
Promotion - When to Use What 
 
Word-of-Mouth, Networking, Referrals 
 When your product or service generates glowing reviews 
 When you have a positive relationship with customers 
 When local networks are strongly established 
 
Personal letters, fliers, direct mail 
 When you can narrowly define the target market 
 The product or service is not complex or technical 
 The product is purchased frequently 
 There are multiple target markets with varying needs 
 
Personal, One-on-One Selling 
 Product is expensive 
 Product is new, unfamiliar, or difficult to understand 
 Product is an important professional or personal service 
 Product requires technical skill 
 Decision to purchase comes from a group 
 
Telemarketing 
 As a follow-up with direct mail 
 To keep in touch with customers 
 
Yellow Page Ad 
 Mass marketing 
 Business-to-business marketing 
 Frequently purchased products/services 
 Highly competitive products and services 
 
Advertising 
 Mass marketing 
 Frequently purchased goods and services 
 Highly competitive markets 
 
Internet 
 Good for both mass and targeted marking 
  



 
 
 

 


