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Promotion in Action — Task One

Introduction

In today’s society, there is a lot of competition between businesses in their markets.
To try and stay ahead of competitors and to become more successful in terms of
sales, businesses will need to promote their products effectively so that they can
maintain their existing customer base and attract potential new customers. In this
section, I will discuss the different forms of promotional activity in general, my
chosen businesses current promotional activities, competitors chosen business
activities, why they need to promote and some of the internal and external o
constraints that may face businesses in terms of promoting. ‘

-

Promotional Activity

Every business has to and does use a form of promotional activity to sell their
product or service that they are providing. There are many different forms of

promotional activities available for businesses to undertake to try and make their / -

product or service appeal to their target audiences. Below is a table showing the |
different forms of promotional activities available to a business.

Forms of Promotional Activity

Television Internet

‘1

s s

Newspaers Sonsorshis

o

@

ey

PR ( Public Relations} Sale Promotions

CHSTOMER,
sprvicE | g

Buy One Get
One Free!!

Now, I will give a description of each of the forms of promotional activity that was
listed in the table above.
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Television

Television is arguably the most popular form of promotional activity, consumers
would be used to. The National Statistics website (www.statistics.gov.uk) shows

that people aged sixteen and over spends per day, totals 5 hours and 15 minutes e

(2.50 hours for men and 2.25 hours for women) watching television or listening to
the radio. Businesses use television to advertise their product or service using visual

and vocal aids to a targeted audience. On most television channels, they have 7

rd

specific times of the day assigned for advertisement breaks where television v
companies like TTV or Channe! 4 will broadcast businesses advertisements.

There are both advantages and disadvantages to using television as a form of

promotional activity. Advantages of using this form of promotional activity would be /

that adverts (or advertisements in full) can be shown repeatedly over the space of
one day or a week. Another advantage of using television as a form of promotional

activity is the advantage of being able to appeal directly using sounds, colour and | e

movement. For example colourful-advertisements exist for products or services such
as Skitties, Febreeze and Dazg/gslo businesses can book a specific time of day where
they can broadcast their advertisement at their specified target audience. For
example a business could book a prime-time slot (this is when more people woukigex
watching television) to broadcast their advertisement. This would be more =
expensive but beneficial to a business as it could be attractive to consumers. Prices
may vary at different times of the day to place an advertisement, for example it
would be cheaper in the morning to place an advertisement than in a prime-time

slot. For example prices for prime time slots for 30 seconds would cost £2500 where
as a slot in the morning for 30 seconds would cost £300.

There are disadvantages about using television as a form of promotional activity. -~

The main disadvantage about using this promotionai activity is the expense.
Running an advertisement and producing an advertisement is very expensive, which
means that some small or medium businesses may not have enough finance to

afford to use this promotional activity. For example, UTV in Northern Ireland charge

£2500 for a thirty second advertisement between 7.00PM and 8.00PM. Ancther «~
disadvantage would be that consumers may not watch the advertisement when it is
broadcast, as they may be disinterested. Also they may fast-forward through the
advertisement if they had recorded the progggmfﬁe.

M
Radic

Another form of promotional activity used by businesses is radio. Againthisisa
popular form of media, This is where businesses promote their products through a
vocal point of view instead of a visual point like tefevision. Again this form of
promotional activity has got advantages and disadvantages. Examples of radio
advertisernents would include Charles Hurst Car.Direct and for mobile phone
networks such as Vodafone and 02. e

Some of the advantages of using radio as a form of promotional-activity are that iike
television, advertisements can be played repeatedly in a day-or in a week. Also
businesses can book a specific time slot to broadcast their advertisement to make it
more effective. This-is again similar to television promotion. Radio is usually
cheaper than television to advertise their products and can have a bigger impact
than television due to the voice being used to promote a product or service,

Centre Number: Candidate Number:

;
£, et



Name: - A Unit 13: Promotion In Action

There are of course disadvantages to using radio as a.form of promotional activity.
One of the main disadvantages is the limited chapréls. There are only a few stations
to chose from that would broadcast all over the United Kingdom. Also radio attracts-
a much smaller audience than television, so there is a smaller target audience fof
businesses to target. Finally similar to television, when advertisements are
broadcasted on the radio, listeners may find another station to listen to, as they may
find the advertisements annoying or boring. Ancther advantage of using radio as a
form of promotional media is that local or new businesses can use local radio to
advertise their product and service to go directly to customers in the local district.
This is a beneficial way to speak to the local audience. For example a local radio
station, Downtown Radio advértises for local business-ifi the Banbridge District such
as Porters furniture sh?%g J. 1. Donnelly clotfge;%rs:op

Internet

The Internet is becoming a new form of promotional activity that businesses can use.
More and more people are using the Internet now in today’s society. From the v
National Statistics website, ar;aund 57% of homes in the United Kingdom have

Internet access between ;afnuary and April 2006. With the Internet becoming more

and more popular, this is a new niche where businesses can promote their product

and attract a new audience. There are many different ways the Internet can be

used to promote a product or service. For example, businesses can send e-mails to
promote and can use techniques like discounts and prizes to give incentives to their

target audience. Pop-Up advertisements can also be used. For example if uploading

a website, a pop-up may materialise advertising a product or service, A screensho

is shown below of a pop-up and a screenshot of promotional emails that I have

received.

f
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Also websites can be set up to promote a product or service. This has got
advantages and disadvantages. Some advantages of using the Internet are that

g e Lot
they can attract a worldwide audience. People from around the worid can view L}M ST

websites as iong as they have a conpection and this could be beneficial to some
businesses as they could get clients from different countries, With the Internet, the
business can be in command of how they promote their product on their website and
how they present it towards their audiences. With the growing IT sector, businesses
can employ specialists to professionally update, maintain and pr:@‘cnde a good quality
website to their audience to attract them to their product, &

There afefpégﬁative factors of using the Internet. One of the drawbacks is the issue
of se%qpify. Many people who use the Internet are afraid to give their financial
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details if they want to purchase a product due to fraud. Also some people who

browse the Internet may not be concerned with purchasing and just go onto a

different website. This would mean that the promotional activity may be a waste of
time and money to set up if they fail to appeal to people on the Internet. Another -~
drawback is that people can class promational e-mails as “junk mail” and Egnotﬁ;ﬂﬁ
delete without viewing. "

Newspapers and Magazines

Newspapers and Magazines are similar forms of promotional activity that can be
used by business. They use visual images to try and attract their product to readers
of newspapers and magazines. Both have positive and negative factors. ke

Some of the positive factors of these forms of promotional activity would be that
they can use a range of styles and fonts that can appeal to the reader and make the
product or service attractive to the reader. Another positive factor would be that
with newspapers and magazines they have a large audience so the advertisement
could be viewed with many readers. Below is an example of a newspaper
advertisement.

An example of an advertisement present in a
newspaper

Naturally there would be some drawbacks of using this form of promotional activity.
One of the main drawbacks is that the advertisement may not make a big impression
on the reader as it is only a visual image and not like television (visual and vocal) or

radio (vocal). M
Sponsorships

A business can use a sponsorship to try and promote their product or service. A
sponsorship is where a business will invest resources into something (like a charity, a
sporting team or a television programme) to promote their product or service. Some
examples of businesses using sponsorships in sports or television are shown in the
table below:

Business Sponsor
AIG (American International Group) Manchester United Football Club
JJB Sporis Wigan Athletic Football Club
Cadbury’s Coronation Street e
Carphone Warehouse Big Brother -
' Dominos Pizza The Simpsons P
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e
Ancther form of sponsorship that businesses can use is to have celeb@iyp/
endorsements. This is where a business can hire a well known celebrity to promote
their product or service. Sorne popular exam a5 include ex-England captain David
Beckham endorsing Gillette products, ex-E land footballer Gary Lineker endorsing

Walkers Crisps and actor Richard E. Grant sponsoring Argos. Businesses use
celebrities in a form of if they can use the product then so can the public.

Using those forms of sponsorship has got advantages and disadvantages. An

advantage of using this form is that businesses can increase their popularity and

image by signing a major celebrity. An example of a business using a high profile

celebrity to promote their products and services are David Beckham and Gillette and

Kate Moss with Top-shop. Businesses may also try and enhance their popularity by

having popular institutions endorse their p ‘gducts. Examples of this include the likes

of Cadbury's having Coronation Streef, @ popular British soap endorse their products

and AIG having Manchester United, orie of the world’s most famous clubs endorse

their services. A major disadvantage of using this form of promotional activity is the

expense. On large businesses like AIG, Cadbury’s, Gillette and Walkers Crisps could

afford to have celebrity endorsements or use popular sporting teams or television T
programmes. Also if the celebrity or institution is receiving negative press, thenthe .0 & .
business may suffer as well. An example of this is Kate Moss, the model who was &Lee
sacked from many modelling contracts due to the fact that she was seen taking

drugs. This damaged her reputation and therefore coyld possibly damage a

husinesses reputation that used Kate Moss to promoté their products.

Public Relations

public Relations are another important form of promotional activity. Businesses need
to have good public relations with their customers so that they ensure the public
image of the business remains positive and welcoming. The aim of public relations is
to have the business, for example Tesco, talked about in the media and by
consumers. Having a strong relation with customers could lead to a business having
a good public image and reputation which may keep customers and attract new
customers through word-of-mouth.

There are many ways that businesses can improve their public relations. Businesses -
may have policies like recycling and other ethical issues implemented to increase ¢
public refations. Another way businesses Can improve their public relations is to
have press releases which are covered by media such as television or newspapers.
Companies like Gillette that use David Beckham to advertise their products may also
be used to increase public relations with consumers. Donating money to charity can
be anocther form of increasing public relations, as donating to a good cause may
show the public that the business is doing all it can to help. For example, most
companies like Tesco or Sainsbury’s would fund raise for causes such as Comic Refief
or Children In Need. Finally businesses may use magazines and newspapers to
review a new product or service with their readers to see if this is successful or not. _
=or example, Tesco engage in public relations by rewarding their customers for re- e
using plastic bags-or using long-life shopping bags to cut down on the usage of ¢
plastic carrier bags.

=

public relations can be a balancing act. Businesses need to be careful in how they
try to increase public refations as it can be successful or it can be unsuccessful and
lead to a loss in sales. o

Y
I
ter

Cenire Number: o Candidate Number:



Name: Unit 13: Promotion In Action

Merchandising

This is another form of promotional activity. Merchandising is where a business
would promote its products or services to its customers. Merchandising can take
place at supermarkets, newsagents and in department stores in the form of
demonstrations. Demonstrations can be successful or unsuccessful. Some
businesses may use the Internet to merchandise their products. For example
football clubs like Manchester United have their online Mega-Store where they
merchandise their products.

Also Tesco would use the website to merchandise their products so consumers can
purchase and try the products. Another form of merchandising is the Tesco
vouchers for school. They also run the Tesco sport coupons to try and merchandise
their products.

Sales Promotions

Using sales promotions can help to entice customers to buy a product or service.
There are different types of sales promotions that a business could take.

Sales Promotions can take place in numerous ways. Some supermarket chains may
offer sales promotions in the form of developing coupons for certain products. For y
example buy one, get one free when purchasing kitchen roll. Some businesses and o
supermarkets such as ASDA and Tesco may offer discounts and sales promotions in
other products or services such as cash discounts. Another form of sales promotions

is competitions, where again supermarkets or businesses run competitions so that
consumers become interested in the business and buy other products. For example,
Tesco offer till coupons for customers to enter competitions after purchasing a o
certain value of goods. Another popular sales promotions technique incorporated by
some businesses is the Buy One, Get One Free promotion. This again is used by
supermarkets to try and increase sales and also attract customers to using the
business and products. A final and successful sales promotion businesses may use is
cash discounts. This is where businesses would offer customer’s cash discounts like

£1 off on certain products. This would save the consumer money and also increase
the businesses sales.

These promotions can be used to get more sales and lead to repeq;bdﬁiness. o
Loyalty cards can also be used. Businesses like Tesco would use loyalty cards where
customers would get points for making purchases. These points can then be used to
get discounts on future products and promotions by the store. This can be a good
form of promotional activity as it can lead to repeat business for the caompany as the
customers are being offered incentives such as prizes and future discounts on

products. e
Direct Mailing

Direct Mailing is where promotions are posted out using the mail service. Below is a
diagram showing the different forms of direct mailing can take:

Centre Number: Candidate Number:
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Letters € 5 Questionnaires

Newsletters <+ % Booklets
FORMS OF DIRECT MAILING
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Posters Catalogues  Brochures  Leaflets

This form of promotional activity has got both advantages and disadvantages. Some
of the advantages may include that it can be personalised, making the customer feel .~
wanted and special that a business is contacting them. Some businesses will use
personalised direct mailing to entice the customers to enter competitions. Appendix

14 shows a tg_t}er/f received from a business saying that I have won a competition. @_@ﬁ@? Sl
This encourages customers to enter the competition and claim my prize. This will -~ LR

then hopefully (from the business perspective) mean that the business will obtain #
naw customers. Another advantage is that the business can target specific groups,
like families or young adults. For example charities such as Help the Aged and The
Red Cross may target the adults of a household to appeal to donate instead of
aiming the mail at young children, Ancther example would be insurance companies,
who would target adults or young teenagers in terms of car insurance, Also with
direct mail, it can be re-read repeatedly.

Some of the disadvantages would include that it can be expensive for husinesses to
use direct mailing as a form of promotional activity. It is expensive to mass produce e
a letter or catalogue or a newsletter and aiso expensive to send the letter to people

across the country due to postal charges for businesses. The other major

disadvantage of direct mailing as a form of promotional activity is that many people

see this form of promotion as junk mail. Many people would ignore the letters,

brochures or catalogues received and throw them away, which wouid waste the

business time and money in producing the promotionali material,

In what ways can businesses use promotion?

