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Advertising and Sales Promotion

BA 2000 (3-0-0} 3 Credits

Basic Course Information

Instructor

Bill Corcoran

B-3008 530-2735 CorcoranEgpic.ab.ca
Office Hours

MWF 9- 10 am.

of by appointment. Making an appoininient i
usually better; I'm wery prone fo wandering
Transferability

Some universities or collepes may sccept this course
for transfer credit. Please check with the receiving
irsrinetion,

Pre-Hequisite

BA 109, am equivabent infroductory prarketing
priree, or comsent of the instrsetor,

Text

Tuckwell, Keith ). Camadion ddveriiving in doion
{5™ adition].Scarhorough: Prentice Hall, 2000,

This text will be used extensively; vou need to have
pCCEss (o one.

Grading Scheme

Artendance and Paricipation . ... ... 1%
T v i T o 5%
3.+ R R O e M 15%
Radiowwr TW Ad .. ooivvavniniansoa 13%,
Sales Promo Presemtation .. .... ... 3%
Final EXATL o0 v vninrnrrreonnny i

Strategically using powerful promotional

tools

Course Description

This course focnses on the formulation, implementation and
evaluation of advertising and sales promotion programes.
Highlighted are the practicalities of media selection, local
resouree avanlability, budgets, and measures of effectivencss,

Tips for Succeeding in this Course

1. Start your projects carly. Yoo can't consistently produce good work if
you leave everything witil the last piipute

2. Choose proup members who have similar schedules, similar working
habits. and similar academic geals. A team & only s strong as its weakest
link,

3. Keep up with the required resding and review your noles on o perindic
basts. You can’t expect 1o keam and retain everything if vou start studving
the night before the est

4. Attend all classes; this is not a distance education ¢ourse, Ongoing and
active class participation is essential for gefting the most outl of this course.
Makie attendance a prioriy.
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Winter 2002

The Gory Details

Attendance

To get the most gl oF the classes. you must

attend regularly. 1T you can 't make a class,

prlease make arrangements wilh another class
member Lo get any notes that you might have 7,

Course Objectives

To appreciate the enormous and powerful influence advertising holds in the
macketplace and sociery.

To comprehend the oecessiny of starting with & clear idea of the firm"s

missed marketing ohjectives before advertising and sales promotion stramegy is

Treal class attendance like paid
amploymenl. An emplover would expectan 3,
explanation for a missed day of work: |
expect an explanation for an absence.

Ten percent of your course grade will be
earned through attemiance and class
participation. If you attend all of the classes
and contribute the cocasional constrstive
insight, you can be assured of len casy marks,

In-Class Activities

A variety of teaching methods will be used. These will
include lechures, videos, discussions, guest speakers, student
presentutions, exercises, and small group exercises.

Tests

Two 73-pinute tests will be given, A variety of questioning
formats will be used (i multiple choice, reverse definitions.
short and ong answer), The tests will be non-cumulative
with one exception: specific areas where most of the class
had difficulties with mey be re-iested, Each test will be worth
1 5% of your final grade.

Radio or Print Ad Assignment

A good marketer ned only pnderstands marketing theory, e or
ahe can put the theory into action. Accordingly, you will
produce either a one page print ad or a 30-sccond radio ad
which demonsirates vour understanding of some af the
cecalive adveriising concepts we will cover.  In addifion, you
will write g one b0 two page strategy sumimary That explains
what v are trying to schieve with vour ad,

developed.
To provide the student with the steps tecessary o provide profestional
adwvertising and sabes promotion products and services.

4, T amsist the stndeon i undersianding that sdvertising and sales promotion
resultz will depend upen 8 combination of research, creativity, and timing.

5 To introduce the student B U complea conseberations in planning and
executing o successtul advertising and sales promotion campaign.

Sales Promotion Presentation

While nod a5 visible a5 adventising, sales promotion can be as
powerful or more powerful depending upon vour objective.

Working in o group of 3 or 4 students. you will be assigned a
apecific sules promotion ool [e.g. coupons, koyally programs,
elg, ), Your growp will be charged with delivening a 20 minute
presentation {including question perigd) which explains
WHAT the sales promotion teol = and HOW it can be
effectvely wed. YVoar presentafion will include plenty of
lpcal examples. Alzo, vou will attempt o involve and engapge
the clasa in vour topic; interacsiviny s good,

Final Exam

A cornprebensive final exam worth 30% of vour final orode
will be held during the exmn period. While 5 vaniety of
questioning formats will be used, expect more essay aind long
answer sivle guestions. The Final will challemge v o
irifegrate many of the concepls covered in The coorse and
provide analysis of effeciive and not-so-effective advertising
and sales promotion strajegies,
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Tues Feb, 5
Thurz, Fob . 7
Thurs, har 14

Date

Jan. 3

Jan. & 10

Jan, 15, 17

Jan. 22, 24

Jan 29, 3

Feb. 5, 7

Feb. 12, 14

Feb 19, 21

Key Dates

Wed, har 20 77
Apr 2-9

Ruodio or Pring Asl
Test 1
Test 2

2002 Busteess Conferanos
Eales Promation Presentations

TBA {(Exam Period) Firal Exam

CLASS SCHEDULE Winter 2002

Topics

- Colrse Overview
- Course Crutlimed Assignments

= Advertising ve Promotion va Markefing
= Advertising Chverview
- Prosnedional Campaign
- A wer teview of Consumer Behavior
= Temt: Ch. 1, Ch.3, Ch. 4 {selecied
pifts — skim most of tese chaplers}

- Audvertisim Manapement - The Cleent

- Adveriising Monapemen| — The Agency
- Cregiive Planning

- Text: Ch, X, Ch. §

= reative Flanmning
- Creative Execution
- Teat: Ch. &

- Creptive Execution

« The Media Flan and Bodged

- D Radio or Print Ad (Feb 3
- Dhoe: Test #1 (Feb 7l

- Teztz Ch B

- The bedia Plan and Budget
- Print Medis - Newspaper
- Text: Chy 9

= Primt Media — Magazines
- Brosdeas! Media- TY
« Text: Che 10

Date

Feb, 25-Mar 1

Mar &, 7

Mar. 12, 14

ktar. 19, 1

Mar. 24, 28

Apt. 2.4

Apr. 9, 11

TBA

Topics
READING WEEK = Mo Classas

= Brosadoas! Media - Radio
- (ot of Home
- Textz Ch. 11

= Point of Purchase

- Dvirect Response

- Text: Ch, |12

- Dues Test #2 (Mar, T4}

- Interactive Advertising
= [miernet Adverlising

= B2B and Betail Advertising
- Bales Promaotion
- Text: Ch, 14, Ch. 13

- Snbes Promotion [Cougpons,
samples, Contests, Refunds and
Rebates, PFremivms, Lovakiy
Frograms}

-Dmae: Sales Prodnotion Presentations
{dprd 4l

=5ales Promotion {Delaved Payment,
Teade, Sabes Foree}

= Wrap up and Final Exam Prep
«Dues Snles Promotion Presentationg
{Apm

Final Exam scheduled by the
Registrar during the Exam Period

Jdananry 2HZ



