MARKETING 325 – PROMOTIONS ASSIGNMENT
PART ONE
(40marks each) Select and develop the following:

1. (40 marks) Select a local restaurant in Nanaimo. Taking the role of promotions manager for the restaurant,  you will be responsible for organizing four promotions for the month of January:

a. (20) write brief descriptions of each of the four themes and what they would be expected to achieve for the business (describe how you will measure success with timeline and budget).

b. (10) outline, in as much detail as possible, the mechanics of how one of your four promotions will operate

c. (10) in concert with the one promotion identified in detail above,  create a “sales promotion” for your staff outlining in as much detail as possible how the promotion will be administered and how it will work in concert with the customer centered promotion. Have identifiable and measured targets as well as an associated budget. Describe any concerns and/or negative impacts/risks related to the promotion that should be watched and managed. Describe how you would mitigate these risks.

PART TWO

2.  (20 marks) Considering your pet food company provide a description of your primary target market based on:

a. their characteristics

b. their key motivators

c. their dissatisfaction that you are meeting

d. the hidden needs you want to bring to the forefront through one, some or all of the following promotional methods:  presentation, demonstration, awareness, problem recognition or cognitive attitude change. (You should use this to guide you in completing the trade show exercise below).

------OVER----- (more on the flip side) ------

PART TWO (cont’d.)
3.  (40 marks) For your pet food company identify a trade show coming to Nanaimo in the next 12 months that you will enter, then describe:

a. (20) how this trade show booth will:

i.  attract your target market by projecting the nature of the offering in a 5-7 second glance
ii. showcase unique aspects of your offering(s)

iii. be staffed with clear roles and personal objectives for each of the boothers

iv. be managed, describing management criteria to be considered such as methods for making staff excited and motivated, staff education and training, staff focus, preventing clustering, encourage custom attention grabbing, and formal systems for recording customer interactions/responses.
b. (5) provide with your report a copy of the official information about the trade show as well as how you will attract key customers to the show/booth

c. (5) track and follow sales leads generated from the show

d. (10) calculate the ROI for the event (take into consideration staffing costs, booth space, booth costs, shipping/transportation costs, product costs, sample costs, literature costs, training costs, and other associated costs.
