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Unit 9

2  Describe and discuss with your classmates the sales promotion activities1 that you 
have come across in the street, in shops, on weekly markets, on the internet or in 
the printed media2.

1 Decide which of the terms in the box below belong to the categories:

 a) customer information        b) persuasion1 to buy        c) creation2 of goodwill.

 Some terms may fit more than one category.

1 Zweck
2 Mittel

1 Verkaufswerbung
2 beinhalten
3  ansprechen, 

zugehen auf
4 bestehender Kunde
5 Werbetreibende/r
6 persönlicher Verkauf
7 Mundpropaganda
8 Messe, Verkaufsausstellung
9 Medienkontakt
10 Außenanzeige
11 darauf aus sein, zu tun

1 Überredung
2 Schaffung
3 Werbespot
4 Imagebroschüre
5 (Verkaufs)Ständer
6 Gratiszeitung
7 Kunden-, Werbegeschenk
8 Postwurfsendung
9 Beilage
10 Produktvorführung
11 (Waren)Verkostung
12 (Werbe)Aufsteller
13 Schaufensterauslage

1  Verkaufs- 
förderungs- 
maßnahme

2 Druckmedium

Term
Customer 

information
Persuasion 

to buy
Creation of 
goodwill

commercial3 (radio, tv)

company image brochure4

display stand5

freesheet6/freebie

give-away7

hoarding

mail circular8

neon sign

newspaper/magazine 
supplement9

product demonstration10

product tasting11

sample

stand-up display12

travel brochure

window display13

è

9.2 Purposes1 and means2 of advertising

Sales promotion1 involves2 a large variety of activities to approach3 potential and/
or existing customers4. This means that the advertisers5 must make decisions about 
who they want to “talk” to, where, when, and above all, about what. Personal 
selling6, that is selling by word of mouth7 (indirectly: people talking to each other 
about products or services or directly: people being approached by sales represen-
tatives during visits or at fairs8, for example), is just as important as non-personal 
selling by media contact9 (printed information, the press, radio and television, on-
line pop-ups, etc.) or by outdoor displays10 (hoardings, shop windows, neon signs, 
logos or product names). The “sellers” are out to11 make their products or services 
known to us, the potential customer, to create goodwill and above all to persuade 
us, the new or existing customer, to buy their products or services.
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