
Promotion Worksheet

Instructions:  Using the consumer product you selected for the Target Market, Product, & Place Worksheets, complete the Promotion Worksheet below.  Your answers will be entered in the orange boxes below.  Remember that you are analyzing a current promotion strategy for this product, not creating a new one.  Focus on the promotion strategy that matches the target market that you identified in Week Three. 

Student Name:  

Chosen Product (must be approved by the instructor/use the same approved product from the target market worksheet):  Learning Pods



Advertising

Describe the Advertising that is done for this product.  What type of advertising is it (print, radio, television, etc.)?  Where is it placed (which kinds of magazines, radio stations, television stations/shows)?  What message are they trying to get across?  If the company does not use advertising, explain why not?

Type of Advertising:  Television is the most used media that reach the mass very fast.



Media:  The television station that will be the best for the advertisement will be CBS, and most of the advertisements will happen on the best shows that are the NCIS Los Angeles, New Orleans, and the time of new that is before and after the news. These are the popular CBS Tv shows that are watched; therefore, making the advertisements on these shows will have many people informed about the learning pods.

Advertising Message: Learning pods are essential for the children's learning in these times of the covid-19 pandemic. To enhance learning at home, find an alternative to keep your child busy. These can be used by applying a song with teaching children.






Public Relations/Publicity

Explain how the company uses Public Relations and publicity.  Do they use press releases?  Are they affiliated with any charitable organizations?  Do they provide an annual report to stakeholders?

Public Relations/Publicity: The Company used its public relations with families and socialization and the teachers in enhancing the use of the learning pods during these times of the COVID-19 pandemic so that the products can get much known and the public feels the advantages. The company is also keeping in contact with the local families around California.


Charitable Organizations: 
The organization has an affiliation with children with disabilities and low-income families to get the best education.

Annual Report to Stakeholders:
The company provides annual reports to the stakeholders so that they will evaluate the performance of the company.



Sales Promotions

Describe the Sales Promotions used to promote this product.  Give the details to explain how the sales promotion works (for instance, explain the contest's rules or how the coupons are distributed).  How often do they run the sales promotion?

Sales Promotions: 
The product is discounted so that customers will grab a copy of the learning pod; these discounts are done once in a while at a 5% discount for the people who will take more than three copies of the discounts done once in every three months.

Free Shipping and free returns are given for the customers to have the security of the learning pods So that the customers can have the ability to buy the products with ease (Mussol et al.,2019). The Shipping is given some time limit so that the customers get to maximize the opportunity of buying the product, therefore making more sales in that particular time. 

The product will require the promotion coupons to the customers for the frequent buyer should get to receive many discounts for the work that will enable the brand products to maintain the loyal customers and as well they will be able to become ambassadors of the brand (Santini et al.,2016).





Personal Selling

Explain the details of how Personal Selling is used for this product.  Make sure to explain Personal Selling within the distribution channel, as well as to the ultimate customer.  Remember that customer service (order taking) is also a part of personal selling.

Personal Selling to Consumers: Regardless that the product has got used in some places, many people still do not know the outcome. They will need to see the use it advantages to be able to buy; therefore, demonstrations and presentations should be done to relevance to the prospect and the needs (Cummins et al., 2016).
Ask the customers for sale using a direct and indirect manner to know their standing with the desired customers.



Personal Selling Within the Distribution Channel: The personal selling within the channels is done by making a follow-up, especially on the online selling channels where it maintains contact with the customers and will provide an upgrade of the product. Provide direct contact with the customer, knowing what they feel about the product so that the sales team will advise the company on what should improve.



[bookmark: _GoBack]Customer Service: In many situations, there are mistakes, and they are inevitable as different people's needs vary. If some of such problems get to happen, then there is sincerity in the apology done to the customers, and the greeting and welcome of the customers will enhance the sales and the sense of the customer regard (Xu et al., 2017). These will be able to maintain the relationship with the customers. The appreciation of the customers accompanies this after they have made the sale.
There should be free education of the customers using the learning pod since it is unfamiliar to many buyers; these will make the public aware of the product. They will be enticed to and have the experience as many parents and teachers are desperate to have their children learn at home.
The customers' complaints should get listened to so that the company will know the needs of the customers and improve the services they offer. Through these, it becomes easy to be able to address the concerns that they have. These increase the chances of easing their mind and convince them to bring their business to the company. At times, the customers will require a little information about the product to make appropriate decisions.  


Outside Reference

Provide at least one outside reference, using APA style formatting, to support your analysis.  This reference cannot be the textbook.  You are welcome to use the text as a reference, but it must also be a separate outside reference.
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