As mentioned earlier, the promotion of a product is a vital thing for a business.
Promote a product effectively and this can lead to an increase in sales. Promote a
product poorly and this can lead to no sales and possibly a loss. A business can use
promotions in a variety of ways, shown below:

s To Bring Forward a Decision to Buy a Product
This is where a business will try to influence the customer to purchase a ,pfbduc:t
before a certain date with the use of incentives. These incentives could be anything
from, “Buy a Mobile Phone today and get free call-time minutes” or “Buy a computer
before 30" September and get your choice of five CD-ROMS for free”. These
incentives can be discounts, a free product or entry into a competition. Some
businesses may offer different types of incentives to suit them. For example, a
travel agent would possibly offer free travel insurai@eé/ when purchasing a holiday,
but may not offer a free item of clothing. Another example could be if Walkers crisps

Centre Number: Candidate Number:
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where to offer customers the chance to purchase a 6 pack multi-pack of Crisps
before the 28" September and get another multi-pack of crisps free.

s To Encourage Repeat Business and Long-Term Loyalty

Another way promotion is used is to ensure repeat business and build up loyalty.
Some businesses like Sainsbury’s or Tesco may offerfoyalty cards where if a
customer keeps purchasing with that business, thén they get a discount or a free
item the next time they purchase, If businesses like Tesco and Sainsbury’s get
repeat business then they will continue to have a sglid customer base and can attract
new customers through other promotional techgia'ﬁ.es. For example, Tesco uses a
loyalty bonus scheme, and send out a promoticnal code to customers who can use
this to get discounts on Tesco products.

e To Encourage Stockpiling (Or Bulk Buying)

This is another way in which promotion can be used.by a business. Getting
customers to buy in bulk for example buy 2 Iitrc;,b{tties of Coca-Cola and get the
third for free, will increase a businesses sale. l‘for example, Walkers crisps can
encourage buik buying, by having promotional offers like by one packet of Cheese &
Onion crisps and get a packet of Prawn Cocktail or SprirWon for free. This would
show an increase in sales for Walkers crisps.

e To Encourage Consumers to use a new product

The main aim of promotion is to try and get consumers to purchase and try a new
product or an existing product. Businesses have to decide on a promotional strategy
to communicate to consumers the benefits of a product or service. This may be
through television or radio to broadcast a new product or service, Some stores like
Tesco or Marks and Spencer’s may use different techniques to encourage the sale of
a new product. For example, if a business was releasing a new product, for
example, a new flavour of crisps, then demonstrations and couperis may be issued
by the business to arise interest and awareness and give the customer the
opportunity to test the product free or at a discounted price,

Influences that can affect promotion

There can be numerous influences that can affect businesses promotional activities,
These constraints can be split into two categories, shown in the diagram below.

[ INFLUENCES ]

Internal | External

Internal influences are influences within the business while external constraints are
those that are outside the business. Below are internal influences that can act as a
hindrance to a business:

Centre Number: Candidate Number:
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e The alms and objectives of the business

This is where the aims and objectives of a business can hinder the promotionai
strategy. For example, if a businesses main aim is to increase productivity then they
may not budget much for marketing/promotion. This may mean that t/he marketing
department may have to abandon their ideas for their promotional srategy and go
down a more affordable but possibly less effective path. 0

e The aims and objectives of the promotional strategy

This is where the aims and objectives of the promotional strategy have to be related //’
directly to the product or service that is to be involyed in the promotional strategy. L~ -
For example, there is no point setting an aim qj{béjking into international markets if /
the promotional strategy is only aimed at locglfesidents. Generally the main aim of

a promotional strategy usually involves raising awareness of the product or service.

¢« Market Research

Market research can be another influence on a business, Market research is where a
business carries out research into the market they are situated (like Tayto in the

crisp market sector) and how well it is progressing. They can use this information to
decide on niches in the market and also decide on possible promotional packages
which consumers may like. Market research can be constrained by a lack of Time to pe
carry out research into the market, a lack of Employees to conduct thorough s
research and a lack of Money to carry out and finance research such as the e
acquisition of expensive but beneficial market reports and the production of
questionnaires or surveys.

« The way the message is communicated

This can act as an influence when promoting a product. If a business is usually
communicating at a younger audience via television, like Tayto, then this may cause
problems if they are trying to aim their products at an older and more mature
audience, like young adults.

i
ot

« The promotional budget
This is one of the biggest internal inﬂu?éc;s./ A large business needs to budget their
money effectively throughout different\finctional areas of the business like
production, human resources and marketing. If a business is making a good profit
and has increased sales and capital, then they will be able to invest in expensive
promotional activities such as television. However if a business is not.making
enough profit, then they may have to find alternative methods of promotion that
they can afford to invest in, Large businesses such as Mar@nﬁ?&encer and Tesco
can afford to have large promotional budgets due to the size and profitability of their
business. They can afford to spend big on television advertisements at peak times of
the day and on the creation-of numerous posters and billboards to raise awareness
of their products and services. On the other side of the coin, smaller businesses
such as local businesses will not have a promotional budget in the same capacity as
the larger businesgeé They will therefore have to rely on other methods of
promotion such as word-of-mouth and effective poster oaﬁpaigns and local radio.

Centre Mumber: Candidate Number:
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Some smalier businesses may be able to afford to use television as a form of
promotional media, but usually this is not the case.

e The Timescale

This is another big internal influence on a business. A business fike Tayto has to
have small timescales on their promotional activity of a new product, as competitors
may release a similar product which may affect sales and market share. If for
example, a competitor released a product before Walkers crisps were going {o, they”
would have to speed up their process of production and marketing. They may not
have enough capital to finance the promotion at this stage and could lose out on
sales and customers.

/ﬂ

As well as internal constraints, within a company, there are just as many if not more,
outside the business. Below are the most common externa!l constraints that can
affect a businesses promotional activity:

s Social, Cultural, Economic, Ethical and Environmentai Factors

There are many factors that may influence promotion. Businesses have to be careful
when they are promoting a product, that they see what sodial, cultural and economic
factors are about. For example a business like Walkers crisps has to see what the
trends are in society in terms of social (single parent families, healthy eating),
cultural (what different cultures like, i.e. what people in England like, may be
different in Northern Ireland) and economic (interest rates, rates of unemployment)
factors. They also have to be seen to be an ethical business. In today’s society
within Northern Ireland, another issue that must be considered is the social spread
In Northern Ireland there are many different cultures to cater for. To do this
successfully businesses will have to provide informative information that meets the
needs of all cultural societies. Below is a screenshot obtained from

www . discovernorthernireland.com on how they cater for different cultures.

features and iInteractive website and emall links for ease of uge.

ARernatively, complain our Torm and we will pest you lart copies of ue to 3 brochures. Click
here o appiy.

Visior Guide 2007 (English)

{4 apt;

Dutely | French | German | Bpanish /
fadian

Uniguehy M 2067
(GmE}

A business like Walkers crisps needs to be seen not to be expioiting customers but
going along with the unwritten laws, like recycling. Another environmental issue to
consider for any business is the waste that they produce through direct mailing.
Companies such as Littlewoods who send out letters to customers like the example in
Appendix 14 will have to consider the environmental impact on this type of pd
promotion which is commonly known to many households as jurnk mail. b
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« Legisiation and Regulation

Legisiation and Regulations are probably the most important external constraints on
promotion. There are many pieces of legistation put into place that can effect df/
promotion, such as The Sale of Goods Act 1979, The Consumer Credit Act 1974 an
the Trade Descriptions Act 1968. Businesses like Tayto will have to obey these laws
when promoting and describe their goods honestly or face possible prosecution. As
well as laws that have to be abided by, there are regulatory bodies that would
regulate the advertising sector, such as Ofcom, The Advertising Standards Agency
and The Direct Marketing Association. These regulatory bodies would make sure
that there is no discrimination in advertisements and that they are fair for all people
to view. Some of these bodies, particularly the Advertising Standards Agency c¢an
withdraw advertisements if they do not satisfy the regulations put into place. Below
are two examples of complaints to the ASA and the outcome:

Company Compliant/Issue Response

Nokia UK Ltd Posters for Nokia 5300 After collecting information
stated that the phone had | the ASA did not uphold
CD quality sound when this complaint
actually it did not

Lidl UK One company challenged | After looking up the facts
a poster stating that a Lidl | the ASA upheld this
shredder had a similar complaint and the poster
quality and features than | had to be changed.
their shredder

e Pressure Groups

Pressure groups are another form of an external constraint on the promotional
activities of a business. Pressure groups are groups of people that aim to try and
influence the way businesses would operate. For example, pressure groups may
affect a businesses promotional activity. There may be pressure groups that would
oppose to a business producing high-fat crisps and there may be pressure groups
calling for a business to produce low-fat, healthy products, Therefore the business
may have to change their promotional activity. Famous Pressure groups within the
UK include Fathers 4 Justice, The Food Commission and Friends of the Earth
(England, Wales and Northern Ireland).

e Competitors -
This is probably one of the biggest external censtraints that can influence the
promotional activity of a business. A business may have to change their promotional
activity due to try and compete with their competitors to increase sales. For
example, one of Tayto's Crisps main competitors is Walkers Crisps. If Walkers were
to use promotional activity regularly such as television or magazine adverts, this may
force Tayto to do something similar so that they are competing with Walkers to get
more consumers, Also it Walkers were to try @ new promotional activity such as try
radio, then Tayto may have to evaluate whether to do the same to compete.
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= Technology

This is another constraint that could affect the promotional activity of a business. A

business like Nokia Ltd would need to be aware of the latest technological advances

such as Mobile Phones and Electronic Biilboards. These new technological advances

are particularly popuiar among young peopie which are the main target audience of

a business such as Nokia Ltd (Mobile Phone Manufacturer). These new technological
features may be expensive to use by businesses like Nokia to advertise their product
and may not be worthwhile as some consumers may not be mterested in viewing the
product using this method of promotion. f
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Task Two
In this section of my report, [ will introduce my chosen product and business )
and set aims and objectives for my yesearch that I will undertake later in this 2 aéﬁfi’f—'_ _
report. My chosen business is Tgyto and my chosen product is the same one - @G&%ﬁ
that I created for Unit 1. Creating a Marketing Proposal, Tayto Biscuits. I will an®

create a promotional strategy for Tayto Biscuits, but first below is an overview
of Tayto Lid before discussing my chosen product in greater detail and then
set out my aims and objectives for my research.

Tayto Lid — An OGverview

Tayto Ltd is one of Northern Ireland’s leading manufacturers. Their missmn /
statements states that they specialise in “producing a good quality product

that will be bought repeatedly.” They have been in operation nearly 50 years

in their base at Tayto castle in Tandragee, Northern Ireland. They employ a
workforce of over 300 and produce a vast range of crisps from Cheese &

Onion to Salt & Vinegar to Tayto Fusion, a range of low-fat crisps. Their main
objectives are to maintain high quality levels, invest in market research and e
new technology to better them and maintain their standards ™o produce a

product a customer will buy repeatedly.” They are continuing to expand

having purchased Golden Wonder's mini Pringle range in England.

Tayto use the four P's (Product, Place, Promotion and Price) to successfully _‘
market their products. They use product lifecycles to find out if their produgts,w/
are in the Growth, Maturity or Decline stages. Then Tayto act on whether
they need to take the product off the market or give the product a revamp.

They use many different places fo sell their products such as Shops,

Exhibitions and Vending Machines. Tayto also use the Internet to sell their
products. They use many different promotions such as Television and Radio

and have two secticns of advertising ~ Indoor and Outdoor Advertising. This

will be discussed in greater detail later on. Tayto look at competitors’ price

and usually seil their products at reasonable prices (individual prices under

£1.00 and mutti-packs over £1.00)

N

An example of a product

lifecycie that Tayto will
«—  Uuse {0 see what stages

their current products are

Product Sales

Source: n
QuickMBA.com o R n.
trotiuction Orowdh  Maiurity Decline
OnickMBA Lo
The New Product e

&

The new product [ have devised for Tayto is Tayto Bss;:uats InUnit 1:
Creating a Marketing Proposal T carried out researgh nto finding out the
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thoughts of 100 people on this new product. I will discuss whatI found out
from that survey in greater detail later on in this report.

Now I will move on and formulate an action plan for my research. This will
be broken down into three areas:

¢ Setting Aims and Objectives for my research

Before creating at least two promotional media for promoting a new product,
I shall need to carry out both primary and secondary research. Before

starting the research I need to create an aim and a purpose of my research.
I will then need to create objectives to make sure that I meet the aim of .~
carrying out research,

CD The Main Aim of My Research

“To find out information on competitor’s markeling activities,
along with any possible constraints on the advertising market.
Also I'want to find out from the public, influences on the e
different promotional activities and what they prefer in an v
advertisement which will help form my promotional strategy for
my chosen product.

S/

To make sure that this aim is fulfilled, I will need to create objectives to meet
this aim. Here are the objectives for my research:

¢ To use the Internet to find information on current marketing activities
for competitors and possible advertising constraints

e To construct a questionnaire as my main primary research to find out
their possible influences in advertising.

s To analyse all the data collected and draw results to form my Vs
promotional strategy.

e To carry out both primary and secondary research as quickly and
efficiently as possible. (within two weeks)

Before, I start to construct my primary research; I shall carry out research on
Tayto (my chosen business) and information that I have already collected in
Unit 1: Creating a Marketing Proposal on the new product Tayto biscuits.

e Deciding on who my potential customers will be

From Unit 1: Creating a Market Proposal, I discovered that my potential
customers will be children and young adults to the age of 18. I also received
positive feedback from adults aged between 18 and 30. However, my
research will be aimed at children and young adults. The questionnaire
carried out in Unit 1 and my primary research in this assignment will help
determine potential customers.
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e Selecting effective and appropriate types of research

Before I can carry out my research, I will need to select appropriate types of
research. This can be broken into two sections as shown below:

Research

Primary Research
(First Hand Information)

Secondary Research
, (Information already
published)

My primary research will consist of questionnaires, one being constructed and
used in Unit 1: Creating a Marketing Proposal which will give information and
statistics on the new product and one which I will create on promotional
activities and what consumers want to see in advertisements. I feel that this
form of research will be beneficial as I can ask the gquestions I want answers
from and receive answers from the people that matter most: consumers.

My secondary research will be on a few separate areas that will link in with
promotion. These areas will be on the advertising sector and constraints that
effect businesses, information from the market sector on advertising and
information on Tayto’s advertising techniques and on competitors advertising
techniques.

'i-‘\ gﬂx{‘zu S AE
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AT
Task Three

Research

As mentioned at the end of the previous section of this report, I will need to
carry out research before I can create a promotional strategy for my chosen
product, Tayto Biscuits. In this section of my report, I will focus on collecting
-research in two forms, primary and secondary. First I shall focus on my
primary research.

Primary Research ~ The Questionnaire

As part of my research, I need to carry out investigations by asking

consumers’ questions or meeting with business representatives. This is

primary research, Primary research is where I find information directly from
customers or the business. I have already carried out primary research for 5///
the new product and the results where discussed in Unit 1: Creating a e
Marketing Proposal. They will be discussed in greater detail in the next %1@ 2
section of this report. A copy of the questionnaire used to gather consumer

information on the new product can be found in Appendix 1, with-two

completed questionnaires in Appendices 2 and 3. £

I have decided that I will create another questionnaire as my primary
research to find out what fypes of promotion consumers are affected by. I
feel that this will give more information than meeting a business
representative, as by asking consumers I can create a promotional strategy
that will suit their needs. I will not need to have any questions regarding the
product, as I have already asked questions about it in the previous
questionnaire (See Appendix 1). The questionnaire I create will be on
promotional activities and what promotions do consumers find effective.

Below are the aims and objectives of the questionnaire:

e To carry out 50 questionnaires to different age brackets of consumers
into promotion activities. -

¢ To find out what types of promotional activity consumers find effective F

To find out what sort of promotion would influence the consumer in
purchasing the new product

e To carry out this guestionnaire and analyse the data within one week

e To draw in previous data collected and new data to draw an effective
promotional strategy for Tayto Biscuits.

s

I will now move on and create the guestionnaire. A guestionnaire does not
take long to devise and should be convenient for consumers to fill in. After
creating the questionnaire, 1 hope to make 50 copies and ask consumers to e
complete. I will then analyse the data and draw conclusions which will help -
me with the promotional strategy.
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I aim to construct a questionnaire, and collect information and start to
analyse the data within one week. I will use analytical and statistical
technigues to draw conclusions from the new questionnaire which will help in
drawing up a promotional strategy for Tayto Biscuits.

