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Marking Criteria:
 We expect the learners to write minimum one well expressed point in three lines against each allocated mark. This means one needs to write 15 lines with 5 well expressed points to get high grades for a 5 marks question.
For high grades use examples and illustrations where appropriate. 
	
1-Outline the objectives of advertising? 

The Chairman of the American Express Company once stated that “Good advertising must have three effects: 
i) Increase sales; 
ii) Create news; 
iii) Enhance the company's image.” 

A)Generalized Objectives 

Generally Advertising has either one or more of the following objectives 
1-To provide information to target customers: This information covers areas such as new product launch information, price changes, improvement in products, or modification of products. 
2-To persuade target audiences: This may include building a brand and a brand following, persuading people to switch brands etc. 

3-To remind target audience for keeping the brand name in first place:  
This includes numerous objectives which are discussed below: 
1--To announce a new product or service: 
2-For increasing sales. 
3-Provide information regarding the availability of the product and facilities for demos and trials, etc. 
4-Expand the market to new buyers: 
5- Another strategy for increasing the customer base is to promote new uses of the product. 
6-Announce a product modification: This use of advertising is generally associated with the use of the terms “new” or “improved.”
7-To make a special offer 
8-To educate customers: 
9-To remind users: 
10-To please stockiest: For a retailer to be successful, the stock turnover must be high so that the working capital keeps flowing in the business. 
11-To create brand preference:
The purpose of this kind of advertising is two-fold: 
a) To create the brand image 
b) To let the target audience know why brand X is better than brand Y. 

In this kind of advertising, the brand has a distinct image which the consumer associates with it. The second kind of advertising takes the shape of comparing two brands and showing why one is better than the other. 
12-Other objectives: Advertising helps increase the morale of the sales staff of the company. 

B) Specific Objectives 

For an advertiser, the objectives of an advertising campaign may be defined in terms of 
a) Communication objectives
b) Sales objectives. 

a)Communication Objectives of Advertising: 
Advertising is a psychological process, which is designed to trigger behavior that will lead to purchase. 
The advertiser, therefore, must know how to shift the consumer’s state from where it is to where the consumer is ready to buy. This involves a series of steps outlined below: 

These steps (which are also referred to as the "Hierarchy of Effects") are detailed below: 
I. Brand ignorance
II. Awareness
III. Knowledge
IV. Liking
V. image of the product
VI. Preference
VII. Conviction
VIII. Purchase

b) Sales objectives. 
Sales objectives are in the form of the target volume of sales for every pence of advertising budget.



2-'Advertising is a psychological process which is designed to induce behavior in an individual leading to purchase?

One of the prime aims of advertising is to change an individual’s attitude and bring him/her closer to purchasing the product being advertised.

The advertiser, therefore, must know how to shift the consumer’s state from where it is to where the consumer is ready to buy. This involves a series of steps outlined below: 

These steps (which are also referred to as the "Hierarchy of Effects") are detailed below: 

I. Brand ignorance: This is the first stage and it is where buyers are completely ignorant about the product or the service; 
II. Awareness: At this stage, the target consumers are aware of the products in the market; 
III. Knowledge: At the Knowledge Stage, people know what the product has to offer; 
IV. Liking: After the Knowledge Stage is the “Liking” Stage, which is the stage where people have a favorable 
V. image of the product; 

VI. Preference: A favorable image of the product has turned to a preference of the product, over other brands. Comparative advertising discussed earlier, plays an important part at this stage; 
VII. Conviction: Customers already prefer the product (stage 5), however, at this stage, this preference is accompanied with a conviction to purchase the product; and 
VIII. Purchase: This is the final step of the process, where the product is actually purchased by the consumer 

3-What is the difference between Advertising and publicity?

	No
	Factors 
	Advertising
	Publicity

	1
	Payment
	The sponsoring organization has to pay for media space/or time
	Since the massage is designed and printed by media, the company does not have to pay for it.

	2
	Sponsor
	Has a clearly Identifying sponsor which may be either the company or brand name
	No sponsors identified .the message originate from the media source

	3
	Content
	The company has total control over content and coverage of the massage
	The company has no control over content and coverage, although it may have initiated  media interest and supply the necessary information

	4
	Schedule
	The company can schedule repetition of the massage as many time as desired
	The company cant schedule the repetition of massage

	5
	Intent
	The massage is meant to create ,maintain and enhance a favorable impression about the company and the products
	Presented as news is hence, less persuasive .May create a favorable or unfavorable impression

	6
	Credibility
	Low to moderate
	High
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