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A promotion mix is a combination of advertising, personal selling, sales promotion, public relations, and direct marketing. The following are quarries which the dealers view in order to have a mixture of promotions implements; what are the operational way to inform the consumers? What kind of market techniques should be used? The targeted individuals in which the efforts to be directed? The kind of financial plans and how it should they be allocated? Purposely, this essay discusses some of the appropriate promotional tools and strategies used by a specialty grocery store.
Direct marketing
It deals with improved technologies where companies contact their clients directly without any intercessors or by any means of payment (Alananzeh, 2018). These methods include the use of emails, text messages, fax; these are some of the direct tools commonly used in marketing; for example, groceries can use email to send their messages to their potential clients if there is a need to create awareness about their new offerings on sales of promotion schemes. 
Some examples of groceries are sending short messages to inform the clients about any changes in the sales and any extra benefit to the golden cardholders.
Personal selling.
It involves the traditional way of advertising and promoting techniques in that the salespersons interact with their clients face to face by giving them a visit. It is a direct interaction in which the company agents get to communicate in person with their clients to influence the customer on one end and customer introduction to approach of the company on their back the personal selling is then assigned more priority. Here many companies benefit from the solid position in the market only due to active personal selling.
Personal selling compliments on the other techniques which promote the advertising, sales of promotion and some publications, it also removes the demerits of advertising and sales promotion when advertising it boosts the awareness. In contrast, personal selling promotes the advertising message, which goes in hand to make sales promotion tools to be more effective by personal guidance.
In personal selling, we can get more offers such as triple rewards, which benefits all the participants, including the customers, salesperson, and the company hence improving its market concentration and profits.  
Advertising
This is a form where remunerated system of non-person exhibition and promoting of goods and services using a common promoter in the exchange of their subscription by advertising the grocery and tries to construct a bull strategy in that the client is involved to try the product of the least once. The attraction of graphs contains complete information along with visual of the products, and the services can be displayed to the customers and attract their attention and influence in their purchase behavior (Yang, & Lee, 2016).
Advertising can also aim at establishing a link that directs between the grocer and the clients. By this, it will be disregarded in the marketing intermediaries .when there is an increase in the profits of the grocer, and the customer gets the products at reduced prices, it will help the groceries to increase his shares in the market. This can help to discover some new demands of the product and maintaining the existing needs.
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