Secondary Research

I now have to carry out research to find out information that will help me
draw up a promotional strategy for Tayto Biscuits. This will be secondary

research as I will use the Internet as my main resource to collect information

that already has been published. This is known as secondary research. This
will be the order in which I carry out my secondary research:

e Information on the Advertising sector and possible constraints on
advertising for companies

e Information on the Costs of Advertising in Northern Ireland

o Information from the market sector that may influence promotional
activity on businesses like Tayto

« Information on Tayto advertising

= Information on competitor's advertising

Information on Advertising and Possibie Constraints for Companies

The next section of research, which will be secondary, will be on the
advertising industry. I will carry out research on the industry in general and
also possible constraints that can impact businesses like Tayto when I come
to devise a promotional strategy.

I first carried out a search on Google (www.google.co.uk) on the advertising
industry and possible influences or constraints. One of the websites that the
search turned up was from The Advertising Standards Authority
(http://www.asa.org.uk/asa/news/news/2006/Food+advertising+to+childr
en+A-+fourth+optiontistproposed+to+Ofcom.htm). This is an article on
the regulation of advertising on food to young children. The article states
that numerous regulating bodies such as The Food and Drink Federation and
The Incorporated Society of British Advertisers among others have backed the
decision not to advertise their products during children’s television. This
proposal also states that endorsements like Scooby-Doo wouid be not allowed
to be used while brand names such as Tony the Tiger (From Kellogg's
Frosties) would be allowed to be used by businesses that have their own
brand name.

So how could this proposal impact Tayto? Well it means that Tayto will not be
able to advertise their current products or new product to their target
audience during peak time. However Tayto would still be abie to use Mr.
Tayto in any of their advertisements that they use to promote their current or
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new products. This means that using television as a promotional media may
be pointless as advertisements would not meet the target audience.

I next visited the Advertising Standards Authority
(hitp://www.asa.org.uk/asa/adcampaign/rules.htm) next to find out
information on what the rules of advertising are for businesses such as Tayto,
Walkers and McVities.

From this website, I found out that the Advertising Standards Authority L
. ‘ . . . R
regulates advertisements in many different media forms such as Television,
Radio, Newspapers, Magazines and Direct Mailing such as DVD adverts. The
Advertising Standards Authority is also in charge of making sure that sales -
promotions (such as competitions and prize draws) are run fairly and that
advertisements are screened at an appropriate time such as during children’s
television or after the watershed.

The advertising industry is responsible for composing the rules and
regulations and making sure they are followed by businesses. The main ruies
of advertising are shown below which Tayto and other businesses such as
Walkers and McVities would have to follow.

Advertisements should not mislead viewers

Advertisements shouid not cause any serious or widespread offence
Advertisements should not cause any harm to viewers
Advertisements should be socially responsible

Advertisements should have regard for fair and healthy competition

¢ & ® & @

The next website that I found interesting information on the advertising
sector was from Ofcom (http://www.ofcom.org.uk/tv/ifi/codes/). Ofcom is Q // )
another regulator on the advertising sector. On this website, I found out v
information regarding advertising on television and other promotional media

such as Radio which came into effect from July 2005.

The code is separated into many areas. Below is a table showing some
sections of the code and a brief description on what each section entails.

Section of Code Aim of the section

Protecting Under 18s This section is about protecting people under 18
with the use of the watershed and no offence
language or images.

Harm and Offence This section is about upholding standards on
television and radio and not including harmful or
offensive material

Crime This section of the code is about making sure
that television or radio adverts do not encourage
crime or give consumers ideas on crime

Religion This section of the code is about making sure
that no discrimination is given in regards of
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religion and that advertisements do not favour
one religion or the other

Fairness This section of the code is about making sure
that all advertisements are fair
Privacy The aim for this section is to ensure that
broadcasters do not breach privacy in
programmes
| Sponsorship The aim of this section is to ensure that unfair

sponsorships on radio and television are
prevented

Commercial References

The aim of this section is to ensure that the
advertising and programme elements of a
service are separated

Well, this means that if Tayto are to broadcast via television or radio, they
have to comply with the sections of the code above, If not, they are likely to
be prosecuted or the advertiserent will be blocked from being aired. This
would result in a waste of time and money for Tayto.

Information on the Costs of Advertising in Northern Ireland

As part of my research, I have carried out investigations into the cost of
advertising on television in Northern Ireland. I used one of Northern Ireland’s
leading television stations, known as Ulster Television (UTV) to find out the
cost of advertising via this medium. Below is a table showing my findings
from my investigations:

Time of Advertisement in
Seconds
| Time | Programmes 10 20 30

Sector Seconds | Seconds | Seconds
0930-1729 | Jeremy Kyle £200 £250 £300

This Morning

[TV Lunchtime

News

Kids Time
1730-1800 | UTV Live £370 £500 £620
1801-1859 | ITV News £850 £1150 £1450
1900-1959 | Emmerdale £1500 £2000 £2500
Mon, Wed, | Coronation Street
Fri
192941959 | Local Programmes | £730 £980 £1220
Tue and
Thur
2000-2159 | The Bill £850 £1150 £1450
2200-2229 | Dramas £480 £650 £820
2230-2330 | News £310 £410 £510
Cenire Number: Candidate Number:
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From the table, advertising on television is very expensive especially during

peak times of the day. Also the aavertising is varied during different seasons. .
For example, I found out that the months after major holidays such as ("@&tf et
Christmas and Easter (January and February) are cheapef to advertise than @'ﬁ ).(
pre-holiday months such as December. Alsc the summer months, July and -~
August are usually cheaper to advertise on this network, Advertisements g)an/

be longer, ranging from fen second advertisements to ninety second

advertisements. Therefore if my promotional strategy contains a television o
advertisement then it shouid not be too long in length and be shown before v

the peak times. Also the promotional budget should be considered to see if

an advertisement campaign could be sustained on television,

Information from the market sector that may influence advertising

The next section of my secondary research will be collecting information from
the market sector in which Tayto are currently in and will potentially be
moving into that may influence their advertising. I will use the Mintel website
(www.mintel.com) as my main source of collection information on this topic.
First of all I shall investigate Tayto’s current market before examining the
potential new market that Tayto will be moving into with the new product.

Tayto's Current Market

First of all, I will look at Tayto's current market sector, which is the crisp

sector. On the Mintel website, I found this page
(http://reports.mintel.com/sinatra/reports/search results/show&&type=RClIte
m&page=08&noaccess page=0/display/id=114645) giving information

regarding the current market sector. It does not go into detail as thisis a . ,// '
summary of the report, and it would be too expensive to purchase the entire

report. However there are interesting pieces of information on marketing and
advertising.

In this sector, there is a “rising media spend”, which means that more
companies like Tayto are spending more money in terms of the media and
advertising. This is to try and increase sales and awareness of their products. .~
However the crisp market is in decline and this means that businesses such as
Tayto and Walkers may have to cut down on their spending as with a smaller
market, expensive advertising on a large scale may not be the answer. This

also may mean that with a smaller market, there will be fewer sales,

therefore less of a market share, and less profit being made, so less money

for advertising. This is illustrated in the diagram below outlining the possible
chain of events if the market declines.
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/ Fewer Sales
Less Awareness \

On Products

Less Money for
Advertising \ Lower Profit

Margins

Less Revenue

An interesting statistic that I found was that Walkers (one of Tayto’s main
competitors) currently spend haif of the total money put into advertising by
all the businesses.

Tayto’s Potential New Market

Next I will look at the new market that the potential new product of Tayto

(Tayto Biscuits) will fit into. This market sector will be the biscuit sector.

[Source: http://reports.mintel.com/sinatra/reports/display/id=125617] This -
market has been slowly in decline but after receiving support in 2004, the

market is looking much stronger.

Some interesting facts obtained from Mintel on the new market include the
following:

e More and more children are purchasing biscuits due to increasing
pocket money. This is beneficial to Tayto due to the fact that the new
product, Tayto Biscuits will be mainly aimed at children or young
adulits.

e From July 2004-2005, a staggering 179 new products where released
in this market, including healthy products, free-from products and
chocolate products, which accounted 65% of the new products ~
launched. This means that Tayto will be going into a market wh'tcvh/}s
refeasing new products and are generally successful

e McVitie’s, one of Tayto’s main rivals in this market, spent the most on
advertising their products (based on statistics from 2000-2005)

» Most companies are appealing to young children and their imagination
in current advertising. This means that Tayto may have to think of ,
something different to attract a younger audience to their new producg Ve

Tayto’'s Promotional Activities.

My chosen business is Tayto Crisps Ltd, as the product I have produced in
Unit 1: Creating a Marketing Proposal is the same one [ intended o create a
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promotional strategy for. Tayto currently employ many different promotionat {
methods. They use a variety of methods as this ensures that they can target

many numerous sets of customers. Below is a table showing the different

forms of promotional activity Tayto currently undertake:

Prometional Activities currently undertaken by Tayto Crisps Lid
Newspapers Television
Billboards / Posters Trade Magazines
Product Testing Sponsorships — Donations to Charities
The Internet Tours of Tayto Factory
Exhibitions Promotional Transport
Endorsement from television shows Vending machines —~ Merchandising

Tayto do use specific promotional activities at different times of the year.

They split some of their promotional activities into two types ~ Indoor and e
Qutdoor. These advertisements are used then to raise awareness of the
business and its products. In the Indoor promotional campaign which is Gsed
between September and March, Tayto use promotional activities like

Newspapers and Television to promote their numerous products. They use

these methods as many people would be in their homes viewing these
advertisements.

From March to September, Tayto use outdoor promotional activities to
promofe their products. They use promotional activities such as Billboards
and Posters on transport. They use outdoor advertising as at this time of the
year as many people would be enjoying the good weather and going
outdoors.

Tayto do use some traditional and non-traditional promotional activities. /
Some of the traditional methods that Tayto use are Newspapers, Televisiof,
The Internet and Sponsorships in the form of donations to charities and
worthwhile causes. Tayto have also got famous television shows such as The
Simpson's and Barney to endorse their products. Tayto also uses some non- .~
traditional methods which are useful in targeting their target audience of
children and voung adults. These activities include product testing, factory
tours and promotional transport. These promotional activities, though non-
traditional still are effective. For example, tours of the factory will show what
goes on and the effort put in to making the products which may impress
consumers, Tayio currently are linked with Orange mobile it promoting each
others products through a special competition. [Source:
http://shop.orange.co.ul/shop/terms]

cause fime in is the best tinre out

RO

o
COCCESIONS

Above are two examples of outdoor advertising promotions on billboards used by Tayio during March and
September.
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Above are two more examples of promotional material used by Tayto (from
the Republic of Ireland Tayto). The one of the left is used in magazines and
on the Internet, while the one on the right is mainly used on the Internet, but
could be adapted into a poster or advertisement for a magazine or
newspaper.

Competitor One - Walkers

Tayto has got two main competitors. Walkers are Tayto's main competitors in
the crisp market sector. Their promotional methods are similar to those of
Tayto. They use promotional methods such as television, radio, the Internet,
posters, billboards and tours of the factory. They also have methods like
product testing and exhibitions at schools and trade shows to attract new
consumers. Walkers also have a website where they merchandise products
for consumers to purchase. These methods are similar to Tayto, but Walkers
have a greater success rate as they are based in England and therefore have
a larger population to attract than Tayto, whose main target audience live in
Northern Ireland and the Republic of Ireland. Walkers are a larger business
and with an estimated 11 miilion people eating at least one packet of Walkers
crisps every day, therefore they would generate more capital and can hire
celebrities to endorse Walkers products such as Gary Lineker and Tara-Palmer
Tomkinsor:.

The image to the left is a promotional media used
by Walkers. It shows three members of the

~ Republic of Ireland football team holding Walkers
crisps. This was aimed at people in the Republic of
Treland. o

v
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The above two promotional media are used by Walkers. The one on the left
uses ex-football Gary Lineker, who regularly endorses Walkers products. The
image on the right is a poster that Walkers would send to shopz/gnd
supermarkets for special promotions. Again this poster uses theiImage of
celebrity Gary Lineker, endorsing the Walkers product.

Competitor Two - McVities

Mcvities. McVities are actually owned by a business known.&s United Biscuits.
They also use different and similar forms of promotional @ctivities to Tayto.
They use common methods such as television, radio and the Internet, where
they also sell merchandise to do with the business. They also again use
vending machines and supermarkets to sell and promote their product. They
also use exhibitions to attract new customers. These methods are similar to
what Tayto currently use. The McVities brand is very popular with an
estimated 71 million packets of Chocolate Digestives alone seld each year in
the United Kingdom. Again they are a larger company than Tayto as they can

The other main competitor Tayto will face with their new }%d);twili be

sell their products in England, Scotland, Wales and Northern Ireland. Tayto % ]

would need more capital to promote their products in the United Kingdom. ;-

e REINFORCEMERTS o
Hres Ly
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The two images above are promotional media that McVitie's have used. The
one ¢n the left is a classic poster used by the company in the 1940s. The one
on the right is a seasonal poster used at Christmas to give the Christmas feel.
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The two images above have also been used as promotional material by
McVities. The one on the left is a poster showing prices for some products
including a McVities range. This would be used in supermarkets or in
newspapers advertising prices in a local shop. The image on the right, is one
from www.themedmusic.com/showreel.htm! which shows a McVities

advertisement, which can be shown on television or the Internet. I shall
analyse all the advertisements researched in the next section of this report.
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Task Four

In this section of my report, I shall be focusing on analysing both the primary
and secondary research I have undertaken in the previous section of this
report. I shall analyse the primary research first, foliowed by the secondary
research I carried out, 1 shall draw conclusions from the research conducted
which will help form my overall promotional strategy for Tayto Biscuits.

Analysing the Primary Research

First of all, I shall analyse my primary research. In Unit 1: Creating a
Marketing Proposal, I conducted a questionnaire into receiving feedback from
100 consumers on the product, Tayto Biscuits. (A blank and two completed
copies of the questionnaire can be viewed in Appendices 1, 2 and 3). From
that questionnaire, I obtained the following results.

«  Qut of 100 people (50 male and 50 female) 70% of people currently
eat digestive biscuits /

«  76% of people are interested in the potential new product L

+  The modal class of the potential packaging is for small tubs

- Supermarkets and Newsagents are popular for marketing the product, %k‘f:‘}
each scoring 46%

«  Qver 7 tenths are interested in special promotions and deals

» Two thirds of people want Mr. Tayto to continue to endorse Tayto el el
products. NGt

« The median value of the potential price was the 34th value which was ¢
between £0.75 and £1.50. /

-

] “A\‘{:’ & 1\ .

