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Increase ad budget by $300,000	
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If you are making $80 per shoe?	


Yes!!!!	

 It is easier to measure the relationship	



between awareness and advertising budget	


than between ���

sales volume and advertising budget	
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In the simulation game the relationship	


between the advertising budget and the	


volume of goods sold is considered to be a	
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Volume of Purchases = Function 
of the Awareness Level	



Awareness Level	



Q = Quantity 
Purchased	
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Firms are more likely to estimate 
the relationship between 

awareness levels and advertising 
budgets	
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Market Research ���
provides the numbers	
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When market research has estimated the 
relationship between advertising 

budget and awareness levels.	
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The potential profit 	


due to the 1% increase ���

in sales volume can be calculated	



Budgeting Methods	



•  Affordable	


•  Percentage of Sales	
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•  Objective Task	
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Goal is to Increase ���
any  one ���

or combination ���
of the stages	
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Coupons and Consumer Sales 
Promotions	



Ted Mitchell	
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Consumer Sales ���
Promotions ���

Coupons	



Coupons and Sales 
Promotions are 
popular because 
there is a direct 
link between the 
coupon and the 
sale.	
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NOT at $70 profit per Shoe	
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Domestic Market is ���

almost five fold larger	
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Is the extra 6,700 units 
worth the $300,000	



If the profit per shoe is $70���
Yes!!!	
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Consumer Sales ���

Promotions ���
Coupons	



Coupons and Sales 
Promotions are 
VERY popular 
because there is a 
direct link 
between the 
coupon and the 
sale, or the special 
event and the 
volume.	



Any Questions?	




