that ads on TV require to be more frequent to compete with other adverts. The more the ad airs on the television the more customers will be aware of it. Secondly, it is very expensive to come up with TV ads.
Direct mails have one strength of no limitation in terms of the length of the message to be conveyed by the company. Secondly, direct mail has a target audience hence reduce time wastage. According to Moriarty et al. (2014), direct mail has the weakness of people opting not to read the mails since they get too many at a time. Secondly, the advertisements through the mail may be delayed hence not informing the audience about some important information.
Radio advertisement strength is that it reaches many people since almost everyone has a radio. According to Andrews & Shimp (2017), secondly, it is less costly to produce a radio ad compared to television ads. However, radio ads have no motion or image thus may not be appealing to many. Another weakness of radio is that it plays most of the advertisement only once in a day and thus fail to reach many people who were not using the radio at that particular time.
Magazines have the strength of reaching many people which depends on the type of the magazine. Another strength of magazines is that they have a long lifespan since they can be passed from family members to relatives and friends. One weakness of magazines is that there is no motion and sound and hence fails to entice the audience (Moriarty et al., 2014). Secondly, the magazines are not frequent compared to radios and television.
Outdoor has a strength of frequency which makes people who drive past outdoor to easily notice and remember the brand name being advertised. According to Andrews & Shimp (2017), another strength of outdoor is that is has a long lifespan as it runs for months and also years if there is a need for effectiveness. One weakness of outdoors is that they are limited to what they are to convey in the advertisement. Secondly, some outdoors such as billboards may be affected by weather conditions such as rain.
2. Review the following link www.apple.com. Competitive advantages usually fall into one of three categories. Price, differential (being different and better) and niche (going after a smaller market). Which of these approaches would you say Apple is using and why?
	The most appropriate Apple’s competitive advantage would be differential. This is true because Apple products appeal to everyone. Looking at the Apple’s prices, they are expensive compared to its competitors and also their operations and designs are entities of their own. A good example is that Apple comes up with their own programs such as iPhoto and iTunes. In addition, Apple has their own operating systems which makes their products unique thus enticing customers to pay more for the products.
3. Do you feel Apple's current promotional approach is a good one? Explain.
	After looking at the features of the iPad Air, the promotional approach of the product is a good one because the features which most people look for are well highlighted and attractive too. Currently, the iPad is the lightest which weigh one pound and is approximated to be 28 percent lighter than other ipads. Also, other than the lightness, the retina has a high performance, high-quality imaging with chips that easily maneuver through different programs and apps.
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