From this research I have learnt that just over three quarters of people P
surveyed (76%}) are interested in Tayto Biscuits. I also have found out that

the consumers guestioned would prefer the packaging to be in smali tubs, to
purchase the product in Supermarkets and Newsagents and to sell the

product between £0.75 and £1.50. Appendix 4 shows charts and graphs that
were created to support the evidence shown above.

o

I have also created another guestionnaire based on promotion, which was
designed to gauge public reactions to a possible promotional strategy for
Tayto Biscuits. A blank copy and 5 completed questionnaires can be vieweg/
in Appendices 5 to 10. Below are the key points obtained from the «
guestionnaire.

= Fifty people were surveyed in this questionnaire (25 male and 25
female)

= The majority of people surveyed where aged between 12 and 30 (36 in
total). Nine peopie over 30 and five people under 12 completed the
other guestionnaires.

= Qut of the 50 questionnaires, a staggering 45 people would want Tayto
to use Television as the main form of promotion for Tayto Biscuits.

Centre Number: Candidate Number: ~
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Next on the list was Magazines (22 people) followed by Newspapers
and Merchandising (21 peopie)

= Qut of the 50 guestionnaires, 40 people would be enticed by a "Buy
One, Get One Free” offer for Tayto Biscuits. Twenty-Five (25) people
would prefer Cash Discounts and 15 people would prefer Entry into a
Competition

= Qut of the 50 guestionnaires, 22 people would say the message of the
advertisement to be the most important feature, followed closely by ‘
the colour used in the advertisement and the originality of the N mf‘"’{ﬁ
advertisement (21 people) v f/g;

= Finally, out of the 50 people surveyed, 28 would prefer a Tayto /
advertisement to have coiour, followed by the use of animations (22).
Next on the list, 19 people said that the advertisement should contain
the use of text, Mr. Tayto and details on the product. L

Appendix 11 shows charts and graphs containing the statlst;cal evidence
collected from this survey.

Conclusions of Primary Research

From both questionnaires, I can draw conclusions on what my promotional T
strategy will contain for Tayto Biscuits. Both questionnaires suggest that C,/
consumers are interested in special promotions and deals, so my promotional
strategy should contain something on special promotions and deals. Also my
primary research suggests that people will be mainly interested on
advertisements via television, so again my promotional strategy should e
contain an advertisement that can be screened on television to satisfy
consumer’s needs. The primary research suggests that the message of the
advertisement would be important to persuade consumers to purchase a
product. This means that my promotional strategy should have a very clear e
message that is understandable for consumers, “’

e

Analysing the Secondary Research

Finally in this section of my report, I shall analyse the secondary research that

I have undertaken. I shall only analyse the examples of what other

businesses do in terms of promotion, as I have already analysed the research T
carried out on the advertising sector and the market sector and how it can -
impact Tayto and its new product, Tayto Biscuits in the previous section of

this report. 1 shall mention this analyse in the conclusions from my secondary
research later on. I shall analyse the examples of other businesses promotion

with the following five criteria:

The Aesthetics of the advertisement

The Message of the advertisement

The Fitness for Purpose of the advertisement
The Originality of the advertisement

The Communication used in the advertisement

::3 ] o |::§ 4

Centre Number: Candidate Number:



Name: °

Unit 13; Promotion In Action

This will be analysed in table below, and ranked from 1 to 5 for each criteria,
with 1 being poor to 5 being excelient from my perspective.

N S
Key = 1 - Poor RN e &
2 - Below Average RO e
3 - Average IV
4 - Above Average , %mz
3 - Excellent Wl pret”
Advertisement | Aesthetics | Message | Fitness | Originality  Communi @ Total
For cation Score {(Out
Purpose of 25)
4 3 3 4 3 17

Comments

_my opinion

Generally a good advertisement, with originality and good use of colour and
images. Doesn't really get across the message and communicate effectively in

4

4

4

5

4

21

Comments

opinion

A very good advertiserment with good use of colour. It communicates well and
gives a strong message and is fit for the purpose. Very original as well in my

3

4

4

3

3

17

Comments

purpose, but

not commun

ion

Another decent advertisement by Tayto. Good message and fitness for
icated very well in my opin

4

4

4

4

20

Comments

A good advertisement which is fit for its purpose, makes good use of aesthetics
and communicates its message clearly
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4 5 5 3 4 21

Comments

A good and simple advertisement, with good use of aesthetics and
communication. The message is very clear and is very fit for its purpose in
advertising the product

3 2 2 3 3 i3

Comments

A poor advertisement, with decent aesthetics, but poor methods of
communicating and being fit for ifs purpose.

4 5 5 4 5 43

Comments

An excellent advertisement used by Walkers with good use of aesthetics and a
strong message and communication making it fit for its purpose. Also the
advertisement has good originality

i REIH F L L EHERTS ry
’
f

2 3 3 4 3 i5

Comments

Comments

A reasonable advertisement, with no colour. The advertisement gives a good
message and communicates with its audience in an understanding way. Itis
an original war-time advertisernent

5 3 4 4 4 20

A very good McVities advertisement in my opinion with excellent use of
aesthetics. The advertisement gives an average message, but is fit for its
purpose and an original seasonal advertisement

3 5 4 3 4 19

Comments

Another good piece of promotional media used by McVitles. There is decent
use of aesthetics but is communicated in a clear way to the audience giving an
excellent clear message.

Centre Number:
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5 4 3 4 3 19

Comments A good advertisement, making excelient use of aesthetics and communicating a
clear message to the audience on this particular McVities product. It is an
original advertisement

The table above shows my Views on each of the advertisements that I | s
collected through my research. As well as obtaining my views I asked for
other people’s thoughts and opinions on the advertisements. In total I asked

for ancther four peoples thoughts on the advertisements. I asked each of

them to consider the areas of Aesthetics, the message, the fitness for

purpose, the originality and the communication. I asked them to do what I

did and give a mark out of 5 for each area along with an overall comment.

Below is a table showing the resuits:

Advertisement | Aesthetics | Message | Fitness | Originality | Communi | Total
For cation Score (Out
Purpose of 25)
A-4 A-3 A-3 A4 A-2 A-16
B-3 B-~2 B—-2 B-3 B-2 B-~12
C~3 C~-3 C-3 C~3 c-3 C~15
D—4 D-4 D-3 D~—3 D-3 D17
Comments (A) Person A believes that this advertisement is bland but is colourful but lacks
communication
Comments (B) Person B believes that this advertisement is poorly constructed and lacks a
message and communication
Comments (C) Person C believes that this advertisement is average but does make use of
L good aesthetics.
Comments (D) Person D believes that this is a good advertisement making good use of
aesthetics and has a strong message.

}
|

. B - 4
1C~3
-2

A4

A—16
B-15
C-15
D~-14

I
!

i

W ww
|

P W W
'

|

TOwe

MW

TOWr
|

Wb MW

v g el
I

2R W

Comments (A) Person A believes that this is a good advertisement with a strong fitness for
purpose and average aesthetics, message and originality.

Comments (B) Person B believes that this is a decent advertisement with a good use of
aesthetics, communication and fitness for the purpose

Comiments (C) Person C believes that this advertisement is good but has poor communication.
Comments (D) Person D believes that this advertisement is average but does communicate
very well. This person believes that the aesg'sstics and fitness for purpose is
poor. -~

-

v

Y
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A—-4 A-3 A-3 A~2 A-3 A-15
B-4 B-4 B-3 B-2 B-3 E-16
C-3 C-4 C-3 C-3 C-3 C-16
D-5 b-3 D-2 D-3 D-3 D-16

Comments (A)

Person A believes that this advertisement is one that makes use of good
aesthetics, message, communication and fitness for the purpose. However this
person feels that the originality is poor.

Comments (B)

Person B believes that this advertisement is good, making good use of
aesthetics and message. This person also believes that the originality is poor

Comments (C)

Person C believes that this is another good advertisement making good use of
the message and fitness for purpose. This person believes the aesthetics and
communication are average.

Cgmments (D)

Person D believes that this advertisement is a good advertisement making use
of excellent aesthetics and average message, originality and communication,

A-5 A-4 A-3 A-3 A-3 A-15
B-4 B-4 B—-4 B-3 B-4 B-19
pC-4 C-4 C-4 C-3 C-3 C-18
1D-4 D-4 D-3 D-4 D-4 D-19

Comments (A)

Person A believes that this advertisement is colourful, communicates effectively
with a strong message.

Comments (B)

Person B believes that this is a strong advertisement with strong aesthetics, a
strong message, originality and communication

Comments (C)

Person C believes that this is a strong advertisement that meets the aim and
purpose of the advertisement through good communication and strong
aesthetics.

Comments (D)

Person D believes that this is another strong advertisement, making use of
good aesthetics, message and communication.

HA-4 A-4 A-5 A-4 A-4 A—21
B-4 B-4 B—4 B~-4 B-3 B~19
C-3 C-4 C-3 C-4 C-3 C-17
D-4 D-3 D—4 D-4 D-4 D-19

Comments (A)

Person A believes this to be an excelient advertisernent which presents a clear
message and is fit for its purpose fully. The advertisernent makes use of good
aesthetics.

Comments (B)

Person B believes this to be another high quality advertisement making use of
good originality, aesthetics and a clear message which is fit for its purpose.

Comments (C)

Person C believes this to be a good advertisement which makes good use of
originality and message to be presented to the general public.

Comments (D)

Person D believes that this advertisement makes good use of aesthetics, fitness
for purpose and message.
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A-13
B-14
c-11
D~ 16

Comments (A)

Person A believes this is a poor advertisement is of poor quality, making use of
poor aesthetics and a poor message. The advertisement could be better.

Comments (B)

Person B believes that this is not a great advertisement making poor use of a
message and average aesthetics.

Comments (C)

Person C believes that this advertisement is a poor advertisement making poor
use of aesthetics, and a poor message with fitness for purpose

Comments (D)

Person D believes that this advertisement is of average quality making use of
average aesthetics with a good communication for an average message and

fitness for‘ purpose.

A~4 A-3 A-4 A-3 A-4 A-18
B-4 B-4 B-3 B-3 B-3 B-17
C-4 C-5 C-3 C-3 C-3 C-18
D-4 D-4 D-3 D-3 D-3 D-17

Comments (A}

Person A believes that this advertisement is of a good quality making use of
good aesthetics and fitness for the purpose.

Comments (B)

Person B believes that this advertisement is of a good standard making use of
a strong message and aesthetics along with good originality and
communication

Comments (C)

Person C believes that this advertisement is of a good quality making use of
good strong aesthetics, a strong message and average originality and
communication

e REfﬁFaﬁCEh& 5
" G

Doraeriifepname vk

Commes A)

Cgmments (D)

Person D believes that this advertisement is of a good quality making use of
strong aesthetics and a message to have a clear fitness for purpose.

A-2 A-3 A-3 A-3 A-3 A-14
B~-2 B~3 B-3 B-3 B-3 B-1i4
C-2 c-2 C-3 C-2 C-2 c-11
D-1 D-3 D-3 P-3 D-3 D—-13

Person A believes that this advertisement is not of high quality making use of
poor aesthetics, an average message, with originality, communication and
fitness for purpose

Comments (B)

Person B believes that this advertisement is again not of high quality, making
use of poor aesthetics with average communication, originality and fitness for
purpose

Comments (O)

Person C believes that this is a poor advertisement making use of below
average originality, aesthetics and message

Comments (D)

Person D believes that this is & poor adveriisement making use of poor
aesthetics along with originality and communication.
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A-4 A-3 A-4 A-3 A-4 A-18
B-4 B~-3 B—4 B-3 B-4 B—~18
C-4 C-3 C-4 C-3 C-4 C-18
D-3 D-4 D-5 D-4 D-5 D=21

Comments (A)

Person A believes that is a good advertisement making use of good features
including good aesthetics and communication, being fit for its purpose

Comments (B)

Person B believes that this is a good advertisement and agrees with Person A
that it makes use of good aesthetics and communication with the audience

Comments (C)

Person C believes that this is a good advertisement making average use of
message, communication and originality

Comments (D)

Person D believes that this is an excellent advertisement making use of
excellent communication and fully fit for its purpose, with strong aesthetics and
communication.

A-3 A-3 A—4 A-3 A-4 A-17
B-3 B-3 B—-3 B-3 B~4 B—~1i6
cC-2 C-4 C—4 C-3 C-4 C—17
D~-4 D-4 D—-5 D-3 D-4 D20

Comments {A)

Person A believes that this is overall a decent advertisement making use of
average aesthetics and originality, with strong communication and fitness for
purpose

Comments (B)

Person B believes that this advertisement makes use of average aesthetics, the
message it is presenting and communication

Comments (C)

Person C believes that this advertisement makes use of poor aesthetics but
does compensate through a strong message and being fit for its purpose.

Comments (D)

Person D believes that this a strong advertisement and makes use of strong
aesthetics and communication with the advertisement being fully fit for its

purpose

A~3 A—-4 A-3 A-4 A-3 A-17
B-3 B-4 B—3 B-4 B-3 B-17
C-3 C-4 C~—3 C-4 C—-4 C—-18
D-3 D~4 D-4 D—4 D-4 D~-19

Comments (A)

Person A believes this is a good advertisement making use of average
aesthetics with good originality and average communication.

Comments (B)

Person B believes that this advertisement is a good advertisement making use
of good aesthetics and a strong message and originality

Comments (C)

Person C believes that this is a good advertisement making use of a strong
originality and communication along with a strong message

Comments (D)

Person D believes that this is a good advertisement making use of strong
message, fithess for purpose, originality and communication with average
aesthetics.,
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Conclusions from the Secondary Research

From my secondary research conducted and analysed both above-and in the
previous section of my report, I can conclude that advertisqme%:s are
different and the examples analysed above give many different ways
advertisements can be effective through the use of text, aesthetics and the
message they present. This means that my promotional strategy shouid
contain clear advertisements and should make use of aestheticsand different
varieties to present & clear and understanding message.

My promotional strategy has to be politically cdrréct as there are many laws
and regulations on advertising. Therefore if one of my promotional materials
will be a television advertisement, I will have to make sure that the
advertisement does not discriminate or give false views. I can also conclude
from my secondary research that the main rivals of Tayto, both in terms of
existing products (Walkers) and Tayto Biscuits (McVites) use similar
promotion methods to Tayto such as Television, Radio, The Internet and
Supermarkets. This means that the promotional strategy for Tayto Biscuits
may be using similar methods to those that McVites and Walkers use. The
price of the advertisement will also affect the promotional strategy as the
research conducted indicates that it is expensive to advertise on peak times,
when it would be beneficial to advertise during these times to attract the
target audience. e

//‘

L
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e
Task Five

In this section of my report, I shall be discussing my promotional strategy for
Tayto Biscuits. This section of my report will be broken down into the
following areas:

= The Aims of My Promotional Strategy
= My Promotional Strategy for Tayto Biscuits including two promotional
media and reasons for my choosing this strategy

The Aims of my Promotional Strategy

The product I plan to release Tayto Biscuits is going into a different market

sector than what Tayto currently fit into. Therefore I need to make sure that

1 have proper aims of my promotional strategy to effectively market the

product and make it a success in this new market, This will be no over-night
success job, but in time can become a leading product in the Biscuit market. )
The aims of my promotional strategy will be: L

= To raise awareness of the new product

This is self explanatory and one of the big aims of my promotional strategy.

