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                        Intro to the business- la baguette

La baguette is a local business located in the city center of oxford. La baguette chose this area because it is the center of the city and a very busy area. Also there are colleges, universities, offices and a few markets which are packed with people throughout the day. It has been 6 years since the business la baguette has been opened. Since then la baguette has made a lot of profit and has now opened a new shop near the same area.la baguette is a take away/ coffee shop that sell goods. They sell all sorts of goods for example coffee, drinks, cakes, desserts, ice cream, fruit, sandwiches, pennies and baguettes.

La baguette is in competition with lots of big franchise for example Costa, starbucks, and subway. They survive in the market by having good quality food and having the price reasonably cheep. La baguette has a friendly customer service. They make their products in front of you so you can be satisfied that it is nice and clean.

              

                              Promotion 

Promotion

is an element of the marketing mix (the 4p’s). Promotion is the process of communicating with customers. There are 2 types of promotion. 1 is called informative promotion and the other is called persuasive promotion. Informative promotion is used to increase customer awareness about a product or service. Persuasive promotion is used to encourage the customer to purchase the product or service. 

Promotion is often categorized in two ways:
Above the line promotions | Below the line promotions |
Advertising through media: | PR, Merchandising |
Newspapers | Sponsorship |
TV, Radio | Direct Marketing |
Cinema, Posters | Personal selling |
Billboards | Competitions |

Promotion has many aims but the main 4 are attention, interest, desire and action. These 4 promotional aims are known as AIDA.

Attention- The first step is to get the customers attention. This step is mainly used to improve the awareness of the name/brand and the product to the targeted audience.

Interest- The second step is to get the interest and trust of the customer.

Desire- The third step is to get the customer to want the product/service. After the second step you change the way you promote to incorporate more informative info on the product/service.

Action- The 4th and final

step is to convert desire into a purchase decision.   

Promotional mix

Promotional mix is a term used to describe the set of tools that a business can use to communicate effectively the benefits of its products or service to its customers.

The promotional mix includes the following tools
  * Advertising e.g. billboards, newspaper adverts, posters, TV adverts etc

  * Public relations e.g. customer reviews, sponsors etc 

  * Sale promotion e.g. offers, discounts etc

  * Personal selling e.g. directly speaking to the customers etc

                            La baguette and promotion

La baguette promotes its business through different means. The three main methods of promotion la baguette uses are sale promotion, advertising and public relations. They promote by discount, offers, promotional student discounts and meal deals. La baguette uses many different methods of advertising. They advertise throughout the year using methods including: local Websites; local sign boards; distribution of posters and leaflets. The Methods of public relation they use are customer reviews. For example when a customer buys a product la baguette’s staff asks them to fill in a review online on a specific website giving their opinion on the service they received. 

La baguette

methods of promotion have been quite successful. This can be can be seen by the increase in the number of customers being served. Before the promotions, the number of customer was approximately 250 to 300 per day.   After their promotional campaign la baguette had an average of over 400 customers per day.

As La baguette is a local business, and targets local people. One of the best promotions would be sponsorships of local charity and sports events. This would promote La baguette among the local community and give a good public relations opinion. 
Another good promotional method would be to introduce a “try before you buy” promotion. Through this the customer will have an option to try a small sample of La baguettes products. The product that they like could then be bought. This is a good method as the customer does not pay for something they may not like and this also makes the customers trust the business.   

Sponsorships can be a very good promotional method. It can bring public awareness of the business brand in the local area. Sponsoring events that appeal to the business market are likely to change buying attitudes positively and help generate a positive reaction to the business brand. However if the event is not successful the businesses reputation can go down.



The “try before you buy” promotional method is one of the best ways to promote a business. It can establish an identity and bring public awareness for the business. If done correctly, free samples can improve the success of a business, especially in its early stages. If a business have a quality product or service and are trying to introduce it to people, free samples can help to achieve this goal rather quickly. It is the best and most targeted way to advertise. However, samples should be used sparingly and carefully. Sometimes, samples devalue the product in the eyes of the consumers. In other words, giving something away for free can make customers to think that a product is cheap, even if it is not. It becomes less valuable to the customer’s mind.

  

Conclusion

In conclusion to the research that has been done, la baguette can improve the promotion element of its marketing mix by the promotional method “try before you buy”. Although the promotional method “try before you buy” can devalue the product to the consumers it dose not apply to the business la baguette. This is because la baguettes products are cheep and do not have a high value as say an mp3. Also the good points of the promotional method overpower the bad points even if they don’t apply to la baguet
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