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A company may produce a good quality product, price it appropriately and make it available
at the selling points, which are convenient to customers. But in spite of all this, the product may
not sell well in the market. There is a need for developing proper communication with the
market. In the absence of communication, the customers would not be able to know about the
product and how it can satisfy their needs and wants or may not be convinced about its utility
and benefits.

Promotion refers to the use of communication with the twin objective of informing
potential customers about a product and persuading them to buy it. In other words, promotion
is an important element of marketing mix by which marketers makes use of various tools of
communication to encourage exchange of goods and services in the market.
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Marketing Communications

Promotion mix refers to combination of promotional tools used by an organisation to
achieve its communication objectives. Various tools of communication are used by the
marketers to inform and persuade customers about their firm’s products. These include: (i)
Advertising, (ii) Personal Selling, (iii) Sales Promotion, and (iv) Publicity. These tools are also
called elements of promotion mix and can be used in different combinations, to achieve the
goals of promotion. For example consumer goods firms may use more of advertising through
mass media while the industrial goods firms may be using more of personal selling. What
combination of these elements is used by a firm will depend upon various factors such as nature



of market, nature product, the promotions budget, objectives of promotion, etc. Let us first
know about these elements in some details.