As the product is new and has been unheard of, the promotional strategy will
raise awareness of the product, the brand it belongs to and details on the -
product. By raising awareness it may appeal to consumers and hopefully
increase sale records.

= To convince and persuade consumers the benefits of Tayto Biscuits
e
This is another important aim of my promotional strategy. The promotional , ye
strategy should convince consumers the benefits of the product above over
more popular products or manufacturers such as McVities and persuade them
to try Tayto Biscuits.

s |ead the consumer to act and purchase the product

A third aim of my promotional strategy is to lead the %ogﬁu’?/ﬁer into a decision
into purchasing the product. An effective promotional-strategy should
influence them and entice them to try out the product. This could be
achieved through a few methods such as effective advertising and special
promotions.

= To change consumers attitudes in this market
This aim of my promotional strategy links with my second aim which is to
convince and persuade consumers the benefits of Tavto Biscuits. If my

promotional strategy is effective and the qrggsﬁct satisfactory it should
L
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convince consumers to purchase the producft and in the long term change
their attitude from existing products in the market towards Tayto Bisculits.

s To have the strategy of Tayto Biscuits up and running within six
months

-~
The final aim of my promotional strategy for Tayto Biscuits is to have the M/
promotional strategy for Tayto biscuits fully implemented within six months. I
think that the promotional strategy should be implemented within this period Jgss
as it gives time for the strategy to be finalised and also to meet other-dims of
raising product awareness. Therefore it will be on the market and-Compete
with similar products.

Of course these aims will all hopefully contribute to a successful product for
Tayto, and this should indicate a profit for the business, but this will enly
happen if these objectives are met well by the general public.

My Promotional Strategy for Tayto Biscuits

Now is the time to create a promotional strategy for Tayto Biscuits. The
promotional strategy will consist of trying to raise awareness of the new
product among consumers and aiso give details on the product and its
benefits to the consumer.

To raise awareness of the product, I will create promotional media that will be AT
used to raise the awareness of the product. The two promotional media that s -
I will create will be: i

1 — A Television Advertisement on Tayto Biscuits v
2 — A Promotional Poster to be used in Supermarkets and Newsagents e
detailing information on Tayto Biscuits

After creating the two promotional media, I will also discuss the finer points
that will make up my overall promotional strategy for Tayto Biscuits.

Television Advertisement

The first promotional media that I have chosen to create for Tayto Biscuits is
a television advertisement. I will not create a full television advertisement as
this is too expensive with production and editing costs. I will however create
a storyboard detailing what the advertisement will contain. This can be
viewed below. A slideshow of the storyboard of the television advertisement
can be viewed in Appendix 12.

.//.
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The Content of the Television Advertisement

The storyboard of the television advertisement which can be viewed in
Appendix 12 contains the following information:

Slide 1 ~ The Introduction

This is the first slide of the storyboard.
Here a voiceover would say as the text
appears, "First we brought you....”
Followed by “Cheese & Onion, Salt and
Vinegar and Onion Rings” as the images
appear on screen. No background
music at this stage

Slide 2 ~ Tayto Biscuits
N ' This second slide of the storyboard

WV R g ae e TSNy continues with the voiceover of “Now
TO YOU - Mr. Tayto gives you....” As the image of
Mr. Tayto appears a drum roll then
starts, followed by the voiceover saying
in a celebratory tone, “Tayto Biscuits”.

Tayto Biscuits

Slide 3 ~ The Product | '
pr—— . e This third slide of the story board of the
advertisement for Tayto Biscuits starts
with the image of the product being
L displayed followed by the voiceover
giving descriptions of the product which
are summarised on the screen as they
| are anncunced. Background Music of

Queen — Don't stop me now

ool Valle:
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Slide 4 —~ End Slide
— The final slide of the story board
containing details of the advertisement
for Tayto Biscuits gives a last message
fo the consumer to try Tayto Biscuits

and a voiceover will say about the latest Pep i
sensation to come out of Tayto Castle e
followed by a gif of the castie. A small 125

message will appear after the image of
Tayto castle. Continuation of don't stop
me now as background music. (_/

Reasons for Choosing a Television Advertisement

I have chosen to create a television advertisement for Tayto Biscuits. The .~ g
reasons for choosing to create this promotional media are based-on research
obtained in a primary and secondary fashion. As my primar}/ esearch was a
questionnaire, one of the questions I asked was what people preferred as a
promotional method. Appendix 11 sh%nél the results from the
guestionnaire in the form of a graph./Results from the guestionnaire show
that a majority of people would prefer television as a promotional method for
Tayto Biscuits. This was the highest percentage from this question in my
questionnaire with 28% '

Ny
§ i"f‘i’L
My secondary research proved that businesses such as Tayto, Walkers and e e
McVities currently use the promotional *?e‘(éd such as television to promote (i i
their products. Therefore from this, I Wave decided that television should ‘}"W};au"’ ’

definitely be used within my promotional strategy and that I will create a v
storyboard dictating the content of the advertisement. From my secondary
research I did obtain information on the reguations involved in advertising.
These were helpful when forming my tele‘w’s/ion advertisement and will be
discussed in greater detail in the evaluation of the promotional strategy in the
next section of this report. However from my secondary research I have
found that out that the cost of advertising is very expensive and it may be
better to make sure that the advertisement is around 20 to 30 seconds long
and advertised before the peak time at 7.00pnyfo ensure that it is cheaper for
the company. I plan to run this advertisemef{t for three weeks to one month
and have around two or three showings in the early evening, when children
and young adults would be watching television.

The television advertisement is very simple, but yet I find effective. Idecided — -
that my advertisement would include information that consumers from my
guestionnaire would want to see. One of the final questions that I asked in

my promotional guestionnaire (See Appendix 5) was on preferred features to

be included in a Tayto Biscuits advertisement. The results proved that the

majority of consumers would want some sort of colour in the advertisement

with use of animations. My advertisement follows that. It uses set colours of

black, white and yellow text to portray information to the user. The
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advertisement also makes use of animations in the form of images and of text
features such as WordArt. Many consumers said that a Tayto Biscuits
advertisement should contain an image of Mr. Tayto, make use of text and
give information on the product. I have made sure to include all of thisin my
television storyboard for Tayto Biscuits.

Promotional Poster

The second promotional media that I have chosen that will be included in my
promotional strategy for Tayto Biscuits; will be a promotional poster which
will be used in supermarkets and newsagents to raise awareness of the new
product and provide information on Tayto Biscuits to consumers. The
promotional poster can be viewed in Appendix 13. e

The Content of the Poster

The promotional poster which can be viewed in Appendix 13 contains the
following:

Inclusion of Tayto Logo

Inclusion of Mr. Tayto ]
Use of Colour and Text ' e
Use of Technical Features such as WordArt and Speech Bubbles

Use of a Border |
Information on the product and its uses _

Prices of separate and multi-packs of Tayto Biscuits.

- The promotional poster also includes a space for Supermarkets and
Newsagents to insert the name of their business. This will increase their
popuiarity of with their consumers as well as promoting the new Tayto
product,

Reasons for Choosing a Promotional Poster

I have decided that my second promotional media will be a promotional

poster which will be used in supermarkets and newsagents to promote P
awareness of Tayto Biscuits. I have decided on using a promotional poster as
my second of two main promotional media based on primary and secondary
research. For my primary research I conducted a guestionnaire both in

relation to promotion and in relation to Tayto Biscuits as a product. From the
latter questionnaire, one of the questions that [ asked was on where would .
people generally purchase the new product. From that guestion, 55 people &
answered both supermarkets and newsagents as the referred place to

purchase the product.

From the secondary research, I obtained information on what competitors do
in terms of promotion. One of Tayto’s main competitors in their current |~
market sector, Walkers uses a prometional poster which they send to
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supermarkets and newsagents to promote their products. Therefore I have -
decided that my second promotional media which I will create will be a 5//
promotional poster as I feel that many people would notice the poster
detailing information on the new product in supermarkets or newsagents.

The promotional poster contains features such as colour, text, speech o
bubbles, Mr., Tayto, information on the product and the price for the product.
From my primary research into promotional activities I asked questions on -

preferred features that would be included in a Tayto Biscuits advertisement.

From my results, consumers wanted a Tayto Biscuits advertisement to include

use of colour, use of animation, use of text, use of colour, the inclusion of Mr.

Tayto and product details. Therefore from my primary research [ have e
decided that the promotional poster should include details of the product,

make use of colour and text and include the Tayto logo and Mr. Tayto to give

a definite indication to the consumer who the company is. The promotional

poster follows a similar pattern to the Walkers example however; my poster is
unique as it does not leave a name for the name of the outlet that will use

the poster. The poster will be sent to the supermarkets or newsagents and
will be more convenient for them as they can just stick the poster up there 7
and then instead of having to amend it. Therefore this will cause less hassle
to the supermarket or newsagent.

Another question I asked in my primary research questionnaire was about

what consumers would prefet in an advertisement. The conclusions from that & o b
~ I

question proved that consumers were interested in an original advertisement,

the message of the advertisement and the use of colour in an advertisement.

My promotional poster makes use of colour, gives a clear message to the o
consumer detailing information on the new product and the price, and is also
original as it is unigue in its own sense.

Other Points to be Inciuded in Promotional Strategy

As well as creating two promotional media for Tayto Biscuits, I have also
decided on including the following ofher promotional methods into my overall
promotional strategy for Tayto Biscuits. These will be summarised in the
table below:

Tayto Biscuits Promotional Strategy

Promotional Method  _ Reason for Inclusion in Tayto
Biscuits Promotional Strategy
Buy One Get One Free Promotion I have decided to include this

promotional method, as it will raise
awareness of the product and also

increase sales records. This was a o
popular suggestion from consumers
from the results of my promotional

guestionnaire
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Cash Discounts I have decided to inciude this
promotional method because it is
another incentive for consumers
when purchasing a product. This
again was obtained from my
promotional questionnaire and I feel
would entice consumers to try the
new product

Competitions ' I have decided that after a month of
the product’s launch, I shall start a
competition. This is a method that
consumers would be interested in
based on my promotional
questionnaire, and would maintain
interest in the product

I also feel that if the promotional strategy is effective and sales start to
increase, I should think of branching out to Internet, Radio, Magazines and
Newspapers as forms of promoting Tayto Biscuits. If the product is
successful in terms of promoting in supermarkets and newsagents, I think
that it should be promoted in schools. This will attract a younger market and
should hopefully increase sales. I also think that if the product is successful
in the market, possible seasonal promotion should be considered. For
example, if the product remains successful, I think that it will be worthwhile
that special Christmas or Easter advertisements should be considered.

Conclusion

In conclusion my promotional strategy for Tayto Biscuits contains two created
promotional media, a storyboard dictating a television advertisement (See .
Appendix 12) and a promotional poster to be used in supermarkets and
newsagents (See Appendix 13). Below is a list showing my promotional
strategy for Tayto Biscuits:

Promotional Strategy for Tayto Biscuits

Television Advertisement Promotional Poster for use in
Supermarkets and Newsagents

Buy One Get One Free Cash Discounts

Competitions

I have chosen these promotional media and incentives because these were
the most popular from my research obtained and that they meet the aims of
my promotional strategy, as I am able to make customers aware of the
product through television and in supermarkets and newsagents. These
promotional media also meet the aims of my promotional strategy as I can
convince consumers the benefits of the product and persuade them to act to
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purchase the product and to change their attitudes in the current market
- towards Tayto Biscuits.

If this promotional strategy is successful, I feel that Tayto Biscuits can be
promoted and that the promotional strategy can be expanded into new areas
such as Radio and In Businesses as an example. 1 feel that the promgtional
strategy could be adapted into seasonal promotions at Christmas Easter
as the main examples. /ﬂ
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Task Six

In this section of my report, I shall be evaluating the effectiveness of my
promotional strategy and take into account the internal and external
influences that could affect the strategy. I shall prioritise the internal and
then external influences in the order in which I feel will cause the greatest
influence on the promotional strategy I have created for Tayto Biscuits. I
shall also evaluate the research undertaken to see how effective it was before
creating my promotional strategy. This section of the report will be broken
down into the following sections:

e Evaluation of Television Advertisement
o Prioritising Internal and External Constraints
¢ Evaluation of Promotional Poster
o Prioritising Internal and External Constraints
¢ Overall Promotional Strategy Evaluation — Key Points to Consider
e Evaluation of Research Undertaken
o Effectiveness of Primary Research
o Effectiveness of Secondary Research

Evaluation of Television Advertisement

First of all I will evaluate the effectiveness of the television advertisement. It -
primary and then secondary research. I 'witknow discuss the internat”
influences that can affect the television advertisement that I have created:

Aims and Obiectives of the Business as a Whole — The main aim of Tayto is -
“To produce a product that a customer will buy repeatedly.” Therefore my
promotional strategy for Tayto will be influenced by the mission statement.
Tayto seek to grow and expand and invest in market research. I believe the o
television advertisement does fit into the aims and objectives of Tayto as it
encourages consumers to purchase and try tJ:we/product and that after doing

so, they will hopefully buy the product “refiéatedly”, meeting the mission
statement of the company. By branching out into a new product, it also

meets another of Tayto’s objectives by investing in market research and
expanding its product range.

Aims and Objectives of the Planned Campaign — In the previous section of -~
this report, I stated the aims and objectives.af my promotional strategy for

Tayto Biscuits. These were to raise awareness of the new product, show
consumers the benefits of this new Tayto product, to persuade consumers to
act and purchase the product, to change their attitudes in the market and to
have the campaign operational within six months. I feel that the television
advertisement will meet all of these aims. I feglthat the television
advertisement described in the previous secticn, gives awareness of the
product, explains the benefits of the produ%t to the consumer, persuades
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them to try the product and look away from existing products. I feel the one
possible stumbling block will be whether or not the television advertisement
will be ready within the six months. I believe that it can be ready within six
months, but the cost of advertising and legal framework could mean that the
advertisement would not be able to air on television.

Market Research — Market Research is importgnt to all businesses including
Tayto. In this report, I carried out 50 questidonnaires into promotional
activities and how consumers react to th&m. I also carried out 100
questionnaires in Unit 1, ;t:?arding consumer opinions on Tayto Biscuits. I

aiso in this Unit and the iast carried out basic market research into
competitors and the product market to find out information that may help or
deter the launch of the product. However, more extensive research would be
required to get more accurate data and resuits from consumers from a wider
field. Also more extensive research could be carri‘g@/oit into the advertising
world such as television and the cost of advertisements and what competitors
do in terms of promoting similar products as this wouid help decide whether
television is the best option available. This would take a lot of time and
money to complete but would be beneficial in the long-term.

