BA -91 ADVERTISING AND SALES PROMOT 10M

INSTRUCTOR =

OFFICEz

OFF ICE
HOURS =

TELEPHOKE &

TEXTS:

PREREQUISITE:

COURSE
DESCRIPTION:

COURSE
OBJECTIVES:

GRANDE PRAIRIE REGIONAL COLLEGE
BUSIMESS ADMINISTRATION

COURSE OUTLINE

Si3-@) WINTER 1992

Bill Corcaran

C=211

Mornday and Wednesday 9:30 - 11:9Q0 a.n.
Wednesday £:0@ - 6:30 p,m.
339=2735

Fuseell and Larme, HKleponer' g Advertising

Pro r#y Ilth edition (Englewcod Cliffs, N.J.:
Frentice Hall, 1998).

Schultz and Rebinsan, Sales Pr tion Es tials
(Chicago: NTC Business Books, 1982).

BA 129 pr consent of the ingtructaor,

This course focuses on the Formulation,
implementation and evaluatian of advertising

and sales promotion pragrams. Hilighted will Be
the practicalities of media selectiaon, local

reSgurce avairlability, budgets and measures of
effectivenesn.

l. To understand that advertising and sales
promotion results will depend upon a

combinatiaon of research, creativity and
timing.

2+ To introduce the student to the comples
considerations in the planning and executing
of a successful advertising and sales
promat ion campaign.

3. To comprehend the necessity of starting with
a clear idea of the firm's marketing
objectives before an advertising and sales

pramotion strategy can be developed,

i, To stress the i1mportance of market ing,
advertising and tales praometion researelh 10
all phazes of the advertising and sales
pramotian function.

5. To provide the student with the actual iteps

that are necessary to provide professional
advertizing and sales prosotion.
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GRADIMG:

HEY DATES:

AT TEMDAMNCE =

The following companents will deteraine your
final grade:

Cuizzes (3 @ 1@%} 20
Class Project - Advertising 15n
Group Presentation — Sales Promotion [5%
Attendance/Participatiaon L@
Final Exanm SO

Conversion from percentages to stanines is as
followss

5@ - 1900% ¢
B — 8% g
e = 753 7
g - 71 B
57 = b4 =
28 - 5k iy
45 — 49 3
26 = 44 2
8 - 25 1
Please note the following dates:
Jandary 23 Quiz #}
February 2@ Ouiz 42
March 9 Class Project Due
March/April T.B.A. Group Presentation
March Z2& Ouiz ®#3
April T.B.A. Fimal Exam

Becaus® your participation is important to the
success of the Course, vou ave expected to attend
ALL classes. If you are unable to attend, please
let me know, preferably ahead of time. You are
responsible forr obtaining any mnotés or handouts
You may Rave missed due to an absence.

Ten percent of your final grade will be
determined by your attendance and vour class
participation, Random attendance checks will be
taken.
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Taoi
Role of Advertising

Brands

Target Marketing
Creating Copy

Words and Visuals
Print Production
Juiz $1

Fadip Comemercials
T.¥V. Commercials

Media Strategy
Using Mewspapers

Uging Radieo
Using T.\Y,

Uginmg Direct Matil
Cutdoor Rdvertising
Quiz #

READIMNG WEEHK

Sales Prpmoctions
Coupons

Cortests and Sweepstakes
Stamp and Continuity Plans

Frice=-0ffg

Bonus Packs, In-Racks,

Quiz #3
Bremiums

Refunds
Trade Coupons

Trade Rllowances
Sampling

P.C.P, Materials
Review
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AD=Hleppner's Advertising Procedure S.P.=Sales Promo. Fssentials