The Message to be Communicated and the Targeted Audience — The
Television advertisement I have created fits into the message of my
promotional strategy which is to raise awareness of the product S{V{piaén
the benefits of this product. I have decided that my television advertisement
be aimed at young children to teenagers to young adults, and the research
carried out supports this. The advertisement created is simple and
understandable, giving the key details of the new prodyet and who it is from
~ Tayto. I felt it was important to include Mr. Tayto irt the advertisement fo
make viewers aware that this is a new Tayto product available to them.

The Promotional Budget — Tayto is a successful and large organisation in
Northern Ireland and is continually investing in market research. I feel that
the promotional budget is one of the main constraints and influences on my
promotional strategy and this I feel will be in particular with a television
advertisement, Television advertisements are expensive to produce and then
air on television especially at peak times. The cost of producing an
advertisement will have an influence in whether or not the business sees the
option as worthwhile or whether or not the business has the amount of
money required to run a successful television ad campaign. The research
conducted has shown that-the best time to advertise is before the main peak
time at 7.00PM in the evenings and to have the advertisement last around 20
to 30 seconds. The benefits of using television would be that it is the most
popular medium and will be seen by lots of people but the cost of this is
expensive. However the main disadvantages of using television is that the
there are strict legal regulations on advertising on food products, such as
biscuits and crisps and the cost of the advertisement being shown on
television. However I feel that the benefits out-weigh the costs and would be
worthwhile for my promotional strategy.

[
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The Timescale Involved — The timescale of any promotional campaign is
important. As I found out from my market research, Tayto Biscuits will have
competitors in this market and therefore the promotional strategy for Tayto

Biscuits has to be short so that it can be established in the market before a o

competitor will come along. I have set one of my promotional aims that the
strategy for Tayto Biscuits is operational within six mon,thsﬁnd I feel that the
television advertisement will be close to hitting that deadiine. I feel that it
would not take long in creating the advertisement I have shown on a
storyboard but it could take time financing the production of the -
advertisement and making sure that it was legally ready to go on television
and not break any advertising reguiations put in place. I feel that the
timescale of the television advertisement could be a big influence but more
market research would be required to see if it will affect the television
advertisement or not.

I will now put the internal influences discussed for the television e
advertisement into a ranking system using the numbers 1 to 6. The number
1 will mean that I see it as the greatest influence upon the television
advertisement with 6 meaning that I see it having the least influence with the
telavision advertisement.

Influence Rank Order (1 t0 6)
Aims and Objectives of Business as a whole 6

Aims and Objectives of Planned Campaign 4

Market Research 2

Message to be Communicated and Targeted 5

Audience

Promotional Budget 1

Timescale Involved 3

I wili now discuss the external influences that the television advertisement
could face. These will be discussed below:

Social, Cultural and Economic - This external factor could have a huge

influence on the television advertisement for Tayto Biscuits and on the

product as a whole. In today’s society social and cultural aspects such as

healthy eating and single families could influence Tayto Biscuits. For

example, if there are more single parent families then it may be difficult for

them to afford purchasing the product. Tayto Biscuits is a healthy product, 3_~

wheatmeal digestive biscuit which will appeal to a society that is currently

focused towards healthy eating. Economic aspects could be a problem, as if

interest rates and unemployment is high in society, consumers will not be

spending as much money on luxuries which Tayto Biscuits would be classed

under. More market research would help find out information regarding

- social, cultural and ecorpmic issues to make the television advertiserment
worthwhile. v
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ko
Ethical and Environmental — | zel that the ethical and environmental issues
associated with the television advertisement will not largely affect this
promotional media. Ethical and environmental issues associated with the
television advertisement would be Is the product being described accurately
and is not trying to “rip customers off”. I feel that the television -
advertisement is accurate and gives an honest description on the prf)duct
available.

Legislative and Regulatory — I feel that the legislation and regulations put in
place by advertising authorities will play a huge part in my television
advertisement. As a part of my research, I looked into advertisinug/éuthorities
and some of the codes and guidelines they have in place. I believe that my
television advertisement meets gu:dehnes as it does not mislead or cause
widespread offence and harm. I feel “that the television advertisement will
have to be checked by regulatory’bodies such as Ofcom to make sure that it
meets the required standards &nh advertisement should. If not the
advertisement will have to be corrected, costing the business more money
and if the advertisement was aired and not correct, prosecution and fines are
fikely.

Pressure Groups — I feel that the television advertisement would not really be
affected by pressure groups. Pressure groups try and influence a businesses
direction and their decisions that they make. I feel that the product and
television advertisement would not affect pressure groups as the product is a
healthy option and the advertisement meets regulations put in place é///

Competitors — 1 feel that competitors could have a huge influence on this
promotional media for Tayto Biscuits. 1 feel that as this is a new product, the
television advertisem(e?;is'being aimed at a new audience in a new market.
Therefore McVities would have a competitive advantage as they have been
releasing products in this market using television as a form of promotion. I
feel that the television advertisement for Tayto Biscuits explains the benefits
of the product and does try to encourawstomers to try this product
instead of rival products.

Technology ~ I feel that technology does to some extent have an influence in
my television advertisement. With the fast moving technological upgrades
such as Mobile Phone television and HD (High Definition) Televisions, the
television advertisement is affected. If the advertisement was to be
broadcast to Mobile Phones, this would be very expensive to set up and air.
However I feel that television advertisement is still the most popular option-
and as long as the advertisement is shown on television then consumer§ will
see the advertisement and will hopefully purchase the product.

I will now summarise the external influences in the form of a table shown

below. Each influence will have a number beside it between 1 and 6, with 1

having the greatest influence on the advertisement to 6 having the least /_,f'
impact on the advertisement. ’
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Influence Rank Order {1 to 6)

Social, Cultural and Economic

Ethical and Environmental

Legislative and Regulatory

Pressure Groups

Competitors

Hip O = )

Technology

All the internal and external factors discussed above will have an impact qp/
the television advertisement to some extent. I believe that the greatest

internal factor to play a part will be the promotional budget as the cost of
advertising is very expensive on television. I feel that the greatest external
factor will be the legislation and regufations put into place. These have to be

right or the company will lose money through possible prosecution and legal X PN I
fines and also by rectifying the advertisement so it meets the regulatiopsput O
in place. '

The Promotional Poster

The next advertisement that I created fully was the promotional poster, which
can be viewed in Appendix 13. Again I chose to create this promoticnal

- poster due to primary and secondary research. I will now evaluate the
effectiveness of this promotional poster due to internal and external factors.
First of, I shall analyse the internal factors:

The Aims and Objectives of the Business as a Whole ~ As mentioned earlier
the main aim of Tayto is to “To produce a product that a customer will buy
repeatedly.” I feel that my promotional poster fits into the aims and
objectives of Tayto as the poster describes the new product and encourages
consumers to purchase and try the product which they will then hopefully
lead to repeat purchases, meeting fhe overall mission of Tayto. [ feel that
this would have very little influgnce against this promotional media.

The Aims and Objectives of the Planned Campaign — As mentioned earlier, I
discussed the aims and objectives of my promotional strategy for Tayto
Biscuits. I feel that my pro::;ﬁ/ooal poster incorporates these aims, as it

raises awareness of the new product, explains the benefits of the product to
consumers and tries and péfsuades the consumers to act and purchase the
product and look at this instead of other competitor products in the market. I
also feel that this promotional poster would meet the aim of the six months
deadline as it wouid not be hard to produce and send out to shops for them
to use in their stores. -

Market Research -~ Again Market Research is an important influence on this
promotional poster. I feei that the market research I have conducted I found
out that consumers do look at posters and ﬁbat competitors such as Walkers
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use similar methods as well. I used guestionnaires in a limited capacity to
find out consumer tastes towards Tayto Biscuits and promotional methods
and incentives. However for this promotional postér to be used effectively
and successfully more market research would fe required through what other
competitors do in terms of this promotional method, what more people think
about this promotional method and how about asking supermarkets and
newsagents to put up this promotional poster in their store.

The Message to be Communicated and the Targeted Audience ~ I feel that
the promotional poster created meets with ;gafms and objectives /gf/my

promotional strategy by sending a clear message to the target gudience. The
target audience for this promotional postef'is slightly different as it is aimed
at parents and ng children who would be out shopping as this is where I
intend it to be seen. The message of the poster is simple, it raiseg/av\ﬁ'eness
of the product and explains the benefits of the product and encourages
consumers to purchase and try out the product. This promotioal poster also
shows the price of the produyc)oﬁc?inﬂuence the decision of whether to
purchase the product or not for the consumer. The poster also features Mr.
Tayto, showing that this is a Tayto product and uses the Tayto brand name to
encourage consumers to purchase the product.

The Promotional Budget — I feel that this would be one of the biggest
constraints available to the promotional poster. 1 feel that more market
research will have to take place, which will take time and money to complete
and analyse. Also more money would be‘required in producing the poster
and using colour would make this process more expensive than using black
and white ink. Also it may cost money for supermarkets and newsagents to
use the promotional poster in their store.

The Timescale Involved — I feel that with the promotional poster, it will easily
meet the six month timescale that I set within my promotional strategy aims.
I feel that it will not take long to produce and-send out a final copy to
supermarkets and newsagents,

I will now rank the internal constraints from 1 to 6, with 1 meaning that I
believe it will have the greatest impact on my promotional poster to 6
meaning that I believe it will have the least impact on my promotional poster.

Influence Rank Order (1 to 6)

Aims and Objectives of Business as a whole 6

Aims and Objectives of Planned Campaign 5

Market Research 2

Message to be Communicated and Targeted 4

Audience

Promotional Budget 1

Timescatle Involved 3 ;
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I shall now analyse the external influences in connection with the promotional
poster that was created.

Social, Cultural and Economic — I believe that the promotional poster will have
similar social, cultural and economic aspects to the television advertisement
as it all relates to Tayto Biscuits, Social and cultural aspects such as healthy

eating and single parent families will influence the sale of Tayto Biscuits as v

healthy eating is firmly in the spotlight in today’s society and the cost of living
as a single parent family may deter the purchase of Tayto Biscuits. Economic
aspects such as interest rates and unemployment rates could also affect the
promotional poster as if interest rates are high and there is a high level of
unemployment then consumers will spend less money on products such as
Tayto Biscuits

Ethical and Environmental — I believe that there are some ethical and
environmental issues associated with the promotional poster. Ethically the
poster has to be correct and not mislead the-public and be honest and
accurate in what it says. I believe my préfotional poster is portrayed
accurately and gives an honest account of Tayto Biscuits. An environmental
aspect that could affect the promotional poster is the use of paper. Paper is
the main resource for the promotional poster and as it is a recyclable
material, it would be ethical for Tayto to create the posters from recycled

paper.

Legislative and Regulatory — As with all advertising, legislation and regulations
are very important. As mentrirc:/‘edj?arﬁ’er, I conducted research into the

advertising world and found out sules and regulations that must be upheld
when advertising. I believe promotional poster abides by rules and
regulations as I believe my poster does not misiead the public, cause harm or
offence to the public and is socially responsible. To be sure that the
promotional poster is safe to use, it should be checked out by the ASA
(Advertising Standards Association) as if it was not checked and problems
arose then there is the possibility of prosecution and legdl fines. It would also
cost to rectify the poster for proper use. {//99

Pressure Groups — I believe that with the television advertisement, the
promotional poster will not have pressure groups as a main external
influence. Like the television advertisement, the promotional poster is
accurate and hog;sﬁénd does not mistead the public. The productis a
healthy option arid should not attract the attention of healthy eating pressure
groups

Competitors ~ I believe that this external influence will have one of the
biggest influences on the promotional poster. I have already discovered that
competitors such as Waikers use similar methods in similar outlets to promote
their products and this Buld be difficult to implement in English stores due
to Walkers competifive advantage. However Tayto is one of Northern
Ireland’s leading manufacturers and could be successful with this promotional
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poster in Northern Ireland outlets. The promotional poster is to be displayed
in supermarkets-and newsagents and there will be in store competition as
well, in the form of home made product posters and other competitor posters,
More market research would indicate what supermarkets and newsagents
currently have in terms of posters in their stores and whether the Tayto
Biscuits promotional poster would benefit from being seen in these outlets.

Technology ~ I believe that technology does not cause a huge influence with ,
the promotional poster. I do believe that in thé future the coneépt of the feoe
poster could be used in the form of a billboard or an electyenic billboard. This - A%
would cost money and time to research the possibilities of using a biliboard to
promote Tayto Biscuits. With the promotional poster, there is little
technology to improve the advertisement, but instead use d:fferengpeﬂ/ums

I will now summarise and rank each external influence in the table below with
1 having the greatest influence on this promotional poster in my opinion to 6
having the least influence in my opinion.

Influence Rank Order (1 to 6)

Social, Cultural and Economic

Fthical and Environmental

Legislative and Regulatory

-Pressure Groups

\

Competitors

D= hidd (D

Technology

The promotional poster will have internal and external influences which have
been discussed above. Each will have a different influence to a certain extent
on the promotional poster. I believe that the greatest internal lnﬂuenceﬁﬁor
the promotional poster will be the promotional budget as more market
research and the mass production of posters will cost quite a bit of money. 1
believe that the greatest external influence on the promotionat poster will be -
the competition. There will be in store competition through in store posteps”
and then competition from rival products and businesses such as Walkers and
McVities.

Overall Promotional Strategy Evaluation — Key Points to Consider

Above, T have evaluated the two promotional media that I have created for
the promotional strategy of Tayto Biscuits. As well as this, my promotional
strategy includes incentives such as a Buy One, Get One Free Promotion,

{ash Discounts agd@ompetztaons This as well woulid have influences
internally and externally such as the Finance, as all three options have to be
considered into the promotional budget, through the production of
competition leaflets and loss of money through cash discounts and Buy One,
Get One Free Promotions.  Also it will caSt money to find prizes for the
competitions that would be put intg_pi’éce, Another point to consider is the
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timing of these additional features to the advertisements. For example, all of
these methods would be no good running at the same time, However it

would be a good idea to have the cash discounts feature run when the

product is first released. It would benefit the company not to run these ideas
at the same time to save money and not to put ali these ideas into one "
opportunity. It would be good practice to leave the competition or buy ofie,
get one free promotion for a few months after the initial promotional

campaign to maintain interest in the product.

Evaluation of Research

I will now evaluate the research that I undertaken before creating my two
promotional media and my overall promotional strategy for my chosen e
product, Tayto Biscuits. My research for this report was split into two (,/
categories — primary research and secondary research. I will now evaluate
the effectiveness of my primary and secondary research, detailing what 1 did;”
what I could improve upon and what problems or issues that I faced.

Evaluating Effectiveness of Primary Research

My chosen method of primary research was a questionnaire, as I could decide.~
the guestions that I needed answers to, which would be specific in terms o‘f’/
creating my promotional strategy for Tayto Biscuits. I aiso used the results
from a questionnaire created in Unit 1: Creating a Marketing Proposal as a

form of primary research, showing consumer’s opinions on the potential new
product.

The questionnaire used in Unit 1: Creating a Marketing Proposal can be found

in Appendices 1, 2 and 3. This questionnaire is based on the consumers -
needs for a new product and their thoughts and feelings on whether they —~
would be attracted to purchase. I feit that this questionnaire was very good

as I was able to ask the questions I wanted to ask and get answers that 1

could work on and decide whether or not this proposal was worthwhile or not.

The questions asked related to the product and whether consumers wouid

purchase the product, possible outlets for purchase and possible advertising

media to raise awareness of the product. 1 feel that the questionnaire asked

a bit of everything and helped me decide that Tayto Biscuits could be a -
successful product and on some ideas for the price, the promotion and the
place.

The questionnaire I created in this report was all on promotion. This can be
viewed in Appendices 5 to 10, This questionnaire did not ask questions about
the product, as this would be a waste of time as I have already found out
what consumers feel on the product through the questionnaire created in tgmt“
1. It simply was based on promotional methods and incentives and which
would appeal to consumers. 1 felt this method of research was the best way
as I couid use the information to satisfy the needs of the consumers, as they
will be the main ingredient in how successful Tayto Biscuits will become. I

-
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could then base my promotional strategy on the information that I would
have gathered from this questionnaire to suit their needs.

If I was to carry out this assignment again, there would only be a few things
that I would do differently. For example, I would have more questionnaires
printed to get a larger audience to complete. This would give me more
accurate results than the fifty questionnaires that I created in this
assignment. If I was to do this assignment again, I would also arrange a visit
to the business to get more accurate information on their marketing strategy
and their promotional methods. However due to a lack of time, I was unable
to do this for this assignment. Meeting with marketing employees at Tayto
would help me get a better understanding of what Tayto currently do and
would give me better ideas on what I could do in terms of a promotional
strategy. I would also alter some of the questions such as the age range
guestion to get more specific age ranges to get more specific results.

Evaluating Effectiveness of Secondary Research

For my secondary research, I used the Internet as my main form of research
to look at a wide range of information to do with promotion and advertising.
Relow I will discuss what I did in terms of my secondary research and how
effective and relevant it was in terms of my overall promotional strategy.

First of all, I carried out research into the advertising industry and its possible
constraints. I looked at websites such as The Advertising Standards Authority
and Ofcom, the regulating bodies on advertising, in particular television. On
these websites I found articles and codes regarding advertising. I then linked
the information I obtained from these websites to see how they could impact
Tayto and the promotional strategy that I was going to create. If I was to do
complete this section of research again, I would not do anything different
from what I had done as the information I obtained was relevant and was
linked to Tayto and the promotional strategy. '

The next section of secondary research that I conducted was carrying out
information on the cost of advertising in Northern Ireland. I researched one
of the country’s main television stations, UTV (Ulster Television) to find out
information on the cost of advertising during their shows. I found out about
the cost of advertisements and then linked this to the promotional strategy
that I was going to develop. If [ was to carry out this section of research
again, I would do two things differently. First of all, I would contact more
stations such as Channel Four and Five to see the cost of advertising on their
stations and also find out how much it costs to advertise for fonger than 30
seconds.

The third section of secondary research that I conducted was on the markets
that Tayto currently occupy and then where they would fit in with the new
product, Tayto Biscuits. First of all I looked at Tayto’s current market and

found out information regarding the market sector in terms of promotion from
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the Mintel website. The information obtained on this market helped me find ,
out information that would help my promotional strategy and also get an idea .
on what the market was like in terms of strength. [ also found out

information on one of Tayto’s main competitors — Walkers. If I was to carry

out research into Tayto’s current market again T would possibly try and

purchase a full market report from Mintel to get more detailed information on

the market and on promotional strategies within that market. However this

report would be very expensive and may not provide any more information

than what I have already obtained. I would also look at other market

websites such as Keynote to see if I could obtain any more relevant

information.

I then looked at Tayto's potential market for Tayto Biscuits ~ the Cakes and
Biscuit market sector. Again I used the Mintel website to get information o
regarding the market position and trend and information regarding

promotional activities. I found out information regarding the main competitor .-
Tayto would face in this market, which would be McVities. I then linked the
information I obtained from this Mintel website to the promotional strategy

for Tayto Biscuits. If I was to carry out this research again into Tayto’s

potential new market, I would again possibly purchase the full market report

into this sector to see if I could get more information regarding the market

trends and promotional activities of the businesses in this sector. However

again this report would be very expensive and may not provide much more
information to what I require. If I was to do this again, I would look at more
websites such as Keynote to get more information on the market.

The next section of my secondary research Ioczkfa”ét promotional activities
that Tayto currently undertake. I stated what-they currently do and how they
alter their activities at different times of the’year. I then looked at what the
main competitors, Walkers and McVities do in terms of promotional activities.
1 included examples of what by taking screenshots and then explaining more
about these images. If I was to carry out this section of secondary research
again, I would possibly look at more businesses and include more images of
what they do in terms of promotional activity.

Overall, my secondary research was generally well done and contained

information on different aspects of advertising,/ such as the possible ,
constraints and the cost of advertising. The secondary research also e ?g
contained research into the curreptmarket sector and what Tayto and their

competitors do in terms of promotional activitiess”

Conciusion

In conclusion, my promotional strategy will contain internal and external

influences. These will all have to be addressed and will all have an impactto -
a certain extent on each media I have created and my overall promotional s
strategy. My research I believe was effective and there would only be a few

issues that I would do differently in future in both my primary and secondary

Centre Number: Candidate Mumber:



Name: Unit 13: Promotion In Action

research such as, making more guestionnaires, meeting with ermp«l’b@ees at
the Tayto marketing department, carrying out more research into the
advertising world and into the market sectors. However due to time and
money, this could not be achieved but could be done in future to get more

accurate results to get more accurate information. / .
L
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Appendices

Questionnaire on Tayto Biscuits — Blank Copy
Completed Questionnaire on Tayto Biscuits

Completed Questionnaire on Tayto Biscuits

Graphs and charts from Tayto Biscuits Questionnaire One
Blank Promotional Questionnaire

Completed Questionnaire 1

Completed Questionnaire 2

Completed Questionnaire 3

Completed Questionnaire 4

10 Completed Questionnaire 5

11.Graphs and charts on Promotional Activities
12.5lideshow of Television Advertisement

13.Promotional Poster for Tayto Biscuits

14.Example of Direct Mailing through a personalised letter
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I am a student currently studying GCE in Applied Business and as part of my assignment
I have to carry out market research. It would be helpful if you could carry out this short
questionnaire on my chosen business for this assignment, Tayto and their current products
and a potential new product for the future, Tayto biscuits. They are wheatmeal digestive
biscuits that can be purchased in both a mini or normal size and have a savoury taste.

This guestionnaire will take only about 5 - 10 minutes to complete.

[y Are you male or female?

MALE FEMALE

2) What age range do you {it into?

8- 30 OVER 30

UNDER 12 12-18

3) Would you purchase Tayto products?

YES NO

IfYES, pleaée state why

If NO, please state why

4y Which of the following Tayto flavours would you prefer in a mini Tayto biscuit?

Cheese & Onion Salt & Vinegar

‘Other (Please state)

Ready Salted Prawn Cocktail
Smoky Bacon Ulster Fry
Chipsticks Spirals

Wuster Sauce

None of above

5) How regularly wouid you eat a Tayto product?

Once a day Twice a day
Moere than twice a Once a week
day '

Twice a week

More than twice a
week

Never




PLAIN-COLOURED BRIGHTLY COLOURED

6) Would you eat digestive biscuits?

YES ' NO

7) Would you be attracted to purchasing a potential new product, Tayto biscuits?

YES NO

8) What size would you prefer Tayto biscuits to be sold?

Packets (30g) like In tubs like

Cheddars Pringles

Crisp sized packets Normal biscuit
packages

None of the above

9} Are you attracted by plain wrapping or bright colourful wrapped products?

10) What price do you think would be reasonable for a normal biscuit sized packet of
Tayto biscuits?

LESS THAN £0.75 BETWEEN £0.75 and £1.50 OVER £1.50

11) Where would you usually buy Tayto products?

SUPERMARKET NEWSAGENTS INTERNET

OTHER (Please state)

12) Which of the foliowing methods do you find most influential to purchase a
product? Please tick.

TELEVISION RADIO MAGAZINES NEWSPAPERS

BILLBOARDS INTERNET OTHER (Please state)

13) Are you interested in special promotions and deals?

YES NO

14) Which celebrity (if any) would you prefer to see endorse Tayto? Please state
below:

15) Would you prefer Mr, Tayto to continue to endorse Tayto products?

YES NO
THANK YOU FOR FILLING IN THIS QUESTIONNAIRE!! YOUR COMMENTS
ARE MOST APPRECIATED!




I am a student currently studying GCE in Applied Business and as part of my assignment
I have o carry out market research. 1t would be helpful if you could carry out this short
guestionnaire on my chosen business for this assignment, Tayto and their current producis
and a potential new product for the future, Tayto biscuits. They are wheatmeal digestive
biscuits that can be purchased in both a mini or normal size and have a savoury taste.
This questionnaire will take only about 5 — 10 minutes to complete.

1) Are you male or female?

MALE FEMALE \//
2) What age range do you fit into?
UNDER 12 1218 \// 18- 30 OVER 30

3} Would you purchase Tayto products?

[

VES . ] NO

If YES, please state why ” '
e Y -

If NO, please state why

4y Which of the following Tayto flavours would you prefer tn a mini Tayto biscuit?

Other (Please state}

Cheese & Onion | Salt & Vinegar
Ready Saited Prawn Cocktail
Smeky Bacon Ulster Fry
Chipsticks Spirais

Wauster Sauce MNone of above

5) How regularly would you eat a Tayto product?

Once a day Twice a day
More than fwice s {nce a week
day

Twice a week

/

More than twice a
week

Never
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I am a student currently studying GCE in Applied Business and as part of my assighment
I have to carry out market research. It would be helpful if you could carry out this short
questionnaire on my chosen business for this assignment, Tayto and their current products
and a potential new product for the future, Tayto biscunits. They are wheatmeal digestive
biscuits that can be purchased in both a mini or normal size and have a savoury taste.
This questionnaire will take only about 5 — 10 minutes to compilete.

1} Are you male or female?

FEMALE

MALE o

2} What age range do you fit into?

OVER 30

UNDER 12 i2-18 | 7 18 - 36

3} Would you purchase Tayto products?

YES N NO

If YES, please state w
e towte ‘/'C;_ﬂLM

H NQ, please state why

4) Which of the following Tayto flavours would you prefer in a mini Tayto biscuit?

Cheese & Onion | Salt & Vinegar v
Ready Saited Prawn Coclctail

Smoky Bacon Uister Fry

Chipsticks Spirals

Wuster Sauce

None of above

Other (Please state)

5) How regularly would you eat a Tayto product?

Once a day

Twice a day

day

More than twice a

%

Once g week

Twice a week

Moaore than twice a
week

Never
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Results from Questionnaire

Graph showing the age ranges of the people who filled in the Questionnaire

Graph Showing Age Ranges

Under 12BetweenBetween Over 30
12and 18 and
18 30

Graph showing the meost popular flavours of Tavto products that could be used
in the new product

Flavour of Crisps

g, [ SRRl 20%
(+ | .

Prawn Cocktail
B Spirals
Other

1 Ulster Fry
None

7%
8%
. o
6% g4 q0%

7 Cheese and Onion Ready Salted |
O Smoky Bacon 1 Chipsticks |
® \Wuster Sauce Salt & Vinegar |

|
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Graph showing the regularity of Tavto products purchased

Regularity of Tayto products purchased
2%

-14%

23%- T

a — 0%

S Q7

1% — : 25 Yo

12% f/ | 13%

@ Once a Day @ Twice a Day |
l [0 More thantwice a day [ Once a Week
8@ Twice a Week More than twice a Weeké
8 Never = Other ]

Graph showing people who are attracted to the new Tavte product

Regularity of Tayto products purchased
2%

14%

23%-.
y | —0%

11%—

129 13%

| @ Once a Day & Twice a Day |
00 More than twice aday 0 Once a Week |
| Twice a Week More than twice a week

@ Never Other i
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Graph showing the preferred packasing of the new Tavio product

Preferred Packaging of the Potential New
Product

16% 2304

17% 320,
| 30g Packets m Tubs |
' [OCrisp Packets I Bisucit Packets |
&

. = None

Grapnh on the Preferred Price of the New Product

Preferred Price of the Potential New Product

8%

B 44%

; @ Less than £0.75 @ Between £0.75 and £1.50 [ Over £1.50 i

Graph showing the Preferred Place where Tavto products are bought

Preferred Places where Tayto Products are
bought '

Number of People

Supermarkets Newsagents Internet
Place
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Graph showing Preferred Forms of Advertising of Tavio Products

Preferred Advertising Forms

1%-
1%, |
8%'\ £
10%/{ _
23% 11%
i Television E Radio 1 Magazines O Newspapersf]
: B Bill Boarrds Internet & Other J}

Other statistical results obtained from the Questionnaire jnclude:

Out of 160 people surveyed, 50 were male and 5¢ were female

73% of people surveyed liked current Tayto products

From the questionnaire 70% eat digestive biscuits.

Over three quarters (76%) are attracted to the new Tayto product

71% of people surveyed are interested in special deals and promotions

e Two thirds 67% of people surveyed agreed that Mr. Tayto should continue to
endorse their products

e a B 9@

e




I am a student currently studying GCE in Applied Business and as part of my assighment
I have to carry out research into promotional activities. It would be helpful if you could
carry out this short questionnaire on promotional activities which will help me to produce
a promotional strategy for my new product, Tayto Biscuits. This will only take 5 to 10
minutes to complete.

1} Are you male or female?

MALE FEMALE

2) What age range do you fit into?

UNDER 12 1218 18 - 30 OVER 30

3) Below are different ways in which businesses can promote their products.
Which of the following methods would you like o see Tayto use to promote
Tayto Biscuits? Please tick.

Television Radic
Internet Advertisements F-mails
Newspapers Magazines

Merchandising, such as Direct Mailing

coupons or free trials

In Schools In Businesses

Others (Please specify)

4) 'Which of the following methods would you find as the greatest incentive to
purchase Tayto Biscuits? Please tick.

Buy One, Get One Free Offers

Celebrity Endorsements

Cash Discounts

Club card Points

Entry into Competition

Brand Loyalty (Current Tayte
products)

Others (Please specify)




5) Which of the following features would entice you to purchase a product after

Hp st
i

i

T,
g T S P W}

viewing an advertisement? Please tick.

Colour Used in Advertisement The Message of the
Advertisement

The Originality of The Communication Methods

Advertisement used in the Advertisement

Other (Please Specify)

6) What types of things would you like to see in a Tayto advertisement for Tayto

Biscuits? Please tick.

The use of colour

The nse of text

The use of animation (like
cartoons, special effects)

The inclusion of humans

The inclusion of Mr. Tayto The price of the product
Details on the preduct Where the product can be
purchased

An image of the product being
eaten

Other (Please specify)

THANK-YOU FOR COMPLETING THIS QUESTIONNAIRE., YOUR

COMMENTS ARE GREATLY APPRECIATED!




i am a student currently studying GCE in Applied Business and as part of my assignment
I have to carry out research inte promotional activities. It would be helpful if you could
carry out this short questionnaire on promotional activities which will help me to produce
a promotional strategy for my new product, Tayto Biscuits, This will only take 5to 10
minutes to complete.

I} Are you male or female?

MALE 4 FEMALE

2} What age range do you fit into?

UNDER 12 { 12-18 [T 1% -39 OVER 30

IS

3) Below are different ways in which businesses can promote their products.
Which of the following methods would you like to see Tayto use to promote
Tayto Biscuits? Please tick.

Television " | Radio

Enternet Advertisements E-maiis

Newspapers .~ | Magazines o
Merchandising, such as Direct Mailing

coupons or free trials

In Schools Ip Businesses

{thers (Please specify)

4y Which of the following methods would you fingd as the greatest incentive to
purchase Tavio Biscuits? Please tick,

|

Buy One, Get One Free Offers Celebrity Endorsements o
Cash Discounts L~ | Club card Points o
Entry inte Competition Brand Lovalty (Corrent Tayio

1 ] products)

Others (Please specify)




53 Which of the following features would entice you to purchase a product after
viewing an advertisement? Please tick.

Cotour Used in Advertisement

ve

The Message of the
Advertisement

The Originality of
Advertisement

The Communication Methods
wsed in the Advertisement

Other (Please Specify)

6) What types of things would you like to see in a Tayto advertisement for Taylo

Biscuits? Please tick.

The use of colour | The use of text "
The use of animation {like The inclusion of humans

cartoons, special effects)

The inclusion of Mr. Tayto The price of the product o

Detaiis on the product

v

Where the product can be
purchased

v

An image of the product being
eaten '

Other (Please specify)

THANK-YOU FOR COMPLETING THIS QUESTIONNAIRE. YOUR
COMMENTS ARE GREATLY APPRECIATED!




I am a student currently studying GCE in Applied Business and as part of my assignment
I have to carry out research into promotional activities. It would be heipful if you could
carry out this short questionnaire on promotional activities which will help me to produce
a promotional strategy for my new product, Tayto Biscuits. This will only take 5 to 10
minutes to complete.

1) Are you male or female?

@

WIALE v FEMALE

2) What age range do you fit into?

UNDER 12 1218 | 8-36 | Z_j OVER 30

3}. Below are different ways in which businesses can promote their products,
Which of the following methods would you like to see Tayto use to promote
Tayto Biscuits? Please tick. '

-~

Television v Radio
Internet Adverfisements i K-manily
Mewspapers | Magarines
Merchandising, such as Prirect Mailing
coupons or {ree {rials :

in Schools | ir Businesses

Others (Please specify)

4y Which of the following methods would you find as the greatest incentive to
purchase Tayto Biscuits? Please tick,

Buay One, Get One Free Offers .~ | .Celebrity Endorsements

Cash Discounts 1 Chub card Points

Entry inte Competition Brand Lovalty (Current Tayio |
products) |

Cithers (Please specify)




5} Which of the following features would entice you to purchase a product after
viewing an advertisement? Please tick.

Colour Used in Advertisement

The Message of the
Advertisement

The Originality of
Advertisement

The Communication Methods

Other (Please Specify)

used in the Advertisement

6} What types of things would you like to see in a Tayto advertisement for Tayto

Biscuits? Please tick.

The use of colour

The use of text

=

The vse of animation (iike
cartoons, special effects)

The inciusion of humans

The inclusion of Mr. Tayte

The price of the product

 Details on the product

Where the preduct can be
purchased :

Ap image of the product being
gaten '

Other (Please specify)

THANK-YOU FOR COMPLETING THIS QUESTIONNAIRE., YOUR
COMMENTS ARE GREATLY APPRECIATED!




Hppedn,

[ am a student currently studying GCE in Applied Business and as part of my assignment
1 have to carry out research into promotional activities. It would be helpful if vou could
carry out this short questionnaire on promotional activities which will help me to produce
a promotional strategy for my new product, Tayto Biscuits, This will only take S 10 10

minutes to complete.

1} Are you male or femate?

MALE

2) What age range do you

UNDER 12 ?E 12-18

FEMALE

fit into?

1836 OVER 30

3} Below are different ways in which businesses can promote their products.
Which of the following methods would you like to see Tayto use to promote
Tayto Biscuits? Please tick.

Television <] Radie ]
internet Advertisemenis E-mails

Mewspapers Magazines

Merchandising, such as Direct Mailing

coupons or free trials |

In Schools

In Businesses |

Others (Please specify)

43 Which of the following methods would vou find as the greatest incentive o
purchase Tayio Biscuits? Please tick.

[ Buy Ome, et Oune Free Offers

Celebrity Endorsemente

H B
' Cash Discounts

Club eard Points

| Entry inte Competition

|

Brand Loyalty (Current Tayio
products)

Others (Please specify)




5) Which of the following features would entice you to purchase a produet after
viewing an advertisement? Please tick.

|

]
[

Colour Used in Advertisement

—

The Message of the
Advertisement

|

The Originality of
Advertisement

The Communication Methods f
used in the Advertisement |

Other {Please Specify)

6) What types of things would you like to see in a Tayto advertisement for Tayto

Biscuits? Please tick.

The use of colour

[

~ The use of text ———

The use of animation {like
cartoons, special effects)

The inclusior of humans

The inclusion of Mr. Tavto

The price of the product

Details on the product

Where the product can be
purchased ‘ |

Anp image of the product being

i eaten

Other (Please specify)

THANK-YOU FOR COMPLETING THIS Q&IES’EE@NN&IRE. YOUR
- COMMENTS ARE GREATLY APPRECIATED!
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Tam a student currently studying GCE in Applied Business and as part of my assignment
[ have to carry out research into promotional activities. It would be helpful if you could
carry out this short questionnaire on promotional activities which will help me to produce
a promotional strategy for my new product, Tayto Biscuits. This will only take 50 10

minuies to complete.

1) Are you male or female?

MALE FEMALE

2) What age range do you fit into?

UNDER 12 |  12-18 :

3) Below are different ways in which businesses can promote their products.

|

18 - 30 . 51/

OVER 30

Which of the following methods would vou like to see Tayto use to promote

Tayto Biscuits? Please tick.

Television [ o | Radie
Internet Adveriisements .| E-mails
Mewspapers | Magazines "
Merchandising, such as Direct Mailing
coupons or free frials
in Schools In Businesses
Others (Please specify)
4) Which of the following methods would you find as the greatest incentive 1o
purchase Tayio Biscuits? Please tick,
Buy One, Get One Free Offers Celebrity Endorsements
Cash Discounts I Ciub card Points o
Entry into Competition Brand Loyalty (Carrent Tayto e

products)

Others {Please specify}




5) Which of the following features would entice you to pﬁrchase a product after

viewing an advertisement? Please tick.

Celour Used in Advertisement

v

The Message of the
Advertisement

The Originality of
Advertisement

e

L The Communication Methods
used in the Adveriisement

Other (Please Specify)

6) What types of things would you like to see in a Tayto advertisement for Tayto

Biscutis? Please tick.

The use of colour

—

The use of text

The use of animation (like
cartoons, special effects)

The inclusion of humans

The inclusion of My, Tayto

The price of the product

Details on the product

Where the product can be
purchased

Arn image of the product being
egaten : '

Other (Please specify)

THANK-YOU FOR COMPLETING THIE QUESTIONNAIRE., YOUR

COMMENTS ARE GREATLY APPRECIATED!
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1 am a student currently studying GCE in Applied Business and as part of my assignment
I have to carry out research into promotional activities. It woutd be helpful if you could
carry out this short questionnaire on promotional activities which will help me to produce
a promotional strategy for my new product, Tayto Biscuits. This will only take 5to 10

minutes to complete.

I}y Are you male or femaie?

]

2} What age range do you fit into?
A

L

MALFE

UNDER 12 12~ 18

FEMALE

7 i8-30

Lo

OVER 30

L

3) Below are different ways in which businesses can promote their products,
Which of the following methods would you like to see Tayto use to promote

Tayto Biscuits? Please tick.

P
Television |« | Radic
+ 1 »
Internet Advertisements ! K-mails
Newspapers Yiagazines o

Merchandising, such as
coupoens or free trials

Birect Mailing

In Schools

I Businesses

Others (Please specify) |

4} Which of the following methods would you find as the greatest incentive to

Bt

rurchase Teyto Biscuits? Please

fick.

y

Buy One, Get One Free Offers

Celebrity Endorsements

[

Cash Discounts

o

Chab card Points

Entry into Competition

Brand Lovalty (Carrent Tayto
products)

!
|
|
|

Cithers (Please specify)




5} Which of the following features would entice you to purchase a product after

viewing an advertisement? Please tick.

‘ Colour Used in Advertisement

>

~The Message of the
Advertisement

The Originality of
| Advertisement

The Communication Methods
| used in the Advertisement

Other (Please Specify)

6) What types of things would you like to see in a Tayto advertisement for Tayto

Biscutts? Please tick.

| The use of colour " The use of text

. The use of animation {like The inclusion of humans
caricons, snecial effects)
The inclusion of Mr. Tayio | The price of the product

Details on the product

Where the product can be
purchased

An image of the preduct being
eaten

Other (Please specify)

THANK-YOU FOR COMPLETING THIS QUESTIONNAIRE. YOUR

COMMENTS ARE GREATLY APPRECIATED!
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Results of Promotional Questionnaire

Bar Graph Showing Age Ranges -:;,,nai: @omaletied Questionnaire

Bar Graph Showing Age Ranges that Completed
Questionnaire

@
B
0
@° ]
o
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)
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Under 12 12 to 18 18 to 30 Ower 30
Age Range |

Pie Chart Showing Preferred Promotional Methods for Taytc Biscuits

Pie Chart Showing Preferred Promotional Methods
for Tayto Biscuits

4%
6%1 !

28%

7%
“8%

i |
13% 4%
Television & Radio 4 O Internet Advertisements |
'O E-Malls B Newspapers Magazines :
| B Merchandising Direct Mailing B In Schools ‘

& In Businesses
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Bar Graph Showing Incentives to Purchase Tavio Biscuits

incentives

Entry into Competitions

Celebrity Endorsements

Buy One, Get One Free

Bar Graph Showing Incentives to Purchase Tayto
Biscuits

Brand Loyalty

Club Card Points |

Cash Discounts

0 10 20 30 40 50
Number of People

Bar Graph Showing Preferred Features of an Advertisement

Bar Graph Showing Preferred Features of an
Advertisement

10

Mumber of People

93]

<>

Colour in Message of Originality of  Communication
Advertisement  Adweriisement  Adweriisement of Advertisement

Fegtures




Pie Chart Showing Preferred Features to be Included in a Tavito
Biscuits Advertisement

Pie Chart Showing Preferred Features to be Included in
a Tayto Biscuits Advertisement

7% 8% 17%

13%

11% e
8% 4y 4P
Use of Colour B Use of Text !
07 Use of Animation £ Inclusion of Humans |
B Inclusion of Mr. Tayto Price of Product 1
B Product Details Where Product can be Purchased!
& Image of Product in Use !
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Tayto Biscuits

Unit 12; Promotion in Action
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Wheat-meal Biscuits
Available for the Whole Family

Can be bought in all local
supermarkeis/newsagents

incredibly good biscuits at incredibly good value

Sde 4o Cnelogon.

Try Tayto Biscuits for their goodness that will
have you eating them again and again...

Unit 13 Promotion In Action
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Wheat-meal Biscuits
Available for the Whole Family

Can be bought in all local
supermarketslnewsagents

Incredibly good biscuits at incredibly good vaiue

&9‘?}1.8 L}“-' CQGCLLSTO” .

The latest sensation to come out of Tayto Castle

Try Tayto Biscuits for their goodness that will
have you eating them again and again...

Unit 13 Promotion in Action



K Wheatmeal Biscuits - A Healthy

and Tasty Option

Available for all the family
Packaged in smali containers -
easy to fit into a lunchbox!
Can be-bought separctely or in
multi-tubs!

Separately =

Multi-Tubs

Try Tayto Biscuits for their goodness that will have you eating

them again an

d again...




Lifflewaaos

the home of big brands

1024

05100005678 X GF
bbbt Byttt ydeeg Dol ogd

Dear Mr .
It gives me great pleasure to inform you that you have been chosen to receive a special award.

An amount of money has already been reserved for you Mr Brown and, as soon as we receive your
authorisation, we will send it to you. f could be anything from £15 up to £1,000, £5,000 or even
£30,000 cash to spend as you wish.

Waiting for ihe caich, weli there isn’t one. We just thought we'd like 1o celebraie the launch of the
I '=woods book. All you need 1o do is return the Claim Form below in the envelope provided (even
I postage is free).

However, please note: we are unable to release your award unless we hear from you. In the event of
us not hearing from you your award will, unfortunately, have to be forfeited and cannot be re-offered
at a later date - please do not miss this chance.

Along with your award we would like to send you a copy lof our latest book free of charge. Naturally |
hope you will like it and ward to order something.

May 1 offer you my sincere congratulations Mr Brown on your Award and | look forward to
despatching it to you,

Yours sincerely,

Angela

Angela Evans
Customer Manager

The awards are conditional upon being accepfed for a Liltlewoods credit account and the return of a signed credit agreement (subject 1o status). The £15 award Is
to »e redeemed against goods purchased from the book. An award of any other denomination will be made by cheque payment.

. .fpmwded, subject to status, by Littlewoods Finance Company Limited. Registered number 4660974, Regstered office: Ainlree Innovation Centre, Park Lane, Netherton,
Bootie, L30 15L. Aulhorised and regulated by the Financial Services Authority i respect of insurance mediation activities only. Goods/services provided by Litiewoods Shop
Direct Home Shopping Limiled. Registered number 4663261, Registered office: 1st Floor, Skyways House, Speke Road, Speke, Liverpoot, L70 1A8.

@% AQ H typicai 0005776/T1423/01 /2803/24050 FIN/10
______________________________________ DETACH ALONG PERFORATION = - - m e <o e e e e m
r CaSh Award @mim Fﬁrm PLEASE COMPLETE iN BLOCK CAPITALS iN BLACK OR BLUE INK"!
15t Forename
Date of Birth
D D M M Y oy

Telephone Number (inciuding diatiing code)

05100005678 X 0410 0204 T GF

E-mail
SIGNELUIG ... eeceeeeeeenis st AGUAIESS s sassesan s sisser s sines

{t am aver 18)

The right to refuse any application and/or change ihe offer is reserved, Please ses the reverse for information on our Data Protection Policy.
i Hyoudo not wish to be contacied by third parties for marketing purposes please tick this bcxﬁ. "



